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A SPECIAL REPORT 


showing you how fo... 


gear buying to defense 


systematize back orders 





allocate supplies 

minimize manpower problems 
streamline warehouse work 
re-determine potentials 


sell what you have 


keep abreast of regulations 


capitalize on 
service opportunities 


help your manufacturers 











New! BEAVER MODEL ‘E” 


LIGHTWEIGHT ECONOMY MODEL 
Vg to 2” Portable Pipe and Bolt Machine 


The Beaver Model-E will also cut and 
thread pipe from 21 up to 8”, using 
a drive shaft and geared tools. Under 
favorable conditions, up to 12” can 
be threaded. 


One of the many convenient 


features 
Model-E 


the Beaver 


removable 


chip tray — which slides out 


as shown. 


” 
Features 


Gears run in an enclosed oil sump. 
Longer gear life—more power—less noise. 


A standard, full- 
size, wrench-operated scroll chuck prevents costly losses 
of labor and material caused by “chuck slippage”— 
especially on galvanized, stainless steel or hard copper 
pipe. 

The Beaver Model-E is built 
like a lathe, for right-hand operation. Chuck to left; tool 
mounting to = 

-speed geared motor. Choice, 110/115 
or 220/230" on Universal, operates on AC or DC, 25 
to 60-cycle. Reversible at switch. Motor develops 1.6 
horsepower. Heavy-duty, weather-proof motor—ac- 
cessibly located for greatest convenience, safety and 
adequate ventilation, insuring cooler operation, longer 
brush and armature service. 

Patented. Outboard 
eccentric-spoo!l pipe-centering support, separate from 
the spindle, eliminates spindle “whip” caused by long 
revolving lengths of pipe, reduces bearing wear, pre- 
vents flat-sided threads (which leak) caused by spindle 
whip. 

Renewable. 


Write for new illustrated operating guide entitled 
“Operating ‘Hints’ For Your Portable Pipe Machine and 
Hand Pipe Tools”. 


Easy to clean. 


With a portable stand and 
14” retractable wheels, the 
Beaver Model-E (185 Ibs.) 
is easily moved by one 
man. 


Reversible. 





located. 


Prevents injury 
if wrench is in- 


ei, 





to operator and ge to 
advertently left in machine. 

Removable. Perforated to permit quick 
circulation of oil. 

Quick-opening, adjustable, of the “ring- 
type” no hinge to get fouled with fine turnings. There 
are 195 different kinds and sizes of dies in stock, 
always at your service. 

Sentoge is moved forward and back- 
ward by a smooth-working lever action. 

Standard equipment on the Model-E is the 
patented — yoy wheel-and-roller 
cutoff, which cuts V, pipe and 14 to 7%" bolts 
or solid rods. 4 Li. knife cutoff ole avail- 
able for cutting, grooving or beveling pipe. 

Note convenient hand-holds 
for easy carrying. 

Drop-forged Vg to 2” reamer swings in and 
out of position. 

Built like an automobile 
frame. Welded base. 

as carried, about 185 Ibs. Base size 27 x 
12% inches. 


BEF, yER 


216-300 Dana Avenue ® Warren, Ohio, US.A 
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WAREHOUSES can be 
improved at little or no 
cost to you. Overcrowded, 
understaffed  stockrooms 
cost you money. The why 
and wherefore of ware- 
house improvements be- 
gins on page 94. 





™ INDUSTRIAL 
DOCTOR 
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Anticipation of Requirements Urged to Combat 
Shortages of Su 








Defense Topics 

Talk of the Trade 
Editorial 

The Outlook for Business 
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PRIORITIES _ handling 
can be troublesome and a 
good system of integration 
with regular routines is 
necessary. The one used at 
George Worthington Co., 
Cleveland, in which the 
order editor is the key 
man is described on page 
82. 


IN A FOG about how to 
keep up with priority in- 
formation and pass _ it 
along to your salesmen, 
employees and customers? 
You can make it simpler 
by reading “Spread the 
News Efficiently”. It be- 
gins on page 102. 


R T 


NEW POTENTIAL, not 
half-a-mile from his home 
base, Mid-Island Supply 
Co., will open up for 
Tony Carbone in new 
plants now building. For 
other sources of potential, 
Mr. Carbone takes you, on 
page 96, to people and 
places that keep him “in 
the know”. 


In the News 


ae 


BACK ORDERS have in- 
creased substantially in re- 
cent weeks and it takes a 
good system, such as that 
described starting on page 
86, to make sure you do 
not have a back order 
headache. 


SELL new services for old 
customers (and new), like 
rebuilding machines for 
defense production lines. 
Pages 106 to 109 describe 
seven other opportunities 
on the way that you ought 
to know about, and work 
at, beginning right now. 


Door Openers to Sales......... 


New Preducts 





“WATCH THE BIRDIE” 








WHENEVER YOU HEAR THAT EXPRESSION, you know 
pictures are going to be taken. Well, they’re certainly 
going to be taken in San Francisco June 11, 12 and 
13. And you'll see the results in the July issue of 
InpustriAL Distrisution. If you're planning to 
attend the Triple Industrial Supply Convention, your 
picture probably will be taken and you'll want to see 
it plus the pictures of your business friends. 


If you're not planning to attend, the July issue is a 
positive “must” for you—you'll want to know all 
about what the speakers have to say; what action is 
taken by the three associations and, of course, you'll 
get a big boot out of seeing the “on guard” pictures 
that will be taken of people you know. 

Look for the big July Convention Report issue; it'll 
bring you up to date on what’s going on. 





G PERFORMANCE GUARANTEED 








' Socket 


UNIFORM SOCKET DEPTH — True hex 
shape, clean taperless walls, eliminates socket 
deformation under high wrenching torque. 


CLOSER TOLERANCES — Held to one-half turn, 
plus or minus, on finest ring gages. 


ACCURATE THREADS — Checked for lead, 

pitch — Clean and sharp — Held to 

standard specifications. 

GREATER STRENGTH — Completely cold forged 
of special analysis alloy steel and scientifically heat 
treated. Also available in metals other than 

standard alloy, 


® Holo-Krome Authorized Industrial Distributors 
know the value of H-K quality and the H-K 


100% Distributor Sales Policy. Are you among them? 


HOLO-KROME 
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Link-Belt Offers 
the Right Chain 
for Every Job 


« 


Link-Belt offers no single “cure-all” chain to 
handle every power transmission or conveying 
job. From the most complete line of chains 
and sprockets in the world, the exact type to 
fit particular requirements can be selected 
There’s a wide choice, including cast, combi- 


nation, forged, steel, roller or silent 


Recommend L-B Herringbone Gear 








LINK-BELT GREETS 
CONVENTIONEERS 
AT SAN FRANCISCO 


On hand to greet distributors and 


ther manufacturers at the Triple 
Convention in 
11-13, 


distributor 


Industrial Supply 


San Francisco, June will be 
Link-Belt's 
executives 


At Booth No 


Auditorium- 





top sales 
1106 in the Civic 
and at convenient 
the Sir Francis 
Drake Hotel—these men will be 
glad to discuss problems of mutual 
interest. 


headquarters in 


See Pages 148-149 




















Drives for Shock Load Service 


For heavy-duty industrial service, where 
shock loads and continuous operation 
are encountered, Link-Belt builds a com- 
& SALES  Plete line of Herring- 
bone Gear Drives. Wide 
MEETING ae i top 
IN PRINT selection is afforded by 
a broad range of reduc- 
tion ratios and horsepowers, in single, 
double and triple reduction units. 

Since Link-Belt also makes ail other 
types of enclosed gear drives—helical 
and worm gear drives and gearmotors— 
your customers will have confidence that 
your recommendation is impartial. 

L-B Herringbone Gear Drives include 
the following outstanding sales features 


COMPACT — Gearing is arranged for 
wide range of reduction ratios in very 
small space 


HERRINGBONE GEAR DRIVE CAPACITIES 





Reduction 
Ratio Range 


Horsepower 


Type Range 





2.84:1— 10:1 
Li:t— 7h:l 
82:1—318:1 


“S"—Single 1 
“D"—Double 
“T"'—Triple 


14— 1000 
Vg—544 
1g—213 











EFFICIENT— Save power, run quietly and | | 


coolly, require less maintenance 


SHOCK-RESISTANT— Liberal anti-fric- | 
tion bearings maintain alignment under 
both shock and overload. 


DURABLE — Large number of bearings 
and simple, unfailing lubrication system 
give years of smooth running. 





“§$"—Single Reduction 





“‘D”—Double Reduction “T” 


—Triple Reduction 





| The Low-Cost Way 


fo Step Up Bucket 
Elevator Capacity 


| Present centrifugal discharge bucket ele- 
| vators can handle 
merely by replacing old-style buckets 


up to 200% MORE, 


with advanced design “HS” buckets. 


| They are used for nominal as well as 
| high operating speeds with minimum 


spillage. 

Maximum pick-up and clean, quick 
discharge add to their efficiency in han- 
dling grain, soft feeds and other light- 
weight, free-flowing material. 

“HS” Buckets are long-lived. Corners 
are reinforced—end plates lap around 
the body. And the end plates are made 


When is an empty bucket FULL? An- 
swer: When it's FULL OF OUTSTAND- 
ING FEATURES such as this “empty” 
HS Bucket 


of the same gauge of steel as used for 
the body for added strength. 


Crimped backs give added rigidity 


| and permit smooth, flat surface contact 
| with either belt or chain. Tapered ends 
| decrease drag of pick-up load, and allow 


nesting of the buckets for compact stor- 
age and shipping 





LINK-BELT COMPANY 
Chicago 9, Indianapolis 6, Philadelphia 
40, Atlanta, Houston 1, Minneapolis 5, 
San Francisco 24, Los Angeles 33, Seattle 
4, Toronto 8, Springs (South Africa). 
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Service Lines 


That Bring You Repeat Orders 


HACK SAWS 
HAND AND POWER BLADES 


KUTALL Molybdenum 

high speed, HIGH SPEED 

STEEL, FLEXARD for general mainte- 
nance and service jobs. ALL HARD 
and FLEXIBLE for general cutting jobs. 


BAND SAWS 
METAL CUTTING - WOOD CUTTING 


also Linotype and Dry Ice bands. 
Band Saw Knives, and Butcher saws. 


HACK SAW FRAMES 
Solid Steel Rod and Steel Tube 
Cast Aluminum Handle 


Electricians, machinists, plumbers, 
and others have found this frame 
highly satisfactory. 


TOOL BITS 
KUTALL ¢ SPAR-KING ¢ SPARGROUND 


Kutall Bits for general purpose 
work, Spar-King for the higher 
grade jobs and for extra special 
work we offer Sparground. 


“a 
0 


Built Repeat 
You need not stock all five FRANCISCO 
BOOTH 


1002 


These lines have Sales for SAN 
many Distributors 
to have Stocking Discount. This will apply to 
You Do Stock 


any of our Line 


SPRINGFIELD, MASS. 
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SPARTAN SAW WORKS 








The Cover 


Ten of the problems confronting 
management today are as appar- 
ent as the fingers on your hands 
(thumbs included). Their solution, 
however, may be a little less obvious. 
So we've combin e work of 
many hands into a 32-page section 
that will not only be of interest but 
will aid you in the operation of 
_ business; it begins on page 
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Backstand Method 
yes MME / 


Le Roi Co. cuts finishing 
time on forged handle 
from 5 minutes 11 seconds 
to 1 minute 32 seconds 


Problem: The Le Roi Company, in Cleveland, Ohio, used set-up 
wheels to finish forged paving breaker handles. This 
finishing operation required 5 minutes 11 seconds on 
the average per handle .. . was too long, too costly. 


Solution: The Le Roi Company switched from the 
to the backstand belt meth : 


Result: An Armour abrasive 
was reduced to 1 mi * MORE SALES OPPORTUNITIES 
. . Saving 3 minutes FOR YOU, MR. DISTRIBUTOR! 


Manufacturers of hundreds of « Now—more than ever—you'll profit by Armour’s consistent and 
items have proved that the bach extensive national advertising program. Month after month 
cient and more economical than thousands of customers and prospects are reminded that... 
If you are grinding, polishing 
surfaces, cast pieces, stam ; 
stand belt method can help you withWjur proagucucie ps 
To learn more about the many zes of the backstand 
belt method, write today for our fre< let. 


* We recommend buying through your industrial distributor 


MAIL THIS COUPON TODAY 


Please send me the booklet “Facts about Backstand Belt 
Grinding and Polishing.” 


Armour’s abrasive belts are only part of a com- 
plete line of abrasives built to rigid quality speci- 
fications. There are sheets, rolls, discs and other 
more specialized shapes. 


Name - 


UE Cocled Weasives Diviwom 


SHEETS © ROLLS ¢ BELTS © DISCS 


Title 
Firm 


Address 


Armour and Company 


City rors Zone State North Benton Road « Alliance, Ohio 
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-»- because it 
cuts more easily! 





/ 7 RED TANG 


ee 
ene a7 





is the mark of the file that is /ike no other file... the file 
that is made to highest quality standards...and designed 
by Simonds Cutting Tool Engineers with the same easy 
cutting tooth as Simonds famous metal-cutting saws. 
Yes, this is the file that cuts, instead of scrapes... that 
takes off more metal with less elbow-grease. Now, what 
more do you need to sell SSMONDS “RED TANG” to 
your customers? For profits and “stay-sold” business, 
“Red Tang” is the file... by a mile. 


SIMONDS 


SAW AND STEEL CO. | 


° . ‘ ; x 
Branch Offices in Boston, Chicago, 
San Francisco and Portland, Ore. Canadian Factory in Montreal, Que. 
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DEFENSE PRODUCTION— 
IT'S VERY DIFFERENT NOW 


by 


Department of Economics 
McGraw-Hill Publishing Company 


Mosi.ization iN 1951—barring all-out war—calls for defense production on 
a very different pattern than did World War II. 


1. Munitions production now is con- 
centrated. It is focussed largely on 
four types of products—aircraft, 
trucks and combat vehicles, the 
electronic equipment to guide and 
operate them, and ammunition. 
The weapons—and the problems in 
producing them—are much more 
complex than in World War II. 
This puts heavy pressure on manage- 
ment, engineers, and skilled labor. 
The program’s needs for the rarer 
metals—tungsten, cobalt, and others 
—are huge. But requirements for 
steel and copper will be much 
lighter than in World War II. 


2.While production schedules are 
smaller than in World War II, we 
are building the industrial capacity 
to produce much more—if World 
War III should come. In fact, in- 
dustry’s plant expansion program 
this time is larger than the World 
War II program. One result of 
this is that unit costs of munitions 
will be very high in many cases. 


3. The program will squeeze little bus- 
iness. Because the program concen- 
trates on complex and highly-engi- 
neered products, most of the 
contracts currently are going to the 
larger companies with research lab- 
oratories and highly-trained engi- 
neering staffs. Mea:while, material 
shortages compound small business’ 
problems. 


. As long as this is part-war part-peace, 
the program may change rapidly. 
Shifts in strategy and shifting politi- 
cal winds will reshape its size and 
scope—in sharp contrast to the all- 
out effort of 1941-44. 


The Production Job 


In World War II, the military 
needed lots of everything—from mess- 
kits to battleships. Now its require- 
ments are largely concentrated on four 


types of products—aircraft; trucks, 
tanks and other vehicles; electronic 
devices; and ammunition. 

But the fast-growing complexity of 
these products makes production prob- 
lems in these lines much more com- 
plex than they were in World War 
II. Today’s jet fighter is almost as far 
removed from a P-40 as a P-40 was 
from the pusher biplane which the 
Wright brothers flew at Kitty Hawk 
in 1903. In fact, the electronic 
equipment alone in some of today’s 
planes costs more than did the 
corresponding planes of 1944. This 
complexity and stricter design require 
ments have made military require 
ments for certain materials, like 
tungsten and cobalt, and for produc- 
tion skills, particularly engineering, 
perhaps greater than they were in 


World War II. 
A Smaller Program 


Censorship—and a strategic con- 
cept that apparently will shift more-or- 
less steadily—obscures the physical 
dimensions of the production job that 
is to be done. But this much is clear: 


Munitions production — mili- 
tary procurement from industry 

is now scheduled to reach a 
peak in 1952 at about 40% 
of the 1944 rate. 

Material demands, however, 
will be somewhat smaller. The 
complexity of new equipment 
boosts man-hours more than 
metal needs. So where this will 
be a 40% effort in terms of em- 
ployment, it may be no more 
than one-third in terms of stecl 
and aluminum. 


There are two big reasons why this 
production program is smaller. First, 
much of the equipment—artillery, 
small-arms, and ships—that will be 
used in this mobilization is already 
on hand. These “‘mothball” stocks are 
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being drawn down to supply both our 
growing forces and our allies overseas. 

The second reason the program is 
smaller is that we are not expecting 
to have to make good battle attrition 
on anything like the scale of World 
War II. Barring all-out war, a fair 
share of the weapons that industry 
turns out in the next two years will 
go into reserves rather than be used 
to replace the terrific losses of an Ital- 
ian campaign or a Normandy break 
through. 

In its nature this program—which 
concentrates on building industrial 
facilities which may be used at only 
one-third of capacity—brings major 
problems. First, it puts a much greater 
strain on management, engineers, and 
the suppliers of capital equipment than 
it does on labor and materials for pro 
duction. The engineers and capital 
goods makers will be practically fully 
mobilized, the materials only partially. 

Unit costs will be far out-of-line on 
many products. An aircraft company 
may set up the plants, tools, and fix- 
tures to produce 300 planes a month. 
The tooling has to be “hard’’—per- 
manent and expensive fixtures set up 
for mass production runs, rather than 
temporary jigs that, with a lot of hu- 
man ingenuity, could be used on 
small production runs. But all this 
cost must be distributed over one 
third of the potential production— 
100 planes a month rather than 300. 

In some cases this process will pro- 
duce surplus labor. An auto factory 
with 5,000 workers may be converted 
to aircraft and, at one-third of capac 
ity, use only 2,000 emplovees. 

This program, too, will be concen- 
trated among a relatively few com- 
panies—particularly in its early stages. 
In World War IT almost all industrial 
companies had defense contracts, and 
many converted entirely to defense. 
Now the share with defense contracts 
will by much smaller and few com- 
panies, outside of the aircraft inéus- 
trv, will be 100% on military work. 


New Plants and Equipment 


Looking at the mobilization pro- 
gram as a whole, one of its outstand- 
ing characteristics is the emphasis on 
building new plants and equipment. 
We're building the equipment to 
supply a modern Army, Navy, and 
Air Force of perhaps four million men. 
We're also supplying our allies and 
building up reserves of equipment 
But we're setting up the plants that 

(Continued on page 10) 
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PREPARED BY LUNKENHEIMER ESPECIALLY 
FOR LUNKENHEIMER DISTRIBUTORS 


* Patented Alloy. 
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BRONZE VALVES 





Set NEW PERFORMANCE RECORDS with... 


STEMALLOY: 


Lunkenheimer’s amazing new silicon-bronze alloy eliminates 
the stem-thread troubles that cut heavily into valve life. 
Stemalloy* stems have actually been tested at more than 
300,000 openings and closings — with live steam flowing 
through the lines. 


Your customers expect — and need — equipment that will 
sustain today’s record flow of American production. Let 
them know about the exhaustive field tests of this exclusive, 
patented alloy. 





Of the millions of Stemalloy* stems that have been placed in 
service, not one has ever been returned due to wear failure. 


Take full advantage of this new feature — a ‘‘miracle metal” 
that adds years to the life of bronze valves. In these times, 
when long wear and lower upkeep are vitally important, 
make sure your customers have all the facts about Stemalloy*. 
Write for copies of the new booklet, ““Lunkenheimer Copper 
Base Alloys.” You'll find a wealth of helpful information on 
Stemalloy* and many other exclusive Lunkenheimer bronzes. 
Address: The Lunkenheimer Company, Box 360U, Cincin- 
nati 14, Ohio. 


BRONZE IRON 


THE ONE VROQH NAME IN VALVES 


L 651-19 
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Dumore gives you 4 lines of top-quality, top-profit tools 


es 


A 


a} / ¥ 
You get more sales per call with Du- 


more tools, because they answer the 
three questions every buyer asks: 


“Do I need this tool?” 
“Will it increase production?” 
“What's the cost?” 


Dumore’s 4 lines, plus the wide range 
of applications of all these tools, 
make every shop a “live” prospect. 


You get more sales, because every 
Dumore customer and operator can 
_ give facts and figures on production 
increases . . . users are enthusiastic 
salesmen for these tools. 


You get more sales, because the unit 
price of Dumore tools is relatively 
low . . . fits easily into any retooling 
budget. They often do the work of 
more expensive, special-purpose ma- 
chine tools. 


The guarantee seal carried by every 
Dumore tool speaks for itself. Your 
customers must be 100% satisfied 
with Dumore quality and perform- 
ance or they get their money back. 
These tools give you the lowest com- 
plaint and service problems of any 
line you handle. 


On every count, it pays :o push the 

Dumore line! Every sale opens the 

door for steady repeat orders! 

you can Do More 
with 


DUMORE COMPANY 


1300 17th St., RACINE, WIS. 
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DEFENSE TOPICS 





Starts on page 7) 


could quickly provide the production 
needed to maintain an all-out defense 
effort—with 12 million men or more 
in service. 

In fact, we're investing more in new 
plants and equipment than we did in 
World War II. The manufacturing 
industries, for example, are’ planning 
to raise their capacity 9% this year, 
as reported by the McGraw-Hill sur- 
vey of business’ plans for new plants 
and equipment. But in all of World 
War I{—from 1939 to 1946—these 
industries raised their capacity only 
31%. The steel industry’s expansion 
program alone is almost twice the size 


of its World War II program. 
Impact on Business 


What will be the impact of this 
mobilization program on business— 
particularly small business? 

Overall, this program will have a 
much smaller impact than did World 
War II. It will, as planned now, ab- 
sorb only about 20% of the country’s 
total production. In World War II, 
the war effort at peak took about +5 % 
of total output. But the narrow, 
specialized impact of this program 
will be very heavy in some areas: 


Skills Are Short 


In the manpower field, it puts great 
pressure on management men, engi- 
neers, and skilled workers. The “top 
hands” in all three of these occupa- 
tional divisions are already in short 
supply. Management’s problems, for 
example, are multiplied in almost all 
companies. It must convert or build 
facilities for defense work, fight to 
keep civilian production going while 
shortages spread, and plan for recon- 
version when this comparatively short 
mobilization tapers off. 

There is no way of directly measur- 
ing the shortage of engineers, but the 
growing complexity of aircraft and 
electronic equipment, of ammunition, 
and of munitions all along the line 
put a heavy load on designers and pro- 
duction men. The same factors, plus 
the fact that unemployment is prac- 
tically at rock bottom, bring a critical 
shortage of skilled workers in defense 
areas. These shortages promise to be 
more of a bottleneck to the defense 
effort than will materials or facilities. 


Small Companies Pinched 


Small companies—many of themn— 
will have increasing problems this year 
and perhaps next. Because this is a 
comparatively small program, there 

Continued on page 14) 











Ps 


Factory production and 
maintenance can be 
speeded with rugged 
PROTO power and impact 
sockets — noted for their 
long life. The recently ex- 
panded line includes many 
sizes in power and impact 
styles, for hex and square 
nuts, in regular, deep and 
universal types, and in five 


drives. 





REG US 
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Sales 











A total of 227 trading areas have been mapped 


out nationally.* In each area we will have only ONE 


Industrial Supply Distributor. Here is your 
opportunity to CAPTURE THE SALES YOU CREATE 
..- to BE THAT DISTRIBUTOR. The Cummins 


area Franchise is an 
important one... SALES 
WISE and PROFIT 
WISE. May we tell you 


the complete story? 


New — 36 Page Catalog 
illustrates and Describes 
Cummins Power Tools 
for Industry. Write for 
your copy today! 


*Determined by percentage of industrial 
production, car population and construc- 
tion activity in each area. 
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How | DEFENSE TOPICS 


(Starts on page 7) 


simply won’t be enough defense busi- 

(UA Gh ness to go around among all the com- 
panies that would like it. And because 

a major part of this program involves 

2 | complex, highly-engineered _equip- 

d if “ | | fl ment, a big share of the contracts will 
: go to the companies with research lab 


oratories and experienced engineering 


' ' staffs. They are, for the most part, the 

a iS ies larger companies. 
eae In the first stage of the program, 
Mobilization Director Charles E.. Wil- 
| son reports that only about 21% of 
a fl p S the dollar value of all prime contracts 
| went to companies with less than 500 

. = employees. 

But this period of a pinch on small 
companies won't last more than two 
years, as the program is planned now. 
In fact, many of them are already 
getting subcontracts, or will get them 
in the next few months. In the early 
days of World War II, it took three 
vears for the aircraft companies to 
reach the point where they were sub- 
contracting 40% of the value of their 
contracts. Now they are likely to be 
subcontracting more than 40% by the 


ee) | end of this year. And they will be 
~ subcontracting bigger units—bigger 
| sections of airframe, motors or com- 
ponents. Among other things, that will 
spread the engineering burden. 
~ | 
be 
| 
‘ 


Strategic Materials 
Steel, copper, and even aluminum 
\ promise to be in for better supply in 
TOOLS LIKE THIS ACCURATE the next two years than they were 
in 1944. The real squeeze will come 
MASTER PLANER GAGE CREATE DEMAND on the rarer metals—tungsten, nickel, 
cobalt, columbium and others. 
FOR THE ENTIRE LUFKIN LINE In steel, a capacity growing toward 
120 million tons is a major factor in 


It happens many times . . . customers are so pleased with the perfect improving supplies. In addition, our 
? } > > ° 
precision of Lufkin tools that they buy the whole line. It’s this kind of shipbuilding program is small now— 


precision that makes the Lufkin Master Planer Gage one of the most in 1944 shipbuilders sake 22 ailiiton 

valuable and versatile tools you can put in your customers’ tool cribs. tons of finished steel. 

It's invaluable for setting cutting tools, gaging, and setting-up work. Slide As it is planned now, the defense 

ind base are perfectly fitted. Slide slot beveled and ground to eliminate program at its peak is not likely to take 

side play, assure accuracy. All measuring surfaces are precision ground more than 40 percent of the available 

gage can be used on base, end, or either side. Built-in level finished steel. 

Range with standard 3” extension, 14” to 9”. Extra 1” extension and In copper, direct defense require- 

mahogany case also available. Lufkin precision, built into every item in ments at their peak will take 20 to 25 

the entire line, will do a selling job for you every lime a tool is used! percent of the available supply. About 
as much more may be needed for de- 
fense supporting activities. 








Backed With An Effective Industrial Advertising Campaign 
+» To help your salesmen sell more easily and efficiently, the Lufkin line is gt 
consistently advertised in the Gravure sections of leading Sunday News I he Joint Chiefs of Staff, our top 


Z — 
Ee 1 papers; industrial publications like American Machinist, Factory Manage- military planners, set the targets for 
ie 

—~s., 


Production and Top Strategy 


ment and Maintenance, Mill & Factory, Machine & Tool Blue Book | , , seca Qs 
Tooling & Production, Canadian Machinery & Manufacturing News and military production. lhe 195] pro 


Popular Mechanics! duction pattern is largely set by the 
contracts that have already flowed 


from the Pentagon. 
SELL [UF KIN TAPES - RULES - PRECISION TOOLS But the 1952 pattern is still being 


debated. And—as long as we have 
THE LUFKIN RULE CO. 129 part-war part-peace—that debate may 


SAGINAW, MICHIGAN - 132-138 Lafayette Street, New York City+ Barrie, Ont. | Continued on page 18) 
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NO. 6056 
Forged 
Steel 
Gate Valve 


Another Quality R-P&acC Valve 
for you to sell to your customers 


@ The complete R-P&C line enables you to supply more needs of your 
customers ... and to get new valve customers. R-P&C’s line is continuously expanding 
expanding your markets. But that’s not all. 


Unexeelled Quality means continuing sales and profits for you 
Wield Assistance, engineering and sales, helps you sell more 
Monthly Advertisements, and reprints for you to mail, create interest 


~~ Deseriptive Literature, colorful and attractive, makes selling easy 


You'll do well with R-P&C valves. Ask the R-P&C district office nearest you for full details. 


R-P & C VALVE DIVISION 
AMERICAN CHAIN & CABLE 
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MontTH after month, in lead- 
ing industrial publications, the Dodge 
Transmissioneer is spotlighted as the 
man who has important facts about the 
latest developments in power drive 
machinery. Ads like these feature new 
and better products for mechanical 
power transmission which are avail- 
able through Dodge Distributors. 

This business of promoting distribu- 
tors’ sales is as old as Dodge. And sup- 
porting this merchandising policy are 
two foundation stones: (1) aggressive 
leadership in engineering and design; 
(2) the highest standards of quality in 
manufacture. 

Dodge advertising and sales promo- 
tion create sales; Dodge performance 
builds repeat business. 


DODGE MANUFACTURING CORPORATION 
500 UNION STREET, MISHAWAKA, INDIANA 


1 ee 


ARE WORKING FOR You. / 


Industry knows this man well because Dodge 
advertises him continually and widely. The 
Dodge Transmissioneer is the Dodge Distributor's 
Salesman, graduate of the Dodge factory School of 
Transmissioneering. Every Dodge page refers to 
him —as shown by red check marks in the adver- 
tisements reproduced on the opposite page. 


of Mishawaka, Ind. 


FIRST IN POWER TRANSMISSION MACHINERY 
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See you at 
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Demand for these poster size 
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9 { ae A | 


lustrial advertisements grou 5 
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hounds. Bearing the imprint ai 


vey Distributors, they urge factory employees 


Use the 
build ¢ 
THETCASE 
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DEFENSE TOPICS 





(Starts on page 7) 


go on. So industry may never have 
definite production goals that will 
stand up for more than a few months. 


Three Major Factors 


Here are some of the things in 
volved in the Joint Chiefs’ planning: 


1. When must we be ready for all-out 
war? Will it come by 1953 or 1955? 
Today’s program is designed to get 
us ready by the end of 1952. But if 
the target date changes—it’s under 
constant review—the production 
program must change too. If the 
date becomes 1955, say, it will be 
better to have the plants approach 
ing full production in 1954 and not 
to have accumulated a mass of air- 
craft and tanks that will grow obso 
lete in the meantime. 

. New weapons change the pattern. 
Korea showed that our World War 
II tanks and light bazookas were 
outmoded. The Walker tank, the 
big bazooka, and recoilless artillery 
are taking their place—on the front 
and in the stockpiles here. In addi 
tion, the designers are always im- 
proving existing aircraft and other 
weapons. Is it better to go ahead 
and gear up to produce today’s 
weapons—or wait for new improved 
models? 

. Rising prices can change the pro 
gram. After Korea, the Air Force 
estimates that its procurement costs 
rose by close to 25%—at a time 
when it expected volume ordering 
might reduce costs 20% or more on 
many items. The Army reports it is 
paying $250,000 a unit for heavy 
anti-aircraft guns, as against $160,- 
000 before Korea. Blankets—65% 
virgin wool as against 100% on 
earlier orders—have jumped 125%. 
Current price trends are difficult to 

measure. For one thing, most prices 

will be renegotiated in the years ahead. 

But is is basically true that inflation 

raises defense costs. And, with limits 

on the amount of money that it can 
spend in a mobilization period, the 

Pentagon may compromise. It may 

have to either reduce the program—or 

stretch it over a longer period. 
However, growing international ten 

sion—or even the continuation of the 
war in Korea—may again raise the tat 
gets. So the program must be flexible, 
may be changed almost overnight. 
That—compared to the all-out effort 
of 1941-44— is one of the greatest 
contrasts with World War II. And it 
is one that promises to give increasing 
trouble not only to the Pentagon’s 
planners, but to the industries pro 
ducing the weapons. 





NOW EXCEPTIONALLY 
LARGE PRODUCTION 


In Most Industrial Shops and Factories 
MEANS Much Greater Usage of 


CASTTAL 


INDUSTRIAL 


mocun |) BRUSHES and BROOMS | 


|| RED CAP, \\. 


Aan oA 

a lal sh fives) Mi \ 
You will find unusually big demand for 
CAPITAL Brushes and Brooms all about 
your territory, right now. Industrial men ) 
are purchasing the very best in tools and . 
equipment as they keep at a high industrial ; 
production pace—and as they look for econ- . 


omy at the same time. Also long, depend- 
able service is a must and men of experience 
know that they can be sure of excellence 
in performance when they have CAPITAL 
Industrial Brushes and Brooms in service. 


The CAPITAL line is complete in types to 
meet the requirements of your customers 
and we urge users to buy thru their local 




















distributor. 





THE LINE . . . YOUR MARKETS . . . 


© beef washing brooms ® hide Metal Working Plants — Power 
brooms ® fibre brooms ® whisk Plant Aviati Plant 
brooms °® textile brooms ®¢ stale eeigen: — 
warehouse brooms °® coach Paper Mills — Road and Build- 
brooms ® janitor brooms ® gen 5 

eral industrial brooms ® parlor ing Contractors — Mines — Tex- 
brooms @ push brooms ® street tile Mills — Public Buildings — 
sweeping brooms wire oo = = 

brushes © floor brushes ® win- Dairies Hotels Schools 
dow and car washer brushes @ — Garages — Railroads — 
counter brushes ¢ scrub : 

brushes © special brushes ¢ Packing Plants — Warehouses 
street rolls. — Airports — etc. 











INDIANAPOLIS BRUSH & BROOM MANUFACTURING COMPANY 


CORNER BRUSH AND BROOM STS. Established 1890 INDIANAPOLIS 7, IND. 
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VERE RA 


compet le 


Widely used for low and 
medium pressure applica- 


tions because of their 
y and simplicity. 
FLARE FITTINGS 


Make joints that withstand 
high pressures and severe 
tensile pull without failure. 

Pioneered by Imperial. 








FLEX FITTINGS 


The tube coupling with the 
vibration and shock absorb- 
ing sleeve. Withstands major 
vibration, shock or minor 
tube movement. For use 
with all kinds of tubing. 


HI-DUTY FITTINGS 


Saves man-hours by faster as- 

sembly . . . just insert fitting 

in tubing and tighten nut. No 

“Sy - loose sleeves, no flaring. 

Especially valuable where 
vibration is a factor. 


SS 
a INVERTED 
FLARE FITTINGS 
Similar to standard flared 
™ fittings except that flare 


seat is inside body of 
fitting. 


FLEXIBLE HOSE 
and FITTINGS 


For making up flexible 
lines for use with oil, 
gasoline, air vacuum, 

water, cutting oils, etc. 


THE Acg4&7 FITTINGS 
FOR THE JOB 


You are in a position to give your customers 
everything for connecting tubing or working 
with tubing in the complete Imperial Line. 
Imperial tube fittings, valves, and tools make 
a combination that can’t be beat in meeting 
today’s urgent need for better, faster tubing 
connection work. 

The outstanding advantages provided by 
Imperial fittings are particularly valuable un- 
der current conditions. Fittings are forged for 
greater strength and toughness. . . have tubing 
size marked on nut... have long length Dryseal 
pipe threads. 

The Imperial Line of brass, aluminum and 
steel fittings includes over 2500 sizes, styles and 
types ... for virtually any tubing connection 
job where copper, brass, aluminum and steel 
tubing are used. Some are illustrated here. 


+2 


THE Right SHUT-OFF VALVE FOR THE JOB 


2-WAY MI-DUTY 
VALVES —An extra 
sturdy valve for 
liquids and gases. 
Note solid bottom. 


3-WAY and 4-WAY 
HEDUTY— Outstand- 
ing shut-off or dis- 
tributing valves for 


liquids and gases. 


SHUT-OFF VALVES 
— General purpose 
plug valves for a 
host of 2-way and 


3-way 


SHUT-OFF NEEDLE 
VALVES — Popular 
low cost valves. Com- 
pression, flare and 


pipe 
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DRAIN COCKS — 
—Plug and needle 
types. Variety of 
styles. Positive shut- 
off, smooth operation. 





.. makes you Tubing Connection 
Headquarters 


THE Acght 
TUBE WORKING TOOLS 
FOR THE JOB 


Whatever tubing jobs your customers may have 
for plant engineering, service or experimental 
work you can serve them with Imperial’s 
complete line of tubing tools. 

With Imperial you have the right tool for 
every job — tools for cutting, flaring, double 
flaring, bending, reaming, swedging and pinch- 
off of tubing — tools for copper, brass, alum- 
inum, Bundyweld, stainless steel, JIC and other 
steel tubing. 

When you offer these outstanding tools you 
offer the acknowledged leaders in the field — 


made by Imperial — the leader in tubing tools UAPERIAL No. 364-F 
HAND TUBE BENDERS 
for more than 30 years. a 


THE IMPERIAL BRASS MFG. CO. 
511 S. Racine Ave., Chicago 7, Ill. 
in Canada: 33 Church St., Toronto, Ontario 














Basic Data Sheets Tube Working Handbook 
on Tube Fittings If you work with or connect tubing by 


Men who connect tubing should get 
these Basic Data Sheets. They tell 3 
Lontis seateinaiieanaeeenel is a must for every man whe has any 
of fittings, the tubing with which problem on tubing connection. Gives 
each is used, typical applications, practical how-to-do-it information 
and advantages of each type. on tube cutting, flaring, bending, 
Large color illustrations show reaming, swedging, pinch-off and 
each fitting before and after soldering. Ask for a copy of this 
assembly. Ask for Bulletin 345. valuable handbook today! 
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Take a good look at the threads on a Bethlehem 
Bolt, and you'll see why these bolts are so well 
liked by your customers. Bethlehem Bolts have 
smooth, clean threads for easy fit and accurate 





assembly. Easy-to-grip heads, too. They're good 
bolts in every way! 


BETHLEHEM STEEL COMPANY. BETHLEHEM, 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation. Export 
Distributor: Bethlehem Steel Export Corporation 


Gehan, syyilles overs Uyee of Fasttner 
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UNION TWIST DRILL CO. 
ATHOL, MASSACHUSETTS, U.S A 


MANUFACTURERS OF — 


Ou cut 
aS mez al, OStS as wel] 


with rittoy = 
i wth fr fates 


ca” 


BERBERS! 


» > 
g: 
o 


28 . 
29 . 
30 - 
31. 
32. 
(33. 
34. 
35 . 
36 . 
37. 
38 . 
39 | 
40 


These Sales Aids are but one of many ways in which Union helps distributors reach new 
customers, keep old ones and thus continue to enjoy profits. Union's comprehensive merchandising 
includes striking counter display for ad reprints, colorful folders, handy charts and gauges. All 
Union distributors’ names appear — without charge — in a special insert in THOMAS’ REGISTER 


under ‘Drills, Twist.” 


4 
eegs 
; j 
National Advertising An 8-Point Policy ge <9 tay | 
continually brings the Union story to guarantees strong backing and fair ‘% ff? 
Union prospects ... and directs them treatment to all Union distributors. 
to contact their local distributor. 


No other cutting tool 
will outperform a 


UNION TWIST DRILL COMPANY, aTHOL, MASSACHUSETTS 
—— aay. : ato 
Milling Cutters 1 Geer Cutters se); Twist Drills ee Hobs ya 


Reamers W r4 Carbide Tools _ 
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lt SAN FRANCISCO 


y WEINBERG ¢ MCKEE 


. : Sos y 
= Feiliath Aonivestang: Eling, es 
| ste A.J GLESENER CO ly 
"OS, NEST: SAN PRANEISCO 9, cause. 
=e Aches 46900 


_ 





This catalog, for The A. J. Glesener Co., 
, of San Francisco, is an outstanding example 
of Weinberg & McKee’s MODERN method 
The Glesener Office Building of catalog compilation and production, ex- 
and Main Warehouse clusively for Industrial Supply Distributors. 
It contains .the following MODERN 
features typical only of Weinberg & McKee catalogs: 
@ Prices of tools made of high speed steel are printed in 
red ink. 
® Action illustrations demonstrate the use of many tools. 
@ Manufacturers’ trade-marks are reproduced in headings 
of well-known products. 
@ Pages have a dividing rule between the columns for 
more effective presentation. 
To be certain that your next catalog will be MODERN in every detail .. . 
order it from Weinberg and McKee. Complete information gladly given 
. without obligation 





The Glesener Power Tool Depart- 


menisand Warehouse UVES) ANDY 9 PY 9 SN 


600 W. JACKSON BLVD. CHICAGO 6, ILLINOIS 
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“During the seven month period before 
using LusripaTe No. 130AA in the bear- 
ings of our Kraft Mill Lime Kiln, we used 
a conventional oil of the density recom- 
mended. The cost of the lubricant for the 
period was $2,134.00. In the seven months 
that followed, we only used 128 lbs. of 
LusripLate No. 130AA for initial filling 
and replacement at the cost of $35.84. 
Lusripcate No. 130AA only requires week- 
ly applications whereas the former lubri- 
cant required daily application.” 


The Brown Company is a progres- 
sive organization that is continuously 
seeking ways to improve their prod- 
ucts, their methods and to cut costs. 
Naturally, when they found Lusri- 
PLATE No. 130AA, a grease type lubri- 
cant with great adhesive qualities, high 
film strength, and with high heat resis- 
tance, they saw the possibility of using 
it to their advantage in the bearings 
of their kilns and other equipment. 


LUBRIPLAT 
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saved us 
$2,098.16" 


LupripLaTE Lubricants are available 
from the lightest fluids to the heaviest 
density greases. They reduce friction, 
wear and power consumption, they 
prevent rust and corrosion, they last 
much longer than ordinary lubricants. 
There is a LupripLaTe Lubricant that 
is best for every lubrication require- 
ment. Let us send you information 
about the use of LupripLate Lubri- 
cants in your industry. Write today. 
LUBRIPLATE DIVISION—Fiske Brothers Refin- 
ing Company, Newark 5, N. J., Toledo 5, Ohio. 


DEALERS EVERY WHERE—CONSULT YOUR 
CLASSIFIED TELEPHONE BOOK 


THE MODERN 
LUBRICANT 





(Advertisement) 


Say ‘‘SAVINGS’’ for 
SALES APPEAL 


You can actually show operators 
in every imaginable kind of plant, 
where others in the same line are 
enjoying huge saving from the 
use of LUBRIPLATE Lubricants. 
In the years these Lubricants have 
been available to industry, they 
have built up case histories of sav- 
ing that are unequalled. These 
stories are real sales ammunition. 
These modern lubricants reduce 
friction and wear, they prevent 
rust and corrosion, they save om 
the cost of lubricants because they 
require less frequent application, 
they save power, they permit 
higher speed operation. 


The big thing about LUBRE 
PLATE Lubricants from the In 
dustrial Supply Salesman’s views 
point, is that they are repeat item§ 
.. . they are sold to the same cus 
tomers over and over again b 
cause they give satisfaction ang 
are used up. This prospect for r 
peat business makes it worth t 
salesman’s while to open up ag 
many new LUBRIPLATE custom- 
ers as he can. Each is a continu- 
ing source of business. 


LUBRIPLATE further offers the 
Industrial Supply Salesman _pro- 
tected territories, competent fac- 
tory representatives to help the 
salesman, plenty of good litera- 
ture and continuous advertising 
like the sample alongside of this 
All contribute to build 
sales volume for the Industrial 


column. 


Supply Salesman. 








Meet todays demand for 
speed-up and cost-cutting 


Today, especially, buyers demand tools that 
speed work . . . cut costs all along the line... 
and stand up under long, hard use. The many 
exclusive features of Stanley Electric Tools 
give you extra selling advantages, and a chance 
to ring up extra sales. Take advantage of their 


ROUTERS 


(No. RS8 Router, ‘4 h.p.) Powerful 
DRILLS 


greater salability and the benefits that come 
from establishing yourself as a source of quality 
tools. Get set for the ever-growing demand for 
these popular quality tools . . . stock up now. 
Stanley Electric Tools, 412 Myrtle Street, New 
Britain, Connecticut. 


BENCH GRINDERS 

(No. 257 Bench Grinder, 7” x1", 1; h.p. 
For light or heavy duty. Six sizes from 
14 hp. to 1 h.p. 


motor and sealed bearings. Portable 
(Me. 164 Drill, \{" capacity) Available and stationary models from 14 to 3 h.p. 


fa 17 models with capacities to 1" 


SHAPERS 


ELECTRIC SCREW DRIVERS (No. $2, 3 h.p.) Useful for wood or 
DRILL STANDS (No. 02M Electric Screw Driver) Speed pro- plastic. Heavy, rigid construction assures 
(No. 121 Drill in No. 533 Stand) duction line output with these adjustable clutch smooth, dependable operation. 


Easily converts a portable drill to o bench drivers. 
drill press. Stands for all models. 
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UNISHEARS 


: (No. U218 cuts up te 18 ga. 
steel) Available in 12 sizes with 
ROUTERS metal cutting capacities from 18 to 
(No. RSA, 1 h.p.) For any kind of routing, 6 gauge sheet steel. 
cutting out, edging, recessing, paneling, 
(No. W65 Saw, 6” blade) Stanley etc. Simple, accurate depth adjustment. 
Syiee Saws available in four sizes; 6”, Wide assortment of accessories. 
7", 8” and 9”. Many exclusive features. 


LECT 


> ; ELECTRIC HAMMER : 
Wk (No. 310-A Electric Hammer, 14P 
7 PLANES capacity) Drills concrete, stone, a 


(No. J5, 1 h.p.) 18,000 r.p.m., leaves scales paint, rust. Operates on AC or 


PORTABLE GRINDER-SANDER —— 


(No. 92) Indispensable for grinding welds, 
removing rust, cleaning molds, etc. 


*% HOW STANLEY STRATEGY HELPS YOU SELL 


% Consistent, aggressive advertising in trade and consumer magazines 
* Catalogs, sales folders, mailing pieces 
% Sound distributor policies 


* Sales assistance from Stanley Sales Representatives 


HARDWARE ¢ TOOLS « ELECTRIC TOOLS STA N LEY 
STEEL STRAPPING ¢ STEEL 


Reg. U.S. Pat. Off 
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SYV7RON 


NEW — PORTABLE 
8142" Blade 2 11/16” Cut 


—— SAWS 





Have Extra 
Sales Appeal 


FEATURING 





Smooth—Vibrationless 


UNDERWRITER'S: Dual V-Belt Drive 58 9.0 
LABORATORY 


APPROVED 


TOUGH Something New To Tell! 
CONSTRUCTION Something New To Sell! 


* 
Syntron’s new Portable Electric Saw provides you with a 
FAST CUTTING number of “firsts” in selling points that are time and cost- 


SPEED cutting features for your customers. 





Metal Case, $8.00 Adt’l. 























Made up of tough aluminum and steel 
Depth of cut stampings, it weighs 1912 Ibs.—just the 
right weight to push its 6,000 RPM full load 
Adjustable from blade with ease, through cuts from 34” to 
34" to 2-11/16 2-11/16”, or graduated angle cuts from 
e 90° to 45°— by dual V-belt drive that 
‘means added motor protection and smooth 
Angle Cuts ° cutting. 
—from 90° to 
45° for bevel cuts 


SYNTRON COMPANY (“Slomer City, Po.” 
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Write now about dealer proposition. 














Now that Industry — everywhere— is 

king new theds and equipment 
to speed production, reduce operating 
costs, and make the best use of avail- 
able manpower, the distributor's field 
engineer can be and is most helpful. 
He has had wide experience in solv- 
ing the load-lifting problems of many 


different types of business and 





industry. 


For years “Shaw-Box" has believed 
in the distributor method of sales and 
service — depended upon its distrib- 





oan 


utors exclusively to apply and to sell 
our ‘Budgit’ and ‘Load Lifter’ Hoists 
and other lifting specialties. All our 


ae 








sales, advertising, and promotional 
efforts have one objective —to create 
and direct orders to ovr distributors. 


nk ean wi ts ans tinaae OAT 





Together we perform an invalvable 
service to Industry. Together we've 
built many profitable businesses by 
solving their load-handling problems. 














We're on the same team! 





MAXWELL & MOORE, INC. 


MUSKEGON, MICHIGAN 


MAXWELL 


Builders of ‘“‘Shaw-Box" Cranes, ‘Budgit’ and ‘Load-Lifter’ Hoists and other lifting 
specialties. Makers of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consolidated’ Safety 
and Relief Valves, ‘American’ Industrial and ‘Microsen’ Electrical Instruments. 





' prern y ¥ 
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a 
Ni 3YOOW 9 oY 
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TRADE MARK 
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industrial lubricants through a network of | ; 
franchised distributors. By the end of 1931, 
_ the year our Distributor Plan was inaugurated, 
only thirty distributors handled the Keystone 
line. Today, nearly three hundred Keystone 
_ Distributors are enjoying the benefits of a 
- clear-cut “partnership” distribution policy— 
_ plus automatic repeat business established over 
the years. Both Distributor-wise and profit- 
wise—the Keystone line is out in-front! It has 
- been that way in good times and bad. 


Since 1884, Keystone has manufactured spe- 
cialized lubricants. And the profits that lie in 
_ the Keystone line are a direct result of product 


The Keystone Distributor, by making these 
_ products readily available, and by his efforts to 
_ keep his customer supplied with the best in 
~ cost-cutting materials—clinches a successful 
sales policy. During a generation of distributor 
activity, Keystone has been proud of its sales 
affiliations. They've been mutually profitable— 
good for us, good for our distributors. me 


All this has built a three-way confidence be-’ 
tween Keystone, Distributor, and Consumer. 
This confidence, a so-called “business intan- 
gible”, is valued by every member of the chain. 
“fc not only increases your and our security, but 


ft also eepreerats ser? years of pleasant E 
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Ala., Birmingham, Moore Handley 
idwe. Co Inc, 
Dothan, The Hub Ciry Supply Co 
Mob McGowin Lyons Hdwe. & Supply Co. 
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Phoenix, Pratt Gilbert Hdwe Co. 
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Memphis. Th echman Crosby Co 

Nashtille. Nashville Machine & Supply Co. 

Texas, 


ad Cowan, Inc 
» Machine & Supply Co, 
achinery Co, 
own Company 
Galveston, Flood & Calvert 
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For Power Transmission Belts 


FLExoRIp 


© 


_ WIREGRIP STEELGRIP SUREGRIP 


Flexible Belt Lacing Round Belt Hooks 


For Heavy Duty Conveyor Belts — 








Rigid Arm Pullers Universal Pullers 


STEELGRIP CHainorip ip 


A Complete Line of Quality Products 
bought daily by all Industry 


ARMSTRONG-BRAY & CO. 


5356 Northwest Highway Chicago 30, Illinois 


INDUSTRIAL DISTRIBUTION © JUNE, 1951 





MARK OF QUALITY FOR 75 YEARS 















































«x For three-quarters of a century this familiar trade mark 


has been a symbol of quality and dependability. It has been 
an unfailing guide to the finest tools that skill and expe- 


rience can produce—Twist Drills, Reamers, End Mills, Screw 





Extractors, Arbors, Mandrels, Counterbores, Mo-MAx High 
Speed Ground Tool Bits and Cut-off Blades. <> We appreciate 
the important part that C&eceland Distributors have played 


in the growth and development of our company. 


THE CLEVELAND TWIST DRILL CO. 
1242 East 49th Street Cleveland 14, Ohio 


Stockrooms: New York 7 + Detroit 2 + Chicago 6 + Dallas 1 + San Francisco 5 + Los Angeles 58 
E. P. Barrus, itd., London W. 3, England 





























STAINLESS STEEL 


ANGLE. 
VALVES 
DESIGNED FOR 


LONG LIFE AND 
EASY MAINTENANCE 


REPLACEABLE 
YOKE NUT 


RETAINED 


MODIFIED 
PLUG-TYPE DISC 


CENTERLESS 
GROUND STEM 


3 


TWO-PIECE 
GLAND CONSTRUCTION 


Cooper Alloy “Certified” 
Angle Valves answer the 
major requirements of the 
chemical, food paper 
and pulp, petroleum, 
pharmaceutical and allied 
industries for a corrosion- 
resistant valve capable of 
diverting the flow of 
liquids or gases at a 90° 
angle and suitable for 
frequent opening and 
closing in throttling type 
of service. Designed by 
leading valve engineers, 
working together with 
specialists in stainless 
foundry techniques, 
Cooper Alloy “Certified” 
Valves are sturdy in con- 
struction, reliable in per- 
formance and economical 
to maintain. 


EXTRA DEEP 
STUFFING BOX 


1. Full floating modified plug-type disc 
provides line contact, assures positive seal 
and minimizes galling. 2. Packing wear 
eliminated thru use of centerless ground 
stock for stem. 3. Two-piece gland con- 


struction assures square compression and 
prevents damage to stem. 4. Extra deep 
stuffing box, with minimum of 6 turns of 
square packing. 5. Exclusive bowed bonnet 


GASKET 





SWINGING 
EYE-BOLTS 


5 


EXCLUSIVE 
BOWED BONNET DESIGN 


LUBRICATION 
FITTING 


design automatically compensates for ex- 
pansion and contraction. 6. Swinging eye- 
bolts simplify repacking and provide 
added safety. 7. Easily accessible grease 
fitting permits lubrication of yoke nut. 
8. Retained gasket assures perfect seal. 
9. Yoke nut readily replaceable without 
breaking bonnet seal. 


@ YOURS FOR THE ASKING! 


Write for new Cooper Alloy Catalog 
No. 52 which gives full information on 
our complete line of Stainless Steel 
Valves, Fittings and Accessories. 


THE COOPER ALLOY FOUNDRY CO. uaittsive, New JERSEY 


LEADING PRODUCERS OF STAINLESS STEEL VALVES, FITTINGS AND CASTINGS 
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Your assurance 
of customer satisfaction 
in Swiss-Pattern files 


Any Length-Any Shape-Any Cut 


RDEN | INSPECT 
STEEL | FORGE ANNEAL | GRIND strip | CUT |HA 





K | OK OK 
accuracy | OK OK | OK oK | OK |O 














OK OK 
LONG LIFE | OK OK | OK oK | OK | OK 


aun | ox | ox | oK | OK | OK 1° 
CUTTING 























K | OK OK 
FAST WORK | OK OK | OK oK | OK |° 





““AMERICAN-SWISS”’ 


has been the favorite in 
thousands of plants 


for over half a century 


EVERY FILE GUARANTEED TO BE PERFECT 
IN EVERY RESPECT 


Also American-Pattern Files, Milled Curved Tooth Files and Rotary Files 





AMERICAN SWISS FILE & TOOL CO., 865 MT. PROSPECT AVE., NEWARK 4, N.J. 


AMERICAN SWISS 


SWISS-PATTERN FILES 
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there's an j ¥ 


» quel 
Monl"’ 
It’s the line of lines for Distributors and Distributors’ 
Salesmen. You can talk it on every call! Rust is a 
universal problem in industry—any time. But today 
the urgency of conserving steel builds up the pros- 
pect’s awareness of his need. Initial sales are easy, 
showing how well RUST-OLEUM fills the need. 
And RUST-OLEUM is right behind you at the point 
of sale As a product with 25 yeats.of splendid per- 
formance behind it, RUST-OLEUM delivers the re- 
sults which bring repeat orders in ever-growing 


=< 


1 to save stee 


a ing adverti ore ap- 
pearing regularly in Factory, Mill 
and Factory, Modern industry, 
Time, Newsweek—over popers 
in all which reach the industries 
you call on. STOP RUST is the 

lways imp te In- 








dustry—p y imp and 
timely now to conserve steel for 
defense purposes. 








i ———— 








Beautifies aa e 
as it COLORS 
protects Simian” end whites 


volume. As a sales organization, Rust-Oleum Corpora-; 
tion is placing large, colorful, sales-stimulating ad- 
vertisements every month before industrial users— 
with additional special effort on architects, corrosion 
engineers, and painting contractors. 


We are taking care of our present distributors first 
as a matter of policy, but our recently-doubled plant 
facilities are again being added to. Won’t you grow 
with us? 


RUST-OLEUM CORPORATION 


2414 OAKTON STREET, EVANSTON, ILLINOIS 
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TON 
To Mouton How to make your 


sales™ 


en: 














CYLINDRICAL OR CENTERLESS. .. . your customers of exact specifications. That's just one reason why it 
exact grinding wheel specifications are covered by the _— will pay you to tie your sales effort in with this adver- 
complete Norton line. Your customers are being told _tising. And remember — everything you can do to help 
about all thot in current Norton advertising which a customer select the one right wheel for every job not 
stresses the cost-cutting benefits and other advantages = only builds sales volume but also good will for you. 
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customers happier with their 


0. D. GRINDING 


Before a customer buys a grinding wheel of a new 
specification for any cylindrical or centerless grind- 
ing job, he becomes unhappy or uncertain about the 
one he’s using. He needs help. 


And you're in a better position than anybody else 
to help him. That’s because Norton Company gives 
you all the help you need to solve any grinding 
problem. 


Here’s how to use that help. First, find out what 
material he’s grinding, what wheel specification he’s 
using and what results he’s getting. Then, apply the 
Norton follow-through to arrive at the eract specifi- 
cation—the specification that will cut costs for him. 


You’ve got all the help you need 
in the complete Norton Follow-Through 


Norton Company provides you with three inval- 
uable ways to help you help your customers. 


1. YOUR NORTON DISTRIBUTOR'S MANUAL. The sections 
on cylindrical and centerless grinding wheels should 
provide the help you need to solve just about any 
wheel selection problem that comes up. 


Tell your customers they can 


2. YOUR NORTON Literature. “The ABC of O.D. 
Grinding” (FORM 2006) is the quick, easy Norton 
guide to more productive cylindrical and centerless 
grinding. But if the problem is a real tough one you 
cancallin... 


3. YOUR NORTON ABRASIVE ENGINEER. His specialized 
engineering knowledge plus the combined expe- 
rience of the Worcester Sales Engineering Depart- 
ment is always available to back you up on any 
problem. 


Cash in on this month's advertising on Norton 
Cylindrical and Centerless Grinding Wheels. 


NORTON COMPANY, WORCESTER 6, MASS. 
Distributors in all Principal Cities 


WNORTON 


ABRASIVES 
Making better products to make other products better 


Abrasives « Grinding Wheels « Grinding and Lapping Machines « Refractories « 
Porous Mediums « Non-Slip Floors « Boron Carbide Products « Labeling Machines 








*Trode-Marks Reg. U.S. Pat. Off. and Foreign Countries 


« » » CUT COSTS ON CYLINDRICAL GRINDING of 
metals of high tensile strength by taking full advantage 
of the uniform, free-cutting performance and extra long 
life of Norton vitrified bond ALUNDUM* wheels. 


«.- CUT COSTS ON CENTERLESS GRINDING of 
cast iron, stainless steel, aluminum, brass, bronze, hard 
rubber, and other materials of low tensile strength with 
wheels of sharp, fast-cutting CRYSTOLON® abrasive. 
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Every Air Hose 
With This Trademark 





Assures Long 
Operating Life 


Air hose economy is not measured in feet per dol- 
lar. The only true yardstick of air hose value is 


service hours. 


Because every BWH hose has been developed, 


An extra quality, ex- 
ceptionally rugged hose 
for toughest use on dir 
drill and pneumatic serv- 
ice in mines, quarries 
and construction jobs. 

Non-porous tube resists heat and oil. High 
tensile cotton yarn braid reinforce — 

grey cover resists cutting, 
abrasion. Made in 4" 2-braid an ™ 
2-braid sizes. 200 to 300 Ibs. working 
pressure. Maximum length 50’. 


tested and field-proven tc give the best possible 


combination of strength, safety, flexibility and 
damage resistance . . . you get maximum service life. 


Whatever brand of hose you are now buying, 
you are paying for BWH benefits — so why not 


Start getting them — now? 


BAY STATE 
AIR DRILL 


For heavy construc- 
tion work in mines, 
quarries, tunnels and 
wherever large size hose 
is required for long serv- 
ice. Smooth black tube 

resists heat and oil. Carcass of strong, 
rubber-impregnated multiple ply woven 
duck. Rugged, heavy-gauge red rubber 
cover resists severe weather extremes, 
Gutting. abrasion. 9 sizes stocked from 

4°’. Working pressures from 175 
12225 tbs. “Maximum length 50’. 





VIM AIR 


For general indus 
trial use, on compressors 
and pneumatic tools. 
Black tube resists oil and 

heat. Husky cotton yarn braids. Smooth, 
red cover resists weather, abrasion. 8 
sizes stocked, 4'' 2-braid to 1'’ 3-braid. 
Working pressures 150 to 225 Ibs. Maxi- 
mum length 500’. 





BULL DOG 
VARI-PURPOSE 
aiR 





For a variety of jobs 
including handling of 
air, water, oil, gasoline, 
kerosene (not for paints, 
lacquers, lacquer-sol- 
vents). Black, synthetic 

tube resists oil and heat. Carcass is 
braided rayon cord, high strength, super 
flexible. Smooth, brown, tough synthetic 
cover resists oil, abrasion, sunlight. A 
sizes stocked from 3/16’’ one-braid to 1’ 
braid. Working pressures: 200 to 300 tbs. 


PP y ". 








INDUSTRIAL DISTRIBUTION 


Today, contact your nearby BWH Distributor. 


AUROCHS AiR 





For portable air 
compressors, jackham- 
mers, rugged industrial 
and construction work. 
Smooth, black, non-po 
rous tube resists heat 

and oil. Carcass: multiple ply, rubber- 
impregnated, rugged woven fabric. 
Tough black cover resists weather and 
abrasion. Stock sizes: 4%’, %4"’, 1°. 
200 Ibs. pains pressure. Maximum 
length 50 








Boston Woven Hose 
& RUBBER COMPANY 


Distributors in all Principal Cities 
PLANT: CAMBRIDGE, MASS. 
P.O. BOX 1071, BOSTON 3, MASS., U.S. A. 
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BLUEPRINI 
for PROFITS 


Sell the HOSE that’s a 3-time 


winner in industry preference’ 


GOODYEAR INDUSTRIAL RUBBER PRODUCTS 


@) -Specified HOSE IS MADE 
IN THESE MAJOR TYPES 


ACID 
AGRICULTURAL 
AIR 
AUTOMOTIVE 
BREWERY 
BUTANE 
CHEMICAL 
CREAMERY 
DREDGING 
FIRE 

FLUE CLEANING 
GARDEN 
GASOLINE 
JETTING 

MUD PUMP 


OIL 

ORTAC 

OXYGEN 
PNEUMATIC TOOL 
RADIATOR 
ROTARY DRILLING 
SAND BLAST 
SANITARY 

SPRAY 

STEAM 

SUCTION 

TANK TRUCK 
VACUUM 

WATER 

WELDING 


When you sell Goodyear, you’re selling 
the line of Industrial Rubber Products 
that’s preferred all across industry. For 
example, in three successive surveys con- 
ducted among people like those you sell 
to, the leader in hose preference was 
Goodyear. 


One reason for this leadership is the 
complete range of hose constructions and 
types designed to meet your customers’ 
specific needs—more than 800 types of 
hose, each designed to give longer service 


at lower cost in the long run. 


Whether you sell hose, V-belts, conveyor 
belts or any other product in the 
Goodyear line, you get proved quality, 
coupled with leadership in new product 
development. You can rely on the help 
of aggressive national advertising, hard- 
hitting direct mail and the reputation of 
“The Greatest Name in Rubber.” Need 
technical sales assistance? You can call 
in the G.T. M.—Goodyear Technical Man. 
And above all, you get the unrivaled 
advantages that have made Goodyear one 
of the top three money-making industrial 
supply lines for years. 


: 
i 
é 
’ 
: 





MOSER SR ENTE YAP Yk 


*ORTAC Oil pais Tube and Cover ‘ | 


\ 


= According to impartial studies of preference 
in Industrial Rubber Products conducted in 
3 recent years, among more than 5,000 buyers. 


GOODFYEAR 


THE GREATEST NAME IN RUBBER 


Ortac~T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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TER MORE THAN 40 YEARS 








ORD 


SELF-LOCKING NUTS ; SOCKET SCREW PRODUCTS 


























eee ee MENT OF STEEL 


CUSTOMERS 





of MILWAUKEE quality 


for years 


Such customers can be yours. 
The net result for you is an im- 
proved Industrial Brush sales 
volume. You make customers THE LINE THAT GIVES 


for MILWAUKEE Industrial 


Brushes because here is a com- YOUR CUSTOMERS THE 
plete brush tool supply source. RIGHT TOOL QUALITY FOR 


It is keyed to give you excellent 
cooperation and service. 


EVERY 
We are fully es a to INDUSTRIAL 


roduce special brushes de- 
ae feast blue-prints or spe- NEED 
cifications. Use this cost-free 
engineering service when you 
need assistance on special brush 2 Be 
problems. Improve your power ssteel-Cled 
driven wire brush sales with Gure-bin 
MILWAUKEE. ral 


“Peerless” 
“Twis-Tuft” 
Fine Wire Polishing Wheel 
Brushes 
’ 
Here’s why they are buyers thru the years— “Sturdi-Bilt” Wire Cup Brushes 
Ask for Fibre Wheel Brushes 
Bulletin 42-61R } SORES eee, we a high side of wire points per square Wire Scratch Brushes 
z , : Boiler & Furnace Brushes 
Because of this, production departments are aided materially 
—it is a 16-page bulletin in producing more pieces per hour. Foundry Brushes 
featuring the Power Driv- . This density of wire gives users the most in cutting and work- Platers Brushes 
en Brush line. It shows in points. 
special applications and 8 Bench Brushes 
gives detailed  specifica- . This Compact construction with solid face is uniform regardless : 
tions. of the number of brushes you order or when you order them. Floor Sweeping Brushes 


Push Brooms—wire and fibre 


Miscell Maint - 
Brushes 
Steam & Electric Railroads 
Marine Industry 
Aviation 
Power Companie® 
DURA-BILT Wire Wheel Brushes Public Works 
insure smooth —- on high 
speed power equipment Quarries 
Mines 
“STURDI-BILT” Wire Cup Brushes recom- General Contractors 
mended for the steel fabricating industries Chemicals 


ge scale, rust, paint or weld spatter 
be removed from large or rough MONO-BILT Wire Wheel Brushes for Ceramics 
metal surfaces. numerous power brushing operations 
Public Buildings 


THE MILWAUKEE BRUSH MANUFACTURING CO. Poper Mills 


MILWAUKEE 8, WISCONSIN Seed Eetaeitee 
Packing Plants 


Dairies 
Textiles 


THE Rey Metal Working Industries 
TO 


Power Driven Wire Wheel Brushes 
“Mono-Bilt” 











Wood Industries 
Glass 


INDUSTRIAL 
BRUSH PROBLEMS 


eee emma ee eamame 
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Industrial 


Rubber Products 

















‘ 


Power—at Lowest Cost Per Hour 
with Thermoid Multi-V Belts 


Thermoid Multi-V Belts are pre-stretched to insure maximum power transmission without 
adjustment. They are constructed for flexibility and ability to absorb repeated shock loads 
... thoroughly impregnated with special rubber compounds to withstand moisture and 
abrasion, resulting in longer belt life. 


Thermoid Multi-V Belts are available in matched sets—uniform in size and cross section. 
Their longer life and non-slip performance add up to “Power—at the lowest cost per hour.” 


Thermoid is recognized as one of the leading suppliers of industrial rubber products. And 
Thermoid backs its distributors with competent field and factory service. That’s why more 
and more distributors are learning that it pays to specify Thermoid. 


= 
T=) Ihermoid 
F.H.P. & Multiple V-Belts + Wrapped & Molded Hose y 


i 








Thermoid Company « Offices & Factories: Trenton, N 
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Your boom support costs 
can be cut in half with 





AMERICAN 
TIGER BRAND 





Vibration is effectively dampened 
here. Note how the interwoven end 
dampens vibration over a long sec- 
tion of rope instead of concentrating 
it at one point. 
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Whet does it cost you to replace a boom support? Figure the 
actual cash outlay, the lost production, labor, etc., and you'll 
quickly see the advantages of these new Fatigue Resistant 
Tiger Brand Cable Assemblies which assure 2 to 3 times 
longer life. 


Why these boom supports last 2 to 3 times 
longer. Excessive vibration is the chief 
cause of boom support failure. In old style 
boom supports, vibration is concentrated 
at the point where the rope enters the 
socket. This causes the wires to break from 
fatigue. In this new assembly, the effects 
of vibration are dissipated over a long sec- 
tion instead of being concentrated at 
one point. The result is two to three times 
longer life for boom supports and much 
greater safety. 

The new Tiger Brand Assembly has a 
novel design which embodies interwoven 
eye-end and open-end thimbles which 
makes these pendants easily and quickly 
interchangeable on standard equipment. 


You also save replacement time. If the 
machine is down for two or three hours 


AMERICAN STEEL & WIRE COMPANY, 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO 


TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, 
SOUTHERN DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


gue Resistant 
TIGER BRAND Cable Assemblies 


An exclusive development of AMERICAN STEEL & WIRE COMPANY 


while new boom supports are being in- 
stalled, you lose that much production 
time. Longer life from our new supports 
results in fewer replacements. This means 
clear profit if you use the new Tiger Brand 
Supports. 


Order your next boom supports now; 
The new Fatigue Resistant Boom Supports 
can be easily and quickly adapted to your 
present equipment because essential di- 
mensions such as pin diameters, distances 
between ears, etc. are the same as for stand- 
ard open and closed sockets. Send the 
coupon for complete information. 


American Steel & Wire Company 
Rockefeller Building, Dept. D-6 
Cleveland 13, Ohio 


Please send me complete information on your 
new Tiger Brand Boom Support Assemblies. 


Company 
RR eee eee aE Pa 9) Se an Shae a ee 


AMERICAN TIGER BRAND WIRE ROPE 
Cxcelliy Cheformed 
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What Makes a MACHINE-CAST SOLDER 
EASIER TO SELL? 


The fact that it is an unquestionably better product! 


Machine-cast solder . . . known commercially as CASTOMATIC* 
solder . . . is produced only by Federated Metals on patented 


electronically controlled machines. 





Castomatis Soledar 


CASTOMATIC is a dross-free solder 





Castoma Las" 
89 Soltas nS 


. . - harmful oxides are excluded from the product 
because no air enters the completely pressurized system. 











Because it is extra fine grained, it has no voids or segre- 
gation to make melting uneven and to slow down work. 








When you stock Federated Castomatic Solder 
you carry an exclusive item that is sure to sell 





... because there is nothing like it on the market. No other bar solder compares! 


*Trade Name of the American Smelting and Refining Company 





Seddidtl WMilals Diwiwon 


AMERICAN SMELTING AND REFINING COMPANY « 120 BROADWAY, NEW YORK 5, N.Y. 
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if you’re 
wise you'll 
Standardize 


@ For generations an ever-growing list of Industrial Distributors has 
recognized Atkins as the dependable source of high-quality, standardized 
metal cutting tools . . . At the same time they have become more 

and more conscious of the manifold advantages of carrying standard 
stocks. Industrial users think of Industrial Distributors who stock 

and service standard items, such as world-famous “Silver Steel” 
products, as outstanding firms — worthy in every respect of their 
continued patronage! That’s why we say, “Get Wise — Standardize.” 
Standardize with “Silver Steel” the standard line. 


“Clee ATKINS ome 
NY products* 
EX aM 
E 


Nits 


- ATKINS AND COMPANY 
Home bh 23 and Factory: 402 &. Ilinois St., indianapolis 9, Indiana 
Branch Factory: Portiand, Oregon Knife Factory: Lancaster, N. Y. 
Branch Offices: Atianta + Chicage + Portiand + New York 


*in U.S.A. 
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Which kind of lighting 


WIE lighting at the left may 

look cheaper but it isn’t. It 
doesn't give workers enough light 
for efficient seeing and it creates 
glare. Workers suffer eye strain 
and fatigue. The result is costly 
—in errors. lower worker efficien- 
ey. lagging production. 


With G-E Fluorescent lamps in 
installations like the one at right, 
above, light is plentiful. cool. free 
from excessive glare. The trickiest 
seeing jobs are easier. go faster. 
There are fewer accidents and 


rejects, more production. 


eosts less? 


Now is the time to sell custom- 
ers on the advantages of better 
plant lighting. To help you do 
it, General Electric has prepared 
a new, illustrated bulletin on 
plant lighting that is yours for 
the asking. 


FOR A FREE COPY of this new illus- 
trated bulletin 
“Planned Lighting 


(gg PLANNED 
16) ; 
iy = for Industry’’, 


LIGHT 


write General 
Electric. Div. 166- 
ID-6. Nela Park, 
Cleveland 12, O. 





You can put your confidence in— 





World’s Most Modern Light Source 


Newest form of fluorescent is G-E slim- 
line—up to 8’ in length. Its advantages: 
1. New streamlined appearance 

. Instant start ...no starters 

. Single pin base ... easy to install 

. High efficiency ' 
. Lower upkeep— fewer replacements 


. Long dependable life 





GENERAL @@ ELECTRIC: 
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BAND SAW BLADES| 


BRAINS NNN 


THE SHAPE OF 
THINGS TO CUT 


with BARNES HARD EDGE 
@1e*+e FLEXIBLE BACK BAND SAW- 


Dependable 


3 FAMOUS BLADES All Ways 
CONVENTIONAL RAKER AND WAVY SET... 


for all general purpose cutting, on all contour and cut-off 
band saw machines. 


SKIP TOOTH... 

. Designed for high speed cutting of soft, non- 
ferrous metals, plastics, wood, rubber, laminated and 
fibrous materials. 


3 PACKAGES 
. « for Your Convenience and Economy 


1) Handy ARC\LINE package—100 FT. COILS 


Coiled loosely to unwind easily Are\ Line is com- 
pact for storing—convenient for handling. 


© Economical LONG LENGTH COILS over 100 Ft. 
You minimize waste using Barnes long, random 


lengths. Boxed for convenient stripping and safe handling. There's a Barnes Blade 
for Every Purpose—all fully 

© Uniformly tough WELDED BANDS—to your specifica- drcathod bs ese tue sty 
tions. Barnes welds are stronger—properly heat a See ee c 
treated for strength, toughness and flexibility —thoroughly os a pe in, sects 


tested. They combine safety, economy and convenience. Barnes Hack Saws. 








FAMOUS FOR QUALITY 


<q"? 5 all NaS CO.INC. 


Established 1919 





1297 TERMINAL AVE. “© DETROIT 14, MICH 
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WILLIAM °- 


SAMUEL M. NICHOLSON 
rounder (1004) on oe is 


President 1893 — 1939 


+d 
ae. 
i 


PAUL C. NICHOLSON 
President 1939 — 


ey Mae GE bi | ee 


PAUL C. NICHOLSON, Jr. 
Secretary 1948 — 
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VENTION GREETINGS! As you Indus- 
Distributors gather for your 1951 
conclave, we can think of no better way of 
expressing our confidence in your service 
to the national economy than to emphasize 
this fact from the history of our Company: 


More than 80 years ago the founder, 
William T. Nicholson, began selling files 
through distributors (although it had not 
been the customary practice of contempo- 
rary file makers). This system has domi- 
nated the Nicholson sales policy ever since. 


The reasons are self-evident. The In- 
dustrial Distributor is indispensable in a 
nation of varied and farflung industries. 
Especially with a product so widely and 
extensively used as files, your role is one 
that offers valuable economies and facili- 
ties to both the manufacturer and the user. 


Through you, the manufacturer is able 
to reach the smaller as well as the large 


NICHOLSON FILE 


nets 
& u. S.A 


* 2%, 
Cc a 
a. One 
« 
i. 
Raoee 


: 


industrial file users. Through you, they 
all have a sure and convenient source of 
supply. 

All, too, can enjoy benefits from the fi 
knowledge you have acquired over t 
years —especially toward selecting Th 
right file for the job, whether it be f 
exacting or mass-production work. 


These are but “samples” of the adva 
tages your system of marketing offerg. 
There are many others —all of which 
appreciate as your manufacturer. V 
promise you the utmost co-operation the 
critical times permit. 


IN YOUR BEHALF. Nicholson is currently runni 
in your customers’ favorite magazines a message e' 
phasizing the above principles and reasoning. L 
for said message in these industrial publicatio 
American Machinist—Factory Management a 
Maintenance—Iron Age—Machine and Tool Blue 
Book — Machinery— Mill and Factory—Modern Ma- 
chine Shop—New Equipment Digest —Purchasing— 
Steel—Tool and Die Journal. 


COMPANY 
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did this car 
come from? 


Most of us tl 
from Dig aut 

But the fact is, nev 
assembled in these cities 


opuies are 
their hun- 
dreds of parts come from ¢ 

the union! 


Bringing in tl 








567-890) R:2345 [Fe 


GP 8995 A008 Et 
Fao "jae 457 ase) REE 
ne! == 


GRAND CANYON STATE 


can slow up production seriously. A few 
nissing doorhandles can stop an assembly 


line! 


IT’S DEPENDABLE — Air Express pro- 
vides one-carrier responsibility all the way 
and gets a receipt upon delivery. 

But the auto makers never let that line 
stop. The 
the speed of planes. They bring in needed 
parts by Air Express! 


press 


IT’S PROFITABLE—Air Express expands 
profit-making opportunities in distribu- 
tion and merchandising. 


y keep their cars rolling by using 


For more facts call Air Express Division 
Today, with increased production for of Railway Express Agency. 
lefense, Air Express speed helps keep the 

and planes rolling, too. Whatever 

business, here are the unique ad- 
vantages you can enjoy with regular use 
of Air Express: 


IT’S FASTEST — Air Express gives the 
fastest, most complete door-to-door pick 
up and delivery service in all cities and 
principal towns, at no extra cost. 


“SAR LYPHESS 


GETS THERE FIRST 


IT’S MORE CONVENIENT —One call to 
Air Express Division of the Railway 


Express Agency arranges everything. 
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ENABLE YOU TO GIVE YOUR CUSTOMERS 


] GREATER STRENGTH 2 STRENGTH EQUAL TO 3 LARGE FLAT WRENCH 
an caetnge Seenees eute- FORGINGS and precision PADS for quick, tight rip; 


sion eliminates porosity of 


in specifications with minimum easy installation and removel 


machining. even in hard-to-get-at places. 
: 
When your customers need brass fittings recommend Weatherhead for 
strength, light weight and fast, easy installation. Every main type of 


Weatherhead Brass Fitting is made of extruded stock, including 
ERMETO fittings. Ermeto meets J. |. C. requirements. 


TO HELP YOU SELL! Get new Weatherhead 
catalogs and sales letters—for samples write Dept. |, 


The Weatherhead Company, 300 East 131st Street, 
Cleveland 8, Ohio. 


oS >= Cw) » at 


ERMETO COMPRESSION 


co ca Due 


INVERTED FLARE THREADED SLEEVE FIRST IN 


xD — <a = HYDRAULIC CONNECTIONS 


SAE FLARE PIPE THREAD 
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Gilmer KABLE KORD®, for flat belt drives, com- 
bines two belts in one—contactor and power. Noted 
for tight grip, high tensile strength, ability to absorb 
shocks and overloads. Endless and in running lengths. 


Gilmer MULTIPLE V-BELTS, for heavy-duty service; 
Gilmer LIGHT DUTY V-BELTS for short-center, 
small-pulley, high-speed drives. Each has extra strong 
rayon pulling cords, processed for stretch control, 
Tough, long-life jackets. Flexible. Cool running. 


Gilmer STANDARD SPECIAL PURPOSE BELTS, 
for numerous applications. An extensive line including 
Saw Mill Belts; Tube Winders; Sand Slingers; Baad 
Saw Bands; Light Conveyor Belts; Planer Belts for 
the lumber industry; Lickerin, Cone, Winder and 
Spinner Belts for textile mills 






has the nS | LL 


........ Feady to meet the toughest 
service demands—normal and abnormal 


ITH defense production going on double and triple 

shifts, power transmission belts, like other equip- 
ment, are in for a beating. Can your belts take it? 
Will they be able to carry the extra load, help keep 
production moving at a fast pace, give you trouble- 
free performance day after day? Gilmer Belts can 
and will. They’re built for tough, rugged service .. . 
the toughest and most rugged. 


Gilmer Specializes in BELTS. Flat Belts, V-Belts, Special 
Purpose Belts ... Gilmer makes them all. And ail have 
that well-known Gilmer quality of being equal to the 
particular job for which they’re designed. Survey your 
belt requirements NOW! Consider them in relation to 
the work they must do in the days ahead. Then ask your 
Gilmer Industrial Distributor for whatever information 
you need. 

Nationwide Distribution. Over 300 Gilmer Industrial 
Distributors are strategically located to give you good 
service. And Gilmer factory-trained field forces, working 
with Gilmer Distributors, are ready to help you with any 
special belting problem. 


L. H. GILMER COMPANY 


604 Tacony, Philadelphia 35, Pa. 


Division of United States Rubber Company * Je ae . 





L. H. GILMER COMPANY 
604 Tacony, Philadelphia 35, Pa. 


Dear Sirs: Please send me the following: 


Check V-Belt Guide [—) Flat Belt Guide 


Name of nearest Gilmer Distributor 
Firm Name 
Street & No 


City O State. 














TO MAKE YOUR SALES PROFITABLE—A POLICY ! 

















 } 


GILMER V-BELTS — Multiple and Light Duty. Set the 
standards for pulling power! Made with durable 
rayon pulling cords; Gilmer quality. Gilmer’s assort- 
ment of V-molds—the world’s largest—assures a 
complete line of precision-built V-Belts. 


Z, 


4 





GILMER TAPE—Friction and Rubber. A handy pair for 
extra profits! Gilmer Friction Tape is straight-tearing, 
non-raveling; has high insulation and adhesion quali- 
ties. Gilmer Rubber Tape has excellent insulation 
qualities; fuses readily without heat. Both Friction 
and Rubber Tape available in bulk and handy 
10-roll shop packages. 


INDUSTRIAL PACKINGS. A top-quality line for indus- 
trial needs. Various types to meet conditions of high, 
medium or low pressures super-heated or satu- 
rated steam, air, water, many acids and alkalies 
Gilmer Packings include Asbestos Rod, Braided Rod, 
Cross Expansion, Square Pluited, Asbestos Sheet. 


KABLE KORD @ FLAT BELTS—both endless and in rolls. 
Gilmer’s ‘number one”’ flat belt! Combines two belts 
in one—contactor and power. This unique feature, 
together with extra-strong Kable Kord construction, 
makes it a top seller! 


GILMER INDUSTRIAL HOSES—a popular line of rugged 
constructions for Air Drill; Small Air, Welding and 
Cutting; Steam; Water; Suction; Lacquer Spray and 
Solvent, among others. All are made with tough, 
wear-resistant cover over a strong carcass, and fine 
quality tube, according to requirements of use. Take 
standard couplings. 


GILMER SHOCK-PADS. A general purpose machinery 
mount and shock absorber. Minimizes effects of both 
machine and building vibration—eliminates need for 
bolting equipment to floor. Built of molded Neoprene 
resists oil, heat, water, and cieaning compo 
Simply cement to the floor. No bolting required. 


SPECIAL PURPOSE ENDLESS FLAT BELTS. A broad ling 
for all your customers’ needs: Saw Mill Belts; Tubq 
Winders; Sand Slingers; Band Saw Bands; Ligh 
Conveyor Belts; Planer Belts for the lumbering indu 

try; Lickerin, Cone, Winder, and Spinner Belts fo 
textile plants; Farm Belts. 






NOTE: Besides standard V-Bélts 
and Flat Belting, Gilmer dlso 
makes a wide range of Special Pur- 
pose Belts. These are in constant 
demand by plant engineers; né 
not be carried in stock; are Bot 
subject to general competiti®n. 
Another extra profit opportunity 
in the Gilmer line! 


AND DON'T FORGET THE ~ 
SOUND GILMER SALES POLICY# 


1. A strict “buy through Distributor” 
policy; no factory sales in c@m- 
petition. 


A_ widely-experienced Disffict 
Manager available for difect 
sales help. 


Branch stocks strategically locate 
as listed below. i 


: 
Factory power transmission spe- 
cialists to give engineering asgist- 
ance when needed. 
Distributor protection. 
Uniform discount schedules. 


A profit on every sale. 


Full jobber profit on non-stocking 
Special Purpose Belts. 


A balanced promotional program 
featuring national advertising and 
valuable catalogs. 


Monthly bulletins from the factory. 


ADVERTISING PREVIEW! 


Your customers will see this Gilmer advertise- 
ment in leading industrial publications next 
month. Note that Gilmer tells readers to... 


“BUY THROUGH YOUR GILMER 
DISTRIBUTOR” 





Silo Sle “Silmes Siln 


TAPE PACKING HOSE SHOCK PADS 





i Bit 
x Tipped 
Tool— AL 
~~ otal — Allegheny 
Metal TYP 347 Forging 
Operation 


cut on oD. 


speed — 110 fm 
— - cutr— 1/32" 
feed— 0° —_— 


_ 


— Finishing 


... then get ALX ALLOY Cutting Tools 








Write for copy of 


“ALX ALLOY 
TOOL BITS” 


An eight-page booklet 
tells how you can effect 
production economies 
by using ALX for fast 
turning, boring, and fac- 
ing—in certain applica- 
tions. Helpful informa- 
tion includes grinding, 
tool angles, speeds and 
feeds, brazing of tips. 
Write for your copy 


ADDRESS DEFT. 1D-18 








Many a machine shop—and probably 
yours—has jobs on which ALX Tipped 
Tools or ALX Solid Bits step up pro- 


duction by permitting increased 
speeds, feeds, and depths of cut. Re- 
sharpening is less frequent, the reason 
being special composition. 

ALX is a cast-to-shape, non-ferrous, 
cobalt-base alloy containing chro- 
mium, tungsten, carbon, and boron. 
The as-cast hardness of 60-62 Rock- 
well C obviates later heat treatment. 
Tools stay sharp at accelerated speeds 


and higher temperatures. Speed range 
is above that of high-speed steel, but 
lower than with carbide. At such inter- 
mediate speeds, the superior perform- 
ance of ALX results from toughness, 
red-hardness, edge-strength, and abra- 
sion-resistance values combined. 

An Allegheny Ludlum tool engineer 
can quickly point out the strategic 
spots to tool up with ALX. For this 
service, call A-L. @ Allegheny Ludlum 
Steel Corp., Forging & Casting Division, 
Wanda & Jarvis Aves., Detroit 20, Mich. 


For complete MODERN Tooling, call 





Allegheny Ludlum 
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o> OUR SALES MANAGERS 
will greet you 


.-» AT SAN FRANCISCO 


Denny Gordon, OIC’s West Coast Sales 
Manager of San Francisco, known to many 
of you for 25 years, will be our host at the 
1951 Industrial Supply Convention, June 
11-13 in San Francisco. 
Al Kruse, is our Mid-Continent Sales 
Manager from Houston. 
Bill Shepard, the Central Sales Manager, 
headquarters in Wadsworth. 
Win Davis, Assistant to the Sales Man- 
Win Davis ager, whose voice is known to many of you 
by phone, will be there from Wadsworth. 





Dan Mooney, Jr., is Sales Manager of the 
New York territory. 





Paul Warner, the Atlantic Sales Manager, 
headquarters in Philadelphia. 


To insure close co-operation with dis- 
tributors, these men guide OIC Valve sales 
from field headquarters. We are happy for 
this opportunity to have you meet all of 
them as a group. Bill Shepard 


—The Ohio Injector Company 


Dan Mooney 


Paul Warner Meet these men in Booth #559 at the convention 
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IN PEACE WASTE IS A SIN... 
NOW—wWaSsTE Is A CRIME! 


DISTRIBUTORS PRAISE IT! 


Since the first announcement, action-conscious 
distributors in every territory have been getting 
on the “Fight Waste” Bandwagon! These are 


typical comments: 


“This is the type of sound, constructive ee 

operation that — be i ,andy ed 
aufocturers © ou p 

Sieo! times. Congratuiation® ook oming 

vp with this wonderful program. 


NERY >. 


NELSON MacH! 
gowse saurenen” 
ae = 
» Your new waste pene : 
ry Our country 
ery good to US: - or 
vente type of plan ot this time 


ion plen looks 
ertainly con 


Company. inc. 


ube» 
a 
an ome = a 


CT.ParTerson 
Datu 


—_— 
— —— 


ion and ovr or 
d to cooperate. 


RiECHMAN — CrosByY Co. 


THe ; 
ance’ pete ANO evecTmca, SsuPPLIES 
wan 008 2° <— 
| heve vst received the folders describing 
the new Disston Fight Woste Program ---"" 
4 to cooperate to the fullest extent..- 
wer 


Menenie 








RTNEY COMPANY 


RACTORS EQUIPMENT 


SmiTH- COU 


wis SUPPLIES MACHINERY comT 
cavenra 0 omerers 


of your booklet.-- 
d like them to be 


d us copies 
n use them to 


for our salesmen. We wovl 
familior with same s° they co 
the very bes! advantage 


J RUSSELL, & COMPAN' 


“Please sem 





auronenes cquiee? 


“The elimination of waste certainty is = 
essentiol todey ond we ore more then r} 
to cooperate in any wey we can. 


BUSSER 
wrovesare pisrarauroes 


SUPPLY co. 





Lpwaaues. recanvaes 
ity to con- 

ke this opportunity 
d the entire Disston Orgon'- 


"We want to te 
Waste Campoig" --- 
hand 


gratulate you -< Me 

ation or your Fig ‘ 

weal like your representative to be ws na 
for ao meeting on the ‘Fight Wee je" pr 


grom with ovr entire soles force. 





FROM All ACROSS THE 
NATION- ENTHUSIASTIC 
ACCEPTANCE FOR— 


TOPMANAGEMENT WANTS IT! 


> special mailing to top management men in 
e country s leading companies provoked 
response little short of amazing! Requests fi " 
information and material are literally o i. 
— in. These men want the “Fight Waste” 
rogram — they’re ready to use it i i 
oe in their 


INDUSTRY DEMANDSIT—NOW 


Still more enthusiastic response! From e 
segment of industry —design, pater pi 
gineering, purchasing; from department wen 
foremen, workers—comes word of cual 
These men want the ‘‘Fight Waste”’ ps 
—need it now! You’ll find them read d 
waiting for your call—for the naa 
assistance you can give them. - 
r = mm er re 
} H E PRESS PUBLICIZES IT! 
ee throughout the industrial publishing 
’ ave acclaimed the ‘‘Fight Waste” Pro 
1 given it editorial space as “Top 
é erest”’ material. And remember th 
readers are also your customers! 7 


NDORSED BY GOVERNMENT 


Mr. C i 
ee B. McCoy, Assistant Administrator 
7 ional Production Authority writes: “The 
— sa is in direct support of the national 
nservation of materials and i 
equip- 
pret wp i looking forward to the Sicetialed 
of the efforts i 
eons ag of your company in 





WE INVITE ASSOCIATION MEMBERS 
— 
: visit 7” booth No. 1111 at the Triple Mill Supply 
onvention, San Francisco, June 11-13. We'll be looki 
for you: pron 











BAND SAWS 
FOR WOOD AND METAL + CARBOLOY-FITTED SAWS AND KNIVES 





z 
at 


DISSTON. 


“FIGHT WASTE’ PROGRAM 


r 


A NEW SERVICE DISSTON DISTRIBUTORS 
CAN RENDER AMERICAN INDUSTRY 


HOW “FIGHT WASTE” WORKS 


Disston furnishes all the material for you to supply 
your customers absolutely free! Here’s what you get: 


DISTRIBUTORS’ PRESENTATION PIECE: 
An attractive spiral-bound book out- 
lining the entire “Fight Waste” Pro- 
gram—illustrating and describing the 
available material. Planned as a work- 
ing tool for Disston Distributors to use 
with customers; suitable for desk use 
in outlining the program. 


THE POCKET FOREMAN: 

A digest of the program for you to 
leave with customers. Tells how to 
initiate the plan—reprints all educa- 
tional cards for individual workmen. 
Contains post card order form so cus- 
tomer can look the plan over at his lei- 
sure and make his selection of the cards. 


“FIGHT WASTE” CARDS: 

31 individual pocket-size cards 
covering the Disston tools with 
which you regularly service your 
customers...for use! by workmen. 
Each card covers common tool 
failures; cause of such faults; best 
method of correction; and general 
information to improve work- 
manship, speed production, and 
prolong useful tool life. Your cus- 
tomer orders these himself, mak- 
ing his selection from the ‘‘Pocket 
Foreman.” 


POSTERS AND STICKERS: 

Attractive, eye-catching posters 
for bulletin board use to make 
everyone in the plant conscious 
of the need to “Fight Waste’’! 
Large gummed stickers carry the 
“Fight Waste’? Banner—act as 
constant reminders! Your cus- 
tomers can also order these at the 
sametimeasthey order their cards. 


Disston Distributors get all this material in handy kit 
form—ready to take to customers immediately. Thus 
you can present the program to customers—leave the 
‘*‘Pocket Foreman’’—they’ll do the rest. And you gain 
the benefits of positive goodwill! 


ADVERTISING AND PUBLICITY CARRY THE STORY: 


Your customers are already learning about the ‘‘Fight 
Waste” Program through hard hitting advertising in 
publications that cover every Disston market: In 
BusINESS WEEK, AMERICAN MACcHINIST, MILL & 
FacToRY, PURCHASING, LUMBERMAN, SOUTHERN LuM- 
BERMAN, Woop-WoRKER, TIMBERMAN, WOODWORKING 
DiGcEst, MANAGE—all are working to open doors for 
Disston Distributors! And, as already mentioned, lead- 
ing editors are featuring the program as ‘““Top reader 
interest’’ material! 


SPECIAL MAILINGS TO SPECIAL GROUPS: 


No means of spreading the word is being overlooked! 
Top management and administration have already 
been covered. And, as new needs are revealed, timely, 
specially aimed shots will be fired! 


DISTRIBUTOR SALES MEETINGS: 

Disston Factory Sales Representatives are available 
for Distributor meetings to tell the “Fight Waste” 
story —to show you how to use “Fight Waste” material 
for maximum benefits! 


GET YOUR DISTRIBUTOR KIT RIGHT AWAY! 


If you are a Disston Distributor, write, wire, or phone 
us today, telling us how many kits you need to supply 
your salesmen. If you represent a Disston Distributor, 
ask your home office to get you a kit; or write us direct. 


HENRY DISSTON & SONS, INC. oy) 
623 Tacony, Philadelphia 35, Pa., U.S.A. \o co 
Branches: Chicago, Seattie, Portland, Ore., Vancouver, 8B. C. 7 
Canadian Factory: Toronto 3, Ont. * Australian Factory: Sydney, N.S.W. 


Copyright 1951, Henry Disston & Sons, Inc. 


ore 


SOLID AND INSERTED TOOTH CIRCULAR SAWS + MACHINE KNIVES + FILES AND RASPS + HACK SAWS + CUTTER HEADS + CHAIN SAWS + TOOL STEELS 
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FLAT AND LOCK WASHERS TO MEET ARMED FORCES SPECIFICATIONS 


Let Garrett fill your contract needs for all types of washers. We manufacture 
a complete line of high quality washers to meet the most exacting specifi- 
cations of the Army, Navy and Air Force. Whether in regular steel, stainless 
steel, spring steel, brass, bronze, monel metal, aluminum, Alclad, copper 
or other metals specified we can supply them all. Our modern plating 
facilities offer you washers plated with zinc, cadmium, nickel, brass, 
chrome... or parkerized. Get what you want when you want them. Order 
washers from Garrett. Here are a few of the many product-proved washers 
in the line: 


AN 935 AN 961 NAS 143 BEC X 3.1 BEB X 2 
AN 940 AN 970 NAS 143C BEC X 4 BEB X 3 
AN 945 AN 975 BEC X 1 BEE X 1 BEB X 8 
AN 950 AN 8013 BEC X 2 BEB X 1 BED X 1 
AN 955 NAS 70 BEC X 3 BEB X 1.1 SC 104-1 
AN 122576 thru 122600 


WRITE FOR NEW FOLDER OF SPECIFICATIONS FOR ARMED FORCES WASHERS 
GARRETT OF ELLWOOD CITY * GARRETT OF PHILADELPHIA 


5E K, GARRETT CO 
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Cuneo 
Prepared 


Catalogs 


Do a Selling 
Job at 
All Times... 


CUNEO PLANNING 
When you are ready to plan 
your catalog ask for a Cuneo 
representative to call. He knows 
distributors catalog requirements 
ond can mcke suggestions. 


Your catalog, as a part of your sales force, must have 
the punch of a top flight salesman. From cover to cover it must 
“talk up” at all times. To stay out in front on the firing 


line your catalog must have character-quality-individuality and 





CUNEO COMPILING 
Our staff of catalog compilers 
consists of competent men with 
all of these features and becomes a valuable asset in presenting long experience in the successful 
presentation of merchandise and 
compiling of distributors catalogs. 


be modern in all respects. A Cuneo prepared catalog has 


your products and your message in the very best manner. 


+e OR EERE DS MIRAE HH LOR nD 


Write, Wire or 
Phone the CUNEO PRINTING 


The letterpress process, which 


Wisconsi la | insures finest printitg quality and 


top catalog appearance, is used 


Catalog Department 


exclusively in printing Cuneo 
C ! prepared catalogs. 
uneo Press, nc. 


239 East Chicago Street, Milwaukee, Wisconsin 
DAly 8-5340 
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OR more than thirty-five years DIXON has been the Distributor’s leading source of 

supply for quality hose couplings, nipples, menders, clamps, valves and other indus- 
trial hose fittings. Today, Industrial Distributors and their salesmen everywhere are sell- 
ing the DIXON Line, under an arrangement that assures them of five important sales 
advantages: 


EXTENSIVE MANUFACTURING FACILITIES. The largest and most 


modern plant in the industrial hose fitting field provides high productive capacity in 





all manufacturing processes—from raw materials to finished products. 


CONSISTENTLY HIGH-QUALITY. The company has never deviated from the strict rule of “quality first’ 


. in materials, workmanship and service reliability. All steel or malleable iron items are plated for protection from 


NON-COMPETITIVE DESIGNS. 


Most DIXON products, or their important fea- 4, 


rust or corrosion. 


4 
tures, are patented . . . developed during the con- inate run 
tinuing engineering research that is applied to 
the improvement of existing products or the de- ys 


sign of new ones to meet definite service require- 





ments. All DIXON products have easily-demonstrated advantages, reflected in superior 
performance. 


GENEROUS ADVERTISING and MERCHANDISING HELP. 


Consistent schedules in full-coverage Trade Papers; imprinted Direct Mail material for 
Distributor use; Catalogs, Folders, Letters, Calendars.and other informative or promo- 
tional literature; and the “DIXON DRILLER”—a miniature House Organ, now in its 


= S 
v 4 road . 


(e » 
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hiilutley... foe Qvee a [hited of a Cntlited 
MENDERS - CLAMPS - AIR VALVES 


Long-Established Policy for Distributor Cooperation 


This is the keystone of the Dixon-Distributor relationship which has operated so successfully for so many years . . . 
an arrangement that leaves no doublt as to prices, discounts and protection. When you make a sale, the buyer is your 


customer; and you can rely on us to back you up all the way in assuring customer satisfaction. 


Selling the DIXON Line means an open door to every industrial market where rubber hose is used . . . for steam, air, — 
water, oil, hydraulics and virtually all other fluids and gases. No matter what the service involves . . . high or low pres- 
sures... heat or cold . . . corrosion or sanitation . . . you'll find a DIXON coupling, nipple or clamp exactly suited to 


meet the condition with the highest degree of efficiency, safety and economy. 


If its a DIXON Product, its Dependable! | 


CA TALOG N O 2 50 completely describes all items in the DIXON 


Line, including several recently introduced products. It also contains helpful informa- 





tion on the use, care and ordering of me and other hose fittings. Send for a 


copy . . . without cost or obligation. 


os De D>. eR, 
VALVE & COUPLING CO 


Man Office and Factory; PHILADELPHIA, PA. 


BIRMINGHAM. | ANGELES W N 
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fill almost every roller 


chain drive need right 


from your shelf with 


STOCK 


Roller Chain and Sprockets 


Give your customers faster delivery, 


better power transmission equipment. 


In standard pitches from °.” to 2”, Morse Stock Roller Chains, 
and their corresponding sprockets in Types A, B, and C, give 
you a wide selection of the best roller chain power transmission 


equipment for fastest delivery to your customers. 





Morse Roller Chains transmit power unfailingly with 99% plus 
efficiency on long or short centers at low or medium-high speeds. 
They will assure your customers longer, trouble-free operation at 


lowest total cost per serv ice hour of operation. 


Take the first step toward servicing 
your customers’ needs faster and better 
Write today for new 29-page Catalog 
No. C 55-50, which gives you complete 
technical information. 


OSS SSPEARS, 


M:PT = | 455 


POWER TRANSM/SS(ON 
i ProouCcTSs 
MORSE CHAIN COMPANY « Dept. 163, 7601 Central Ave., Detroit 8, Mich. \ 
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HELLER 


~NUCUT i: FILE 


Only a NUCUT 
gives you 
“‘two-barrel’”’ 








1, CUTTING ACTION 


2. SMOOTHING ACTION 





ly 
\ At every stroke 


You'll find you can file more, faster, better 
with less effort when you insist on a NUCUT 
file. Your industrial distributor will gladly 
suggest the sizes, cuts and types that will 
meet your particular needs best. 


HELLER BROTHERS 
COMPANY 


America’s Oldest File Manufacturer 


HEN you hold a NUCUT at an angle, 
you can clearly see the unmistakable 
wavy pattern in which the teeth are scien- 
tifically positioned. An exclusive patented 
NUCUT feature, this notable development 
in file fabrication provides two sets of teeth 
— one coarse, the other fine. 
The coarse teeth cut clean, deep, true. 
The fine teeth leave a smooth surface. Both 
cutting actions take place simultaneously — 


as if you were employing two files instead 
Newcomerstown, Ohio 


Use correct filing pressure 


File teeth cut only on the 
forward stroke. So, carry the 
file forward on a straight 
line, applying the pressure 
first with the left hand, then 
with both hands equally, 


and finally with the right 
hand at the end of the 
stroke. On the return stroke 
all pressure should be re- 


Wrong: Don’t exert too 
much pressure, It causes ex- 
cessive tooth clogging, heavy 
wear, stripped teeth and 


Right: When the correct 
gp is applied with 
long, steady strokes, the 


omazma>v 


lieved. often a broken file. cuts efficiently. 





MR. DISTRIBUTOR: NUCUT advertising is appearing in publications that reach the impor- 
tant users and buyers of files in your territory. Please note that it directs these prospects to you. 
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Be prepared to supply the right aluminum paint 
for every type of painting job, inside or outside, 
by stocking the complete line of PERMITE 
Ready-Mixed Aluminum paints. Maintenance 
men like the longer lasting protection, the extra 
coverage, the better hiding power, and the true 
economy of these high quality aluminum paints. 





Remind your sales force to look on every call 
for the opportunities to make extra sales with 
these widely used aluminum paints. Stacks, boiler 
rooms, roofs, bridges, furnaces, radiators, pipes, 
walls, implements, machinery, equipment, storage 
tanks—all need the enduring protection afforded 
by the silvery, extra-resistant, metal-like Permite 





aluminum paint film. Every plant, institution or 
commercial structure has many uses for Permite. 








Supply each of your men with the Permite Paint 
Manual, which describes each type of Permite 
Aluminum Paint — where and how to use it. 
This 24-page manual is an authoritative painting 
guide, which can be used to interest paint buyers 
and to create many extra sales. Use also the 
many other Permite sales helps to keep customers 
reminded of the advantages of Permite. There’s 
a lot of aluminum paint sold in your territory. 
Take steps now to get your share—with Permite. 








Permite Permite Varnishes, made to the same high quality standard as Permite Aluminum Paints, are now 
vy ish available in a complete range of types, including Floor, Furniture, Marine Spar, Quick Drying, 
arnisnes Spar Oil, Reinforcing Oil, Redwood Finish—varnishes for all exterior and interior applications. 








ALUMINUM INDUSTRIES, Inc., Cincinnati 25, Ohio - - Paint and Varnish Division 


ALUMINUM PAINTS & VARNISHES Slt 
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Jacking Up Sales 


TO HIM WHO HATH... jack orders shall be given. 
That's putting a new twist on an old saying—but it makes sales 
sense. Distributors who anticipate their needs now for the months 
ahead are most likely to get shipments to enable fulfillment of 
the orders that develop. Now. or in the future, when buyers want 
jacks, they want them P. D. Q. Factory orders are currently 
heavier . . . and deliveries pondingly affected. Make sure 
that you have a well-balanced jack stock on hand . . . and plenty 
of jacks scheduled for future deliveries. Then you'll be sure of 
not having to say “Sorry!” to your custo or possibl tt 








IT’S A “HANDY ANDY”! 





When it comes to raising bridge decks and caps, the Simplex 
aluminum jack support is a useful “tool” to have around. With 
four of these supports and proper chains and jacks, the heaviest 
structures are handled safely. In the inverted position with any 
jack, it can be used to pull telephone poles, etc. 


DON’T SPARE THE “TOOTHBRUSH”! 


Clean teeth are the first rule of 
jack maint Remind your 
customers to keep the rack bar 
teeth clean and the paw! seat 
free of grit. Just a little care 
keeps jacks out of the repair 
shop and on the job. This and 
many other timely hints for main- 
taining jacks at peak efficiency 
are offered in the latest edition 
of “Parts Lists of Simplex Jacks”. 





Had the Three Musketeers been 

jack buyers, they would have 
found T-K’s Simplex line just 

right for all needs—a single 
source of supply for all types of 
standard jacks—including many 
outstanding exclusive “best sellers”. 
the Simplex Line is a natural for distrib It can well be said 
that Simplex simplifies—stock. sales and service. Our latest Gen- 
eral Catalog, No. 50, shows you why. 








Safety is one of the most important and productive factors in 
industrial efficiency, Safety in jacks is a quality that has always 
been considered of first importance in the manufacture of every 
Simplex. Simplex safety is a strong sales point. 


(Advertisement) 


VERSATILE STEAMBOAT RATCHET JACKS 





Some of their best uses are found miles from deep water! Con- 
tractors employ them for concrete form and bridge work, as a 
guy hold-down for masts and derricks and in structural fabri- 
cation. But. of course, steamship and barge line operators depend 
on them for many marine uses. 12 models—in 3 types of ends— 
range in capacity from 8 to 20 tons. It pays to cover the water- 
front and other spots where these jacks are in demand. 


SURE SHORING SALES SOAR 








Say that correctly and you're as 
cold sober as the Simplex Steel 
Shoring Jacks we're talking about— 
They provide maximum safety in 
shoring, for tunnel roof supports, 
timbering. aqueduct work, as tem- 
porary columns, etc. Many uses 
make for many sales! Furnished 
with standard nuts and bearing 
plates. “Specials” can be made to 
specification. 


Pome--5 
SEP CCooed 











4 





THE LAW BACKS 
Good old law of gravity . . . it's the YOU UP! 
jack salesmen’s best friend. No one 
can fix it... but jacks are a legal 
“out” for many purposes. Remember, 
there's a Simplex Jack for every job 
—big or little. 





nference 
drop in on us at Co 

L INVITE! Be sure to op ee — 
ney Civic Auditori Phil = be on 

to make your visit interesting and profit . 








ASPIRIN DEPARTMENT. 








Bothered by a tough jacking problem? 

. .. Need a lift?—consult “Dr. Simplex”! 

Usually. Simplex Jacks meet every in- 

dustrial need but, occasionally, a “spe- 

cial” is called for. T-K is always read 

to help your te and prospect 

obtain specialized jacks. So, if the buyer “can’t find the right jack” 
—give us a ring and we'll help you clear up the headache. 





TEMPLETON, KENLY & CO 


1036 S Central Ave Che ay 44. ti 
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War production, short supplies and tightening controls are again putting distributor- 


manufacturer relationships to the test. 


Because of their extremely broad use in industrial and commercial manufacturing, 
Delta-Milwaukee wood and metal working tools will carry high priority ratings for many 
projects. At the same time we are handling an increasing flow of “urgent” orders, we 
want to help you give peace-time customers the best possible service, to fill maintenance 
requirements, to hold old markets in which you have invested sales and promotion 
dollars, and to help you develop new Delta users for the future. 


‘Ten Ways Delta is Helping You 





INCREASED CAPACITY 


With Delta production capacity 
already twice that of World 
War li, another plant 

is under way. 








MORE SALES PERSONNEL 
More field men, additional 
experienced product sales 

managers, and a bigger sales 
clerical staff makes for better 
handling of orders and follow-up. 


SALES TRAINING 


Realizing that turnover of distributor 
salesmen is inevitable, Delta is 
keeping up and planning new 

training activities. 








IMPROVED ORDER HANDLING 


Faster flow of paper work to get 
orders into production 
schedules more quickly. 


DEALER TIE-IN PROMOTIONS 


Mats, store displays, house organs and 
other material let you easily 

identify yourself as 

o Delta dealer. 








Delta advertising in trade magazines and 
national publications backs up 
deoler sales promotion. 


ACCESSORY SALES 


With far the biggest selection of 
accessories of any power tool builder, 
Delta gives you unequalled 
opportunities for repeat and 
maintenance sales. 








NEW TOOLS, NEW ACCESSORIES 


The Delta development program is 
pointed at giving you the items 

in greatest demand in a 

war economy. 


D\} 


FIELD DEMONSTRATIONS 


Your experienced Delta district man will 
work with you on 

demonstrations, educational 

field clinics, etc. 
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Model for dealer facturer r: 
the Delta distributor policy 

protects your investment in building 

a Delta business. 











‘Ten Ways You Can Help Delta Help You 


We'll do a better job for you, if you’ll follow a few simple suggestions. 





Keep informed on “lead times.” As in any 
emergency period, time between receipt 
of order and delivery will vary as 


— Fag 2) conditions change. Your Delta 
district man will help you place 

orders far enough in advance, so 

that we can keep the flow of 

° chines and ies to 
you as steady as possible. 








When you inquire about an order, 
give all the facts. Tracing an 
order takes half the time if order 
numbers, dates, etc., are 

given completely 

and correctly. 











Watch estimated delivery dates on 
order acknowledgments. This will 
help you gauge what you 

will be receiving cgainst 

future requi. »ments. 


Give us a chance to make delivery. Like 
ony facturer, we ti miss an 
estimated delivery date, but we 

meet or better dozens for one that 

we miss. Don't start tracing 

an order until it has really 

had a chance to be delivered. 











Try to keep stocks in balance. Of course, 
this is easier to say than do, 
but motors, cutting tools and 

accessories can usually be matched 
to machine orders if future 
needs are properly covered. 





Let the Delta district man help you with 
inventory control. Your Delta 
mon watches your sales and 

our production schedules 
closely. Put his experience 
to work for you. 








Balance inventory by trading. Your 
Delta district man will do all 

he can to help you keep matched 
stocks by 

trading with other 

Delta distributors. 





Don't phone the plont. Except in the most 
unusual circumstances, you will save time and 
money and we'll do a better job for 

= you if you work through your 
district man. Or, if necessary, write or wire 
the plant. District men know the facts, and can 
help you. Mail inquiries can be routed to 

the people who are familiar with the order. 








Boe ee ae A DELTA 


Too much expediting by the 
distributor slows up deliveries, ties 
up the sales staff, and keeps 

us from following the 

really critical orders. 


l. 
\s 
f Don't send unnecessary follow-ups. 


TOOL 





Accept cancellations from the factory as an 
opportunity to recalculate requirements. In 

the past, some distributors have become 

30 involved with the paper work 

on old orders that they have lost 

control of both commitments and 

deliveries. You protect ooth yourself 

and us by keeping your backlog 

inder close check, so that should conditions change, 
heavy shipments will not overload your inventory. 


WOOD AND METAL WORKING 
TOOLS + 56 MACHINES + 246 
MODELS + MORE THAN 1300 
ACCESSORIES 


Rockwell MANUFACTURING COMPANY 


625FE.VIENNA AVENUE «+ MILWAUKEE 1, WISCONSIN 
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NOT “JUST WORDS” WITH AMERICAN 


—here are facts on how distributors benefit with the American line 


The above statement is taken directly from our 
Distributor Sales Policy. We at The American Pulley 
Company know how important you, the distributor, 
Gre to our operations. Isn't it natural, then, that we 
should try to give you every possible sales and profit 
@dvantage when you handle the American line? 


We've lived and worked with distributors for a long 
time—over 50 years, in fact. We believe we know 
what you want in a line of Power Transmission and 
Materials Handling Equipment. That's why American 
distributors can always count upon the following 
benefits as facts, not just words: 





1. Substantial profit margins. 
2. Defined territorial protection. 


volume. 





3. Complete quality line for greater sales 6. Exclusive selling features. 


4. Supporting factory and warehouse stocks. 8. User acceptance. 


5. National advertising and 
personal sales help. 


7. Competitive prices. 








We will be glad to see you 
at the Triple Mill Supply Convention, 
Booth 606, in San Francisco. 


4210 WISSAHICKON AVENUE, PHILADELPHIA 29, PA. 
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Sell the V-Belt with teeth— 
the PREMIUM DAYTON COG-BELT 


* LOWER COST PER DRIVE * EXCLUSIVE COG FEATURE 
* MORE SATISFIED CUSTOMERS * BETTER PROFIT 


You'll get a bigger share of the V-Belt 
business with the premium Dayton 
Cog-Belt (with rayon cords). It’s the 
only V-Belt with exclusive, patented 
features no other belt has! 
Premium performance — premium 
profit! Cog-Belts handle 40% heavier 
loads, justify the premium price and 
profit. 

Original cost is less! You can “‘talk 
price.” One Cog-Belt does the work 
of 1.4 conventional V-Belts—5 Cogs 
do the work of 7 ordinary belts. 


DAYTON RUBBER COMPANY, DAYTON 1, OHIO i 


aytom ruwiaber 


Cogs are a round-the-clock driver! 
They will keep your customers sold 
in the 3-shift days facing American 
industry. Cogs are built to bend, like 
your finger. Results: less strain, heat, 
stretch, down-time, longer life. 


Only the Dayton Distributor has: 
The Cog-Belt . . . the Thorobred line 
of V-Belts ... powerful national ad- 
vertising in TIME and leading trade 
journals ...and the finest sales pro- 
gram in the mechanical rubber goods 
field. 


WORLD'S LARGEST MANUFACTURER OF V-BELTS 
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WHITNEY 
Cfens the bhiar” 


To Sales 


with Advertising in 
Leading Publications 


When you sell Whitney Chain Drives...roller, silent and convey- 
or chains, accurately cut tooth sprockets and flexible couplings 
... you are selling a quality line of drives that have gained 
acceptance throughout all industry for its dependability. 





What's more, Whitney makes it easier for you to sell with 
an outstanding advertising campaign that helps prepare your 
old customers and find new prospects. An advertising cam- 
paign in over 28 leading publications that actually “opens the 
door” for your salesmen, makes it easier for them to sell. 


This hard-hitting campaign will reach over 12,000,000 
readers per year, telling and showing them how Whitney 
Chain Drives cut costs, improve machine performance and 
maintain product uniformity. 





In addition, these typical sales aids for your own use help 
to make your sales job easier . . . direct mail, self-mailer 
bulletins, advertising reprints, drop-off bulletins, envelope 
stuffers, catalogs, plus other merchandising material. 

Make this year your Whitney year. It will pay off in more 
sales and profits. 


Whitney Chain Company 


239 HAMILTON STREET, HARTFORD 2, CONNECTICUT 


way, 
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ENT¥ao 
VISES 


The Complete “BULL DOG” Line 


100 thru Stocking Industrial Distributors. 


MACHINISTS 

TOP SWIVEL JAW 
COMBINATION PIPE 
HINGE PIPE 

WOOD WORKERS 


UTILITY 
ALL PARTS INTERCHANGEABLE Backed by 83 years of time proven acceptance. 





Hundreds of plants have used them and still do. 


Sell PRENTISS for those “REPEAT” vise orders. 


Here is a 


BIG Selling Point 


{ YOU CAN’T BUY OR SELL A BETTER VISE 


PRENTISS SWIVEL BASE The Prentiss line is 


This illustration shows very 
clearly how the Prentiss Swivel Made to Sell 
Base functions. The base plate 


is cast in one piece and slotted Made to Satisfy 


in the front. When the wrench 

is tightened, this base plate or 

split ring squeezes against the Made to Last 
hub on the vise body locking 

the vise to the base. A POSI- IN A FEW SECTIONS 


TIVE LOCK IN ANY POSI- TERRITORIES ARE OPEN 
TION. ARE YOU INTERESTED? 


SEE US IN BOOTH 313 AT SAN FRANCISCO 
PRENTISS VISE DIVISION 9 oF THE CHARLES PARKER CO. MERIDEN, CONN. 
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1,900,000 


ad messages 
pave the way 


for sales of 
3M Abrasives 


Here’s a schedule to help you prepare customers, find 
new prospects, make it easier for your salesman to cash 
in with quick sales of 3M Abrasives. 

Over 308,000 subscribers this year alone can see how 
costs are cut, time saved, new methods used to give a 
smoother, finer finish. Hard-hitting ads—featured in 14 
national trade magazines—pre-sell your metal-working 
customers. Actual case histories prove 3M Abrasives 
are really doing a job. 

Take advantage of this big advertising campaign. 
Feature 3M Abrasives in your selling plans. It’ll pay 
off in more sales, steady repeat business for you. 

















Made in U.S.A. by Minnesota Mininc & Merc. Co., St. Paul 6, 
Minn., also makers of ‘‘Scotch’”” Brand Pressure-sensitive Tapes, 
“Scotch"’ Sound Recording Tape, ‘‘Underseal”” Rubberized Coating, 
“‘Scotchlite’’ Reflective Sheeting, y-Walk” Non-Slip Sur- 
facing, “3M” Adhesives. General Export: Durex Abrasives Corp., 
New Rochelle, N.Y. In Canada: Canadian Durex Abrasives Ltd., 
Brantford, Ontario. 
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DO’S & DON’TS: When you get out to San Francisco, 
you'll not be disappointed in anything unless you've let 
your imagination run rampant about some of the things 
you've read and heard about. . . Be sure to put on your 
“must do” list: A round trip on a cable car; Cocktails 
at the Top O’ the Mark, preferably at sunset; Lunch 
or dinner at Fisherman’s Wharf—try an abalone steak; 
A bridge trip to Oakland—don’t do it at rush hours; 
A ride up to Twin Peaks for a breathtaking view of the 
Bay Area; And, above all, a visit to InpusrriaL Distri 
BUTION’S suite in the St. Francis Hotel—we'll have a 
guide book for you that you'll not only use but will want 
to take home with you. . . On the “Don’t side”: Don’t 
expect to visit the Rock (Alcatraz)—if you ever get 
there you'll be out of circulation for a good spell; Don’t 
forget to take your top coat with you when you leave 
for an evening—when the fog rolls in, it gets right 
chilly; And, above all, don’t try to drink up all the liquor 
in SF—they have a mighty big supply of it. 


FOR THE RECORD: Someone always gets into an 
argument about where conventions were held in the 
past. . . We've looked it up and here’s the record for 
the last ten years: 1950, Atlantic City; 1949, Cleveland; 
1948, Atlantic City; 1947, Atlantic City; 1946, Atlantic 
City; 1945, no convention; 1944, Chicago; 1943, Cin- 
cinnati; 1942, Atlantic City; 1941, Chicago, and 1940, 
Dallas. 


ON ‘THE SICK LIST: Neil Hurley, Jr. (Thor) is well 
on his way to complete recovery after a major operation 
a few weeks ago. 


PRIORITY TROUBLE: Our ego went up a few notches 
the other day when we received an order for reprints 
with a “DO97 certified under NPR Regulation 4” . . . 
We tried to extend it but the printer said he didn't 
want it. . . What’ll we do with it? 


IT’S THAT TIME OF YEAR: The Keystoners are busy 
making plans for their annual outing which will be held 
June 15 at the Llanerche Country Club, West Chester 
Pike, Manoa, Pa. . . The Hardware Trade Association 
of New York has its first golf outing of the year set 
for June 19 at the Knoll Golf Club, Rossen, i a ae 
And the Hardware Square Club will have an affair on 
June 20 at Travers Island, Pelham, N. Y. . . Looks like 
a busy month for golfers. 
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COTTON LEADER: Behind those newsreel shots you 
saw of the Memphis Cotton Carnival there’s a story of 
a distributor at work. . . W. L. Quinlan, Jr. (Choctaw, 
Inc.) is president of the Memphis Cotton Carnival As- 
sociation and, as such, supervised the five-day celebration. 


THE BIG TRIP: There'll probably be a lot of stories 
to tell and retell when we all get to SF. . . We've heard 
of one group that has chartered its own plane for the 
trip. . . Many are driving, taking along their wives, of 
course. . . ‘Then, naturally, you'll hear all about the 
sights taken in by those who are making the tours. 


R. W. B. 
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to's How Jenkins is... 


Building Distributor Prestige — 


TTA 


Again, with this message reaching 250,230 
of the key men in industry, Jenkins uses 
powerful publicity to emphasize the vital 
role of the Industrial Distributor in today’s 
procurement picture. Again, Jenkins cham- 
pions the Distributor, adds another page 
to its long record of solid support. In pre- 


vious national emergencies, and whenever 
industry needed reminding of the Distri- 
butor’s function, Jenkins advertising has 
served this purpose. 

And Jenkins further assists the Distributor 
to prove his growing industrial importance. 
Jenkins is... 


a + * 
oosting Distributor Sales-Power 
4 
SAA. BASES 





The Industrial Distributor’s first need, to- 
day, for “ 


in tremendous volume. 


salespower” is quality products, 
Jenkins, cooperating to meet mounting de- 
mands, has speeded its program of plant 
expansion and modernization, has increased 
productive capacity, and extended ware- 
house facilities. 

With experience gained in many emergen- 
cies like the present, Jenkins knows well the 


Distributor’s other needs to boost “‘sales- 


Stop iw at 
No. 109 


power”’—relays fresh, authentic market in- 
formation through its wide-ranging staff of 
fifty Field Representatives, and provides 
service literature effectively keyed to cus- 
tomers’ current needs. 

Add up all this evidence of Jenkins ever- 
active cooperation, and you'll see why, in 
runaway market or recession, it pays, and 
pays well, to sell Jenkins Valves. 

Jenkins Bros., 100 Park Ave., New York 17. 
Jenkins Bros., Ltd., Montreal. 


LOOK FOR THE DIAMOND MARK 











Republic 


LIKE THESE 





5-POINT SALES POLICY 


w A LINE of rubber items sufficiently complete 
to permit effectively supplying the requirements of 
the trade solicited. 

% A QUALITY of product uniformly good and 
capable of delivering service results thet should rea- 
sonably be expected 

Ww A PRICE basis inducing and making possible ag- 
gressive c with ble profit return 
% FREEDOM from competition from his source 
of supply, either direct or indirect, among the trade 
covered by his day to day solicitations 

% SELLING helps of reasonable amounts so that 
his sales Force may be given the advantage of spe- 
cialized training and @ knowledge of the product sold 
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LIKE THESE 


ARE HELPING 


Republic Distributors 


MAKE MORE PROFITABLE SERVICE CONTACTS 


@ Service calls pay off big for Republic Distributors 
who get high-powered help from current Republic 
Rubber advertisements. 

The ads, stressing the need for expert judgment in 
problems ee Industrial Rubber Products, point 
to Republic Distributors as the men most qualified to 
give assistance. 

Under the 5-Point Sales Policy, Republic unceasingly 
backs up the efforts of her Distributors in the field in 
establishing profitable customer relationships that mean 
more record-breaking profits today and in the days ahead. 


INDUSTRIAL RUBBER PRODUCTS BY 


REPUBLIC RUBBER DIVISIO 


Lee Rubber G&G Tire Corporation 


YOUNGSTOWN, OHIO 











W 
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EXTRUDED PRODUCTS 





INDUSTRIAL DISTRIBUTION © JUNE, 1951 











——Jndustrial Distribution- 





Responsibility and Opportunity 


[' was just a year ago in June that we realized we 
were in a new kind of world. Perhaps we had been 
in it without knowing it but when the North Korean 
Reds came south of the 38th parallel that marked a 
turning point. 

Slowly at first in the months that followed one 
defense measure after another was adopted. The 
personal lives of tens of thousands of our young men 
suddenly were re-oriented from peaceful pursuits to 
war. That was the most serious consequence. Of 
secondary importance in the scale of human values, 
the defense program changed the pattern of economic 
life. 

To be sure we had already rounded the bottom of 
the inventory liquidation of 1949 and early 1950. 
But we were stil in a buyers’ market. Now just a 
vear later, sales are at record levels and we must all 
operate in a controlled or semi-controlled economy. 

There’s more ahead. The mounting defense pro- 
gram has far from reached its peak. Currently military 
expenditures are running at a $30 billion annual 
rate, By the first of 1952, it is estimated the ate will 
be close to a $50 billion annual rate. Furthermore, 
we are engaged in a private capital expansion boom 
of terrific proportions. With the economy fairly 
bursting at the seams and with more pressure ahead, 
controls were inevitable. 


New Tempo, New Problems 


For distributors and their salesmen, as well as 
everyone in the country, new rules of the game have 
been set up. For some months, the administrators of 
the defense production program attempted to operate 
with a relatively simple one band priority system. 
Now they have added the CMP. On the price 
front we had the general freeze which has been 
modified as one group of products after another has 
been brought out from under with specific control 
regulations. We already have CPR 22 and CPR 30 
and by the time this appears in print a wholesalers’ 
price order may be on the books. 

Al. these orders place ‘an added burden on dis 
tributors. In the first place, everyone must comply 
with the orders. New records must be set up and 
more red tape must be endured. But second, all dis 
tributor personnel must learn the meaning of the 
orders if they are to be of service to their customers. 
To be sure, the big customers will know as much or 
more about the orders than you do. The small 


accounts, however, do not have equal access to the 
channels of information. It is with the small cus- 
tomers that distributor salesmen—inside and outside 
—can be of real service. 

Back of the orders, indeed the very cause for them, 
are the economic factors of shortage and scarcity of 
both materials and manpower. These basic con 
ditions add to the burdens of distributors beyond the 
mechanism of controls in themselves. This all adds 
up to the fact that distributors have new and different 
problems, yes responsibilities, in the days ahead. 


10 Jobs for Management 


In a special 32-page section, ““Today’s 10 Jobs for 
Management,” beginning on page 81, the editors of 
INDUSTRIAL DistRiBUTION have set forth the major 
problems which controls and shortages are bringing 
to this industry. We also cite solutions to these 
problems which distributors have worked out in 
recent months as well as the solution to similar 
problems that were evolved in World War II. 

Longer factory lead times on deliveries require 
new and better methods of purchasing as well as the 
provision of some systematic method of handling 
back orders and allocations. Growing manpower 
shortages will necessitate tapping new sources for 
personnel and stepped up training programs. The 
emergence of new war plants, the expansion of old, 
and shifts in the nature of the products turned out 
makes it necessary to re-analyze your customers in 
terms of potentials and to revaluate their service 
requirements. All these changes add to the distribu- 
tor’s burden. But they “spell” opportunity to the 
alert concern. 

Basically, distributors have a heavy responsibility 
to American industry and especially to defense plants. 
Through distributors’ hands pass the thousands of 
essential supply and equipment items without which 
plants, factories and mines cannot continue to oper- 
ate. This flow of essential material must be main- 
tained. Each distributor has the responsibility and 
obligation to insure that the flow remains uninter- 
rupted. Gear your operation to the new rules of the 
game. The job starts in your own firm—now. 


Ri le 
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The Outlook For Business 





TEST COMING 


INCOMES UP 


THE CONTROLS 


MORE INFLATION 


How fast will prices go up from here on? 

The next six months will be the real test of the price control system Washington 
is whipping into shape. The spring lull in inflation gave Price Administrator DiSalle a 
chance to get his basic price control orders out and to build a staff to enforce them. 


But from now on the pressure under prices will build up again. Defense spending 
is climbing fast. By year’s end, military spending is scheduled to almost double — be 
at the $4 billion a month rate. 


Industry’s purchases of new plants and equipment — although they may be level- 
ing out — will still be at a very high level. 


Meanwhile, the nation’s pay check is building up rapidly. Total wage and salary 
payments are increasing at the rate of $2 billion a month. Rising incomes will perk up 
retail sales and whittle down bothersome inventories. 


The Federal Reserve Board’s survey of consumer buying plans shows people want 
to buy as many houses and major appliances this year as last. Demand for autos is a 
little weaker — but rising incomes could change that, too. 


At the same time, productionsof consumer durables — from autos to toasters — is 
slated to drop 20% to 30% by year’s end. 


In short, with people wanting to buy at the 1950 clip, with industry’s buying high, 
and with $50 billion military program coming in — the pressure under prices will build 
up fast. 


Can controls hold the price line? Let’s look at controls all along the line — 


Wages — When the new Wage Stabilization Board came to work it faced a backlog 
of 800 cases, affecting more than three million workers, involving wage raises higher 
than the 10% limit set by the old board. Steadily-rising wages will put pressure under 
prices across the board, 


Manufacturer’s prices — Price Administrator DiSalle’s order limiting price ins 
creases in labor and materials costs is tough. It may well stabilize these prices for 
several months. But higher wages mean higher costs — and another round of price 
increases, 


Cost of living prices — These are geared largely to food prices. And here it is 
hard to make controls stick. Short crops — particularly in corn or cotton — would boost 
retail prices. More dramatic is DiSalle’s fight to rollback beef prices. If he can’t hold 
the line, the cost of living will rise almost automatically. 


Credit — One control reinforces another. By tightening credit, as well as con- 
trolling prices, the government cheaked inflationary forces this spring. But the Treasury 
is beginning to run a sizeable deficit again. By late fall, as it looks now, deficit finan- 
cing will be pumping a lot of new money into the economy, feeding inflation again. 


Taxes — New and higher taxes to keep the U. S. Treasury well in the black, would 
reinforce controls, check inflation. But Congress seems less and less inclined to vote 
enough new taxes. 


So the prospects are prices will edge upward. But controls will limit the rises. 
To put this in a nutshell: Look for more creeping inflation. 
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A special Industrial Distribution report showing you how to... 


Gear Buying to Defense 
Systematize Back Orders 
Allocate Supplies 

Minimize Manpower Problems 
Steamline Warehouse Work 


INDUSTRIAL LEADERS, government officials and 
economists may have varying views on some topics 
but on this point they are in complete agreement: 

The full impact of America’s current defense 

effort has not yet been felt by industry. 

For the industrial distributor this means new and 
challenging problems are ahead. It means now is the 
time to correct and adjust operations—now is the 
time to put yourself in position to cope with the 
imminent problems. 

On all sides it is conceded that we will be operat- 
ing under government controls and restrictions for a 
minimum of two years—it may be longer. Whether 
we favor such controls or dislike them thoroughly is 
unimportant; we are going to have them. 

Government regulations, therefore, must be the 
starting point in plans to operate efficiently in the 
coming months. And, even if some national or inter 
national development changes the entire picture on 
government controls, the distributor who has put his 


Re-Determine Potentials 

Sell What You Have 

Keep Abreast of Regulations 
Capitalize on Service Opportunities 
Help Your Manufacturers 


house in order has not wasted his time and effort. His 
is a firm that will operate smoothly and efficiently 
whether we are in a war, peace or defense economy. 

In this 32-page special section, your editors not 
only identify the ten jobs confronting distributor 
management but also present tried and proved solu- 
tions. Both the problems and the solutions were 
gathered from the field; they are designed to stimu- 
late your thinking, to point the way to the tailor 
made solutions necessary for each individual 
company. 

While tackling any one of the ten jobs is a step 
in the right direction, it is only that, a step. Each 
of the ten jobs is closely related to the other nine. 
In some instances there is a definite overlapping of 
jobs; the solutions overlap, too. 

It all adds up to one thing: 

Management has a big job ahead—this section will 
put you on the right track to do it and do it well. 


The Fditors. 
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Today’s 10 Jobs For Management 





SHORTAGES AND PRIORITIES ARE PROBLEMS BUT. . . 


Planned Buying Keeps Goods Flowing 


THe mportaNce of purchasing dur 
ing a period of emergency is reflected 
in the fact that members of the sales 
staffs in many industrial supply firms 
are assigned purchasing department 
functions such as expediting. The 
merit of such practices may be ques- 
tioned, but the fact remains that 
they are inspired by the increased em- 
phasis on procurement 

In a large measure, a distributor's 
ibility to keep up with increased de- 
mands for supplies and equipment de- 
pends on the efficiency and effective- 
ness of the purchasing department 
[he department must maintain a flow 
of goods into the stockroom and to 
customers in spite of mounting diffi 
culties 

he job of determining what to buy, 
when to buy, how much to buy and 
from whom to buy is vital enough dur- 
ing normally competitive periods. So 
vital are they that top management, 
in many instances, assumes the re- 
sponsibility of making decisions per- 
taining to them. In times of highly 
accelerated production, such as the 
present, it is more important than 
ever before that top management pro- 
vide the guidance for the purchasing 
department in overcoming the ob- 
stables generated by short supplies 
and priorities. 

Management must initiate the at 
tack on the difficulties with 
basic decisions on the probable course 
of industrial activity, on the share of 
the expanded market it feels it can 
ind on what resources it is 
willing to utilize to serve that market 


some 


serve 


Vigilance Needed 


And once the decisions have been 
made, they must not be relied upon 
to give proper guidance throughout 
the emergency. Vigilant observation 
of conditions which will affect the 
market—the international and domes- 
tic political scenes, government con- 
trols, production trends—must be 
maintained. The decisions must be 
reappraised continually in the light 
of new developments. 

The need for such reappraisal is 
evident in a review of conditions 
since Korea. At the outbreak of the 
Korean incident last June, the imme 
diate objective for purchasing—to 
build up inventories only too 
apparent. Events shaped the decision. 

In the relatively short space of six 


Was 


82 


months—just time enough to build 
up  inventories—the picture _ has 
changed considerably. The answer 
to what is going to happen in the im- 
mediate future is not as clear as it 
was. Uncertainty prevails throughout 
industry in spite of assurances from 
Washington that the defense program 
progressing and would mount 
each month. 


Was 


“Management must be alert 
to the conditions existing in 
their territory and gear their 
buying to the present and po- 
tential requirements of their in- 
dustrial supply customers. 

“Priorities should be ear- 
nestly solicited from their trade, 
properly tabulated in the pur- 
chasing department, and ex- 
tended to sources of supply to 
maintain a satisfactory inven- 
tory. 

“Careful checks must be 
made on market conditions in 
the major lines to anticipate 
shortages that will develop, and 
orders placed predicated upon 
shipping promises from the fac- 
tories supplying the merchan- 
dise.—H. H. Kuhn, president, 
The Hardware & Supply Co., 
Akron, Ohio. 


The lack of a definite pattern of 
the effects of partial mobilization 
contributes to the uncertainty. To 
put it another way: the effects are 
good and bad. Prices keep increasing 
on some items and decreasing in oth- 
ers. Industrial expansion is reported 
in some areas, cutbacks in others. 

Under the circumstances, manage 
ment has the large responsibility of 
keeping in touch with events, ap- 
praising them and keeping its pur- 
chasing policies and operations as 
flexible as possible. Partial mobiliza- 
tion is not the same as “all-out” war 
effort. Industry displays a keen sen- 
sitivity to events. Repercussions reach 
the industrial supply market with 
greater speed than ever before. 

Flexibility of purchasing operations 
are greatly aided by the adoption 
of well-considered inventory policies 
based on constant appraisal of all 
the factors affecting industrial activity. 
If management conceives itself as a 
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seller of repeat merchandise, and not 
as a speculator in goods, the basic rule 
is to keep inventories at the mini- 
mum consistent with good service to 
customers. 

But minimums in a fluid industrial 
situation, such as the present, are 
subject to change. What is a mini- 
mum today may be either a maxi- 
mum or simply inadequate a month 
from now. ‘fo keep the minimums 
efficient, management should keep 
certain aspects of his territory under 
constant surveillance and scrutiny. 
For example: 

How much are the defense work fa- 
cilities in the territory being utilized? 

What are the prospects of addi- 
tional defense contract awards in the 
territory? 

How much will NPA material con- 
trols (restricting production, quality 
of product, tvpe of product, use of 
critical materials) affect customers’ 
operations? 

What percentage of customers are 
using critical materials for “non- 
essential” products? 

Are customers affected by buyers’ 
resistance to high prices? 

What is the trend of 
availability? 

With production lines falling far- 
ther and farther behind demand daily, 
it takes longer to receive goods after 
placing a purchase order with sup- 
pliers. Management must think of 
inventories not as of today but as of 
two, three and four months from 
today. 


manpower 


Pyramiding Risky 


Such conditions have tempted 
many distributors to “pyramid” their 
stock orders. They place five orders 
with five different suppliers of one 
item in the hope that a partial ship- 
ment on each order will result in the 
required stock at various intervals. 
The practice may get some results 
but it is also very risky. A sudden 
availability of materials may boost 
suppliers’ production and the “pyr- 
amiding” distributor may find him- 
self with five times as many items as 
he can handle at one time, let alone 
pay for. 

Slow deliveries make it mandatory 
for distributors to do considerable for- 
ward buying and, in order to mini- 
mize risks, management must deter- 
mine how much. The quantities 





Planned Buying 





must be based on current demand, 
the overall industrial trend and man- 
agement’s estimate of future indus- 
trial activity. 

To achieve flexibility, management 
must watch its forward commitments 
closely. In the event of a declining 
market, what proportion of orders 
can be cancelled? What items can be 
safely permitted to stand on order? 
What is the dollar value of outstand- 
ing orders with respect to the firm’s 
ability to pay for the goods when de- 
livered? Do current sales warrant in- 
creasing or decreasing forward com 
mitments? 

In normally competitive times, 
many of these decisions can be left 
to the purchasing department within 
general directives. But partial mobi- 
lization’s shifts and turns demand 
greater participation and _ guidance 
from management which alone can 
determine what risks shall be taken 
and what risks shall be avoided. 

Once adopted, plans and _ policies 
should be discussed thoroughly with 
the purchasing department so that 
group can adapt itself to changed 
circumstances quickly and with the 
minimum disruption to the organi- 
zation, the supplier and the customer. 


Shortages 


Real shortages, as such, have not 
developed to any great extent in the 
industrial supply field. Pipe, the clas- 
sic example of a real shortage, has 
been “short” since 1940. But the list 
of items which cannot be obtained 
on short notice is increasing daily. 
Manufacturing suppliers are falling 
further behind on deliveries as mate- 
tials become harder to obtain. 

Having undergone the same expe- 
rience during World War II, most 
distributors have already geared their 
buying to the increased delivery lags. 
What you need in stock two months 
from now, you order today if it takes 
60 days to deliver the item. Probably 
this is an oversimplification, but that’s 
the general idea. 

The problem is complicated by the 
fact that distributors have thousands 
of different items they must buy to 
keep industry supplied. The delivery 
lags on these items will vary greatly, 
making a daily check of “wanted” 
items virtually mandatory if the dis- 
tributor wants to avoid “out-of- 
stocks” or increasing his back file. 

Keeping up-dated on the latest de- 
livery lead time for each item is a 
“must”. It is a relatively simple mat- 
ter where the distributor has a_per- 
petual inventory record since delivery 
lead time is usually carried on each 
item card, even in normal times. 


Where there is no perpetual inven- 
tory record, the data must be kept 
in a suppliers’ file or right in the 
catalog from which stock orders ate 
written. The main features of any 
system of keeping delivery data should 
be accessibility of the data, accuracy 
and_ timeliness. 





“I believe industrial distrib- 
utors generally perform a great 
service to the war economy in 
their function of absorbing nec- 
essary lead time. As this lead 
time extends beyond 90 days, 
as it does now on many lines, 
there is a proportional increas- 
ing hazard at the end of the war 
emergency. 

“It would be my suggestion 
that some form of carry back 
tax remission for industrial dis- 
tributors, acting in good faith 
on forward buying against most 
certain inventory losses when 
the final reckoning comes, would 
serve the NPA well at this time. 

“Lacking such assurances, the 
prudent distributor must think 
twice before entering upon long 
term purchasing commitments. 
The necessity for such long for- 
ward buying is distinctly an act 
for the conduct of war.”— 
Harold Torell, vice-president, 
Industrial Supply Div., Syracuse 


, 


Supply Co., Syracuse, N. Y 





Sales are mounting in these times 
but that doesn’t mean that a dis- 
tributor is selling everything he can 
lay his hands on. Far from it. One 
of the inevitable results of a period 
of expansion is an unbalanced inven- 
tory. Customers’ operations are chang- 
ing faster than in normal times and 
their supply requirements change 
with the operations. What moves 
today may not move tomorrow. 

Under the circumstances, the “rate 
of sale” for each item handled by 
the distributor has added importance 
for the purchasing department which 
wants to keep its forward commit- 
ments on a safe scale and inventory 
as balanced as possible. Rate of sale 
simply means how long it takes to 
sell a given quantity of a product. 

In this case, a perpetual inventory 
record is again an invaluable tool. 
Sales records of each item are con- 
tained on the inventory card which 
shows how many items you sold, at 
what rate you're selling it, the size 
of current inventory, inventory trend, 
sales trend—all valuable keys to fu- 
ture buying. 
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Where there is no_ inventory 
record, the purchasing department 
should check stocks against purchase 
orders to find out how an item is 
moving before placing a new stock 
order for the future. The caution 
will pay off in the long run, by keep- 
ing forward buying reasonable. 

When checked against the sup- 
plier’s latest delivery lead time, rate 
of sale will indicate when it is time 
to place a stock order, how much the 
order should be for. Assume that 
your vise supplier is two months be- 
hind in deliveries. It is the middle 
of the month and your stock is 80 
vises. Your vise sales record shows 
that you are now selling an average 
of 40 vises a month which would 
amount to a two-month supply. It 
is time to place a new stock order. 
lhe order would be for 80 vises, more 
or less depending on management's 
forecast of industrial activity. If you 
had been following this procedure for 
some time, you would have placed a 
stock order for 40 vises a month pre- 
vious as it is advisable to keep stock 
orders on a monthly basis placed in 
accordance with the manufacturer’s 
delivery schedule. 


Basis For Estimate 


The rate of sale also helps you to 
determine how much to increase, or 
decrease, inventories. It serves as a 
sort of flexible minimum stock order 
figure as it reflects upswings and 
downswings in product demand. It 
is probably the only sound basis for 
estimating the quantity of any item 
you will need to operate with in the 
future. The figure is always altered 
to suit the forecast of industrial activ- 
ity at the time of delivery. 

“The trend in the average monthly 
sale of any item is another indication 
of whether inventories should be in- 
creased or decreased and by approxi 
mately how much. For instance, a 
study of monthly sales figures for an 
item shows that you have increased 
your sales by $200 per month. It 
would be safe to assume that the 
rate of increase would continue if all 
other factors such as customers’ op- 
erations, expansion trend, employ- 
ment trend, etc., were the same. 


Placing Orders 
The general practice during emer- 
gencies such as today’s. has been, and 


still is with many distributors, to 
place one large stock order with a 
supplier and depend on partial ship- 
ments coming in from time to time. 
For instance, if a supply manufac- 
turer is four months behind in de- 
liveries, a distributor places a stock 


83 








Today's 10 Jobs For Management 
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Pete “we 


CAREFUL CHECK of priorities is in 
cluded in the system of handling rat- 
ings at George Worthington Co., 
Cleveland, under J. W. Vickers 


order for a four-month supply of an 
item. Experience during expansion 
periods has proved that this is not 
a satisfactory method. It was okay 
if the manufacturer cooperated and 
parcelled shipments into quarters and 
made monthly deliveries. But in 
many cases, shipments were erratic 
as to timing and quantity; thereby 
either starving the distributor or over 
feeding him. 

Large orders are popular during 
competitive times, but during indus- 
trial mobilization a lot of the ground 
rules and conditions under which 
business operates are changed. So 
it is with large orders. Large orders 
aren't as appealing when there aren’t 
enough goods on hand to supply 
demand. 

Large orders compel the manufac 
turer to determine allocations, intro- 
duce guesswork into production sched- 
ules and create considerable trouble 
when part of the balance has to be 
cancelled as happens only too often. 

Late in World War II, some dis- 
tributors began to place stock orders 
on a monthly basis. That is, instead 
of placing one large stock order for 
a four-month supply (four months 
being the manufacturer’s delivery 
lead time), the distributor would 
place four orders, each for a month’s 
supply. While this entailed more 
order writing, it had some distinct 
advantages over the other method. 


Advantages 


Ordering on a _ monthly basis, 
where the supplier cooperated, en 
abled the distributor to keep a more 
accurate check on his backlog, it 
made for more flexible ordering of 
goods (he could order more or less 
by months), it kept forward com- 
mitments confined to actual delivery 
lead time, it required less working 
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TELEPHONED ORDERS received by 
F. Joecken are typed and _ tissue 

copies held by the order editor to await 

confirmation and certification, 


capital to operate. In some cases, it 
made forward buying almost auto- 
matic since each shipment received 
was an indication to place another 
stock order. 

When it becomes necessary for 
the distributor to cut down his stock 
order backlog, it was relatively sim 
ple to cancel one, two or three of 
the outstanding orders—simple fot 
him and simple for the manufacturer. 
Of course, it takes cooperation of the 
supplier to make shipments according 
to his delivery promises, keep the dis- 
tributor informed of any changes in 
the delivery schedule. 


Priorities 


Compared to World War II days, 
purchasing departments have a cinch 
with priorities today. Industrial sup- 
ply houses had a fair chance to pre- 
pare for the little additional paper 
work required by the current system 
of priorities. In the first place, there 
is only a single band priorities sys- 
tem in effect which simplifies things 
no end. All priorities have equal 
status—DO-01 is no greater priority 
rating than DO-97. In the second 
place, distributors’ share of defense 
order (priorities) business was in- 
finitesimal until NPA Regulation 4, 
the maintenance, repair and operat- 
ing supplies (MRO) regulation be 
came effective. 

Regulation 4 permits any indus- 
trial or commercial organization to 
issue a DO-97 rating on an order fot 
maintenance, repair and operating 
supplies and items of minor capital 
additions costing under $750. This 
regulation put the distributor into 
the middle of the stream of defense 
orders. 

It meant that the distributor’s pur 
chasing department had to institute 
some system for identifying, check- 


INDUSTRIAL DISTRIBUTION © JUNE, 1951 


KEY MAN in priorities handling mill 
is R. E. Mellker, order editor, who sees 
that orders are properly certified. He 
initials certifications. 


ing, filing and extending ratings. The 
necessity of extending all ratings has 
been stressed by supply manufac- 
turers who need them to obtain raw 
materials that go into their products. 

The purchasing department should 
be familiar with all NPA regulations 
and orders that affect industrial activi- 
ties, and that means quite a few of 
them. Regulations 2, 3 and 4 are 
the rules governing use of priorities 
and should be studied carefully. 

Of particular interest to purchas- 
ing departments is section 11.9 of 
Regulation 2 regarding special pro- 
visions applicable to extensions; group- 
ing of orders, and method of basket- 
ing ratings and using DO-99 ratings 
when backed by your customers’ 
ratings. 

Priority in delivery of rated orders 
is based on delivery date specified 
on the rated order. No one is per- 
mitted to accept a rated order if he 
cannot fulfill delivery on the delivery 
date specified. So, if you find your- 
self with two rated orders, each call- 
ing for 100 dozen files, and you re- 
ceive only a 100 dozen in a shipment 
vou shouldn't have accepted one of 
the orders in the first place. That is, 
presuming you knew that only 100 
dozen files would be shipped to you. 


Accumulating Ratings 


The single band of priorities has 
made it a relatively simple matter for 
the purchasing department to ac- 
cumulate ratings received from cus- 
tomers. Probably the simplest way 
is through a perpetual inventory rec- 
ord. When a rated order is received, 
the inventory clerk posts the rating 
(DO-97, DO-21, DO-19, etc.) along 
with the other data in the proper line. 

When time comes to place a stock 
order, it is a simple matter for the 
purchasing department to add the 








DOUBLE CHECK of certifications are 
made by priorities clerk, Ann Smith, 
who looks up customer’s original order 

in priority file if necessary. 


number of items for which you 
can extend a rating. For greater con 
venience in picking out the rated 
quantities, Smith-Courtney Co., Rich- 
mond, Va., makes its line entries of 
rated orders in red ink. These are 
easily spotted on the inventory card 
and facilitate writing grouped orders. 


Ratings Assembled Daily 


The George Worthington Co., 
Cleveland, uses a rating accumulat- 
ing sheet on which all items issued 
on ratings are placed at the end of 
each day. This is a system which can 
be used where there is no inventory 
record. 

The sheet can be a standard 8 by 
11 in. or legal size paper and the 
form can be printed or mimeographed 
using the date, customer’s order num- 
ber, item, customer, and rating. 

At Worthington, the sheet is typed 
up at the end of each day from the 
charge sheets and filed. 

When the buyer is ready to place 
an order for stock, he locates all items 
on the sheets. When the order is 
placed, a line is drawn through the 
item. It is also initialed by the buyer 
with date to show that the rating has 
been extended. 

If the buyer doesn’t intend to ex- 
tend a rating, he draws a line through 
the item. When all the items on a 
sheet are crossed out, the sheet is put 
into a dead file 

The routine followed at 
ington in handling rated 
typical of the operation. 


Mail Orders 


The customer’s rated order and 
charge sheet is checked by the order 
editor. If the rating on the charge 
sheet corresponds with the rating on 
the customer’s order, the editor ini- 
tials a stamped certification on the 


Worth 


orders is 


AFTER CHECKS are made of certifi 
cations on rated orders and orders have 
been processed, file clerk Geraldine Al 
bers files them in priority file. 


charge sheet. The original order is 
then placed in a basket on the priority 
file and the charge sheet is sent to the 
order department. 


Telephone Orders 


Charge sheets and tissue copies of 
rated orders are checked by the order 
editor who then sends the original 
charge sheet to the order department 
and retains the tissue copies. When 
confirmation of rating orders are re- 
ceived they are placed on the editor’s 
desk for a certification check with 
the tissue copy. ‘Tissue copies are 
then returned to the telephone desk 
and rated orders are placed in the 
basket on the priority file. 

Factory Shipment Orders 

Priorities clerk checks all rated 
charge sheets for priority certification. 
If it is initialed by the order editor, 
a factory order is typed. If the cet 
tification is not initialed, the typist 
will look up the customer’s original 
purchase order in the priority file. 
If the certification is okay, she puts 
the order editor’s initials on the 
charge sheet with her own. 

If the original order cannot be lo- 
cated, the charge sheet is given to 
the order desk man handling the ac- 
count to hold for the original order 
When the original order is received, 
the order desk man gives it and the 
charge sheet to the order editor. The 
editor initials the certification on the 
charge sheet and returns it to the order 
tvpist. 


Back Orders 


All copied orders bearing a rating 
go to the order editor with the orig- 
inal charge sheet for certification ap- 
proval and initialing. Copied sheets 
are give nto the buyer and the original 
charge sheet is returned to billing. 
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_ Planned Buyin 


DO Symbols 


The following is a list of DO 
code numbers, and the program 
cach indicates under the agen- 
cies that issue the ratings. 

Department of Defense 
01—Aircraft 
02—Guided Missiles 
03—Ships 
04—Tank-Automotive 
05—Weapons 
06—Ammunition 
07—Electronics, Communica- 
tions Equipment 
08—Fuels, Lubricants 
09—Clothing, Equipage 
10—Transportation Equipment 
11—Building Supplics & Eqpt., 
Overseas Construction 
13—Subsistence 
19—Production Equipment 
21—Miscellaneous 
22—Contract Construction 
5—Foreign additional military 
production 
36—Foreign non-military pro- 
duction 

Office International Trade 
37—Foreign Production other 

than ECA (non-military). 

Atomic Energy Commission 
40—Operations 
41—Construction 
42—Construction Equipment 
43—Privately-owned Facilities 

CAA and NACA 
45—Miscellaneous 
Department of Interior 
48—All Programs 
Department of State 
49—Voice of America 
Coast Guard 
60—DMiscellaneous 
61—Aircraft 
62—Construction 
63—Ships 
NPA 
38—Transportation Equipment 
46—Industry Plant Expansion 
47—All Canadian Programs 
65—Steel Shipping Containers 
75—Mining Machinery 
87—Farm Machinery 
90—U.S. Transportation Equip- 
ment (locomotives) 
91—U.S. Transportation Equip- 
ment (ships, barges, tow- 
boats, Great Lakes vessels. 
92—U. S. Transportation Eqpt. 
94—Oil Field Equipment 
97—MRO Supplies 
98—Production Equipment for 
certain private contractors 
99—Basketing (consolidation of 
small orders as provided in 


NPA Reg. 2) 
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. ORDER WRITING at Peden Iron & Steel Co., 


tten on master order forms. Desk salesmen 


n wr 
ordered whether or 


\. W. Lindell, enter all items 


tely ilab rom stock 


immediate 


\ 


5. BACK ORDERED ITEMS are listed on a form that 


nap 


WITH SYSTEM, YOU CAN KEEP . 


Back Orders 
Under Contro 


BACK ORDER An ur 


order forms 
needed for the departments involved 


r stock contr rds he customer’s name, 





2. ORDER DISTRIBUTION is accomplished throughout 


the various departments by dittoed copies of the master 


R. H. Zapalac indicates the number of copies 


7 
as 


TTT 


7 
; 
’ 


biddi 


quantity and order number are indicated thereon by the 


record clerk 


BACK ORDER PROBLEMS go hand in hand with short 
supplies and delivery lags. Whereas a year ago the aver- 
ige distributor’s back order file was thin or non-existent, 
today it is beginning to bulge. 

I'he number and variety of back order systems in use 


industrial distributors clearly shows how individual 


by 
as many 


the back order problem is—there are almost 
systems as there are industrial distributors. 

All systems, however, have a common overall objec- 

tive: Efficient record keeping to supply all necessary 
data when and where needed. In addition, though, 
there are three operational objectives: 

1. To expend a minimum of time and manpower in 

warchouse and office handling of back order ship- 
ments and paper work. 
l'o reduce the lag between the time when material 
is received and when it is shipped to customers 
l'o prevent new orders from taking preference over 
back orders already on file 


I'vpical of the systems employed by firms are the two 
described on this and the three following pages. 
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3. COPIES OF ORDERS are made on a ditto machine 
and distributed for filling. Items not in stock are marked by 
order fillers on department copy and later transferred to 


master 


6. REPLENISHING STOCK is checked against back 
orders by record clerk. If unable to fill complete, available 
items are entered for shipment on pre-numbered order form 
ind cross reference made on original back order 


Ar FIRST GLANCE, the back order system employed at 
Peden Iron & Steel Co., Houston, appears complicated. 
In practice, however, it is not; despite the fact that it 
involves a dozen steps. To the management of Peden’s 
the number of steps is unimportant; the major point 
being that the system operates smoothly and accurately. 

The first step is the writing of a master order form. 
All master orders then go to a “distribution desk” where 
R. H. Zapalac indicates on the form which of the com- 
pany’s fourteen departments represented on the order 
are involved and determines the number of copies of 
the order which must be made for departmental dis- 
tribution. 

Master forms are carried from Mr. Zapalac’s desk by 
runners and delivered to the ditto department. Here 
a clerk follows the distribution desk’s instructions and 
makes out the prescribed number of copies. 

The fourth step is the filling of the orders by the 
various departments. The use of ditto copies speeds up 
order filling by allowing each department to work their 
merchandise simultaneously and indicate on their copy 
any item not filled by a circle. This system enables met 
chandise from all departments to arrive together at the 


Back Orders 


4. WHAT TO BACK ORDER is determined by the sales 
man. He enters on another master order the unfilled items 
which is stamped “Back Order’ and files it with the central 
back order control office 


shipping room where the information is transferred to 
the master form. 

With the circled items indicated, the original master 
form is returned to the desk salesman for additional in- 
structions and disposition. In Peden’s “personalized 
service” all regular customers are assigned to an outside- 
inside sales team consisting of an outside salesman and 
a desk salesman which puts both men in a position to 
know more about individual customer’s needs. By draw- 
ing on their knowledge of customers and their needs 
and practices or by telephoning the buyers, the desk 
salesman determines what action should be taken on the 
items not filled from stock. 

The desk salesman then indicates the customer’s wishes 
by use of a code on the original master form. If a cus- 
tomer wants part of an order canceled, the salesman indi 
cates it with the number 2; items to be back ordered 
are marked with a 6 and those that are to be ordered 
for direct shipment are identified by a 7 

All items that are marked for back ordering are then 
copied on to a second master form, identical to the first 
except that this one is stamped ““This is a Back Order”. 
The stamp is used both in the upper right hand corner 
and on the lower left side, a practice designed to prevent 
the back order forms from being mixed up with original 
order forms. 

Instead of following the route of original orders, the 
back orders go directly to a central back order control 
officer. Here record clerks, working under the direction 
of Chief Clerk Clifford Wilson, enter the customer’s 
name, order number and quantity ordered on to cards 
that fit over stock control cards. 

The master form itself is then sent to the central 
stock control for filling and a copy to the departments 
involved. When repleyishing stock is received, the re- 
ceiving report goes to the department record clerk for 
checking against orders on file with the central stock 
control and for release. 

When a back order can be only partially filled, a sec- 
ond pre-numbered form is written for item available and 
cross referenced. The original being retained by the 
central stock control. 

The stock control system is operated as an integral 
unit under the supervision of the Purchasing Agent 
whereas the release of back orders is under the direction 
of the Sales Departments. 
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° Received 
Back Orders (Continued) Henry Walke Co. 


Norfolk, Va. 


. 

Six Steps Keep 1951 May 16 PM 3:00 
STEP ONE: Every order received at The Henry 

Back Orders Walke Co., Norfolk, is stamped with a timeclock. 
This shows the date and time of the day on which 
the order was received. Use of the stamp eliminates 

In Order arguments and charges of favoritism when orders for 
the same scarce items are received from several sales- 

men on the same day. One of the by-products of 

the timing system is that it encourages salesmen to 











get their orders in as rapidly as possible. 














STEP FIVE: To insure that 
delivery of all ordered items that 
ire in stock is made without de- 
lay, the order goes from the in 

ventory clerk to a stock clerk. 
After an order has been filled,- 
the order goes back to the inven- 
tory desk. 





STEP SIX: At the inventory desk, the clerk makes out a small 3x5-in. index card for 
each item. The cards show the date, item ordered, customer's name and address 
Delivery data such as quantity shipped and date is entered later 

-— a 

















Answers Kept “On Tap” 
For Direct Shipments 


Oberjuerge Rubber Distributing Co.. 
can supply all pertinent data on ship- 


ments within 30 seconds 


THE CUSTOMER’S NAME is the key to supplying the 
inswer to a query on a direct shipment at Oberjuerge Rub 
ber, St. Louis. From a card file, filed by customers’ names, 
Oberjuerge’s order number is determined. 
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Back Orders 








STEPS TWO & THREE: After 
the priority of the orders has 
been determined by the time 
stamp, L. F. Perkins, vice presi- 
dent and general manager, 
checks the orders. In this way 
he keeps up with the activities of 
both salesmen and customers. 
I'he next step in the system is 
the sending of the order to the 
credit department. If credit is 
not passed, the order goes no fur 


oa 
#@« 
“eae 

le | 


ther. 


STEP FOUR: The perpetual inventory clerk preposts items in stock with new 
balances. Items “out of stock” are marked “back order” on the customer’s order. 





















































PURCHASING AGENT C. C. Hudgins bases his purchases 


on inventory records. Here he’s 


BACK ORDER CARDS are filed by items, each group on 
for the Henry Walke Co., 


the same item being arranged by dates. After this is done, 
preparing to check on a list of items. 


the order goes to the accounting department 
ees 


ALL PERTINENT DATA on direct shipments are kept UP-TO-DATE INFORMATION is passed on to customers 
in one file, by order number. When papers are removed, without delay—usually within 30 seconds. Such information 
includes such things as when shipment was promised, when 


they must be replaced by a card giving the initials of the 
person who took them. made, how shipped, and expected arrival date. 
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DISTRIBUTORS GIVE THEIR METHODS FOR... . 


Allocating Scarce Materials 


@ The problems of allocating scarce materials along with the com- 





panion job of handling back orders give all distributors plenty 


of headaches. 


® Briefly, here’s the setting for the miracle you have to perform. 


You get an incoming shipment of 100 units of product X. You 


have outstanding back orders for 200 units. 


® Here’s the question. How do you parcel out this hypothetical 


shipment and keep your customers happy? 


® Here, distributors from various parts of the 


how they do the trick. 


“Must meet emergency needs” says 
John D. Williams 
Mau-Sherwood Supply Co 
Cleveland, Ohio 


“WE DEFINITELY GIVE PREFERENCE 
to DO numbers and on the balance 
of the orders we usually use the date 
as a governing factor. Of course, if 
the item is extremely critical, the 
quantity is large, and the customer 
is not a regular customer, we may 
pass that order by or only give him 
a small partial shipment. There have 
been very few problems with custom 
ers on our breakdown and so far this 
plan seems to work all right. One ex- 
ception to this is pipe. 

“In the breakdown of pipe we defi- 
nitely consider who the customer is, 
the date of his order and whether the 
pipe is for maintainence or produc- 
tion. In any event we try and keep 
some pipe available for small emer 
gency maintainence requirements. In 


90 


other words there is a two part break- 
down of each incoming carload of 
pipe. Some of it is applied to back 
orders, some of it is applied to stock. 
Naturally, these emergency orders are 
screened and we have found that this 
method has built up a lot of good 
will.” 


“Guard interest of your firm” says 
Walker L. Wellford, Jr. 
J. E. Dilworth Co. 
Memphis, ‘Tennessee 


We bo Nor HAVE any hard and fast 
mathematical method of dividing up 
shipments of such goods. Each time 
a lot of material is received the back 
orders are pulled from the file and 
very carefully gone over. Naturally 
we make mistakes, but our efforts are 
to put the material to the best pos- 
sible use. Two considerations are 
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country tell you 


given: (1) The future potential value 
to us as a distributor of the customer; 
(2) The customers actual need of the 
material. 

“Naturally, we are looking after 
Dilworth’s interest in trying to put 
the pipe or other scarce item where 
it will do us the most good. Some of 
it is used in missionary effort by pass- 
ing along some pipe or saw bits to 
a prospective customer whose busi- 
ness we have not been able to obtain 
in the past but a very large percentage 
of our scarce items are channelled to 
our old customers who have stuck 
with us when the going was tough.” 


‘ 


“Plans have good and bad features” says 
W. A. Haseltine 
J. E. Haseltine & Co. 
Portland, Oregon 


“WE HAVE usEp two plans for allo- 
cating scarce material—allocating to 





Allocating Materials 





salesmen and allocating from the of 
fice. Parts of both systems have both 
good and bad features. 

The good features of allocating to 
salesmen are that they feel they have 
their just share and those who are 
good diplomats do a nice job, and 
make an equitable distribution. ‘The 
bad features from the feeling 
on the part of some that they have 
been slighted and haven’t reccived 
enough. Further, when customers are 
aware allocating is in salesmen’s hands, 
some of them will put pressure on 
salesmen to get more merchandise. 
his sometimes leads to a breakdown 
and gives the noisiest customer more 
than a fair Then too, 
men use scarce goods as bait to start 
accounts that they have been unable 
to sell. 

“The good feature of allocating in 
the office is that salesmen know if the 
orders are in their customers will get 
a fair break—also, gives country sales 
men an even break with city sales 
men. It transfers the pressure from 
the salesmen to the office. We’re 
forced to cut down on orders; rather 
deeply in some instances but we try 
to give all at least a token shipment 
ind that pleases the customers. On 
the other hand, there is the bad fea 
ture in that dissatisfied customers 
claim reduced shipments are not 
cnough to do the job at hand. Some 
customers will not place orders pend- 
ing arrival. As a consequence, they’re 
ipt to feel thev are somewhat neg- 
lected.” 


arise 


share. sales- 


“Allocation is a headache” says 
L. F. Perkins 
Henry Walke Co 
Norfolk, Virginia 


“As YOU CAN WELL IMAGINE the very 
thought of allocation is a headache. 


There are many ways of handling the 
problem. I have seen numerous meth 
ods tried and all of them have their 
headaches. This is true more espe 
cially in our particular business as we 
handle so many items and_ varied 
products. 

“Basically, we allocate scarce met 
chandise on the basis of the time of 
receipt of the order—first come, first 
served. But we have to recognize ex 
ceptions which are based on (1) need 
and (2) buying habits of the cus 
tomer. 

“We may have certain customers 
who have bought from us quite a 
quantity of power transmission equip- 
ment and for some unknown reason 
he requires, we'll say, some galvanized 
steel pipe. Although he has not put 
chased such tabular stcel products 
from us in the past we do have to 
recognize him and try to help him 
out. Therefore, we cannot allocate 
pipe and scarce material only to those 
who have purchased like items from 
us in the past.” 


“Consider importance of customer” says 
Frank M. Cruger 
Indiana Manufacturers Supply Co 
Indianapolis, Indiana 


“Let’s TAKE a hypothetical case in 
which we have 10 orders and receive 
only enough merchandise to fill 5 
of these orders. First, we would fill 
the orders that have priority. Second, 
we would fill the orders from our 
regular and most important customers. 
And, third, if there was anything left, 
it would go to those we don’t con- 
sider our regular peacetime accounts 
or customers whom we consider are, 
more or less, buying only a small part 
of their requirements from us. 
“Generally speaking, this would ar- 
rive at filling five of, the orders in the 
hypothetical case which would leave 
five unfilled orders. These orders 
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would be returned to our back order 
file and on the next shipment we re 
ceive, the same process would b« 
repeated. 

“There is one other point that 
should be considered. We generally 
try to fill these orders in the contin- 
uity they are received, still being gov- 
erned by priorities and the value of 
the customer to us.” 


“Age of order is answer’ says 
Miles I. Stray 
Charles A. ‘Templeton 
Waterbury, Conn 


“\VrE WILL AssuME that we have back 
orders on file for 12 dozen units of 
X product and receive 6 dozen from 
our manufacturer. We'll further as- 
sume that we have rated orders for 3 
dozen. Here’s how we would proceed. 

“First we'd take care of the three 
dozen to which DO ratings are ap- 
plied. That’s for sure. Next we en- 
counter the proposition of allocating 
the three dozen on non-rated orders. 
We would definitely handle this on 
the basis of the age of the non-rated 
orders. In other words, if we had a 
non-rated order, the oldest in the 
place by date and the quantity ex- 
ceeded 3 dozen, the entire 3 dozen 
would be shipped to the one cus- 
tomer. In other words “age of order” 
would be the determining factor. 

“If you take the rated orders by 
dates and the non-rated orders by 
dates you have nothing to remember 
or apologize for. You cannot be 
trapped into an indefensible position 
and can tell the same story to any- 
one whether under the influence or 
not. I like it that way. In cases 
where special treatment is required 
it’s nice to let all hands know about 
it for nothing is more acceptable 
than a “thank vou” which wasn’t 
expected.” 
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ANALYZE DEVELOPMENTS AND PLAN TO... 


Minimize Manpower Troubles 


[HE INDUSTRIAL DISTRIBUTOR is much better off today 
with respect to manpower than he was in 1941, but he 
isn’t out of the woods yet. Defense production is sched 
uled to hit its peak rate with the start of 1952, and it’s 
going to take more manpower than it has up to date. 
‘The armed forces now around 3 million, may go up to 
five million. Or more, if the international situation 
worsens. 

Now in an excellent time to take stock and find out 
if you have, or will have, a manpower problem, what it 
will be and how you can offset it. 

It may seem rudimentary but the initial step should 
be to recognize the problem. What is the manpower 
picture in your territory? How does it compare with the 
national picture which shows a total labor force of 65 
million, including the armed services, and a virtually 
irreducible minimum of some 2 million unemployed? 
Are you in an area of tight labor supply or one that has 
a reserve? 

Consult your local labor office, state or county, and 
the U. S. Employment Service to learn the situation with 
respect to available manpower. Study the trends of 
manpower gains or losses in recent months, trends in 
employee turnover. You may be running into a problem 
and not know it. 

What is the defense picture in your territory? De 
fense production may drain off some key personnel. For 
example, during World War II, distributors in Allen- 
town, Pa., lost many employees to Bethlehem Steel only 
20 minutes away. Today they're almost certain that 
defense production will make inroads on their organiza- 
tions again, and they're planning now to offset it. 


Office and warehouse employees are most vulnerable 
to the appeal of higher defense wages. If there is a 
labor-management committee in your area you can call 
on it and bring pressure to bear against labor pirating. 

Most important of all, examine your own organiza 
tion, to learn where it is most vulnerable to (1) the 
draft; (2) reservist calls; (3) defense wages appeal. L. H. 
Perkins, vice president and general manager, he Henry 
Walke Co., Norfolk, Va. did and learned a lot. He 
learned that three or four key men were subject to either 
the draft or a reserve call so he instituted a reserve plan 
of his own. 

Mr. Perkins selected the most promising candidates 
for promotion from lower salary levels and put them in 
an on-the-job training plan for each of the key positions. 
Each of the key men who were subject to service calls 
was told of the plan, of the company’s wish to guarantee 
his place in the firm despite his absence and of promo- 
tion on his return based on the efficiency shown in 
training the replacements. The interest shown in training 
by the key men proved the plan was workable and it is 
now an established practice. 

To offset the appeal of higher wages offered by the 
defense industries is a more difficult proposition. But 
H. N. Crowder Jr. Co. made an interesting analysis of 
its staff, using years of service as a measure of loyalty. 

Ihe check showed the average length of service in the 
service department 17 years; in outside sales, 12 years; 
inside sales, 13 years; storeroom 9 years and office 7 
years. Using length of service as a measure, it was con- 
cluded that all departments were solid. Even the seven- 
year average for office help was pretty good. A break- 
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down of the office average showed that seven out of 20 
had been with the firm for more than nine years and all 
were in key positions; and that the problem would be to 
secure additional help when the work load increased. 

An examination of the organization should include a 
check of key positions and of potential replacements. 
Each department's staff should be strengthened by train- 
ing and coaching to handle various jobs efficiently. De- 
fense production will gradually rise to peak rates. ‘The 
expansion program to increase output of basic materials 
will permit increased civilian production along with 
defense work. And all of it means added work for dis 
tributors’ staffs. 

Handling priorities will add to the activity and all de- 
partment members should be versed in handling details 
of controls for greater efficiency which, after all, increases 
manpower. It may be necessary to institute a training 
program for departmental staffs or a job-rotating plan 
to let each employee become familiar with many jobs 
instead of one. 

The strongest candidates for key posts might be up- 
graded and new employees added to departments wher- 
ever possible. 

Locating sources of additional manpower during 
shortages requires some thinking and ingenuity. At 
Noland Co., Newport News, Va., one of the manage 
ment officials has been given the responsibility for per- 
sonnel and it is turning out to be a full-time job. 

Although most supply firms are not in a position to 
use a full-time personnel director, someone should be 
given the responsibility of handling the function and 
familiarizing himself with personnel practices, policies, 
and methods. 


New Sources Exist 


Many distributors succeeded in tapping new sources 
for employees during World War II when the job 
seemed hopeless, and their experiences are instructive 
Notable results were achieved by H. H. Kuhn, president, 
The Hardware & Supply Co., Akron, Ohio. Mr. Kuhn 
is handling his manpower problems much the same as 
he did in World War IT 

“A questionnaire,” said Mr. Kuhn, “was prepared for 
everyone of draft age and the data assembled. Therefore, 
we knew who might have to go into the service. To re 
place them, we compiled a list of available men on re 
tirement from the Police and Fire Departments, rail 
roads, school system. 

“It was fair to assume that some men who were no 
longer active might be willing to work. Next we pre 
pared a list with their addresses, and letters were mailed 
to each over my signature inquiring if they would like to 
contribute to the war effort by working for us as we 
were considered an essential industry. 

“We outlined what we were doing to keep industn 
operating, and the response was amazing. While } do 
not recall the exact humber, enough were employed to 
operate without too much difficulty. Some of these men 
are still with us and have made excellent checkers. The: 
are also a stabilizing influence in the order department 
where we always have a large number of boys.” 

Some other techniques that have been used by dis 
tributors are: 

1. Enlistment of active cooperation of present em 
ployees in recruiting new ones by offering prizes o1 
bonuses for bringing in someone new. 

2. Enlistment of female help to perform certain jobs 
formerly handled by males. 

3. Probing of reasons why employees leave and cor- 


_ Manpower 


recting causes. 

4. Use of handicapped workers. Many were hired by 
industry during the last war and many of them stayed on 
the job after the war. The percentage of handicapped 
in industry is higher than it ever was before. Successful 
use of the handicapped is through the proper placement. 
Put them in a job they can do well. In some instances 
they turn out to be superior to physically able persons. 

As insurance in maintaining your organization and 
improving its efficiency, remember to keep all lines of 
communication open between management and all em- 
ployee levels through the media of meetings, manage- 
ment dinner meetings, house organs, bulletins, informa- 
tion letters, etc. 


Maintaining A Selling Staff 

War-stimulated volume is apt to make distributors 
indifferent to any talk of the importance of maintaining 
an effective field sales staff. Management should de- 
velop a policy and a program for maintaining salesmen 
in the field to minimize the debilitating effect of war- 
created conditions on sales efficiency. 

Anent this subject, Mr, Kuhn of Hardware & Supply 
Co. states: “During periods of shortages I felt that our 
salesmen should continue to call on their trade. Yes, we 
realize we should have brought them all in without af- 
fecting our volume too much as anyone could sell what 
they had in stock. However, if our customers ever 
needed the service we have to offer through the advice 
and suggestions of the salesmen, it was during times 
like these. Therefore, we resolved that no salesman 
should give up any of his time to do inside work.” 

Not only is it necessary to keep salesmen selling but 
sales training ought to keep apace with product develop- 
ments, substitutes, new applications and new customer 
problems which come fast and furious during emergency 
periods. 

Industrial mobilization for defense changes salesmen’s 
territories markedly and many distributors undoubtedly 
will be confronted with the problem of adjusting. Re- 
fusal to recognize the problem may be dangerous. Some 
kev accounts can be alienated by lack of attention due 
to the fact that some salesmen may be overloaded with 
defense plants. Other salesmen may find that thev have 
nothing but civilian production accounts which are 
hampered by lack of sufficient raw materials. 

The disruption of defense work also can throw an 
otherwise well-balanced compensation plan completely 
out of line creating a bad morale factor. 

Sales territories should be adjusted to a master plan 
based on a thorough knowledge of the number and 
location of key accounts, volume, potential and charac- 
ter of key buying personnel. 


Compensation Plans 


One of the knottiest problems for management even 
in peacetime, sales compensation becomes real thorny 
under the impact of defense production volume. Com 
pensation plans designed for peacetime, competitive 
operations usually are thrown out of gear during present 
conditions. 

Since many sales authorities agree there is nothing 
worse for sales morale than constant changes in compen 
sation plans, no change should be contemplated that has 
not been designed to provide salesmen sufficient earn- 
ings and incentive to keep them interested in their job, 
provide control over salesmen’s activities and protect the 
company from inflated earnings due to maladjustments in 
territories. 
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STREAMLINE the flow of goods through your warehouse SHELVES are most efficient when they fit the product 
Do it first on paper, like this line-of-flow model designed for Once your stock is strategically placed along the line of 
Beals, McCarthy & Rogers Inc., Buffalo, N. Y flow, adjust shelving to the most convenient size 


EVEN WITHOUT COSTLY RENOVATIONS, YOU CAN HAVE... 


Streamlined Warehouse Operations 


UriLizATION OF FLOW DESIGN and regrouping of stock 
can solve today’s special problems in warchousing at little 
cost to the distributor. In a case where the industrial dis 
tributor’s budget does not include money for building 
additions or mechanization of materials handling, rede 
signing the flow of materials through the warehouse will 
relieve the confusion and congestion which results when 
two or more functions share the same space and cause 
high operating costs. 

H. H. Kuhn, president of The Hardware & Suppl) 
Co., Akron, Ohio, says that the handling of merchandise 
is one of the most expensive operations in the distribu 
tor’s warehouse. He points out that streamlining should 
be put into effect to the greatest possible extent, so that 
merchandise goes directly from the car or truck in which 
it is received, to the shipping room. If it is for stock, it 
should move from the carrier to stock; from there to the 
shipping room—without unnecessary handling. 

Perhaps this scems too simple to be mentioned. But 
do your incoming shipments move in a short, straight 
line, from the receiving dock to the shipping room? If 
they are for stock, do they move in a short, straight line 
from the receiving dock to their storage position, close 
to the shipping room and the Will Call counter? Is fast 
moving stock most readily available to that short straight 
line; medium-fast movers more readily available than the 
slow moving stock? 

Draw a simple diagram of the flow of goods through 
your warehouse. Line it up so that all arrows point the 
same way. When it’s possible, erase all detours, all ob 
structions to the line of flow. Place related stock together, 
positioning it according to demand. 

Then—and this is the big step—adjust your ware 

house accordingly. You will find you have relieved over 

MECHANIZATION saves vou money. Modern handling crowding and slow movement at little or no expense. : 
ets The Republi Supply Co. of California use its 90,000 Perhaps vou should consider the shelving and special 
he fullest, not wasting air space storage space in your warehouse. One distributor found 
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GOOD LIGHTING raises morale, reduces accidents, speeds 
work. Lighting and clean colors are utilized to the fullest in 
the Beals, McCarthy & Rogers Inc., warehouse 


he saved space and reduced breakage by tilting his shelves 
down in back to accommodate grinding wheels. This 
simple step, (made easy in his case by pegged steel shel 
ing frames with wooden shelves) allowed the wheels to be 
stacked upright. 

Once products are arranged in relation to kindred 
products, and in their proper sequence along the line of 
flow, shelving can be adjusted to the size best suited to 
them. Small shelves for small items, and large shelves for 
over-sized objects make sense. And it’s a good idea to 
provide large, clear labels for the shelves, once they are 
permanently fixed. 


Check Your Lighting 


If you would raise the morale of your warehouse work 
ers, reduce accidents, cut down on mistakes and speed 
work, you can see to it that they receive ample lighting 
for their job. This can be effected by checking the posi 
tion and brightness of the lighting fixtures; the windows 
and sky lights (are they cleaned regularly?); and by paint 
ing the interior of the warehouse with a bright, clean 
looking paint 

I'he Lamp Dept. of General Electric says a lighting 
system must do three things to be effective 

Illuminate the work to a brightness which allows the 
worker to see easily and accurately, and to work at an 
efficient speed without fatiguing eyestrain. 
Illuminate the immediate work areca, its surroundings 
and the room generally, so that they are free from 
excessive contrasts, harshness, glare, disturbing shad 
ows and contribute to a pleasant atmosphere. 
Supply light of the right color and quality, so that 
emplovees can sce and judge appearance details 
quickly and accurately. 

Used in yard lighting systems, lamps with built-in 
reflectors speed loading and unloading operations—an 
important point for 24-hour distributors. On platforms, 
wide-beam floodlights or symmetrical _ street-lighting 
luminaires can be used effectively. 

Thus we have: 

1. Flow design, regrouping of stock 

2. More efficient shelving 

3. More efficient lighting 
three steps which the industrial distributor can take to 
improve his warehouse with no major construction 01 
expense involved 


Warehouse Operations 


COMMUNICATION ties warehouse and office operations 
together. Both inter-com and conveyor are used by Ducom- 
mun Metal & Supply Co., Los Angeles, to speed orders. 


If you have included warehouse improvement in your 
budget, it might be profitable to consider warchouse 
mechanization. Actual physical handling is gradually giv- 
ing away to mechanization, which develops a consider- 
able saving of manpower, time and money. The industrial 
distributor who is worried because mobilization or the lure 
of higher paid jobs has eaten into his warehouse help, 
might find the solution to his manpower problem in the 
acquiring of fork trucks and pallets, cranes, hoists, con- 
vevor belts, or chutes. 

Fork lift trucks are remarkably versatile. They can 
move and lift tremendous tonnage per day—multi-unit 
loads on either pallets or skids, and also some products 
without pallets, such as rolls, bales, crates, cartons and 
baggage material. Outstanding among their advantages 
is the ability to stack many units ceiling high. The truck 
will maneuver smoothly in close quarters such as in nar- 
row aisles, freight cars, highway trucks—and it speeds 
loading and unloading. 

Chain hoists are made in numerous types, job-rated 
efficiencies, and in a wide range of capacities, so that you 
can quickly select those which best meet your specific 
requirements. Lightweight portable hoists are available 
in capacities up to one-half to two tons. 

If your warehouse is spread over more than one level 

as the majority seem to be), chutes, conveyor belts, or 
gravity conveyors will also be of great help to you in 
moving merchandise quickly. 

Space is narrowed; steps are saved and efficiency is 
improved by the installation of inter-communication sys- 
tems, interbuilding phones and loud speakers. H. W. 
Mills & Co., Passaic, N. J., whose warchouse is ,on three 
levels, uses all three and is planning the addition of an- 
other loud speaker. 


Summary 


Thus, distributors who are dissatisfied with their ware- 
houses and who are restrained from expanding or rebuild 
ing by today’s conditions, can eliminate bottlenecks; 
relieve personnel scarcity; alleviate overcrowding, by 
streamlining at low cost—improving flow design, replac- 
ing shelves, regrouping stock. And, by an expenditure 
which will repay itself many times over, they may utilize 
handling machines, install conveyor systems, or tighten up 
their whole organization by installing an adequate inter 
communication system. 
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LEARN MORE, AND EARN MORE SALES DOLLARS .. . 


Review Potential Regularly 


No pisrrisutoR KNOws how well he is “selling” a cus 
tomer until he knows the total of what might be sold 
to that customer. The knowledge of what might be sold 
is called “potential,” and a distributor can measure 
his success with a customer by how narrow he can make 
the gap between “potential” and “actual” sales. 

Ideally, the distributor's salesmen are “selling’’ at full 
potential when they have achieved “saturation sales- 
manship”. Salesmen seldom make it. But those who 
ceme closest to getting all the business there is to get 
are the analytically-minded gentlemen on the sales force 
who have sat down with their sales manager to talk out 
ind note down the many facts they have learned about 
their customers, all of which are factors in estimating 
that customer's potential 


Sift Your Customers 


Among the facts about customers that must be known 
to estimate potential sales volume accurately are: 


1. What does the customer manufacture. (If he makes 
tools and dies today he has a large potential; a 
canning company would have a small one by com 
parison } 

How much does he make? (His volume of output 
suggests his rate of consumption. 

How many machines at work in his plant? (100 
machines consume ten times as many milling cut 
ters as 10 machines.) 

What kinds of machines? (Shows where consump- 
tion (and potential) will be heaviest. In defense 
times perishable tools get the play). 

What is machine’s capacity? (Single operation 
lathe is a one or two tool consumer; a turret lathe 
or automatic screw machine consumes several at a 
time 

What products does the customer buy from us 
now? (Indicates what he might do if he had to turn 
to defense work, in a comparable setup). 

What does he buy from XYZ supply up the street? 
If he’s buying anything from them, you're not sell 
ing at full potential so go after it). 

Where does he use the products he buys from us? 
In the production line itself, in assembly, in main 
tenance, in repair—each having a specified rate of 
consumption ) 

How many employees at work in the plant? (A plant 

with 250 employees should get more attention than 
1 plant with 25). 

What is the plant’s square foot area? (Important 
in the event only a portion is devoted to current 
manufacturing operations, but another portion is 
available for expansion 


It’s apparent, from these few facts, that potential isn’t 
a permanent thing. It changes with every major change 
in the business atmosphere. It’s particularly “out in 
front” now because the business atmosphere is so change- 
able; the facts on which the distributor projected his 
sales program of only three months ago, may no longer 
hold true. So that any program for estimating custom- 
ers’ potential ought to have a clause in it reading 
“subject to review every quarter”. And the world 





Salesman’s Simple Recipe For Sales Analysis 


1. Take all invoices and sort out by customers. 

2. Sort customer invoices by lines. 

3. Total the figures. 

4+. Make separate card for each customer (5x7 
card will do it). 
On card, enter sales for month in each product 
line. 
Inter total for the customer. 
Key the customer’s volume (L for large; M for 
medium; S for small; O for none). 
Key the customer as to size. (sq. ft. area, or 
number of workers). 
Re-sort cards to determine where major volume 
is, and in what products. 
Determine accounts that have slipped; accounts 
that have spurted; make note “why”. 
Sort “new plants” cards under the industrial 
family they belong to; note down products 
they might use, based on buying habits of the 
“family”. 
l'urn in your cards to sales manager for inclusion 
in company business records. You and your 
manager now have all the data you need to 
project your customers’ potential. 





situation being what it is, even that three month gap 
may be too long to wait before re-examining the facts 
that went to make up your estimate. 


Customers In Defense 


What makes some of the distributor's customers 
suddenly unique is the extent to which they have 
devoted their facilities to production for the Govern- 
ment. Participation in defense contracts will put such 
customers in one of several categories: 

1) The firm that has gone all-out for defense produc- 
tion. (Their volume of purchases very likely has 
msen. 
he firm that devotes a percentage of its produc- 
tion to defense. (Their volume, too, should have 
risen. ) 

The firm that continues with “business as usual.” 
Their volume should remain the same, or might 
rise slightly, depending on how successful they 
are in procurement of materials involved in their 
production processes. 

The firm not able to manufacture products they 
made formerly because of materials shortages and 
compelled to switch over to other kinds of civil- 
ian goods or military goods manufactures, where 
non-critical materials are involved. (Their vol- 
ume should have risen in some industrial tools 
and supplies, have fallen off in others.) 

ce) The firm whose facilities prevent participation 
in defense work and faces the threat of going 
out of business unless it can get a defense con 
tract or subcontract. (This fellow needs the dis- 
tributor’s help, particularly if his previous poten- 
tial was high.) 
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Sales Analysis: What’s In It For You 


The Sales Manager learns: 


a) How effective his salesmen are in calling on ac 
counts. 

b) Sales performance in the past (which aids in pro 
jecting potential for the future). 
Which customers are worth the effort; which arc 
the weak sisters (and will need further cultivation 
by salesmen). 
Which lines are most profitable (so he can con 
centrate future sales effort on high profit prod 
ucts). 
Effects of defense work (or the lack of it) on cus 
tomers’ operations and potential. 
How and where to direct future effort of salesmen 
and manufacturer's men to take advantage of 
those customers with greatest potential. 


With these facts in hand, the distributor’s sales mana 
ger is in position to make a fairly accurate percentage 
guess on what is likely to happen to any single customer’s 
potential a month, or six months, or a year from now. 


Getting Down To Cases 


A salesman, let us say, has been calling in at a sewing 
machine manufacturer’s plant for some time. From his 
record of purchases made by the plant, he knows he was 
selling the firm a fair number of cutting tools all along, 
then suddenly his sales begin a steady climb. Trying to 
figure out “why?” he recalls that the firm made shell 
casings during the last war, and guesses they may be 
making them again. He calls on them and sure enough, 
they are devoting a portion of their facilities to that job. 

Back at the office, he sits down with his sales manager 
and explains what has been happening. Together they 
go over the invoices charged to the customer since th« 
beginning of the year. They note a 10 percent increas« 
in cutting tool purchases in January. By April the in 
crease had risen to 15 percent. The salesman knows 
already how many machines are in use in the plant, and 
recalls several other types “in retirement” that may b: 
added to the production line. Now the two men have 
a problem: Assuming the plant devotes an increasing 
percentage of its facilities to the turning down of shell 
casings, how fast will it consume its cutting tools? The 
answer is that firm’s potential for that particular line. 

That salesman, however, wasn’t as alert about his 
customer as he might have been. There were other 
facts he might have learned about the shell casing job, 
and they were readily available to him. 

He could, for instance, have learned how much money 
was involved in the contract award. A phone call to his 
local Chamber of Commerce, or to the local library, 
would have gotten him copies of all prime contracts let 
out by the government in his own and in other areas 
of the country. Both the Chamber of Commerce and 
the local library keep permanent files on awards, which 
include information on: 

(a) The procurement agency 

(b) Description of the item to be manufactured 

(c) The quantity and dollar value of the contract 

(d) The name and address of the contractor 

Other sources of data useful in estimating customer 
potential, present and future, can be found at the re 


The Salesman learns: 


a) What his customer buys from him now; what he 
doesn’t buy but should be buying based on past 
purchases, or on potential in current contracts. 
(Also aids in catching up a fall-off in business. ) 
Products he sells well, and those he needs to do 
something about to sell better. 

Variations in his customers’ buying habits (which 
might indicate a switch to defense or other 
“higher potential” production). 

Door opener items to take along on calls (abra 
sives and cutting tools, for instance, are high 
potential items in defense times because of the 
higher rate of consumption). 

Where to spend his time most profitably (on the 
$25,000 account more than the $10,000 account). 


gional field offices of the Department of Commerce; at 
local Boards of Trade; at meetings of industrial, business 
and fraternal organizations. However, there is no sub- 
stitute for the salesman’s regular calls on his customer, 
and the fact-finding opportunities that entree gives him. 

On the other hand, without this kind of customer 
analysis of current and future operations, selling be- 
comes a “hit or miss” proposition. To cite one instance 
of its value, there is less danger of losing a particular line 
that shows a dropping off in sales to the customer. The 
salesman can inquire “how come” at the plant and if 
it’s because of a change in manufacturing operations, can 
concentrate on the alternate products he can sell there; 
if his competition is responsible, he can try to “sell” 
better. 

\ Newark salesman had been successful for two years 
at a customer’s tool and die plant, particularly in a 
socket head screw line. It began to drop off, as he 
learned from a glance at his monthly sales statistics on 
a customer analysis card. He contacted the purchasing 
agent and was told there was “no particular reason’”’ for 
the fall-off. Actually, the p. a. was reluctant to tell him 
the real reason, it was so unbusiness-like. He had become 
acquainted with a competitive salesman in his church 
choir and now favored him. 

The salesman, by slow degrees, won some of that 
volume back by sharper selling. He got a good part of 
it back when the p. a. and the competitive salesman got 
into a heated discussion in the choir-loft one night. 
He got all of it back, though, only when the p. a. was 
fired and a new one took his place—fellow who couldn't 
carry a tune. 


Forms To Use 


The distributor’s sales manager and his salesmen will 
need three sets of facts at hand in order to estimate 
potential accurately. One form will show sales by cus 
tomers; another, sales by lines; the third, sales by sales- 
men. Most important of these, because it will be most 
used by the salesmen and manager, is the form that 
shows all facts relating to the customer—a_simplk 
“customer analysis” card. 

This card will show, in separate columns: 

a) Key lines (as abrasives, V-belts, cutting tools, 


and other of the lines that give the firm the great 
volume of their business). 
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LOCAL NEWSPAPERS are a continuing source of in LOCAL LIBRARY offers manv services to and about 
formation that may affect customer-potential. Here Tony industries served by distributors. Potential-estimating aids 
Carbone, salesman for Mid-Island Supply Co., Long Island available include bulletins and synopses on contract awards, 


City, clips defense awards for routing through the house notices of bids in prospect and similar governmental data 


PO to 
CHAMBER OF COMMERCE, the local Board of Trade CUSTOMER-TO-BE can come out of periodic tour of 
ind similar business and industrial associations are effect territory. Keep a weather eye out for signboards; contact 


clearing houses” for data on plants in the arca. Their trad onstruction engineers for a linc on what the new tenant 
} + 


maps alone are worth vis vill make, what he’ll need in machines and tools, etc. 





NEW PLANT POTENTIAL shi ess guess, more OLD PLANT POTENTIAL, already indicated by cus 

tomer purchases over previous year, can be augmented by 
10 or 100?) machines at wor t : ypacity) all rvev of new manufacturing facilities installed; new ma 
indicate the volume of busin t n Me a bl it ind their probable rate of consumption and capacity. 


ertainty after cach call. Products 1 workers employed 


98 INDUSTRIAL DISTRIBUTION © JUNE, 1951 











(b) Months of the year (written across the top. The 
squares below may be filled in by “number sold” 
or “dollar volume” of the line. 

(c) A column marked ‘Potential’ (this is the most 
informed guess on the total of all volume available 

the sales goal to aim for). 

(d) A column marked “Percentage of Potential” (can 
be abbreviated to “% Pot.” and indicates how 
much of the 100% of available business vou 
actually get). 

Items “‘c”’ and “d” on the customer analysis card also 
may be represented by letters: “L” for large (potential); 
“M” for medium; “S” for small; and “O” for none 
\ fifth item, “competition” may or may not be included, 
though it can sometimes represent an area of potential 
large enough for the sales manager to want to be in 
formed about it. 

Every item on this customer analysis card bears on 
potential. The salesman knows, for instance, that he 
must concentrate his selling on “key lines” because 
they spell the distributor’s margin of profit (or loss). A 
study of the number of band saw blades sold can tell 
many things. If the customer, a wood-working shop, 
has 24 band saw machines steadily running, yet buys 
only 48 band saws a month, he is putting himself out on a 
limb, inventory-wise, and ought to be told, and sold, 
about it. ; 

(It should be noted that the column “potential” 
does not imply that because 300 band saws are sold to 
one customer, and only 140-odd to most of your other 
customers the “300 account” is a “large” (L) potential 
It may be he should be buying twice or three times that 
number of band saws from you every month; while at 
the same time you could be “over-selling” to the others 
who buy only 140-odd). 


Potential-Raising Products 


Potential is reflected also in the kinds of products the 
customer buys currently. Accounts involved in defense 
work are likely to increase suddenly their purchases of 
cutting tools, abrasives, grinding wheels, carbide tool bits, 
gages, mikes and other precision measuring tools, ma 
chinists’ tools and similar products. 

Ihe reverse side of the coin (for the defense contract 
plant) will like'y reflect a decrease in non-defense con- 
sumed items except for maintenance or reconditioning. 
(Specific industries, however, like aircraft manufacture, 
will show some increase in some power transmission 
components, in gears, chain and sprockets, etc. for usc 
in bomb bay doors, landing gears, convevor belt feed for 
the production and assembly lines.) 

Should the country ever return to 24-hour-a-day opera 
tion of its defense vital industries, of course, potential 
in such items as bearings, pillow blocks, shafting, belting 
and similar wear parts would increase substantially 
Hack saws and band saws also would increase, as well 
as hand tools for the equipment of the three-shift labor 
forces that would be needed. 


New Plant Potential 


I'he advent of a new plant in a salesman’s area will 
increase potential. The methods of learning all about 
the new firm and its production facilities and manufac 
turing operations are exactly those used to learn poten- 
tial among old customers. The earlier the salesman 
digs out such information, of course, the sooner he and 
his sales manager can act upon it. News accounts of 
leases on plants and new building contract awards will 
tell something; a salesman’s tour of the area where the 
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Expansion Plans Raise Potential 


If the distributor’s salesman can learn on his calls 
only what the customer plans in the way of expansion 
of his facilities, that single fact could open a door 
that may lead to a substantial increase in potential. 

A recent survey indicates that present capital 
spending plans (for industrial plants and tooling) in 
1951 will beat expansion of manufacturing plants in 
1950 by 20%; and spending last year beat the previ 
ous year by 12%. 

The two-fold purpose of manufacturing and indus- 
try—to make more guns while they still make their 
grade A “butter’’—is reflected in the following table 
of capital spending by industries to whom distributors 
sell the major portion of their products: 


CAPITAL SPENDING (millions of dollars) 
% Change 
1950-51 

+34% 





Industry 1950 1951p* 
Food $705 $945 
Petroleum 700 995 442% 
Steel 375 1,345 +134% 
Chemicals 1,350 2,140 459% 
Machinery 635 940 +48% 
Electrical Machinery 180 315 +74% 
Autos 875 1,330 +52% 
l'ransport. Eqpt. 130 490 4+-277% 
lextiles 465 680 + 46% 


Other Manufacturing 2,450 4,165 + 70% 
All Manufacturing 8,065 13,350 + 66% 
Railroads 1,175 750 445% 
Electric & Gas 
Utilities 3,200 3,490 +9% 
Other Transp. & 
Commun. 1,700 1,900 +12% 
Mining 700 1,100 +57 % 
All Industry 14,840 21,544 +45% 


*P = Projected 


It needs machines and tools to build these pro- 
jected plants. More machines and tools, many of 
them sold by distributors, will be needed to equip 
them for production. To maintain them, and keep 
them in repair will require still more tools and light 
machines. The suggested potential is tremendous. 











plant is going up may tell something more, particularly 
if the salesman can get into the plant to survey the de 
partments and machinery that will do the work. 

Priority ratings (DO orders) also indicate changes in 
potential. The study of the kinds of DO rated orders 
that come into a house frequently gives a line on the 
products manufactured, and, assuming the sales mana 
ger or his salesmen have studied the contract awards 
posted by the Foe of Commerce, they now are 
in possession of the two facts needed (size of the con- 
tract in dollars and in number of items) to estimate 
what other kinds of products may be sold there, and at 
what rate they are likely to be re-ordered. 

This kind of interplay of facts runs throughout every 
system of sales analysis and the setting up of potential. 
Analysis of these facts is simple, easy, provocative—and 
can be made highly sales-productive. Let the distributor 
put his analysis of sales, customers, and lines on a regular 
review basis—quarterly, or, if possible, monthly—and 
he may be sure that he never will get out of touch with 
the sales trends in “the market.” 
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Today's 10 Jobs For Management. 


4 COMPLAINT to Ashley DeWitt, 


idopting a “sell what you have 


EVEN IN TIMES OF SHORTAGES, IT PAYS TO EMPLOY... . 


Briggs-Weaver 
president, by Salesman Bill Lee resulted in the Dallas firm 
progr im 


vice 


M. I 


THE P. A. HELPED the program along by preparing a 
list of products he expects will be available. 
Robertson, checks over the list every week. 


The buyer, 


The Positive Approach In Selling 


SELLING is still the industrial distribu 
tor salesman’s job. Whether we're in 
a peace, war or defense economy, sales 
effort cannot be relaxed 

While a seller's market reduces or 
eliminates some sales problems, it also 
creates problems. This has been recog 
nized by many distributors; they strive 
to have their salesmen maintain a 
“positive approach” to selling. Any 
negative approach not only affects 
today’s sales volume but can have last 
ing effects. 

Ashley DeWitt, head of Briggs 
Weaver Machinery Co., Dallas, had 
been thinking about the problem for 
some time when, one day recently, Bill 
Lee, an outside salesman, dropped 
into Mr. DeWitt’s office for a chat. 

“We're getting on the defensive,” 
Mr. Lee complained. “And I don’t 
see why we should.” 

Mr. DeWitt asked for a further ex- 
planation. 

“Well, it’s this way,” said Mr. Lee, 
“when we salesmen go into a cus 
tomer’s place now, we run into gripes 
‘Why can’t you get this for me to 
morrow?’ ‘Where’s those items I or 
dered last week?’ “When are you going 
to be able to deliver the things?’ 

“They just bombard you with ques 
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tions; some of them you can answer 
but there’s a heck of a lot of them 
that you can’t answer honestly.” 

“Well,” asked Mr. DeWitt, “isn’t 
that part of selling?” 

“Sure it is,” replied Salesman Lee. 
‘But it isn’t the best part. A good 
salesman wants to sell; he doesn’t want 
to have to duck questions. Why if 
the delivery situation gets worse, sales 
men will wind up not only ducking 
questions but ducking making calls. 
It just isn’t healthy. 

“What we should be doing is selling 
what we have—things we know we can 
get and can make delivery on.” 


Plan Developed 


Out of that discussion was born the 
common sense slogan and positive sell 
ing plan under which Briggs-Weaver 
salesmen are now operating: 

“Sell what you have.” 

Mere determination to “sell what 
you have” was not enough, though. 
(he program had to be developed. 

Mr. DeWitt took the first step in 
this direction by conferring with E. J. 
Pflanz, sales manager. ‘Together they 
checked over inventory records. They 
conferred with manufacturers’ men 
They studied government regulations 
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to get an idea of which type of prod- 
ucts probably would be in shortest and 
longest supply. 

While this work was in progress, 
Mr. DeWitt explained the proposed 
program to M. E. Robertson, pur- 
chasing agent, and requested him to 
compile a list of products which he, 
based on his dealings with manufac- 
turers, believed would remain in long 
supply. 

The list is not a static one; it is 
under review constantly and is sub 
ject to change to meet changing con- 
ditions; in fact, the list is changed 
almost weekly. Mimeographed copies 
are distributed among the salesmen. 

Ihe results? As Salesman Lee puts 
it: “We can go in on the offensive 
now, there’s no defensive selling. We 
have something to sell and therefore 
we have something to talk about. We 
still want to sell products on which 
deliveries may be slow but we're not 
always apologizing, we're selling.” 

Mr. DeWitt’s decision to prepare a 
list was a direct result of the success 
the company had in preparing a list 
of “blue ribbon lines” and a “pink 
sheet.” 

I'he blue ribbon list was prepared 
is a result of a study of three factors. 








OPERATING DETAILS were worked out by Mr. DeWitt 


with the sales 


men 


in conference 


keeps the sale 


. Potential—sales and stock figures 
were studied; salesmen and buy- 
ers were questioned 

2. Margin of profit. 

3. Factory policies. 

Experience with this listing proved 
to Briggs-Weaver management that 
salesmen can sell if there is something 
to sell and thev know about it. 

Lloyd Mize, president of Industrial 
Supply Corp., Richmond, is another 
distributor who has taken action. He, 
however, tackled the problem of sell 
ing in times of shortages from a diffe1 
ent angle. Mr. Mize issues a monthly 
booklet which is distributed to cus 
tomers and propects. Featured in a 
recent issue was an article by Mr 
Mize entitled: “Anticipation of Re 
quirements Urged to Combat Short 
ages. 

Here, in part, is what he had to 
Say: 

“If our customers rely on normal 
buying habits, used when supplies and 
equipment were virtually unlimited, 
they will very likely run into delays, 
some of which may prove costly. 

“Industrial Supply is finding that 
some items cannot be delivered to its 
warehouse immediately in fact, de- 
livery of some items is promised only 
after several months of waiting. ‘The 
exact period varies with different prod 
ucts. The list of scarce materials is 
lengthening.” 

We have developed a device to help 
us overcome this delay. We are an 
ticipating our requirements as far in 
the future as possible by ordering sup 
plies and equipment, based on our 
predictions of our customers needs. 


manager, 
informed of what’s on the list 


E. J. 


Pflanz, who 


DELIVERY PROMISES were discussed 
DeWitt with representatives of manufacturers 
explaining the program to Earl Waddell 


in detail by Mr. 
Here he’s 


... And Everyone Is Happy 


HAT CUSTOMERS ARI 


explains it this way: 


also.” 





In other words, we are building up 
our inventories on as many items as 
possible. 

“This method is calling upon us 
to invest additional money in inven- 
tories, but it is the only way we know 
to keep supplies and equipment on 
hand. Of course, even with this 
method, we cannot obtain 100 per 
cent effectiveness, but it is helping a 
great deal. 

“Since we are following that course, 
we urgently request our customers to 
do likewise. Plan your needs for the 
next several months. Place your orders 
with Industrial Supply just as soon as 
possible. If we aed the items in 
stock, they will be shipped at once. 
It will be a thousand times better for 
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AWARE of shortages and that this awareness can 
lead to cooperation is brought out clearly in a practice employed at 
Charles A. Templeton Inc., Waterbury, Conn. Miles I. Stray, president, 


“Very frequently we telephone a customer to tell him that we have 
received an item of which has thus and so on back order. 
whether or not he could stagger along with a smaller quantity due to the 
urgency of another customer's requirements. 
is entitled to the shipment will be quite generous and cooperative. 

“Often, too, we will write a letter to the customer so favored saying 
that this is possible, through the cooperation and courtesy of so and so. 

“This pays off big and we have heard of several incidents where, at a 
subsequent meeting of the Purchasing Agents or ‘Tool Engineers one 
man has thanked another for his courtesy. 

“A copy of our letter always goes to the charitably disposed gentleman 


We ask him 


Invariably the man who 





you to have some items on hand when 
the need is urgent, rather than tear 
out your hair trying to get them in an 
emergency. 

“If your order cannot be filled at 
once, the chances are good that we 
shall be able to deliver on or no doubt 
before the time your actual needs ex 
ist. 

“This method seems to make good 
sense to us. Don’t get caught short. 
Keep a full inventory of supplies and 
equipment on hand. That’s what we 
are doing as far as we can. You can 
do it too, for your own protection. 

“We are not advocating overload- 
ing. We are only urging our cus- 
tomers to buy sanely in view of present 
conditions.” 
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Spread the News Efficiently 


WHaAt’s THE BEST Way that you, as a 
distributor, can stav currently well-in 
formed on the flood of priority infor 
mation and government regulations 
from Washington? 

And what’s the best way of passing 
this information along, once vou have 
a firm grasp on it yourself, to your 
salesmen and employees? 

And how can they, with your help, 
in turn pass it on to your customers? 

It’s not simple; there are no easy 
methods of digging out, learning, and 
passing along the facts of doing busi 
ness in accordance with government 
specifications. But there are some pro 
cedures that can take part of the 
confusion out of understanding and 
helping others understand these regu 
lations. 
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It is important to familiarize your- 
self with the various available sources 
of information concerning regulations 
affecting your business. 


Three Types of Orders 


The government regulations affect 
ing distributors will fall into three 
categories: 

1. Priority regulations granting pref- 
erence in delivery to certain cus- 
tomers, based upon the impor- 
tance of their needs in relation 
to the nation’s mobilization pro 
gram. ‘These regulations origi- 
nate with the National Produc- 
tion Authority. 

Orders restricting the sale of 
certain products on the basis of 
the critical raw materials used 
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in their manufacture. They 
cannot be sold unless their end 
use is approved by the govern- 
ment. N.P.A. also issues these 
regulations. 

Orders setting the prices at 
which you may sell your prod 
ucts, specified by the Office of 
Price Stabilization. 


The prime source of information is 
the government order or directive it- 
self; nothing can take its place. ‘These 
orders, which constantly are being 
issued, amended, modified, and 
rescinded, are available from your 
nearest U. S. Department of Com- 
merce field offices. 

At present, there are about 60 cities 
in the United States that have these 








ficld offices. A check with your tele- 
phone directory will let you know if 
in your town; if not, the 
nearest fair-sized city will probably 
have onc 

[he O.P.S. maintains separate field 
offices in various cities. The primary 
function of both the Department of 
Commerce and O.P.S. field offices 
is to supply whatever information pos- 
sible that is required of them by local 
businessmen. 

If you don’t want to run down to 
vour field office every time a new or- 
comes out or an old 
changed, you can write to N.P.A.,, 
U. S. Department of Commerce, 
Washington, and request that you be 
put on their mailing list. All orders 
will then be sent directly to you. 
Ihe same procedure can be followed 
with the O.P.S. in Washington. 

Ihe main trouble with using the 
original order as your only source of 
information is that it has been writ 
ten in legal terms, and the real mean- 
ing of the order may be somewhat 
obscure to the non-legal mind. It re 
quires laborious study of most N.P.A. 
orders to translate these terms into 
what they mean to you and your 


business. 


there’s onc 


det one 1s 


Secondary Material Available 
Ihe best method of ferreting out 
the meaning of the regulations is to 
supplement your reading of the orders 
with source of interpretative 
material. This source will be an 
analysis of an individual order, or sev 
eral orders, made by someone whose 
business it is to act as translator be- 
tween official Washington and _ the 
distributor. There are several 
sources available to distributors. 
One will be found each month in 
this magazine, INpustRriat Disrrisu- 
rion’s Washington Bulletin. Through 
McGraw-Hill Publishing Co., the 
magazine has a full-time staff of ex- 
pert newsmen in Washington. In 
iddition, Washington — editor 


some 


such 


oul 


spends the major portion of his time 
ferreting out the facts in Washing- 
ton and reporting them in the Bulle 


tin. He talks with government ofh- 
cials and members of industry advis 
ory committees, the men who know 
as well as anvone can what is going to 
happen as well as what is happening 
in the field of government regula- 
tions 

Their comments, forecasts, informa- 
tion and opinions are described 
monthly in the. Washington Bulle 
tin in businessmen’s language. In 
addition, the Washington Editor an- 
swers all questions concerning regu 
lations directed to him by distributors 
rhis four-page section appears monthly 


at the end of the main feature section 
of I.D. 

In addition to this service, a special 
Washington Bulletin is printed and 
mailed to every industrial supph 
house in the country at odd intervals, 
generally when there has been some 
significant development in Washing 
ton. This supplementary bulletin is 
usually on its way (one to each in- 
dustrial supply house) within 24 hours 
after some important news concern- 
ing government regulations has been 
released in Washington. 


Association Bulletins 


Similar bulletins are mailed to thei 
members by the American Supply and 
Machinery Manufacturers’ Association 
and the Washington Service Com- 
mittee of the National and Southern 
Supply and Machinery Distributors’ 
Associations. 

Many of your suppliers will be glad 
to furnish you with whatever infor- 
mation they have on government regu- 
lations that applies to the sale of 
their products. Some manufacturers 
issue periodic bulletins. In addition, 
they will furnish you automatically 
with information on two other sub 
jects of great interest to your cus 
tomers: price changes and, perhaps 
more important now, lead time 
changes in delivery. 

A final, and most general, source of 
information is your daily newspaper 
Most large city dailies report at length 
changes in government. regulations 
that will affect business. Their rc 
ports, as they affect you, will be neces 
sarily general. The chicf advantag« 
of following newspapers for this in 
formation is that it will reach you 
more promptly through them = than 
through other even if bv a 
dav. 


sources, 


Passing It Along 
Now that have this informa 


tion, how are vou going to use it? 

As discussed elsewhere in this issue, 
many distributors have appointed onc 
individual in their organizations to 
be responsible for handling priorities, 
and to see that all government regu 
lations are observed. 

If that’s the setup in vour firm, vou 
naturally channel all the information 
vou have to this person, and_ talk 
with him regularly about it 

But this doesn’t lessen the neces 
sity of keeping all your people well 
informed on the subject. It is par 
ticularly important in the case of 
outside and inside salesmen who come 
in contact with your customers. Their 
ability to render the proper service to 
customers is definitely hampered if 
they don’t know what vour firm can 


you 
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Spread the News 


and must do to operate under gov- 
crnment_ restrictions. 

One way to get the facts to your 
employees and salesmen is to discuss 
new developments as they arise in 
sales meetings or, better, special meet 
ings. This gives your personnel an 
opportunity to ask whatever questions 
occur to them, and to get a personal 
explanation. 

Further, a general discussion of 
important regulations in a question 
and answer atmosphere makes sure 
that everyone has the same understand- 
ing of the orders in question. 

(here are limitations, however, to 
the use of mectings to transmit this 
information. Most distributors who 
keep their personnel posted on price 
changes, government regulations, and 
delivery time changes in meetings 
usually supplement the meetings with 
memorandums or bulletins. 
Seaman Uses Bulletins 

For instance, H. C. Heins, manager 
of §. A. Seaman Mill Supplies in 
Reading, Pa., issues a “Priority Bulle- 
tin’”’ whenever there is an important 
development affecting his firm. 

“We believe in the meeting tech- 
nique, all right,” he says, “but I think 
there’s a definite limit to what a man 
can grasp at one session when the in- 
formation iss_ntirely new to him. 

“Whenever something big happens 
so far as government regulations are 
concerned, I first analyze it, type up 
some bulletins on the development 
and have them distributed to the 
men. Then, two or three days later 
when they have had time to study 
the information, we have a meeting 
and discuss it among ourselves. 

“This is a special meeting. Our 
sales meetings never seem to Come at 
the right time to discuss new regu- 
lation developments, and anyhow, we 
think it’s better to tackle one thing 
it a time.” 

Mr. Meins sends copies of the bul- 
letin to the president, purchasing 
agent, outside salesmen, inside sales 
men, counter salesmen and the ware- 
house superintendent. 

As examples of what he says in 
the bulletins, and when they are is- 
sued, here is a description of the 
first three he distributed: 

The first one was issued immedi- 
itely after the government’s DO 
system was amended to permit the 
extension of ratings to such supply 
items as jigs, dies, tools and fixtures, 
under certain conditions. Previously, 
DO ratings could be extended only 
on those products which were to be 
incorporated into other products 
necessary to the nation’s mobilization 
program. 
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The bulletin listed the items for 
which salesmen could solicit ratings 
under the amendment. It also im 
cluded a list of the special conditions 
which had to be fulfilled before 
ratings could be legally extended. 

It also stressed the importance of 
securing ratings wherever possible, 
and outlined the physical form of cx 
tending ratings on orders. ‘This 
about the time it became apparent 
that many customers who were en 
titled to extend ratings were, for some 
reason, not doing so. 


Was 


Ihe second bulletin was issued a 
month later, when N.P.A. Regulation 
4 was announced. With the issuance 
of the order authorizing all business 
firms to use DO 97, 
important that the 
their efforts to 
customers. 

Ihe bulletin made this clear when 
it said, in part, “With the issuance 
of Regulation +, manufacturers will 
expect us to cover our purchases with 
certified ratings and we must likewise 
insist upon our customers extending 
a rating to us. If we don’t get our 
customer’s orders covered by ratings 
starting immediately, we are 
ourselves out of business.” 


it became more 
salesmen push 
obtain ratings trom 


selling 


Provide Special Order Blank 


I'he bulletin also noted that many 
of Seaman’s smaller, but good, ac 
counts did not use written purchasc¢ 
orders. They relied instead on a 
verbal order to a Seaman salesman. 
Since they were entitled to use a 
rating, and because the rating could 
not be extended verbally, the bulle 
tin announced that the distributor 
would furnish a special form to such 
customers for this purpose. 

This form is also used for counter 
sales on which ratings are extended. 

The third bulletin, issued the same 
day, was an analysis of the regulation 
itself. It listed the general provisions, 
definitions used in the text, and the 
limitations imposed upon the use of 
DO 97. 

All the bulletins are punched for 
insertion in the 
binders 

Another distributor who makes us« 
of periodic bulletins to his sales staff 
is J. M. Allen, president of Allen 
Supply Co., Inc., Cedar Rapids, Ia. 
His bulletins, numbered in sequence 
and the entire sales staff, 
are not restricted to information on 
the priority setup. 

They include, in addition to analy 
ses of government regulations, informa 
tion on price changes, trends, 
delivery date changes, and data on the 
firm’s inventory position. Each mem 


salesmen’s catalog 


issued to 


sales 
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ber of the sales staff maintains a file 
of the bulletins im a loose leaf not 
book, provided by the management 
just for that purpose. 

Both Mr. Auen and Mr. Heins 
stress the fact that probably the most 
important thing to remember in in- 
forming your employees and_ sales- 
men is that you must have the facts 
correct yourself. ‘Lhey, as well as other 
distributors, have found that the 
quickest way to resolve any argument 
or misunderstanding is to check with 
a local Department of Commerce or 
O.P.S. field office. 

This may not always be entirely 
satisfactory, for the field offices some- 
tines interpret the orders differently 
than Washington. But their approval 
of your understanding of the orders 
places you in the clear legally, at 
least. 

Some distributors have found it 
avantageous, along with transmitting 
other current information to their 
sales staffs, to advise their salesmen of 
the list of essential industries that 
has been released by the Department 
of Commerce. ‘The list is a valuable 
guide to what industries in your area 
are likely to be engaged in defense 
work, and with whom you will have 
the most priority dealings. 


Telling Your Customers 


It was some time after the govern 
ment set up its prionty system that it 
became obvious to distributors that 
many of their customers would need 
help in understanding and using 
ratings. 

Your larger customers, of course, 
have their own staffs to gather and 
analyze information on government 
regulations. But, a lot of your smaller 
accounts will rely on you to do this 
work for them. And then, unfortu- 
nately, there will be customers of all 
sizes who, for various refuse 
to have anything to do with priorities 

“Seventy-five percent of our custom 
cooperating; twenty-five pet 
cent are defiant,” a Milwaukee dis 
tributor said recently of Regulation 
4+. A sustained program of carrying 
the facts to this twenty-five percent 
may result in converting many. 

I'he two main avenues of commu- 
nicating needed information to your 
customers are your salesmen and di- 
rect mail. 

Salesmen, if they have been well- 
grounded by you in the facts of doing 
under government restric- 
tions, can perform a real service by ex 
plaining these facts to their accounts. 
If the salesmen can talk intelligently 
ibout government regulations, many 
customers will come to depend on 


reasons, 


ers are 


business 
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them as their main source of infor- 
mation. This means a good will 
builder, and is a help in making the 
operation of your business simpler. 

lhere are several direct mail tech- 
niques that you can use in getting the 
word to your customers. If you pub- 
lish a house organ, that is an excellent 
vehicle for such news. 

Lloyd B. Mize, president of Indus- 
trial Supply Corp., Richmond, pub- 
lishes “The Industrial Doctor’, a 
four-page pamphlet, monthly for dis- 
tribution to his accounts. Just after 
N.P.A. Regulation + was announced, 
he devoted the first page of the house 
organ to a discussion of what the 
regulation would mean to customers. 

At the same time, he stressed the 
fact that Industrial Supply Corp. was 
keeping abreast of developments in 
this field. At the end of the analysis, 
the pamphlet stated, “Industrial 
Supply’s entire organization is being 
kept informed on all government reg- 
ulations affecting its business. We 
are set up to make it just as convenient 
as possible for our customers to order 
their needs in compliance with these 
regulations.” 


Letters, Bulletins Effective 


Letters or bulletins to customers are 
an effective way of helping them stay 
up to date on regulations. 

D. M. Munroe, vice president of 
Carey Machinery and Supply Com- 
pany, Baltimore, wrote to all accounts, 
outlining the meaning of the M.R.O. 
order. The letter stressed the impor- 
tance of the order to both the cus- 
tomer and to the distributor. 

He attached to each letter a two- 
page, mimeographed analysis of the 
regulation, together with the proper 
procedure for use of the rating. 

A form letter has been prepared by 
the W. S. Wilson Corporation, New 
York, for use when a customer orders 
a hard-to-get item without extending 
a rating on it. The letter thanks the 
customer for the order, explains the 
difficulty of replacing merchandise 
without a rating, and concludes, “your 
assistance in connection with this 
will be appreciated, and will, we be- 
lieve, greatly facilitate effecting ship- 
ments on your orders”. 

Wm. H. Taylor & Co., Inc., Allen- 
town, Pa., uses a whimsical approach 
in asking its customers to extend 
ratings on their orders. A_ letter, 
starting off “Hi”, has a drawing of 
two individuals looking at each end 
of a large funnel, with the line under- 
neath: “‘a funnel’s got two ends!” 

The letter goes on to explain that, 
fundamentally, the distributor is a 
funnel: 





“From factories all over the coun- 
try, industrial supplies and equipment 
pour into the big end of our ‘funnel’ 
and are delivered through the small 
end to industry in this area. But, you 
can only get out of one end what 
has gone in the other!” 

The letter then points out that 
ratings can be applied to customers’ 
orders, and that this will speed pro- 
curement or replacement of stock. 

Maddock & Co., Inc., Philadelphia, 
simply reproduces copies of INpus- 
rRIAL DisrriBurion’s special Wash- 
ington Bulletin and sends them to 
its customers. 


Form Letters Used 


Mr. Heins of S. A. Seaman Mill 
Supplies has prepared three form 
letters to use in connection with the 
priority set up. One is a general let- 
ter, asking customers to extend a rat- 
ing on all their future orders, and ex- 
plaining the advantages of doing so. 

Another was sent to all customers 
who had back orders on file at the 
time Regulation 4 was announced. It 
states that the customers are entitled 
to apply ratings on the back orders, 
and asks that they do so. A form 
was enclosed with the letter for the 
customer to sign and return, author- 
izing the use of a rating on the back 
orders. 

The third letter is similar to W. S. 
Wilson Corp.’s for use when a cus- 
tomer sends in an order without a 
rating. It says, in part, “Please un- 
derstand that we are not withholding 
the shipment of your order, but we 
are inviting your cooperation by ask- 
ing you to extend to us vour certifi- 
cation to cover the order in question 
with a priority rating to which vou 
are entitled.” 

The same approval form that went 
out with the back order letter is sent 
with this one. 

You should not feel that you may 
be sending information to your cus 
tomers that chevy alreadv have. This 
is not always the case, and mav not 
even be the majoritv of the cases. 


Many Customers Uninformed 


Shortly after Regulation 4 was an 
nounced, L. C. Allen of J. Russell & 
Company, Holyoke, Mass., prepared 
a summary of the regulation and 
mailed it to his customers. Of it he 
said, “We made a general distribu 
tion of it to our entire customer list 
after previously having sent them pre 
liminary information in the form of 
letters. We've been amazed to find 
how many of our customers did not 
know of the existence of this order 
until they heard from us.” 


Spread the News 





Case History: How Smith-Courtney Spread the Word 


A RECENT ACTION of the manage- 
ment of Smith-Courtney Co., 
Richmond, Va., is an example of 
how important information con- 
cerning government regulations can 
be analyzed and distributed with 
dispatch. 

N.P.A. Regulation 4 (MRO) 
was announced on February 27. 
As soon as a copy of the order 
could be obtained from the local 
Department of Commerce office, 
A. Brooke Smith, secretary, con 
fered with the firm’s man 
ager and buyer. 

George W. Sydnor, man 
ager, had charge of handling pri 
orities during World War _ II. 
Malcolm F. Stith, buyer, had the 
experience of extending them. 

The conference was held for 
the purpose of analyzing the order, 
as to its probable effects on the 
industrial supply field, and its ef- 
fects particularly on Smith-Court 
nev Co. From their analysis, the 
three executives drew these con- 
clusions: 

1. The regulation meant that 

virtually all orders handled by 
industrial suppliers could be 
rated. 
All current back orders in the 
file could be rated if proper 
certifications could be ob- 
tained from customers. 

. Unrated orders on suppliers 
for items in short supply 
would not have much chance 
of being filled on schedule 
(even with extended delivery 
time). 

. Some customers might shy at 
using the rating because of 
the record-keeping involved 

On the basis of these conclu 
sions, the trio decided that therc 
were three immediate jobs for 
them 1) to certification 
for as many orders on the 


sales 


sales 


secur©re 


back 
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books as possible, (2) to inform 
the sales staff about Regulation 
4 and what it meant to customers 
and to Smith-Courtney, and (3) 
to inform customers of the author- 
itv extended to them to use the 
MRO rating, and of the advan- 
tages in using it. 

Certifying back orders was given 
priority because of the relatively; 
short time (a little more than two 
weeks) left before such certifica 
tions took effect. It was a case 
of keeping up with the crowd of 
similar certifications which would 
descend upon suppliers. 

Mr. Sydnor telephoned branch 
managers with news and _instruc- 
tions about the regulation. Mr. 
Stith was given the task of making 
a list of customers with back or- 
ders, the dates of their orders and 
order numbers. At the same time, 
Mr. Sydnor prepared a letter to 
these customers informing them 
of their privilege to use the MRO 
rating, and the proper method of 
certification. The letter also asked 
for certification of the back or 
ders listed. 

Mr. Sydnor also prepared a sales 
bulletin for 27 officials and sales 
staff members. The bulletin de- 
scribed Regulation 4 briefly and 
instructed salesmen to contact all 
customers immediately, ask for cer- 
tifications for anv back orders, and 
explain why. 

In addition, home office sales- 
men were instructed to take lists 
of back orders with dates and or- 
der numbers to the more impor- 
tant customers personally and se- 
cure certifications on the spot. 

At the home office, a sales meet- 
ing was scheduled for the following 
day to acquaint the sales staff with 
Regulation 4. Extra copies of the 
order were obtained, so that each 
salesman might have one 











Today's 10 Jobs For Management 





SELL RECONDITIONING for o!d machines; many are still capable of real production; some need only new parts. 


EMERGENCIES ARE ON THE WAY; IT’S TIME TO SELL . 


New Services for Customers 


EMERGENCIES ARE COMING in your customers’ plants. Are 
you set up to handle them? And breakdowns?—short- 
iges?—other limitations on productive capacity? 

Service opportunities similar to those that sprang up 
during World War II already begin to appear. 

Salesmen are being asked to demonstrate more effec- 
tive applications of products. Manufacturers, several 
dozen of them, already have in print conservation pro- 
grams for their products available to the distributor and 
his customers. Government agencies and trade associa 
tions are cooperating in an effort to find and utilize to 
the full the prceductive capacity of small plants not 
presently engaged in defense work but ready to do so 
whenever some prime contractor yells “help.” 

More than ever, someone will be needed to interpret 
the customer’s real needs to the manufacturer; to deter 
mine which orders or items are most urgently needed; to 
suggest alternate types and sizes of tools when those 
originally requested cannot be obtained. It’s the sort of 

Ne the distributor plaved most adeptly in World War T]; 
he has the time, the knowhow and the opportunity to be 
is effective once again 

His job in the new defense atmosphere is manifold: 

He can help spread the work by subcontracting assist 
ince to customers 


He can crusade for standardization 


SELL STANDARDS, products in yo ock bins. Dis He can fight breakdowns and slowdowns due to faulty 


courage “‘specials 


tools and products « 
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r try to engineer the job so that standard equipment and tools 


in be used. Sell what you have on hand He can sell longer service life for tools and supplies 
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SELL SPECIAL SERVICES for customers “in a hole.” 
Encourage accounts to believe you can be helpful, no matter 
what the apparent dead end or production bottleneck 


He can teach and encourage customers to buy undet 
MRO rated order systems. 

He can help put old machines back into service. 

The distributor occupies a unique place in the defense 
production setup. No other individual or group has so 
great an opportunity to learn what goes on within indus 
trial plans in the local area. 

Without strain to resources or pocketbook, he is in a 
position to know the types of machines used in a plant: 
the tolerances they can machine to; their age and useful 
condition. He can know, or can make an informed guess 
about, the floor area given over to production, mainte 
nance, assembly and repair; the number of workers and 
their degrees of skill; number of machines at work and the 
number idle; the product or line of products made; the 
personnel, executive, administrative and shop-executives 
With all this at hand, the distributor and his salesmen 
can be—as they have been—extremely useful to cus 
tomers, particularly on the subject of sub-contracting. 

lo be useful, moreover, requires no great expense, not 
any great effort. Sometimes a contract can be won for a 
good small plant customer simply because “‘someone had 
his eyes open.” 

\ salesman working for an industrial supply firm in 
Paterson picked up his home town paper one day recently 
and read down at the bottom of page 12: Vacuum ‘Tube 
Maker Switches To Radar Equipment. The story gave 
him an idea. 

He had no customer who made vacuum tubes, but he 
did have several who make electronic equipment—or did 
until they were badgered by a shortage of metals and sup 
plies. The salesman clipped out the item and showed it 
to his interested customers: suggested they approach the 

vacuum tube maker” about a subcontract. They had the 
machines, the men, the manufacturing facilities and the 


___New Services 





SELL SAFETY, always a timely “benefit” both to worker 
ind management. Air controls on this punch press protect 
even when the worker's attention wanders from the job 


knowhow. Maybe, together, they could work out some 
thing, maybe not. Whatever came of it, it was plain as 
rain that the salesman was giving their situation serious 
thought and attention. 

Similarly, many small plants are equipped to do various 
kinds of machining jobs with great skill, accuracy and 
efficiency. Their engine lathes, which in quieter times 
worked over aluminum bars in behalf of a metal-awning 
manufacturer, can do as well for the defense plant turning 
out tubular struts for airplane wings. Drill presses, millers, 
planers and shapers have a similar adaptability. 

Help those customers to help themselves—and help 
vou. Encourage them to publicize the facts of their 
capacity and experienced know-how to prime contractors 
in your industrial area, with a view to sharing in the pie 
by subcontract. 

Facts That Win Contracts 

Among the facts that would need to be known about 
this small plants customer are the following: 

1. Description of the plant, its location and facilities 
and a list of equipment (type, kind, size and condition ) 
with a statement on machine capacity available. 

Its capacity in new tools, delivery facilities, etc. 
Its organization, including key personnel and num 
ber and kind of employees. 

I'he local Chamber of Commerce or Board of Trade 
may be of help in this regard. They regularly urge prime 
contractors to contact them for the names of companies 
that can handle various types of sub-contract work. Induce 
your customers to register their facilities with them. 

he shortages of materials and products can only grow 
more acute during the next several months. Shortages in 
industrial tools and supplies can be expected to follow 
which should naturally turn the distributor's mind to 


5 
4 
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ie 


SELL LONG TOOL LIFE with the help of the manufac SELL SUBSTITUTES and the ability of some machines 
turer man himself and the literature he has available ind tools to “double” in emergency. Here a drill press 
| bing proper rout of tool maintenance and repair erves with onlv minor change as a surface grinder 








SELL “MAKE-DO” and the usefulness of working with SELL SUBCONTRACTING to your prime contractor 
what’s on hand. P tool in the vise gives the worker a ustomers; help spread work around. Local trade groups will 
“third hand” to guide the piece around the mounted point. register customer facilities and act as clearing house 
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New Services 





What You Can Do To Help Your Customers 


A. Re: Subcontracts 
1. Urge small plant customers to seek defense 

subcontracts. 

2. Have them register their production facilities 
with local Chamber of Commerce, Board of 
‘Trade or Defense Committee. 

. Suggest to prime contractor-customers that they 
can get added production facilities by letting 
out some of their work to competent, skillful 
smaller plants. 

. Cooperate with local industrial associations, re 
laying your knowledge of activity in local plants. 

. Follow through with service when small plant 
customers do get a share in the defense job. 


. Re: Speeding Up Production 

1. Watch for opportunities to sell high capacity 
tools, bits, transmission items, motors. 

. Offer better safety and sanitation aid; improved 
lighting, less handling (where machines can re 
place hands), protection against active agents 
(clothing, eye goggles, etc.). 

. Induce customers to schedule an inspection pro 
gram for high-hazard tools (such as those used 
in materials handling). 





thoughts about what to do when the customer orders 
cut-off wheels and there are none in stock, and delivery 
cannot be made in time to beat the firm’s contract dead- 
line. “How about a substitute’? probably will be the first 
suggestion to that customer. 

The situation, by the way, isn’t as far from today as 
the distributor might think. In Reading, Pa., recently a 
salesman called in at the plant where aluminum castings 
were being produced. The firm had been cutting off 
gates, risers, etc., with cut-off wheels. The wheels were 
adequate for the job; and, of course, there is no scarcity 
of them at this time. But the salesman, who makes it 
his habit to interest himself in his customers’ operations, 
stood by and watched the flash being cut. As he looked 
on he was reminded of an incident, back in World War 
II history, when a customer in a bad way for cut-off 
wheels couldn’t get them in time to finish a similar job. 

He recalled that incident out loud to the foreman of 
the foundry. ‘““What did you do for them?” the foreman 
wanted to know. “Recommended metal cutting saws,” 
the salesman replied, and went on to relate how well the 
substitution had worked out. The foreman got ixterested, 
asked what happened to production as a result?—did the 
worker go for it? and questions of that kind. The more 
he heard, the more enthusiastic the foreman became. 
When the salesman left, twenty minutes later, he was 
scheduled to come back the next day and demonstrate the 
circular saws in practice. 

Distributors can play an important part in putting old 
machines to work again. Equipment retired when com- 
petition compelled the adoption of new, modern highly 
mechanized machines and tools can be brought out of 
moth balls and, at a minimum effort and expense, can 
begin to turn out a sizeable volume of defense-needed 
parts and products, 

A structural steel plant in New England recently called 
in a salesman to modernize a power transmission setup. 
The problem was to change an ancient, space<levouring 
overhead flat-belt drive to a modern efficient direct drive 


+. Build longer life into tools and machines by 
a “wear and care” program (as in dressing of 
grinding wheels, tool sharpening, etc.). 
If possible, get your customers’ permission to 
canvass their power plant, stores, toolroom, ship- 
ping and similar non-producing departments 
and submit data on where you or your products 
can be of service. 


C. Re: Rebuilding Old Machines 

1. Check through old machines to learn which of 
them might be useful for roughing operations, 
single operations, and troublesome operations. 

. Encourage the use of modern cutters, toolbits 
and tools; aim for long tool life with fewer re- 
grinds. Fight “downtime.” 

3. Examine machine tools for possible replace- 
ment of parts; new bearings might be needed, 
or new spindle or gibs. 

. Modernize these machines with new tool attach- 
ments; work-holding vises and fixtures, feed and 
guarding devices. 

5. Help, where you can to engincer the flow of 
work so that minimum effort and handling is 
involved. 





for threading. On hand already was an old but still usable 
5 hp. motor. The salesman, working out from the motor, 
specified (and subsequently sold) a speed reducer, V-belts 
and pulleys. The customer was able to fabricate a special 
base and supports for mounting the equipment. 


A Little Night Work 


Sales personnel can expect to work over-time again, or 
be roused out of bed at off hours of the night by some 
good customer. “Emergencies” definitely are on the way. 

One night this past winter Bob Yoder of Wm. H. 
laylor & Co., Inc., Allentown, Pa., got a “Help” call from 
a master mechanic. His motor wouldn’t start; frozen solid 
by the 9-above-zero temperatures. How about that? 

It was the ring-oil type and the lubricant had congealed. 
What made it important to free it again was the fact 
that the motor powered the plant’s overhead crane which 
serviced the entire yard. Work was at a standstill. 

The salesman hopped into his clothes, got down to 
the store and wrestled a can of condensed oil (light) off 
the shelf. Coming through the door, a local police officer 
caught him “‘in flagrante” and was all for running him in 
for burglary. Fortunately, his sergeant sat in the squad 
car at the curb and knew the salesman, so that was soon 
settled. 

Settled, too, was the motor problem when the oil, a 
free-flowing type with high resistance to extremes of tem- 
perature, started circulating through. The plant has 
been ordering that type ever since. 

The distributor's operations can be geared to a system 
that will turn such “emergencies” to his advantage. In 
Dubuque, Iowa, lives an enterprising industrial supplies 
distributor who still holds fast to a sizeable booklet of 
notes he made during World War II whenever some cus- 
tomer raised the distress signal. It contains items like: 
“Suggest end mill for bottoming tap job”; “Get them to 
standardize” (that one was underlined); “Excelsior can 
always use more galvanized”; “Expect trouble at Utility 
Steel on those grinding wheels,” and so on. 
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YOUR SUPPLIERS NEED YOUR HELP TO.... 


Maintain the Flow 


DisrRiBUTORS AND THEIR SALESMEN occupy a key position 
in the movement of essential tools, supplies and equip- 
ment. First, they have a responsibility to their customers 
—the factories and mines of this country of ours. The 
defense program imposes an obligation beyond the usual 
line of duty. Our plants must be supplied continuously 
with the long list of products from the distributor's 
shelves—in the quantity and at the time needed. 

This much should be obvious. But, second, distribu- 
tors have a responsibility to their manufacturing sources. 
More than ever in these critical days, we must think of 
the distributive process in this industry in terms of the 
flow of materials that starts with the manufacturer, goes 
through the distributor and reaches the ultimate user. 
Both manufacturers and distributors share jointly in this 
job of maintaining an uninterrupted flow of essential 
materials. What then can distributors do to help their 
suppliers? Or, from the opposite side, what can they 
refrain from doing that would speed up the whole process? 

To get the answers to these questions, the editors of 
INpusTRIAL DistRipuTION asked some score of distributor- 


of Essential Material 


conscious (and sympathetic) manufacturers in many 
different lines to list the things their distributor friends 
could do, or refrain from doing, that would make their 
jobs easicr. These are not gripes. Indeed, most of the 
manufacturers who responded were quick to point out 
that distributors probably were not aware of how some 
of their policies or actions had the effect of slowing down 
or making the manufacturer's job more difficult with the 
ensuing loss of time and waste of manpower. 

l'o be sure, distributors could build up an equally long 
list of manufacturers’ practices that “gummed up the 
works” from their end. But, here we are concerned with 
what the distributor can do to put his own “house” in 
order. 

Use these points as a checklist with your inside and 
outside personnel. While not all manufacturers listed all 
of the points, it was surprising how many of them turned 
up on the various lists. With your help, we can do a lot 
to maintain the uninterrupted flow of essential materials. 
And if our defense goals are to be met, it is essential that 


5 
the flow does remain uninterrupted. 








Check Yourself 
No 


Manufacturers Suggest These Things 


Provide adequate sales and service personnel to care for the increased requirements of 
customers and prospects. Don’t depend-on manufacturers’ men to handle routine extra 
business 








Investigate calls where product trouble has developed and suggest remedies where 
possible. This will keep to a minimum the instances where the suppliers’ representatives 
must be called. Customers will also be able to get back to normal operations more 


quickly. 








D« ve lop im yroved yroduct knowledge to handk sul abl substi utes withou calling on 
5 5 
manu acturers’ men to make routine service calls. 














Maintain adequate inventories to take care of increased customer requirements as well as 
act as a cushion where manufacturers’ production schedules are temporarily overtaxed 


| 





I'ry to anticipate customers’ requirements reasonably in advance of needs. Hold small 
direct shipments to a minimum. 





Don’t pyramid orders. Set up regular purchase schedule (monthly or semi-monthly) 


and place orders based on customer actual requirements after due allowance for varying 
production lead times with different product sources. 





Edit orders to manufacturers in accordance with manufacturers’ list numbers and catalog 
description numbers to reduce unnecessary correspondence which develops when addi- 
tional information is required for classification. Give complete information and_ if 


written be sure the writing is legible 
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Help Your Suppliers 





Keep telephone orders to a minimum and where an emergency actually exists, calls 
should be made to persons who are familiar with the transaction 


Group vour requisitions for stock on one order. Accumulate and combine small orders. 
Keep orders for specials on separate sheets. Otherwise stock orders may be held until the 


ire ready. 


to climinate requests for items of special construction when standard items 
1¢ job effectively 


Keep requests for short deliveries and emergency handling to a minimum. Exceptional 
treatment can’t be expected on all orders. ‘The too frequent cry of “wolf” loses its effec- 
tivencss when a real emergency arises. 


In expediting, pass on to your supplier not only the actual dates on which material is 

required but items and quantities needed. This procedure is more helpful than the 
| , P | 

promiscuous expediting of complete orders when only a part of the material is necessary 


to take care of emergency situations. 





When placing an order, allow the manufacturer three or four 
processing time before calling for delivery information 





ind cancellations of orders to a minimum. Maintain a purchase order 
‘f cach order placed with every supplier then you won’t have to bother your 
to find out what you have on back order. 


75 in accord with existing NPA regulations so suppliers in turn can get 


g 
for obtaining deliveries of materials in short supply 


Keep all your personnel informed as to availability of each major product handled. 


Automatic routine follow-up systems waste time and manpower for the distributor as 
well the manufacturers. The clerical time of both distributors and manufacturers 


, 
tter employed in handling important inquiric 


check receiving ,slips against purchase orders. Keep closed purchase orders 


open purchase orders to avoid having manufacturers check back through 





Address letters and telegrams to the attention of particular persons in the manufacturer's 
organization whom vou know to be familiar with the transaction involved 





When wiring or calling about an order give the manufacturer your order number and 


if possible his requisition number or file number. 


Do not impose on personal friendship with someone in the manufacturer’s plant in an 
attempt to get him to break the rules. 


Let 
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Check Yourself 


Yes 
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[ue pasr YEAR has introduced many perplexing 
questions for industrial supply management to an- 
swer. To a large extent, the trials and difficulties 
which will arise in the next year will be minimized 
only to the extent management has answered ques 
tions correctly by planning and appropriate action. 
Last year was the preparatory stage for the dis 


Keeping Stock Will Be Tough; Did You .. . 


Install a system for keeping track of sup 
pliers’ delivery lead times? 

. Make provisions for a periodical study of 
potential demand for the goods you have on 
order? 

. Discuss with your supplier the possibility 
of placing monthly orders in advance instead 
of one large order for a long-term supply? 

. Incorporate a priorities record to show you 
are extending ratings properly? 


To Cut Delivery Troubles Have You. . . 


. Checked your back order system to see that 
it requires the minimum paperwork? 

. Checked to be sure that shipment of items in 
stock is not delayed when other items on the 
order must be back ordered? 

. Checked to see that you can supply all the 
necessary data immediately when a customer 
calls about a direct shipment? 


To Distribute Scarce Items Have You. . . 


. “Spelled Out” a system of allocation so that 
all your inside and outside presonnel can 
promptly give the answers? 

. . . Checked to see if your customers feel they 
are getting a square deal in the allocation 
of scarce merchandise? 

. . Studied all the angles—should you divide 
scarce items among your salesmen, or among 
your customers outright, straight date of 
order priority, etc.? 


To Lessen Manpower Headaches, Have You 


. . Studied means to take against inroads on 
your personnel by defense industries? 
Prepared to make up personnel losses to 
draft and reserve calls? 

Familiarized yourself with methods of eval 
uating and forecasting manpower availability 
potential in your area? 

. Sought out additional sources of manpower 
in times of acute shortages? 


Warehouse Efficiency Pays; Have You. . . 


. Checked to see what improvements you can 
make in the warehouse without major change 
Or expense? 

. Looked over mechanical devices designed to 
save steps and increase warehouse efficiency? 

. Made a flow chart of goods movement 
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"To question ts ever settled, until ct ca settled right 


Lad 
ELLA WHEELER WILCOX 


tuptions in the industrial picture which will occur 
this year as a result of partial mobilization for de- 
fense. In the foregoing pages, many of the prob- 
lems that will arise have been indicated, and some 
of the ways and means to overcome them have been 
outlined. They are based on the practical experience 
of forward-thinking distributors in World War II. 


through the warehouse and checked it for 
a possible rearrangement of stock to shorten 
the line? 

. Checked the lighting to see if it’s as good 
as that in the office? 


To Know Customers’ Needs, Have You .. . 


. Dug up all the sources of information avail- 
able to you to help you estimate your cus- 
tomers’ potentials? 

. Learned what the five facts are that you 
must know about each of your customers 
before you can determine his future pur- 
chases? 

. Looked up information sources which will 
help you to tell customers where they might 
obtain a defense sub-contract? 

. Checked NPA materials orders to see what 
effect they may have on your customers’ 
operations or production plans? 


If You Believe In Selling, Have You. . . 


. . Adopted a sales program of keeping sales- 
men selling items that are in stock? 

. Organized a system of keeping salesmen in- 
formed of what is in stock and what can be 
delivered in the near future? 

. Set up an information service to apprise cus- 
tomers of delivery data and problems? 


To Keep All Informed, Have You. . . 


. Placed your firm’s name on the NPA mail- 
ing list to receive copies of all regulations 
and materials orders? 

. Alerted your salesmen on the importance of 
securing ratings from customers wherever 
possible? 

. Held periodic meetings with your salesmen 
and employees to discuss new government 
regulations? 


Service Opportunities Abound; Have You... 


. Checked customers’ operations to locate pos- 
sibilities of substitutions for scarce items? 

. Checked customers’ old or unused equip- 
ment to see what parts you could hese @ 
to make it more efficient or bring it back 
into use? 

. Instructed salesmen to “sell” longer life 
through proper care and handling of items 
they sell. 

. Kept salesmen in training on proper product 
applications so they can help customers. 
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MAY: Liberalized NPA Regulation 4 (MRO) increases use of DO-97 .. . Dis- 


tributors included in MRO compliance check ... Eugene F. McCarthy is deputy 


director in NPA General Components Division . . . Wholesalers price regula- 


tion to set distributors’ ceilings . .. Supply manufacturers seek tailored price 


formulas as relief from CPR 30... Distributors air price views to OPS. 


Increased DO-97 Orders 
Due From Reg 4 Changes 


Your customers can order a lot more maintenance, repair and operating sup- 
plics on the DO-97 rating today. NPA liberalized its Regulation 4 (MRO) 
to cover a 10 percent rise in MRO prices over the base period and a 10 per 
cent boost in requirements because of plant expansion and increased production. 

Ihe new rules now permit your customer to use DO-97 up to 120 percent 
of the amount he spent quarterly on MRO during a new base period. The 


MRO Compliance 
Check Now Under Way 


If a Kederal Trade Commission in 
vestigator walks into your place some 
time this month, the chances are 
that he is there to check on how you 
are complying with NPA Regulation 
+ (MRO) and no more. Industrial 
distributors are among the 800 dif- 
ferent industries and trades being 
checked by the investigators for the 
Compliance Division, NPA. 

Ihe survey follows a warning to 
distributors not to use DO-97 (MRO 
Rating) to build up inventory stocks 
NPA said some dealers were anticipat- 
ing DO-97 orders from customers and 
extending the rating prematurely on 
their suppliers. ‘This is a violation 
of Reg. +. You have to get the rated 
order from the customer first. 

Ihe compliance check will be com 
pleted about mid-June. The aim is 
to find out (1) whether and to what 
extent Regulations 1, and + arc 
understood and to what degree there 
is compliance; and whether and 
to what extent the operation of Reg. 
+ has affected the defense program. 

I'he investigators want to know (1 
how vou use DO-97; MRO 
quotas are established and kept; (3) 
how vou accept and treat rated orders; 
+) how vou observe record-keeping 
requirements. 


Less High-Tungsten 


Alothough power driven saw blade 
manufacturers told NPA they haven't 
found a substitute for tungsten stecl, 
they learned that there will be less 
available. NPA told the saw blade 
producers that high-tungsten steel (12 
more tungsten content 
harder to get, as a result of 
a proposed limitation on use of tool 
steels. The amendment to M-30 will 
up the percentage for filling low 
tungsten tool steel orders and decreasc¢ 
the high-tungsten percentage. 


he yw 


percent O1 
will be 


new base period will undoubtedly increase the customer’s quota. 





File Manufacturers 
Assured of Steel 


Vile and rasp manufacturers were 
assured by NPA they will get. steel 
supplies in the necessary dimensions 
under CMP which will “firm up” 
orders on which delivery now is un 
certain. In the meantime, NPA 
boosted steel reserves in order to ex 
pedite deliveries of steel ordered by 
manufacturers on extended ratings. 
Defense and defense-supporting pro 
grams were not being met by the aver- 
age 22.5 percent reserve on carbon 
stecl 

CMP allotments will be on a quar 
terlv basis. 

Although file and rasp manufac- 
turers asked NPA to probe standardi 
zation and simplification measures, 
they expect little savings in steel 
from such action. The industry is still 
using many “bed-rock” standards 
adopted during World War II. The 
industry advisory committee estimated 
it needs 12,000 tons of steel 
more to meet essential demand. 

Committee members are Frank P. 
Green, Delta File Works; H. Doty, 
Henry Disston & Sons; George 
Hodapp, Heller Brothers Co.; Mirvan 
Haves, Haves File Co.; J. Harry 
Marshall, Nicholson File Co.; E. I 
Noll, Nolvex File & Tool Co.; R. K. 
Lawrence, Simonds Shaw & Steel Co., 
Henrv Schwerdtle, Tacony File Co. 


some 
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He may 
choose either the calendar year 
1950 or the nearest fiscal year ending 
before March 1, this year. Most cus- 
tomers spent more for MRO during 
the last six months of last year than 
they did in the first six. The new 
base period indicates higher quotas. 

Since many customers felt their 
MRO _ purchases would be restricted 
by the use of the rating because of 
the inadequacy of the old base period, 
the new rules may appeal to them. In 
addition to increased quotas, percent 
age of use is upped 20 percent. 

The other changes also encourage 
use of the rating include: 


1. If vour customer uses DO-97 
for only 20 percent or less of his quar- 
terly quota, he needn't worry about 
the amount of MRO items he gets 
without using the rating. The only 
restrictions on purchases are inven- 
tory and use limitations in other NPA 
orders and regulations. Before, if he 
used the DO-97 he was limited to an 
overall total of 100 percent, rated or 
unrated, of his base-period use. 

2. The use of DO-97 for capital 
additions is limited to 10 percent of 
the quarterly quota or to $750, which- 
ever is higher. ‘This means that some 
purchases of this sort can be higher 
than the old limitation. 

3. If your customer has more than 
one plant, he can now have the op 
tion of setting an MRO quota for 
each plant or a single quota for all 
plants. Before he could operate only 
on a single quota. 

4. Your customers cannot 
DO-97 to get material on lease. 


now 


use 
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CMP Check List 
For Distributors 


1. Have you a copy of NPA’s 
“Product Assignment Directory and 
Official CMP Class B Product List”, 
obtainable from any Department of 
Commerce Field Office? Tells you 
what products you sell may be put on 
an authorized production schedule 
with allotted materials. Many of them 
will, some won't 

2. Did you obtain copies of all 
CMP regulations issued so far? CMP 
Reg. 1—Basic Rules; CMP Reg. 2 
Inventory Limitations (on basic steel, 
copper and = aluminum _ products); 
Mavbe you handle some or all of 
them. CMP Reg. 3—The CMP Pri 
orities System. It won't affect 
much you handle controlled 
material basic products and the DO 
ratings will be in effect under NPA 
Regulations, but it will help you un 
derstand your suppliers’ 
CMP Reg. 4—Deliveries by 
house Distributors. This applies di 
rectly to vou if vou handle steel, 
copper and aluminum as it regulates 
your (CMP Reg. 5—MRO, 
regulating use of steel, copper and 
aluminum for maintenance, repaii 
and operating supplies; CMP Reg 
6—Construction, and CMP Reg 
Repair Shops, are 
watch for them.) 

3. Did you get your copy of CMP’s 
accounting practices booklet which 
will describe to your accounting forcc 
and purchasing officers how to keep 
CMP records? Seek this out at the 
nearest D. of C. field office 


Under CMP 


Customers will not use 
numbers when ordering “A” o1 
products from distributors 

Customers will use allotment num 
bers when ording controlled materials 
from distributors in the shapes and 
forms listed on Forms CMP 4A and 
CMP Form 4B. 

Unless otherwise specified, an 
order with an allotment number is 
for immediate delivery 

You can refuse an order with an 
allotment number if it calls for de 
ferred delivery. But if you accept it, 
vou cannot set aside or hold material 
to fill it 

If vou have controlled materials 
stock on hand, or vou know that it is 
in transit to you, vou must accept the 
following tvpes of orders: (1) if the 
order is placed pursuant to an NPA 
directive; (2) if the iuthor 


you 
unless 


problems; 


W are 


sales 


forthcoming, so 


Wlotment 
—_ 


order is 
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own 





Eugene F. MeCarthy 





ized under CMP 


ment number; (3 


ind carries an allot 
if the order carries 
a DO rating and calls for delivery 
before Oct. 1, 1951; (4) if the order 
calls for quantities within limitations 
specified in application NPA “M” 
orders 

You reject an order for 
trolled materials if stock is 
hand or in transit to 
cannot discriminate 
ers in 

| 


orders 


Your 


can con- 
not on 
but 


between custom 


you, you 


iccepting or rejecting such 
will write their 
MRO_ supplies 
controlled materials. 
Your customers will continue to 
use DO-97 (under NPA Reg. 4 
where materials other than steel, cop 
per or aluminum are involved 

Your customers controlled mate 
rials symbol for MRO use will be the 
letters “NERO” plus an identification 
of the calendar quarter in 
the supplies are required. ‘Thus, the 
rating and certification will 
MRO-3051, Certified under 
Reg. 5” with signature 


customers 
ilotments for 
that require 


which 


read 


CMP 


Higgens Assumes 
NPA Machinery Post 


Neal Higgins, manager of 
trial sales for International Harvester 
Co., is now director of the Construc 
tion and Mining Machinery Division, 
NPA. The division is responsible for 
production and distribution of mate 
rials and components for construc 
tion, mining and. oil-dnlling ma 
chinery. Mr. Higgins is on leave from 
his company, having been 
with it since 1928 


indus 


issociated 
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Eugene F. McCarthy 
Enters NPA Service: 


Another distributor has volunteered 
for service with NPA. Eugene F. 
McCarthy, vice-president of Beals, 
McCarthy & Rogers, Buffalo, N. Y.. 
and former president of the National 
Supply & Machinery Distributors As 
sociation, is deputy director of the 
General Components Division, Indus 
trial & Agricultural Equipment Bu- 
reau, NPA. 

Oscar Iber, of O. Iber Co., Chicago, 
previously accepted a post with the 
Industrial Equipment Division. 

Mr. McCarthy was born in Buf 
falo in 1905 and was graduated from 
Yale in 1927. He has been very active 
in National Association affairs. 

Samuel N. Comly, vice-president 
and treasurer of Russell, Burdsall & 
Ward Bolt & Nut Co., is director of 
the General Components Division. 
He served in the Navy during World 
War I and served as consultant in 
the Building Materials Branch of 
W PB during World War II. 

Lindsav C. Howell was named as- 
sistant director. Formerly in the hard- 
ware business in New York and Chi- 
cago, Mr. Howell was chief of WPB’s 
Hardware & Tools Branch. 

James P. Baldwin, also named as- 
sistant director, was associated with 
the Corbin Screw Div., American 
Hardware Corp., which he served as 
vice president. 

The General Components division 
is responsible for production and dis- 
tribution of industrial fasteners, tools, 
chain and mechanical power trans- 
mission equipment, valves and fit 
tings, bearings and formed and ma- 
chined products. 


Curtis Takes Over 
As NPA Bureau Head 


Francis J. Curtis, vice-president and 
director, Monsanto Chemical Co., 
took over as Assistant Administrator 
in charge of NPA’s Chemical, Rubber 
& Forest Products Bureau. The ap 
pointment completes selection of di- 
rectors for the four operating bureaus 
realigned recently to conform with 
established industrial organization. 

Other assistant administrators are 
Franz T. Stone, Industrial and Agri 
cultural Equipment; Norman W. Foy, 
Metals & Minerals; H. B. McCov, 
Textile, Leather & Specialty Equip 
ment. 
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Machine Tool, Supply (hain Industry Asks 
Producers Given Ratings 


Add DO-70 and DO-75 to your 
list of defense order code numbers. 

'hey’re important. Directly, some 
of these priorities may come your 
way. Indirectly, they're going to help 
you maintain practicable and efh 
cient inventories. 

DO-70 is being used by manufac- 
turers of certain components deemed 
essential and important to industrial 
expansion by NPA. These include 
producers of specified abrasives, rasps 
and files, hack and band saws and 
blades and similar items listed in the 
order, nuts and certain other indus- 
trial fasteners, cutting tools for ma- 
chine tools and metal working ma- 
chinery, speed reducers, and 
industrial high-speed drives, mechan- 
ical power transmission equipment, 
valves and fittings for piping systems, 
except plumbing, ball and roller bear- 
ings and components, fractional horse- 
power motors and gas and are welding 
rods and electrodes. 

DO-75 is being used by producers 
of boring and broaching machines, 
drills, gear cutters: and finishing ma- 
chines, grinders and polishers, lathes, 
millers, rolling mill machinery and 
equipment, metalworking presses, (not 
including forging), certain metalwork 
ing machinery, dies, fixtures, 


ge 
gears 


Ig, 


punches, die sets, sub-presses, pre- 
cision measuring tools, metal working 


accessories, foundry machines and 
equipment, industrial pumps, com 
pressors, fans and blowers, and cer- 
tain refrigeration and air-conditioning 
equipment. 

In each case, use of the priorities 
to obtain materials and parts was 
granted as of May 17 to bridge the 
gap until CMP is placed into effect 
and until such time as it becomes 
fully effective. Use of the priorities 
runs until Oct. 1 or through the first 
quarter of CMP. 

In essence, it is an advanced con 
trolled materials plan for these two 
industries since it specified the rate 
of production of components to an 
essential minimum. Manufacturers of 
components and machine tools can 
use the ratings to obtain certain speci- 
fied amounts of steel, copper and alu- 
minum based on their use of these 
materials during the three-month 
period ending March 31, this vear 

As far as components are concerned, 
manufacturers can use the following 


percentages of controlled materials: 
(1) iron and steel products, 105 per- 
cent; (2) copper products, 100 per- 
cent; (3) aluminum products, 95 per- 
cent. 

The percentage of base period rate 
permitted to machine tool and equip- 
ment manufacturers run much higher 
with the exception of industrial pumps 
and fans and blowers each of whom 
were limited to 100 percent of iron 
and steel products, 95 percent of cop 
per products and 90 percent of alu- 
minum products. Pump manufac- 
turers, who have almost doubled their 
production goals for the last half of 
the year have already complained to 
NPA of the insufficiency of the al 
lowance. 

Although the ratings will be used 
largely for basic controlled materials 
products in forms and shapes, each 
manufacturer using the rating must 
also compute the controlled materials 
content of components they buy for 
their products, many of which will 
be obtained from distributors. 


Boiler Tube Reserve 
Upped By 20 Percent 


NPA has directed the welded and 
scamless steel tubing industry to in- 
crease the “set aside” for DO orders 
from 10 to 30 percent in June. NPA 
said the need for boiler tubes is so 
pressing that virtually all facilities for 
producing them must be brought into 
use as soon as possible. 

NPA wants to increase production 
in the third quarter by 80 percent 
over first quarter production. Steel 
mills have been directed to ‘produce 
and ship the kinds and quantities of 
steel required by the industry 

Industry representatives are: W. J. 
Thomas Babcock & Wilcox Tube Co.; 
I’. W. Sexauer, Brainard Steel Corp.; 
Walter Wiewell, Crucible Steel 
Corp.; H. L. Bialock, National Tube 
Co.; Aaron Waines, Ohio Seamless 
Tube Co.; B. R. Mueller, Pittsburgh 
Steel Co.; J. A. Ireland, Republic 
Steel Corp.; S. L. Willis, Standard 
Tube Co.; R. H. Gabel, Superior 
Tube Co.; W. E. Taggart, Timken 
Roller Bearing Co., and Lee Mullen, 
Globe Steel Tube Co. 
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Steel Stock Relief 


NPA is considering a request to 
waive the 45-day steel inventory limi- 
tation for manufacturers of power 
transmission and conveyor chain. 

Industry spokesmen told NPA they 
normally carry 90 to 120-day inven- 
torics because of the wide range in 
tvpes and shapes of steel needed to 
produce chain and because of ir- 
regularity in customer order-paftern. 
(he 45-day limitation is creating un- 
balanced inventories. A longer inven- 
tory period would help coordinate 
shipments, as it takes as many as five 
different types of steel from almost 
as many mills to make one link of 
chain, in some cases. 

The advisory committee recom- 
mended that the industry’s metal- 
lurgists work with NPA in setting up 
a program to conserve steel alloys. 

Industry representatives include 
H. E. Pihl, Acme Chain Corp.; 
O. J. R. ‘Troup, Atlas Chain & Mfg. 
Co.; Brinton Welser, Chain Belt Co.; 
Guy Wainwright, Diamond Chain 
Co.; C. J. Leifeld, Jeffery Mfg. Co.; 
R. C. Becherer, Link-Belt Co.; J. M. 
Mason, Locke Steel Chain Co.; F’. M. 
Hawley, Morse Chain Co. FE. F. 
Emmons, Union Chain & Mfg. Co.; 
J. B. Nordholt, Webster Mfg. Inc.; 
C. R. Powers, Whitney Chain Co. 


Jack Production 
May Be Standardized 


An NPA order will limit produc 
tion of jacks to certain models, sizes, 
capacities and specifications. It af- 
fects mechanical, hydraulic, air and 
electrically operated jacks, except 
those made for the military. 

Under CMP, NPA’s Motor Vehicle 
Division will allot steel, copper and , 
aluminum directly to jack manufac 
turers making general-use models 
(“B” products). Military procure- 
ment agencies will allot materials to 
manufacturers of specially designed 
jacks (“A”’ products). 

Industry spokesmen said that DO- 
97 orders (MRO) are now taking a 
major portion of jack production. 
Complaints were voiced that (1) 
packaging materials suppliers do not 
replace materials used for these or- 
ders; and (2) steel mills and ware- 
houses do not fill DO-97’s as readily 
as other rated orders. 
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Distributors Wrestle Distributors Voice 
With Price Adjustment 


You haven't had any price control 
headaches yet but they're building up 
At the present writing, OPS is ready 
wholesalers edict as a fol 
low-up to CPR 22 (Manufacturer 
Goods) and CPR 30 (Machinerv and 
Related Manufactured both 
if which cover all industrial supply 
items at the manufacturer's level 

Even though the wholesalers regula 


tion, which tells vou how to set your 


to issuc a 


Goods), 


ceilings, is not as complicated as_ the 
two manufacturers orders, your trou 
bles won't be over. ‘The extension of 
the effective date of CPR 22 and CPR 
30 from May 28 to July 
compounded 


2 has merely 
confusion in pricing 
Manufacturers can file their new price: 
inv time this month, so vou'll be 


ting a dribble of new prices all 


gct 
month 
long 

Although Price Administrator Di 
Salle anticipates a rollback in 90 per 
cent of the manufactured goods prices 
is a result of his edicts, there 
rchance in this estimate on the 
of most industrial people. Price 
tions will be spotty, product by prod 
uct, which should create work for you 
is all prices will have to be checked 
ind recomputed 

At best, the wholesalers price order 
will be an interim regulation designed 
to relieve who are pre 
sented with higher cost prices under 
the manufacturers edicts. It will be 
replaced by tailored regulations for 
particular industnes. A number of 
specialized distributor have 
made recommendations for tailored or 


Was no 
part 
varia 


wholesalers 


groups 


See adjoining column 
Indications are that the larger indus 
trial supply manufacturers have al 
ready filed their price ceilings. As 
there is a 15-day wait before ccilings 
higher than those of last Januarv, most 
price changes 
be coming in 
June. The 


Scrvers 1S 


ders 


probably increases) will 
round the middle of 
general impression of ob 
that manufacturers 
who will have to roll back prices will 
wait until July 2 

The lack of timing 
effective dates of the 
orders and the 


thos« 


between the 
manufacturers’ 
wholesalers edict has 
criticized. In many _ instances, 
the situation is alleviated by the long 
delivery lead times that prevail today 
but the interference with planning is 
marked. Purchasing schedules have 
been delayed in anticipation of May 
28 deadline and now mav have to be 


been 
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delaved further until the situation 
clarifies 

the manufacturers orders are con 
sidered the most ambitious and proba 
bly the most complicated regulations 
ever written he main features of 
the regulations are: 

1. Manufacturers must determine 
their ceilings by pre-Korea prices plus 
increases in factory payroli up to 
March 15, 1951, and increases in 
materials costs up to Dec. 31, 1950 
or March 15, 1951 for a few specified 
materials). Higher overhead costs (ad 
ministrative, selling, etc.) don’t count 

2. If a materials manufacturer re 
duces his ceiling on this basis, other 
manufacturers buving from him, must 
reduce theirs proportionately This 
require a computation 
some time this fall. his means morc 
headaches for vou later on this year 
when prices again will be changed 

3 that, all manufacturers 


1] 
will second 


3 After 
prices will be frozen, more or less. A 
manufacturer will get no relief, de 
spite increased costs, unless: (a) he is 
operating at a loss or (b) his industry 
has pretax profits which are less than 
85 percent of the average of the best 
three vears between 1946-49 

CPR 30, which covers such indus 
trial items as machinery attachments 
and accessorics, machine tools, cutting 
tools, bearing, belting, blocks and 
tackles, casters, power transmission, 
differs from CPR 22 in the methods 
offered for determining labor and ma 
terials cost adjustments due to the list 
pricing methods prevailing in the in 
dustrial goods field 

Already mechanical rubber goods, 
hard facing industries, threaded prod 
uct committees are consulting with 
OPS on tailored regulations 


Industrial Tape 
Stays Under CPR 22 


Industrial 


manufacturers will 
products under Ceiling 


price their 
Price Regulation 22 rather than seck 
pricing for 


tape 


1 tailored industry-wide 
mula. Industry representatives said 
their products were so varied that 
common weighted average percentage 
cost increase factors could not be com 
puted practically 
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and seamless) 


Price Formula Views 


Distributors of industrial products 
had their say before OPS regarding 
resellers’ pricing formulas recently. 
Views were expressed to guide OPS 
drafting wholesalers’ price regulation. 

Merchant Steel—Industry __ repre- 
sentatives said they favored a_ price 
formula based on a percentage mark-up 
and separate regulation for small quan 
tity sales. 


with OPS on small 
Lanchantin, J. K 
ity; Shannon Cran 
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committee are A. M 
Wei 


Lucien 


Denver 1 
Iron & Steel Products—Discussion 
centered on proposed price spreads in 
terms of percentage of mill base prices, 
extras and services, such as cutting. It 
was proposed that minor items remain 
under GCPR 
Advisory Wayne Ri 
in Metals pply Los Angeles 
P lge 1 mas Ir n C« Mem 
McCarthy & 
Van Cleave 
" Chicage WwW } 
Western Steel Chicago 
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Oil Country Tubular Goods (casing, 
tubing, drill pipe, drive pipe—welded 
Industry representatives 
felt existing practices of markups over 
cost should be continued. 


Representatives are D. D. Bovaird, Bovaird 
Supply Co.. Is ! I Hereford, Murray 
Brookes rarl La F F Murray, 

1 Well Suppl Dallas; J. Hf. Lollar, Jr 

Houston; A. W. McKir 

Toledo; Jerry Vinson 

Wichita Falls, Tex.; 

nent Supply ( Fort 

Supply & 

Wehrle, Mc 
W. Ya: 3. F 
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business papers 


ont — n brushes 


u sell Osbor 


04 
BOOTH iW 
suPPLY CONVENTION 


This ad apPe 
to help y° 


TRIP 


What deburrs clutch discs 
three times as fast? 


oe Q buole e To make tractor clutches operate smoothly, 


all burrs and sharp corners had to be removed by hand-filing and brush- 
ing the clutch disc teeth. Now, a five-station rotary automatic machine 
equipped with Osborn power brushes gets these results: 

Triples output. Releases skilled personnel for other defense 
work. Assures uniform finishing of every disc for dependable 


clutch performance. 


An Osborn Brushing Analyst will gladly study your product-finish- 
ing and cleaning operations to suggest ways to speed production and 
cut costs. Call or write The Osborn Manufacturing Company, Dept. 460, 
5401 Hamilton Avenue, Cleveland 14, Ohio. 








LOOK FOR THE NAME OSBORN ... RECOGNIZED EVERYWHERE FOR 
QUALITY WORKMANSHIP AND MATERIALS 


THE MACHINE... a 5-head rotary 
automatic ts used by this manufac- 
turer to mechanize the brushing of 
clutch disc teeth, Each brush is pow- 
ered by a 5 h.p. motor and rotates 
at 1750 r.p.m. 


THE OPERATION. Four of the 
stations brush across the teeth like 
the one shown above. Fifth station 
brushes into the teeth. 


THE RESULTS. Output is tripled. 
Manpower is conserved. Every dise 
is thoroughly and uniformly de- 
burred. When clutches are assem- 
bled and tested, they operate smooth- 
ly and efficiently. 
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Supply Sales Trend 


Final Figures For March 1951 





March 1951 
Compared with 
February 1951 


March 1951 
Compared with 
March 1950 


Ist Quarter 1951 
Compared with 
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NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 
Pennsylvania 

SOUTH 
Delaware 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


+17% 
+13% 


+15% 


+ 9% 





+10% 


+1 1% 


+60% 


+07% 


+8 1% 
+86% 


+07% 


+69% 
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One of a complete line 
of Oster Floor Type 
Threading Machines 
is the “Rapiduction,” 
illustrated below. 


iness is Saving Time 
rmed Forces and Industry 


e Vital activities of the Armed Forces and Essential 
Industry are dependent upon fast, accurate machines 
for defense work. 


Oster machines meet all needs for fast, accurate thread- 
ing of pipe and bolts. 


Every Oster machine—from the smallest portable to the 
largest floor type threading machine—incorporates the 
most advanced features of design and construction. 


The complete Oster line expedites the selection of the 
most efficient threading machine for each and every 
need for this type of equipment. 


Today, with the most extensive and advanced line of 
threading equipment in our 58 years’ history, we are in the 
strongest possible position to cooperate with you in meet- 
ing mutual responsibilities in the rearmament program. 


THE OSTER MANUFACTURING COMPANY 
Main Office and Factory: 2041 East 6lst Street, Cleveland 3, Ohio 


BUILDERS OF COST REDUCING THREADING EQUIPMENT SINCE 1893 
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SALES TRENDS (Continued ) 





March 1951 March 1951 Ist Quarter 1951 
Compared with Compared with Compared with 
February 1951 March 1950 Ist Quarter 1950 





EAST SOUTH CENTRAL 


= 13% | 47% | SUR 


lennessee 


WEST 
Arizona Nebraska 
Colorado Nevada 
Idaho New Mexico 
lowa North Dakota + 1 6 +6 a +07 
Kansas South Dakota @) oO \e) 
Minnesota Utah 
Missouri Wyoming 
Montana 


WEST SOUTH CENTRAL 


mera +19% | +50% | 57% 


Oklahoma 
Texas 


PACIFIC 


— +18% | +99% |+101% 


Washington 























Whoa! Did You Turn the Pages Too Fast . . . ? 


} 


l'o see how distributors all over the country are solving the problems 
that go along with a defense economy? 
l'o pick up ideas that you can apply to your own business? 

In a special 32-page section, “Today's 10 Jobs for Management”, 
[NpustRiAt Distripution’s editors have spelled out all the problems that 
ire likely to make doing business more difficult for the next few months 
or Vvears. 

Such problems as back orders, handling priorities, allocations, purchas 
ing, warehousing, selling in a sellers’ market, and changing customer poten 
tials are discussed in detail. 

In this section you can learn what others are doing, what you can do 
to lick these problems 

If you turned the pages too fast to get it all, turn back to page 81—it 
will make vour job easier and more profitabl 
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Is higher production your aim? 


Then Yarway is your steam trap. Best steam 
trap performance requires condensate drainage p/us— 


PRODUCE ee 


i 

' 

t 

i 

" 

1 

i 

' 2. Velocity scrubbing of condensate from 
heat transfer surfaces. 

' 

' - Keeping highest average temperature 
in the equipment. 

1 

1 

i 

i 

1 

I 

I 

i 


Yarway Impulse Steam Traps do all this, 
ITH sending the most premium B.T.U.'s at top 
temperature into your process or product. 


That's why equipment drained with Yarways 
gets “hotter, sooner’ . . . why better quality and higher 
af * production rates are so often reported, 


mr =" |, The Yarway ‘Impulse’ design makes this possible— 


and at lower steam consumption per unit produced. 


also makes possible small size, only one moving part, 
straight-through piping, low cost, low maintenance, 
. and it’s good for all pressures. 





Over 750,000 Yarway Impulse Steam Traps have 
already been installed. You can buy them at a nearby 
industrial distributor—216 sell Yarways. 


YARNALL-WARING COMPANY 
“=™ 111 Mermaid Avenue, Philadelphia 18, Pa. 


aan. LOC) anette 


FREE OFFER 


Don't take our word for it. 


Test Yarway’s production advantages in your 
own plant, without cost or obligation. WAY 
Drop us a card. A trial trap will th t 
be delivered promptly. e 5 eam trap 


designed with production 
in mind 
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weas: Flow you can... 
... advertise your leading lines and suppliers 


When James McGraw, Inc., Rich 
mond, Va., ordered a fleet of five new 
trucks for its delivery service, manage 
ment decided to have them painted a 
brilliant orange. On each side of the 
body, on one of the four panels, the 
lettering “James McGraw, Inc., Ma 
chinery & Supplies” was painted in a 
contrasting color. 

I'he identification was so effective, 
management decided to exploit the 
space on the remaining panels and the 
two doors to let the industrial com 
munity know just what “machinery 
ind supplies” it handled 

Ihe picture shows the result. Now 
industrial people who see the McGraw 
trucks can tell the company distributes 
pipe joint compound, V-belts and 
sheaves, electric tools, wire rope, 
power hack saws, lathes, chucks, pack- 
ing and chain saws. The smaller 
trucks feature some of the other lead 
ing lines. They are painted in the 

ime color combination 


.. + promote product application by “live” display 


Russ Chamberlain Co., Portland, 
Ore., uses a “live” display panel of 
pneumatic controls at the Oregon 
State Fair held in Salem, Ore., during 
September. The theme of the display 
is “product application”. 

The firm’s industrial department con- 
centrates on pneumatic and hydraulic 
operations and controls. Although a 
product display is used it was decided 
to stress application through a “live” 
display which would demonstrate the 
basic application of air control. 

Preparations for the Fair begin in 
the spring at Russ Chamberlain Co. 

Actuating cylinders, control valves, 
tubes, fittings, etc., are arranged on 
a large six by four ft. display board. 
In addition to the basic application, 
the degree of control which can be 
achieved by air devices, will also be 
demonstrated by the layout. Switches 
which can be operated by visitors to 
the booth are mounted on the board. 
The devices are actuated by a compres- 
sor or by a tank of compressed air. 

The panel was prepared by John 
Paul Jones and Ray E. Bobbs of the 
Russ Chamberlain Co.’s sales _ staff 
John Nelson, sales engineer for the 
A. Schraeder’s Sons, usually attends to 

WORKING UNIT of air control display is inspected by John Paul Jones and Ray E. advise on application problems posed 
Bobbs of Russ Chamberlain Co., Portland, Ore by visitors. 
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Cleco Division of Reed Roller Bit Company, 
Houston, Texas, thinks pretty highly of their Kardex 
Inventory Control. Let’s let them tell the story: 

“With about 5000 items in stock, in 6 widely sep- 
arated locations, we had quite an inventory problem, 
until we installed Kardex two years ago. Formerly 
our inventory records were in eight different bind- 
ers. Today they are all in one visible record. 

“Our clerical savings alone paid for our Kardex 
within four months (one girl does the work that 
used to need three). But with Kardex we no longer 
merely keep inventory records—we control our 
inventory. And the following improvements, over 
and above the clerical savings, we consider even 
more important: 


1. A marked reduction in inventories. 


2. A better balance of stocks in our several 
warehouses. 


3. Large savings on freight bills, in transferring 
stock from one location to another. 


4. Faster turnover. 
S. Better deliveries to customers. 


What Kardex Inventory Control 
is doing for Cleco, it is doing for 
many other progressive firms in 
many fields. The best way to 
learn all about this simple but 
effective system:—send the cou- 
pon today for your free copy of 
descriptive booklet KD 375. 





Management Controls Reference Library 
Room 1195, 315 Fourth Ave., New York 10 


Yes, I would like a copy of KD 375. 





Firm 





Address 





City 


Zone State 
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Industry is now 
faced with the ter- 

rific job of finding 
new ways to cut costs. 
You can help them save 
where they can save the 


most — in material handling! © 


Yale Hand Chain and Electric Hoists 
have an enviable reputation for cost-cutting 


hes feared be weuiat on. thelr Ghaliee: durability, 
top-notch performance and freedom from costly 
maintenance. 

That’s why Yale Hoists are easy to sell. Make 
the most of this broad acceptance. Show customers 
and prospects how much Yale Hoists can contrib- 


catalogs, bulletins and 

toss 0 Weaker a eM aettikeeet. Lat coon 
have the advantage of thorough schooling. It will 
mean more “take-home” pay for them — greater 
profits for you. 


CABLE KING 
WIRE ROPE ELECTRIC HOIST 


A rugged and powerful electric 


hoist, designed with 
est engineering 


ill the lat 


adv ances and 


constructed with precision in 
every detail. Ex clusive « ! 


ng and 7 


uori- 


on elimi: 1ate excess heat— 


assure top peri« 


creased costs 


Cable King contributes 
greatly to increased production and de- 


g, hook, plain, geared 


rmance and long 
life in heavy-duty 
result, the Yale 


service. As a Capacities: 
14 to 12 tons 
Winches: 

14 to 3 tons 


and motor-driven trolley types, parallel 


and right angle 








THE YALE & TOWNE MANUFACTURING 


Suspension, 


YALE HOIST 
SALES ane SERVICE 


Tour Oistribeter 





COMPANY 








Quick-lifting! 
LOAD KING 
WIRE ROPE ELECTRIC HOIST 


A light-duty electric hoist that’s 

ideal for many lifting jobs. Small 

dimensionally, but fast and strong 

in lifting action. Push button con- 

trol leaves one hand free to guide 

the load—makes “inching” easy 

and accurate. Load line is flexible 

airplane type steel cable with hemp lubricated 
center for long life. Cable drum is grooved — 
wire rope cannot pile up. Saves time and effort 
and boosts production. 





Capacities: 44 to 1._ton 





Compact... Powertul! 


MIDGET KING 
CHAIN ELECTRIC HOIST 


An all-purpose electric hoist with roller chain. 
Compact, light in weight, uses little electricity. 
Speeds maintenance, keeps machines busy and 
increases the productivity of workers. One-hand 
bar-grip control starts fast, effortless, safe hoist- 
ing action. Among its many other outstanding 
advantages are steel safety hook, self-actuating 
load brake, safety limit stops, life-time gears, 
precision ball bearings, ample motor capacity. 
Hook and trolley types. 


Le; 





Capacities: 14 to 2 tons 


Fast... Efficient! 


LOAD KING 
CYATED a UMINUM HAND HOIST 


High strength aluminum alloy castings and alloy steels, 
and fewer parts, make this hoist a cinch to move from job 
to job, quickly and without trouble. Efficiency up to 95% 
permits really fast hoisting with a minimum of muscle- 
power. Exclusive YALE Synchro-matic load brake in- 
creases speed, safety and greatly simplifies ‘‘inching’’ and 
spotting of loads. It’s exceptionally rugged, designed for 
minimum friction on all moving parts, gives years of top 
performance. 


eeeoeeoee VEL T SO ULEt vA Cee FH IEA OE LT PARP A 1S, PA. 


=> 


ee 
a 
ee ae ee 


ee Ss ee 


Capacities !» to 2 tons 


ee 





“Selling Is My Business’. ee Dol use a telephone 


technique? . . . Make know-how pay? . . . Sell myself to the “house”? 


CURTIS W. TURNER: 
Telephone Selling 
Takes Special Technique 


When you sell via the telephone 
be sure you have at hand a good sup- 
ply of manufacturers’ literature, cata 
logues and product descriptive ma- 
terial, and a practical knowledge of 
item use and performance. 

This is the advice of Curtis W. 
lurner, store supervisor of the Colum- 
bia, S. C., branch of Tidewater Sap- 
ply Co., who has been selling indus- 
trial supplies and equipment for nearly 
a quarter of a century. 

Mr. Turner says that there is a 
vast difference in selling over the tele- 
phone and selling where you can talk 
to the customer face to face. How- 
ever, telephone selling can be highly 
effective, with customer satisfaction, 
if you make your sales story well un- 
derstood. 

When selling direct, you learn your 
customer’s moods, personality and his 
interests, Mr. Turner says. “You can 
readily tell when his interest in your 
products increases or begins to wane 
and quickly shift emphasis. Prior 
preparation of sales talk and knowl 
edge of products show to best ad- 
vantage when on-the-spot demonstra 
tion can be made. 

“However, on the telephone a new 
technique must be used,” Mr. Turner 
“When a customer calls, vou 
may or may not know him personally. 
You have no way of telling his mood 
at the time, other than by the sound 
of his voice.” 

Mr. Turner advises a personal visit 
to a customer's plant and acquaint 
ance with his needs as most helpful in 
giving service to one who does a great 
portion of his purchasing via tele- 
phone. “If you know him personally 


SaVS 


126 


and have some knowledge of his oper- 
ation, it will be easier to do business,” 
he declares. 

Another point in winning and re- 
taining customer confidence, it was 
pointed out by Mr. Turner, is to be in 
a position to locate and give quickly 
all information sought on a particular 
item. While it takes a lot of time and 
effort to familiarize yourself with many 
different products and items, it pays 
off in big sales dividends when you 
can give this information quickly and 
surely to a customer. 

Mr. Turner is best known to his 
friends as “Curt” and he says that 
during his army service he was “Pop” 
among the troops. This friendly salu- 
tation is an asset in selling, in his 
opinion. “I have tried to develop a 
personality over the telephone which 
will be pleasant, for a happy voice is 
welcomed by the customer.” 


“> 
ELMER PACKIE: 


A Sale Begins A Chain 
Watch Out for Broken Links 


Selling south of the Mason-Dixon 
line is a question of selling personality, 
according to Elmer Packie, outside 
salesman for seven years at The James 
Walker Co., Baltimore, Md. 

This implies that after you’ve suc- 
ceeded in selling yourself to the cus- 
tomer, the chain of contact you begin 
on that sale continues all the way 
through the “house”, from the phone 
girl or the inside salesman who takes 
the order to the truckman who de- 
livers it. 

Everyone “on the inside” must be 
on the ball, Mr. Packie observes. It 
is they who must hold that sale and 
pass it safely through the house; it’s 
they who really keep the customers 
“calling back”’. 


INDUSTRIAL DISTRIBUTION © JUNE, 1951 


29 


CLARENCE D. MOORES: 
Know-How Pays Dividends 
In Power Drive Selling 

After 25 years with Hinds & Coon, 
Boston distributors—23 of which were 
spent on the road — Clarence D. 
Moores, outside salesman, believes: 
“The man who sets out to sell power 
transmission products ‘out of the 
book’ is kidding himself. It can be 
done all right—but think how many 
more sales that man could make if he 
took the trouble to find out what the 
devil he was talking about when he 
specified a sheave on a job.” 

Mr. Moores, as you've probably 
guessed, is no order taker. Far from 
it in fact, he’s quite an expert at sell 
ing industrial supplies, particularly 
those that will find their way into a 
power transmission drive. 

Take that hunk of V-belt in his 
hand; it’s from a “‘D” section. He had 
a job that could use nine of them, 
good for 125 horsepower. Distance 
between centers was about 7 ft. Drive 
was used for sawing large logs. ‘The 
“D”’s did the job, and with power 
to spare. 

He’s been called up and has figured 
over the phone what kind of drive 
setup would be best for board saws. 
Most recent drive was on a band mill, 
6-in. band saw. In most instances 
a salesman would be more likely to 
suggest a circular saw, but that limits 
the diameter. A band saw will take 
almost any diameter. He mounted 
this one on two big cast iron wheels, 
endless, and told his customer he’d 
be limited only by the capacity of the 
carriage and by the distance between 
centers. Nice job; nice sales—that one 
and the others that followed because 
Mr. Moores proved he knew what 
he was talking about. 





MACHINISTS’ BENCH VISE 


Solid Jaw and Stationary Base 


This vise is unsurpassed for 

strength, rigidity and durability. 

All parts are interchangeable. 
MACHINISTS’ BENCH VISE 


Solid Jaw and Swivel Base 


, 


iy) ME My yy) PePeEPE EEE 


Our new and improved base, which 
can be locked at any angle, gives 


a low construction which is very 
desirable. 


Li 





© A special semi-steel casting, tested and proved by actual b g strain 


great strength. 


@ Rigid because of careful and accurate machining of the sliding bar, working to 
close limits. 


®@ The jaws are milled parallel and fitted with interchangeable tool steel faces 
which are held firmly by special tapered screws to insure tight The standard 
jaw faces are diamond cerated for firm gripping power. The working ac- 


© The screw is a solid steel forging, cut with Acme threads and gauged closely to a an Bs 


also help insure gripping power. tive of any of the 
screw adjusting 

®@ The nut in which the screw engages is made of malleable iron and fits snugly type. 

into the slot of the vise body. 


You can supply your customers with anything in the industrial vise line with 
Morgan quality. Therefore you can make Morgan your headquarters for vises and 
be sure that you are selling products that perform dependably. 








When you sell Morgan Vises you make customers that stay with . 


‘ 1 
you. You realize excellent profit because Morgan Vises sell well f 2 Se ven po eS rn | 


and sales volume grows. | buy thru their local distributor. | 
=| 


MORGAN VISE CO. 


108-112 N. Jefferson St. Chicago 6, Ill. SOLID NUT CONTINUOUS 


SCREW VISE 
SEMI-STEEL VW i » ES are. 


service. Stop in front jaw. 
an eet ae ee ee oe 


Ws 


INDUSTRIAL DISTRIBUTION © JUNE, 1951 








E. H. 
To Manage Peden Firm 
E. H. C 


Peden 
lexas 


harg } 
harge of the 


Conner 


miner, vice 
Iron & Steel 


was pla ed 
i 


president of the 
Co., Houston, 
temporarily In 
company s management 
meeting of the 


+ 


i i recent 


lirectors 


board of 
The board granted an extended leave 
f absence to John Peebles, who had 
been in active charge as president and 
general manager. According to a reso 
lution adopted by the board 
had been requested by Mi 
because of ill health 
Fk. D. Peden, executiv 
vho 1S il] 
iuthority of the 


' 


lent, it present 


oOmpany i] 
Wm 


American-Marietta Buys 
India Paint & Lacquer Co. 


American-Marictta) Co. has ex 
panded its west coast paint manufac 
turing operations through acquisition 
if the India Paint & Lacquer Co. of 
Los Angeles. India i ing Oper 
ited as a wholly owned subsidiary of 
American-Marictta Co 

India recently completed the build 
ind oc 
on a tract 


now be 


ing upation of a plant located 
of more than five 
the Lynwood manufacturing 
of Los Angeles. The new 
ludes facilities for the 
varnishes 


acres in 
district 
plant in 
production of 


ind synthetic resin 


American Pulley Company 


Makes Personnel Changes 


R. H. Jackson, formerly mid-West 
ern manager of The American Pulley 
Co., Philadelphia, Pa., has been trans 
ferred to the home office in Philadel 
phia to assume the duties of managet 
of the power transmission division 

W. W. Kemphert has been ap 
pointed to Mr. Jackson’s former po 
tion, with headquarters in Chicago 

John T. Barron, formerly manager 
of the power transmission division 
has been made assistant chief engineer. 


128 


Alonzo G. Decker 


Glen H. Treslar 


U.S., Britain, Canada, 
Standardize Nuts, Bolts 


The United States, Great Britain 
ind Canada have agreed on common 
nut and bolt sizes, the British Stand 
irds Institute reported recently. 

(he decision was made at 
industrial and 
gates from the threc 
recently in London 


i confer 
military 
countries, 


dele 


held 


ence of 
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Robert D. Black 


Alonzo G. Decker to Head 
Black & Decker Mfg. Co. 


Alonzo G. Decker, a cofounder of 
the company, has been elected presi 
dent of The Black & Decker Mfg 
Co., Towson, Md., to succeed S$ 
Duncan Black, who died April 15 

Mr. Decker has been vice president 
and general manager of the firm since 
he and Mr. Black started the company 
in 1910. He has devoted his efforts 
to the design and manufacturing phas« 
of the business since its inception 

Robert D. Black has been advanced 
to vice president from vice president in 
charge of sales, and Glen IH. Tresler, 
vice president and sales manager, has 
been elected to take over Mr. Black’s 
former position. 

Alonzo G. Decker, Jr., 
ident in charge of manufacturing. 
Frank J. Nagell is treasurer, and 
Thomas I. Burbage, secretary. 


Is vice pres 


Georgia Hdwe. Adds Salesman 

The Georgia Hardware & Supply 
Co., Albany, Ga., has added A. H. 
Causey, formerly with the Gulf Oil 
Co., to its inside sales force. 





Defense Agencies 
Plan Inquiry Center 


l'o provide information on defense 
production to business representatives 
in the Washington area, two top de 
fense agencies recently announced the 
establishment of a joint Defense Pro 
duction Inquiry Center 

Ihe NPA and the DPA located the 
new center in the main lobby of the 
old GAO building, Vifth and G 
Strects, N. W 

Ihe center is not in 
tended to businessmen to 

me to Washington with defense pro 


new MIQuIry 


cncourag¢ 


uction problems, official emphasized 
s designed to assist individual busi 
men, their representatives in 
n, by providing a central 
get quick answers to their 
Businessmen in other 
tinue to get information from 
ofhces of the Department of 
Commerce 
I'he new center is directed by K. H 
Bristol, former Lt. Colonel in the 
Army Chemical Corps and _ recently 
ial assistant to the Director of 
Production, National Sccurity Re 


ources Board 


weas 


held 


Sp 
pec 


Hardware Square Club 
Holds Annual Dinner 


The Hardware Square Club of New 
York, Inc., held its 21st annual stag, 
shore dinner and entertainment at the 
Hotel Astor, New York, recently. 

An claborate entertainment 
gram was high point of the dinncr, 


teaturing the appearance of stage, tele- 


vision and screen stars 


Part of the proceeds from the affair 


donated toward a bed 
ment and its maintenance at the Hos 
pital for Special Surgery, New York 
Other worthy 
heart and tuberculosis drives, also re 
ceive donations from the club 


were 


causes, such as canccr, 


Bell & Gossett Co. 
Builds New Laboratory 


Bell & Gossett Co.’s new research 
laboratory located adjacent to th« 
company’s plant at Morton Grove, 
Ill., has been completed and, equip 
nent is now being installed 

Consolidating B & G’s present rc 
earch and development departments, 
the $250,000 laboratory is one of the 
largest research operations in the heat 
ing industry. Administration will be 
under Lawrence J. Smith, director of 
research for Bell & Gossett. 


p! “a 


endow- 


Syracuse Distributor Sponsors TV Show 


 — 


LETTERS RECEIVED by T'V program please John I 
manager of industrial department; M 
ind Robert P. Edwards, pro 


Michael L. Bregande, Jr., 


salesman 


Byrne Saiesman 


sponsor; 


I'V SHOW 5s; 
of local Boys’ Club 


1 by Burhans & Black, Inc., 
During the program, prominently displayed signs advertise the 


é 


Hamilton, Burhan & Black 
Brack 


sident and general manager 


Syracuse, N. Y., features members 


company and the trade brands it distributes 


Burhans & Black, Inc., Syracuse, 
N. Y., is using an idea in television 
shows to advertise the company and 
its lines, which has proven highly 
successful for the past two years. 

The program, “Kid Gloves,” is 
shown twice a month on Saturday 
ifternoons. It is a live show in which 
fifty or more members of the Syra 
cuse Boys’ Club present a half hour of 
continuous boxing. The program is 
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beamed to 160,000 TV sets within a 
36-mile radius. 

Burhans & Black, Inc., in sponsor 
ing this type of television program, 
feels that it benefits itself in three 
ways: 

1 The company associates itself 
with a show which has wide appea! for 
I'V viewers in several classes—the par 
ents, relatives, and friends of the boys 

Continued on page 240) 
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4 STEPS 


to hel /p Customers So [ve 
DRILLS 


SANDERS Defense Problems 

POLISHERS 

BENCH Black & Decker Electric Tools 
GRINDERS have versatility, speed, power 


PORTABLE to break production bottlenecks! 
GRINDERS 
SCREW >>>>>>>>>>>>>>>>2>>>>>>>>>>>> 


N the opposite page we’ve outlined several ways in which 
NUT you can make a real contribution to our defense effort. 


RUN NERS Maybe they’re part of your regular selling. But they'll pay partic- 
ularly big dividends in the days ahead . . . to you, your custom- 


TAPPERS ers and your country. 
As a Black & Decker Distributor . . . handling a line that’s used 
S 5 EARS throughout industry .. . you have extra opportunities for service. 
And the world-famous features of the B&D Tools you sell are 
SAWS especially important as industry mobilizes for greater produc- 


tion and longer hours. 
HAMMERS Dependable, full-powered motors, tailor-made by Black & 


Decker for the tools they drive, stand the gaff in round-the-clock 
production. Perfect balance and streamlined design mean easier 
handling, less worker fatigue. Tough, longer-wearing parts 
insure trouble-free operation and long years of service. THE 
BLACK & DECKER MFG. CO., 617 Pennsylvania Ave., Tow- 
son 4, Maryland. 


ee Yok & Decker 
COMPLETE LINE 
PORTABLE ELECTRIC TOOLS 
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From the unmatched variety of tools in the 
complete Black & Decker Electric Tool Line 
over 100 in all—help your customers 


select the right tool for every job. 


From your background of experience, show 
customers how to adapt Black & Decker 
Tools to their particular operations—how 
to conserve materials, use substitutes, find 
new uses for the products you sell. 


KE EEE KEELE EECA CEE EEE CEE EEE CECE ECE CES 




















Zale 


Call on your Black & Decker Salesman for 
help in particularly knotty problems. He's 
always ready to lend a hand and put his years 
of experience based on thousands of plant 


alls, at your disposal 


Offer customers unequalled Black & Decker 
Service for longer tool life from the most 
modern system of 29 B&D-owned -and -op- 
erated Factory Service Branches — within 
24 hours of any customer! 
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BIRTHDAY PRESENT from the W. S. Wilson Corp., New York, is admired 
by H. D. (Judge) Foster, general sales manager of the mechanical goods division of 
Goodyear Tire & Rubber Co. Waiting to congratulate the Judge on his 60th anni 
versary are H. J. Mackin, Goodyear district manager; A. V. Grasseck, secretary and 
treasurer of W. S. Wilson and J. L. Sturges, Wilson’s manager of mechanical rub 


ber Zoe rds 


NEW SALES MANAGER for 


\l pply ¢ 1) 


SALES MEETING brings together Harry Lock, sales manager and R. C. Neal, 
president of the R. C. Neal Co., Inc., Buffalo in the new Buffalo offices of J. E. 
Spaulding, district manager of T he Van Dorn Electric Tool Co., Towson, Md. 





L. B. McKNIGHT was recently elected 
to the newly-created position of execu 
tive vice-president of Chain Belt C DEPARTMENT MANAGERS & STORE SUPERVISORS from the 16 branches 
Mr. McKnight has served in various ind regional headquarters of the Republic Supply Co. of California recently attended 
managerial capacities since joining the 1 meeting at the firm’s headquarters in Los Angeles. The purpose of the two-day 
company in 1927 and has been a vic« meeting was to attain coordinated action among the firm’s departments and branches 


sresident and director since 1948 for better service to the trade 
I 
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Where locating to split 
thousandths is involved 
you get perfect alignment 
with fast disassembly and 
reassembly with Allens 
~ made of heat treated 
alloy steel and held under 
a maximum of 8 RMS 
micro-inch finish. 


*Standard either in .0002 or 
.001 oversize 


wakR NIN . 
Allen-Type screws = 
-Mo 
gecessarlly — 
sin 
bor 


Allen Q Heed screw 
this block and silver 


* * 


Here’s The Second 
Advertisement 
‘in Your Own 


‘Campaign... 


Allen advertising 


is stressing product 





advantages here... | 


and the importance 
of the Allen Distrib- 
-utor under today’s 


conditions here 


| It has always been our conviction 
that the most practical and satis- 
factory method of distributing 
| precision screw products is thru 


leading Industrial Distributors — 


| from the viewpoint of the ultimate | 


| user. This is particularly true in | 


periods of shortage, because of | 


the Distributors’ intimate knowl- 


| edge of the needs of 


their | 


customers, and ability to supply | 


| their needs promptly from local 


| stocks. 


We are pleased and proud to 
share our advertising this year 
with our Industrial Distributors, 
in order to call their service and 
usefulness to the attention of 


users of Allen screw products, 
Visit Booth 410—tTriple Industrial 
Supply Convention, San Francisco 
June 11 ° Zz * 13 


* * * 
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One of the important 
reasons why he received 
his franchise, was his high 
reputation for alert cus- 
tomer service. He main- 
tains the most complete 
stocks possible, to assure 


immediate delivery. 








| Door Openers To Sales 








N 


Ever fumble for something to say when you want to make small talk with the 
P.A.? Here are a few random facts that will help fill in the conversational blanks 


LIFE’S EXPENSIVE IN MILWAUKEE: It’s where you live that determines 
how much it costs you. According to the Bureau of Labor Statistics, the cost of 
living is highest in Milwaukee, where it costs $3,933 annually to support a family. 
Next highest cities are Washington, Richmond, and Houston. Lowest of 34 prin 
cipal cities is New Orleans, where the tariff is about $3,400 a year 


STILL-LIFE, TELEVISION: Facsimile and sound programs are broadcast on the 
same FM _ radio signal by a new system being tested by Columbia University 
and Hogan Laboratories, Inc. An adapter turns a home FM receiver into a 
facsimile recorder for printed materials, weather maps and photographs. 


TO BREAK IT, SHAKE IT: If a material is too hard to cut or machine, a vibrat 
ing abrasive may be the answer. While ultrasonic energy vibrates a blunt tool at 
27,000 cps, a solution of boron carbide particles is directed between tool and stock 
lool hammers the particles against the stock, knocking out bits of material every 
cycle 


DE-CARBONIZING WITH RICE: A speedy method of removing carbon 
deposits from combustion chambers without taking off cylinder head has been 
developed by General Motors. Rice, under air pressure, is introduced into chamber 
through spark plug hole. The rice chips off the carbon and thoroughly cleans 
all surfaces in about 44 minutes. 


WAXY LUBRICANT: Wax seems to have a bright future as a metal working 
lubricant. Special wax blends permit the drawing of stainless steel far beyond 
its theoretical capacity, and are now being tested as a replacement for the copper 
flashing on stainless steel wire used for cold heading. 


SOLDERED GLASS: Glass can be soldered to metal by a new General Electric 
process, producing a bond stronger than the glass itself. Metal can be soldered to 
ceramics and carbon by same method. Glass and metal areas to be soldered are 


painted with thin layer of titanium hydride, and solder is placed on areas. Heat of 
900° does the trick. 
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ANAGEMENTS of essential 

industries and services are 
being faced today with ventilat- 
ing and heating problems which 
you can help them solve! 


New industrial buildings to 
handle defense contracts are 
going up at a breath-taking pace. 
Our intimate contacts with archi- 
tects and engineers reveal that 
an almost unbelievable amount 
of industrial building is now “on 
the boards”. Every building will 
require ventilation and heating 
—and if you do not feel qualified 
to lay out efficient systems, call on 
our nearby Branch Office for help. 


Where new buildings are not in 
prospect, companies with defense 
orders will be constructing addi- 
tions, switching departments 
around, converting storage areas 
to production purposes. Each 
change usually means the addi- 
tion of heating and ventilating 
equipment on which you can 
obtain priority orders! 


VENTILATION 





“Where you can sell 


ventilating equipment 
on priority orders...” 


by P. D. BRIGGS, Vice-President and General 
Sales Manager, Ilg Electric Ventilating Co. 


Similarly, hospitals and schools 
will be enlarging and improving 
their facilities. Civilian Defense 
units are planning bomb shelters 
which require mechanical venti- 
lation. Defense housing is in 
prospect for heavy industrial or 
governmental centers. Camps 
are being reactivated. Wherever 
buildings house essential people, 
there you can sell heating and 
ventilating equipment! 

Finally, during World War II, 
managements found out that 
they must provide well-ventilated 
working spaces in order to hold 
present employees and attract 
new workers. As the labor supply 
gets tighter and tighter, suggest 
better ventilation to each of your 
local plant managers as a solution 
to maintaining their working 
forces. You'll be gratified by the 
orders you'll write! 

For these many reasons, as your 
regular civilian markets dwindle, 
build your volume to new heights 
by seeking ventilating and heat- 
ing business. Both lines are “hot”, 
in great demand, and available 
on priority orders. Write us, or 
phone your nearest ILG Branch 
Office (consult your classified 
directory) for latest selling 
ammunition and experienced 
engineering assistance. 


ILG ELECTRIC VENTILATING CO., 2897 N. Crawford Ave., Chicago 41, Ill. 
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ILG SELF-COOLED MOTOR PROPELLER 
FANS — extra- powerful, extra- quiet, extra long li 
Quick, easy to install in wall, window, or on roof (im 
penthouse with automatic shutter). 


ILG “PRV” POWER ROOF VENTILATORS 
—new centrifugal fan type for vertical flues and duct 
systems. An instant hit — the "PRV™ is now making new 
friends everywhere. 


ILG DIRECT-DRIVE CENTRIFUGAL FANS 
—available in a wide range of types and capacities for all 
kinds of air moving mpulectians<<ighiceal aulioies and 
supply, cooling, processing, etc. 


ee 


ff a= 


ILG “VITAL ZONE” UNIT HEATERS — the 
finest heating equipment money can buy. Complete lines 
of steam, hot water, electric and gas-fired units are now 
available for 3-shift , 
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NEW PRODUCT 


WITH SALES 
POSSIBILITIES 

















Track Jack 
Low Toe Height 
Simplifies Use 


\ new Simplex single-acting track 
ick, Model No. 16A, teatures 
that speed up and simplify mainte 
nance work on industrial switches and 


purs as well as general track work, it 


has 


is claimed. 

Among its features are the low mini 
mum toe height of 14-in. which en 
ibles the jack to be placed under rail 
without removing ballast. ‘The larg 
forged toe (24 x 3} in.) stabilizes the 
load. 

Another feature allows the trip to 
be operated from either the right ot 
left side, with the operator protected 
in each case by an improved safety 
thumb guard. ‘Trip jacks of this type 
ire recommended for track work—not 
for general purposes. 

Overall height of the new jack is 
12 in., lift 6 in., minimum toe height 
14 in. It weighs 45 Ib. and has a 

ipacity of 15 tons 
lempleton, Kenly & Co., 


Industrial Distribution, June 


Chicago 


195] 


Abrasive Discs 
Greater Economy 
Longer Life 
These new multiple layer abrasive 
to be flexible, strong 
+t ] 


ire segment patterned 


discs are said 
ind safe. They 
for maximum freedom of chip dis 
less disc 


posal, their use involves 


changing, and extra long backing ma 


136 


terial enables them to withstand long 

continued flexing when used for con 

tour finishing 
The Dura-Cut 
use on right angl 


ibrasive discs ar 


portable 
sanders, and are §” thick 

Bav State Abrasive Products Co., 
Westboro, Mass.—Industrial Distn 


bution, June 195] 


grind 


rs and dis« 














Portable Tools 
Four Drills, Four Saws, 

Two Disc Sanders 

drill, 


round 


both of 
out the 
Lools for 
Portable 
line are 
blade di 


two heavy 


\ and a 
standard duty 
newly developed “I 
Industry” line of Cummins 
Tools. Other items in the 
four models of saws with 
uncters from 6% to 93-in., 
duty drills of 4 and ¢-in. capacity, 
1 4 in. Super Service drill, and port 
illustrated 


s-1n 
VI 

tvpe, 

-OWCI 


able disc sanders of 
ind 9-inch diameters. 
Model 430, in 
Drill is de 
extra capacity 
t an effective 


It drills in 


\ 


Standard Dut 
cribed 1S possessing the 
and that 
ll-purpose shop tool 
in metal, 3-in. in hard 


powel MAK 


Standard Duty 
tool with metal 
drilling d wood drill 
ing, and mav be used with carbide 
tipped drills to drill stone, tile and 
concrete. It is 2-in. in metal, 3-in 
in hard wood. 

Cummins Portable Tools, Division 
of Cummins-Chicago Corp., Chicago, 
I1l.—Industrial Distribution, June 
1951 


Model 435 2-in 
Drill is a 


versatile 


speed, high-spec 
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Magnet Chains 
For Use 
With Electro-Magnets 


I'wo new types of ACCO Ox Bow 
Magnet Chains 
specially for handling materials with 
electro-magnets. 

Both the 1 and 
made from alloy stec] 
to 125,000 Ib. psi tensik 


have been designed 


ld-in. chains are 

ind heat treated 

strength 

\ large bearing surface is provided 

by the alloy voke which has 
' 


holding stud, positioned to 


i welded 
prevent 
excessive movement, reducing peening 
and battering of connections. Also 
provided is a zerk or Alemite flush 
fitting for lubrication of the Ox Bow 
which reduces friction 

The reach of the Ox Bow 
increased in multiples of two links o 
54-in. on the one in. chain and two 
links or 62-in. on the 1}-in. chain 

American Chain Div., American 
Chain & Cable Co., Inc., York, Pa 
Industrial Distribution, June 1951 


can be 


Gage Valve 


Half Inch Size 
Male Inlet 


Male inlet and outlet in 
Edward Forged steel gage valve series 
in the half inch size wailabl 
The new model modification is other 
wise identical in design detail to the 
Edward gage valves with female con 
nections on both ends 

Ihe new gage valve 
nipples, as for example, when hook 
ing up pressure gages to pressure tub 
ing or casing, bec the male inlet 

Continued on page 140 


female 


IS NOW 


require S no 


1uSsC 





BRINGS 
YOUR WORLD 
TO YOUR 





eqee 
Three billion dollars worth of industrial equipment, 


tools, and supplies is quite an order even today. 

Yet there is a man in these United States who alone 
supplies to you and other customers approximately three 
billion dollars worth of such commodities every year. 


Consider what it would cost in time, trouble and money 
every year for you and other manufacturers to find and 
bring to your plants this enormous quantity of things you 
use in your business. 


Serviceahle =. 


this MAN is an industrial distributor or a specialist in certain industrial items. You 
will find him listed in the classified section of your telephone book—most likely under the 
heading Bars, bronze or Bearings, bronze. If he is the leading distributor, he almost 
certainly is the Bunting Distributor. He carries in stock for your money saving conven- 
ience Bunting Standard Stock Industrial Bearings, Electric Motor Bearings, and Precision 
Bronze Bars—ask him for catalog. 


Pie: ~~ 


There are approximately 2,000 Industrial Distributors serving every industrial section 
of the United States. In 1948, their total sales were more than $3,000,000,000. 
They carry an average inventory investment of $500,000,000, turn their stocks over 5 
to 6 times per year, fill 200,900 orders per day, have 12,000 outside salesmen and 
ergineers, 10,000 inside telephone order expeditors, operate 8,000 trucks delivering 
merchandise on which their average net profit is .0292 cents per dollar of sales. 


Bunting 


BRONZE BEARINGS BUSHINGS PRECISION BRONZE BARS 


THE BUNTING BRASS & BRONZE CO., TOLEDO 9, OHIO 
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This advertisement, addressed to your customers, appears currently in metal working publications. It is reprinted here for your information. 


es rw DISTRIBUTOR 
‘BELONGS IN YOUR PICTURE 


No small share in the task of building up America's 
industrial strength is borne by the distributor. He stocks 
and supplies alll kinds of industrial products. He can 
deliver them faster, more efficiently, and more 
economically than can be done by any other method yet 
devised. He serves the manufacturer. He serves the 
industrial consumer. He deserves ali industry's support. 














y- 


HAND, CHIP DRIVER, MACHINE SCREW, 
PIPE, PULLEY, NUT, AND TAPPER TAPS 


WINTER BROTHERS COMPANY « Division of 
the National Twist Drill and Tool Company, 
Rechester, Michigan, U.S.A. ¢ Distributors 
in Principal Cities * Branches in New York, 
Detroit, Chicago, San Francisco. 











This message on the vital place of the 


ibutor in the nation’s in- 


industrial distr F 0 
dustrial picture, 'S currently appearing R YEARS 
EEN SAYING: 


nour national atie- magazine schedule. 


DISTRIBUTOR” 


Se caALt YOUR 


ence, that the 
for all staple 
9 Tools. 


on long experi 


e best source 
L Metal Cuttin 


rm belief based 
s the on 
NATIONA 


AL'S fi 
al distributor i 
cluding 


/; 
It is NATION 
local industri 
industrial needs — in 




















ill serves the 
nippl 
Other 

emi-necdle 13 per 
tainless stecl stem-dis 
thread for 
mackseating 


] 


Satie PUTPOsc 


features include a long taper 
ent chromium 
k with fine pitch 
regulation of flow; 
houlder for repacking 
inder pressure; extra broad seat joint 
tight closure: and bonnet and 
acking nut plated to reduce possible 
Che globe de 
Edwards | 
Fig. 153). 
150k or 600 


} 
COSC 


galling and corrosion 
gn is designated as 
1527 and the angle as 
ire 4,000 Ib at 
30] 

Edward Valves, Inc., Subsidiary of 
Rockwell Mfg. Co., East Chicago, HI 
Industrial Distribution, June 1951 


Masking Tapes 
Faster Application, 
Better Contour Flexing 


\ new line of paper-backed, pres 
tapes, Behr-Cat Brand 
Masking Tapes, is designed for a widc 
variety of applications. The tapes are 
idapted to masking, as in 
brush painting; ] 


sure-sensitive 


spray or 
stencilling, as in 
fey ] nt kag , 
stencil paintin packaging, 
is for shipment or storage; 
is for dustproof 
is for loose parts in 


screen or 
sealing 
holding, 
issembly; label 


containers; 


on goods transferred from orig 
inal container; 


ing, as 
ind surface protection 
is glass from chipping, 
ment im transit 

Among other benefits 
Behr-Manning — are 
for faster application, better flexing to 
contours, and dead-stretch that pro 


creep-under of 


ind equip 


laimed by 


correct tackines 


vents paint 


Behr-Manning, ‘Trov, N.Y In 
dustrial Distribution, June 1951 




















Overload Release 


Simple, 
Fool Proof 


\ simple, fool-proof, mechanical 
overload release for use with the com 
plete range of sizes of the American 
Reduction Drive is wailable 

This overload release is used on 
the reducer end of the torque arm 
nstructed as to engage 
stud of the unit. The 
overload release mechanism is pre-set 
for the maximum torque of cach of 
sizes of American Reduc 


now 


ind is so 
the housing 


the seven 
tion Units 

It is said to work equally well, 
whether the torque arm is mounted 
so as to be in tension or compression, 
and provide instantaneous release of 


Continued on page 145) 





Product 


Track Jack 
Abrasive Dises. 
Co. 


Portable Tools Cummins 


Magnet Chains 


Co., Ine. 
Gaze Valve 


Co. 
Masking Tapes 
Overload Release 
Electric Tachometer t 
Aprons 
Steel Tape 
Vacuum Cleaner 
Pumps 
Needle Files a €. 
Valves 
Chain Drive 
Fork Lift Truck 
Drill Grinder 


Feeding Table 





Manufacture 


Templeton, Kenly & Co. 
Bay State Abrasive Products 


Portable 
Division of Cummins- 
Chicago Corp. 136 

American Chain Div., 

American Chain & Cable 


Edward Valves, 
sidiary of Rockwell Mfg. 


Behr-Manning 

Phe American Pulley Co 

.S. Electrical Motors, Inc. 145 

The Ballad Co. 

The L. S. Starrett Co. 

Syntron Co. 

Binks Mfg. Co. 

Atkins & Co. 152 

Homestead Valve Mfg. Co. 

Morse Chain Co. 

Yale & Towne Mfg. Co. 157 

Power Tool Division, Rock- 
well Mfg. Co. 158 

Lyon-Raymond Co. 


Page Product 


136 | Fork Truck 


136 Micrometers 
Pulley 
Portable Saw 
Saw Blade 
Tool Holder 
Contact Wheel 
Rules 

Radial Saw 
Steady Rest 
Solder 


Tools, 


136 


Inc.. Sub- 


136 
140 
140 
116 Torque Wrenches 
116 
150 
150 


Metal Polish 
Tube Fittings 


156 
156 


Pusher Device 


Mixer 


Tool Bits 


Wrenches 





158 


Manufacture 


Materials Handling Div., 
Market Forge Co. 

The L. S. Starrett Co. 

Gerbing Mfg. Co. 

Millers Falls Co. 

PTI Ine. 

Robert H. Clark Co. 

The Carborundum Co. 

Stanley Tools 

Skilsaw, Inc. 

South Bend Lathe Works. 

All-State Welding Alloys 
Co., Ine. 17 


Bonney Forge 
Works 


Industrial-Aviation Div.. 
R. M. Hollingshead Corp. 

The Special Screw Products 
Co. 

Clark Equipment Co., In- 
dustrial Truck Div. 


and Tool 


Construction Machinery 
Co. 
Gorham Tool Co. 


Owatonna Tool Co. 
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Portable Electric 
* Screw Drivers 


° Drills 
¢ Impact Wrenches 








ae i 


\ \ 


; | 
Portable Electric 
¢ Bench Grinders 
eSaws 

e Hammers 

¢ Sanders 
e Polishers 

















PORTABLE POWER 
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—e _ ke; Na DISTRIBUTOR’ 


A Convention Note to Distributors---- 
These four pages illustrating the big... 
new ... modern line of Thor “Silver Line’ 
electric tools are being repeated in 
publication inserts and direct mail circulars reaching 
half a million industrial buyers. 


SELL THOR...PROFIT MORE! 


t- “Say 
ie a — vy Ir 
from 


No. 8 — No. 12 DRIVERS 
Capa Capacity: 
No. 8 foun, y 16” Nut To No. 12 Screw, %4” Nut 
18 Models 13 Models 


No. 14 DRIVERS No. 18 DRIVERS 
Capacity: Capacit 
No. 14 Screw, 5/16” Nut No. 18 ome %%” Nut 
8 Models 5 Models 


Reduce assembly costs, speed output— 
with Thor UNIVERSAL ELECTRIC screw- 
drivers and nut setters. Equipped with 


positive, slip, or kick-out clutches for 


<=? 
J from ré +s ° 
your } precision control of tension. 58 models Ve", Se” NUT SETTERS 


GCL) No. 24 Semen %” lag Screw 
4 Models 


for every fastening requirement. Capacity: 


SCREWDRIVERS 
and NUT SETTERS 


BALANCERS FOR TOOL SUSPENSION 
Suspend screwdriver and other tools over the work. A slight pull 
brings the tool down . . . upon release it rises out of the way. 


SIZE ° 10BX 308 


&  « ) L $s Capacity, Ibs. 
; 20 


Maximum 


NEW POWER, new precision, new Minimum 10 


Range of Travel 
sturdy dependability in a completely in Feet 5 
i * Distance Hook 

new line of portable electric tools pene 
° Standard* 19” 19” 35” “ 54” 
developed from Thor's 58 years Minimum** 13” 13” 16" a 7%" 
Weight, Ibs. 13%” 13%4” 16%” ” 4a” 


. “As shipped with standard length cable. 
manufacturing. **Obtainable by shortening cable. 



































experience in power tool design and 








VY," STANDARD DUTY Ve" HEAVY DUTY 
7 speeds—550 to 5000 R.P.M. 7 speeds—500 to 5000 R.P.M. 
plus Right Angle Model Pistol Grip or Side Handle 
Weight, 3 Ibs. Weight 37% Ibs. 


%", 5/16", %” 
Yass dens eu tama ones 
DURABLE PLASTIC HOUSINGS VY." STANDARD DUTY 
2500, 3750 or 5000 “ M 8 Models—Av. Wt. 7 Ibs. “COPPER LINE” CLASS 
Pistol Grip or Side Handle Right speeds for each capacity 2000 R.P.M. Wt., 4 Ibs. 
Weight 34 Ibs. 


%” and %” > 
4” HEAVY DUTY (8 LBS.) EXTRA HEAVY DUTY ¥,” STANDARD DUTY 
VY." EXTRA HEAVY DUTY (1312 LBS.) %", 1" and 1%” HEAVY DUTY “COPPER LINE” CLASS 
%” and %” STANDARD DUTY (14 LBS.) Spade Handle or Feed Screw 420 R.P.M. Wt., 10 Ibs. 


IMPACT _— 
: Bench or Post Type 


For All Drills 


WRENCHES 


Fastest, easiest way to remove or wa 
apply nuts, drive screws, drill in ‘ 

masonry, steel, etc. Runs as free as wif 

an electric drill on lighter applica- ~~ j 

tions, delivers two hard rotary im- . , 

pact blows for every spindle revolu- 

tion when the going is tough. Extra 

sturdy Thor ae mechanism de- %” ELECTRIC A. 
livers wider-radius blow for extra IMPACT WRENCH 12% Ibs. 
power and efficiency. 6 Ibs., 14 oz. 


ASE KITS AVAILABLE 








PORTABLE POWER 


for MANUFACTURING 
and MAINTENANCE 


BALL BEARING 


BENCH GRINDERS 
6”, 7”, 8”, 10” Wheels 


PORTABLE ELECTRIC 
SAWS 
6”, 7”, 8”, 10”, 12” Blade Sizes 


PORTABLE ELECTRIC 
HAMMER 


1%” Star Drill Capacity 
Weight, 14 lbs. 





WRITE FOR FREE CATALOG No. 39 


INDEPENDENT PNEUMATIC TOOL COMPANY 


AURORA @ ILLINOIS 
BIRMINGHAM, ALA. i coLo. PHILADELPHIA, PA. SEATTLE, WASH. 





STON, MASS. DETROIT, MICH. PITTSBURGH, PA. TORONTO, ONT. 
TON, TEXAS ST. LOUIS, MO. e 





NGELES, CALIF. ST. PAUL, MINN. ENGLAND 











FFALO, N. Y. HOU 

HICAGO, ILL. Los 

INNATI, OHIO MILWAUKEE, WIS. SALT LAKE CITY, UTAH MEXICO 

ELAND, OHIO NEW YORK, N. Y. SAN FRANCISCO, CALIF. SOUTH AFRICA 
EXPORT DIVISION—NEW YORK, N. Y.—Cable Address THORTOOLS 

“THOR TOOL HEMISPHERE, INC.,” SAO PAULO, BRAZIL “THOR TOOL CONTINENTAL, INC.,” ANTWERP, BELGIUM 


JE-1313 See ‘‘TOOLS-ELECTRIC’”’ in Your Local Telephone Directory 














New Products 


Starts on page 136) 





the unit upon any excessive jamming 
x shock loads, thus protecting both 
the motor and the machinery against 
damage. 

Ihe release is easily re-engaged 
without the use of tools and will pro 
vide dependable operation throughout 
the life of the drive. 

The American Pulley Co., Philadel 
phia, Pa.—Industrial — Distribution, 
June 1951 
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Electric Tachometer 
For Continuous, Accurate 
Speed Indication 


For motor applications that require 
continuous and accurate speed indi 
cation, an electric tachometer ar 
rangement has been provided. U.S. 
Varidrive motors are now available 
vith Model R-1 tachometer and gen- 
crator in ratings from } to 50 hp and 
speeds from 2 to 10,000 rpm. 

The sturdily built, permanently 
lubricated, ball bearing type generator 
is coupled to the U.S. Varidrive and 
requires no other source of power. 
The tachometer indicator is enclosed 
to prevent entrance of dust and other 
foreign particles, and can be mounted 
at distances up to 300 feet from the 
Varidrive without affecting accuracy. 

Ihe indicator dial shows operating 
percent of the Varidrive 
speed By the use of 
indicator; the rate of pro- 
duction of a given machine is in 
stantly available. Other forms of dial 
indication are also available. Supplied 
with unit is 10 fect of two 
conductor cable, making possible the 
mounting of the tachometer in the 
most advantageous location 


U S Ele trical Motors, Inc... Lo 


speed ds i 
maximum 


percentage 


each 


esmond 
3-POINT SALES PROVEN PLAN 





promotes dressers 
month after month 


SUSTAINED ADVERTISING. Tips 


on faster grinding are part of Des- 
mond’s wide promotional campaign in 
metal working publications . . . Year 
after year, ‘long range’ advertising re- 
minds users that Desmond makes the 
only complete line of dressers and cut- 
ters, sold exclusively through industrial 
distributors. 


CUSTOMER SERVICE. The Des- 
mond Dresser Guide is becoming a 
standard chart on shop and tool room 
walls . . . an indispensable guide to 
faster grinding that grows constantly 
in importance. Guides are available to 
customers through distributors 
another Desmond service to customers 
and hence to Desmond distributors. 


ORDER PRODUCERS. Desmond 


offers a variety of folders, booklets, and 
literature designed to show what Des- 
mond can do for users of grinding 
equipment . . . backed by a name fa- 
mous for service, famous as maker of 
the only complete line of grinding 
wheel dressers and cutters. This is Des- 
mond’s 3 point plan to insure steady, 
repeat business for you month after 
month. 


VISIT DESMOND BOOTH NO. 720 
at the Triple Mill Supply 
Convention 


THE DESMOND-STEPHAN MFG. CO. 
URBANA, OHIO 








S 


the only complete line of grinding wheel 


DRESSERS & CUTTERS 








~~ 2 0p EP 


Angeles, Calif —Industrial Distribu 


BALL BEARING 
June 1951 


a A TOOLS WHEEL TYPE 
DRESSERS 


tion curren, TveR ‘DRESSERS NIBS DRESSERS 


STEEL-SUDE ‘Ses 
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WELL-MARKED 


e Each acco Registered sLING CHAIN is well- 
marked with a positive identification ring 
that stays put. This ring reduces guesswork. 
It increases the satisfaction your customers 


get in using acco Registered SLING CHAINS. 


It helps them remember the name. 
you sell more Slirig Chains. 


It helps 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Aprons 


Serviceable, 
Low Priced 


Three all purpose industrial aprons 
designed for service are being made 
by the Ballad Co. No. 200 medium 
weight comes in natural duck or blue 
denim. It is 36 by 30-in. with 1-in. 
hem and 3-in. white linen tape strings 
and neck band. It has a 94 x 10 
utility pocket, and a 5} x 3-in. rule 
and pencil pocket. 

No. 400, carpenters, nail and pro- 
tective apron is of heavy duty nat- 
ural duck, size 194 x 21-in. with long 
tape strings and neck band. It has 
large double pockets, including rule 
and pencil pocket. 

The Ballad Co., Memphis, Tenn. 

Industrial Distribution, June 1951. 














Steel Tape 


Available In 
Four Lengths 


\ new line of precision case-type 
steel tapes just introduced by The L. S. 
Starrett Co., Athol, Mass., offers sev- 
eral new features, including a patented 
built-in tape hook. 

The No. 530 series, a popular priced 
tape, features a 2-in. wide tape line 
made of quality steel accurately etched 
with bright graduations on a no-glare 
black background. Available in 25, 50, 
75 and 100 ft. lengths, with quick- 
reading graduations in feet, inches and 
eighths the entire length of the line, it 
is also marked in metric or both Eng- 
lish and Metric graduations. 

The cases are of exceptionally 
rugged construction, consisting of two 
plated steel sections covered by heavy, 
durable, wear and weather resisting 
artificial leather held firmly in place by 
a heavy, nickel-plated patented con- 
cave-convex ring. The artificial leather 
cover is red set off by contrasting 
nickel-plated trim. 

The L. S. Starrett Co., Athol, Mass. 

Industrial Distribution, June 1951. 

(Continued on page 150) 
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How an 1838 Brougham builds sales for you in 1951 


The above advertisement is running in the 
top magazines read by the people you sell. 

It shows one of 19th Century England’s 
great craftsmen building a new style of 
coach to Lord Brougham’s specifications, 
paying close heed to the fasteners . . . vital 
parts on whose performance the perform- 
ance of his assembled product so largely 
depended. 

It’s the first advertisement in an extensive 


campaign to help maintain RB&W’s prestige 
.-.-and yours, if you are an RB&W distributor 
... With full-page messages in FORTUNE, MILL 
& FACTORY, PURCHASING, IRON AGE, STEEL, 
etc. 

MORAL: Stock RB&W bolts, nuts, screws 
and rivets of uniform accuracy, dependa- 
bility and physical properties. It’s the com- 
plete quality line that supports your selling 
efforts with quality advertising. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


106 YEARS MAKING SBTRONG 
THE THINGS 


RBaw tit combate quill line 


Plants at: PORT CHESTER, N. Y., CORAOPOLIS, PA., ROCK FALLS, ILL., LOS ANGELES, CALIF. Additional sales offices at: PHILADELPHIA, DETROIT, 
CHICAGO, CHATTANOOGA, DALLAS, OAKLAND. Sales Agents at: PORTLAND, SEATTLE. Distributors from coast to coast. 


THAT MAKE AMERICA STRONG 
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we will depend upon 


this man 


for a long time.... 


The Link-Belt distributor organ- 





ization serves an essential function, 
growing in importance with each 
year. 

Serving industry better and bet- 
ter is our mutual responsibility. 


Together we shall do a resultful 


job. 


LINK-BELT COMPANY 


SEE US AT THE SAN FRANCISCO CONVENTION— 


© BOOTH NO. 1106 IN THE CIVIC AUDITORIUM 


INDUSTRIAL DISTRIBUTION ¢ JUNE, 1951 











| Vacuum Cleaner 


Developed 


I) For Industrial Use 


A new vacuum cleaner for indus- 
trial use operates on high pressure 
compressed air and is for cleaning 
stockbins and dusty or linty machines 
or under explosive conditions where 
electric cleaners would present a 
hazard. 

The cleaner is made of aluminum 
and plastic stampings. The dirt-col- 
lector bag is inside the cleaner so it 
will not dirty or soil the clean up- 
holstering and is easy to empty and 
clean. It operates on air pressure of 
from 70 to 160 psi and consumes at 
100 psi about 44 cubic ft. of air 
per minute. The unit comes com- 
plete with a 12 ft. length of air hose 


Unusually clean sockets 3), °c: cis, pa 
in double-extrusion-produced Industrial Distribution, June 1951. 
Cleveland Socket Screws 


Your customers are sure of faster-working, extra clean Designed For Use 
sockets in Cleveland Socket Head Screws. Made by the : 

Kaufman Double Extrusion Process in closely controlled With Spray, Flow Guns 
progressive operations in one machine, (see above) sock- 
ets are perfectly concentric, true hex with sharp corners, 
and clean—all the way to the bottom. It pays you to stock 
and sell Cleveland Socket Head Screws. 





Pumps 


A new line of air-operated material 
handling pumps is especially designed 
for use with spray or flow guns in- 
cluding those used for fine finishing 
THE CLEVELAND CAP SCREW COMPANY work. These pumps handle all mate- 
2917 Best 79th Street 8 Cleveland 4, Ohio | Tals from thinners, enamels, lacquers, 


Warehouses: Chicago, Philadelphia, New York, Providence | and paints to adhesives, sound dead- 
eners, heavy roofing materials, and 


CLEVELAND Top Qual FASTENERS | protective coatings of every kind— 
Ofo even those containing abrasives. 

It is claimed that these pumps op- 

erate directly from original shipping 

containers, saving the user 3 to 6 

cents per gallon of material on han 

dling time alone. One feature of the 

pumps is their double-acting opera 

tion and long stroke. Material is 

pumped on both the down-stroke and 
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_-eeethat’s easy to reach? 


Why? Because wherever you see a paddle-and-can em- 
ployee “reaching” for lubrication points, you know 
there’s danger! Danger to plant personnel from slips and 
falls... 
proper lubrication! 


danger to vital bearing parts through faulty, im- 


When you see conditions like this you know it’s time to 
with Alemite fittings and Hand Gun com- 
binations! For “plant proved” Alemite Hand Guns assure 


move in fast 


thorough, mess-free lubrication of even the most difficult 
to reach bearings. Save grease. Save time. Bring plant 
managers a faster, easier, more economical solution to 


Alemite Lever Type Guns deliver a pressure “push” (up to 
10,000 Ibs.) tough enough to quickly lubricate the tightest 
bearings. 
Alemite Push Type Guns bring faster, easier lubrication 
of high and other hard-to-reach fittings. Leave one hand 
free for extra safety in climbing. 
Alemite Adapters and Hose Extensions make possible an 
easy reaching of out-of-the-way bearings. Assure high 
pressure lubrication at any angle. 

Adaptable to any type of lubricating system, Alemite 
Hand Guns meet all capacity pressure and volume re- 


every lubrication problem. 


quirements. SELL ONE FOR EVERY PLANT NEED! 











Alemite Lever Gun—Model 1056-SE. For pressure gun lu 
bricants. Develops up to 10,000 lbs. pressure. Positive deliv 
ery assured by heavy priming spring behind neoprene fol 


lower. 1 lb. capacity. Loader fitting. 


a 





5 ae —_— re 


Py 


Alemite Lever Gun—Model 6243-J. High pressure piston 
(up to 10,000 Ibs. easily). Combination spring and vacuum 
priming. 21 oz. capacity. Loader fitting. 


VY 
Alemite Push Type Gun Model 7584. Develops up to 8,000 
lbs. pressure. Hydraulic coupling provides quick, positive 
seal with hydraulic fitting. 9 oz. capacity. Loader fitting. 


Alemite Adapters and Hose Extensions 





Hydraulic Swivel Adapter Model 6278. Can be swiveled 
and locked at various positions for the best angle to reach a 
bearing. The lock sleeve holds adapter firmly to the gun 
coupler. Length $”. 


Alemite Hand Gun Hose. Available in a full line—for hy 
draulic, pin type and button head fittings. Hydraulic Model 
6703-B illustrated. 











Ancther Product f 


vat ALE MIT 


$. PAT. OFF. 





Stewart-Warner Corporation Chicago 14, Illinois 
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PILLOW 
~ BLOCKS 


MRC STANDARD SERIES 
BALL BEARINGS 


STOCK AND SELL LIFE-LUBE BEARINGS FOR 
CUSTOMER ACCEPTANCE AND GOODWILL 


BEARING—Standard 200 Series with wide inner ring, deep ball race 
groove, close curvature type providing maximum load-carrying ca- 
pacity; no sacrifice of radial space for shaft adapter sleeve. This 
bearing is manufactured by the Marlin-Rockwell Corporation. 


COLLAR—The proven eccentric self-locking collar is unexcelled. 
To lock the bearing to the shaft, simply engage the collar with the 
eccentric and tighten set screw. The locking action becomes tighter 
with shaft rotation 


SEALS—A special feature of the MRC ball bearing used in the 
WOODS’ LIFE-LUBE Pillow Block is the synthetic rubber seal bonded 
to a steel core. This is a highly efficient seal excluding foreign 
matter and retaining the lubricant permanently 


SELF-ALIGNING—The housing is machined with a spherical seat 
corresponding to the spherical surface of the outside diameter of the 
bearing. The seal, being an integral part of the bearing assembly, 
allows unrestricted alignment in any direction. 


PERMANENT LUBRICATION—WOOD’S LIFE-LUBE Pillow Blocks, 
equipped with MRC Ball Bearings, are permanently lubricated with an 
approved high quality lubricant. This insures a saving in time and 
lubricant eliminating any relubrication maintenance cost. Also longer 
bearing life is realized because many bearings are ruined by dirt 
introduced at the time of relubrication 


WRITE FOR BULLETIN 194 


T. B. WOOD’S SONS COMPANY 


CHAMBERSBURG, PA. 


Branches: Boston, Mass., Newark, N. J., Dallas, Tex., Cleveland, O 
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the up-stroke of these reciprocating, 
positive action pumps, giving a 
smoother, faster flow of materials. 

They are available in five _pres- 
sure ratios ranging from 1:1 for han- 
dling light materials to 10:1 for heavy, 
semi-luid materials or those which 
must be pumped through long hose 
or pipe lines. 

Binks Mfg. Co., Chicago, Il.—In 
dustrial Distribution, June 1951. 


Needle Files 


Designed For 
Precision Work 


Twelve Swiss Needle Files come 
in a transparent plastic Case, approxi 
mately 63 x 2% x 7-in. overall. In 
dividual holders prevent rubbing and 
protect the point. The files in No. 
2 or medium cut have knurled han 
dles for positive grip. They come in 
the following shapes: round, square, 
three-square, warding, knife, half 
round, marking, crossing, barrette, 
equalling, slitting, and round-edge 
joint. 

E. C. Atkins & Co., Indianapolis, 
Ind.—Industrial_ Distribution June 
1951 


Continued on page 156 








WE HAVE 
THE ANSWER FOR 
EVERY ONE OF THEM 


iu 
GEARMOTORS 
Stock Ratings 1 to 15 HP 
open, enclosed, Explosion-Proof 


Yes Sir! When you have a motor 


problem, call on Mr. Motor. Take these 
Gearmotors for example — Mr. Motor 
builds a complete line from 1 to 150 
HP in open, enclosed, and explosion- 


proof enclosures for his Distributors. 


Mr. Motor tells us, “It’s easy to sell 
these Foote Bros.-Louis Allis Gear- 
motors, but remember men, you have 
to tell your customers about them and 
ask for the order to get the business.” 


Bulletin 1000 describes these units, 
and the prices and dimensions for 
stock ratings are listed in the Con- 
solidated Catalog No. 103. 


* Trademark of the Louis Allis Co. 


Sales Corner — 





Check your customer list for: 


CEMENT MILLS where these self- 
cleaning cement mill motors do 
the trick. 


OIL WELL COMPANIES where spe- 
cial Oil Well Pumping Motors are 
required. 


BEVERAGE AND FOOD PLANTS 
which need a Sanitary Motor. 


CHEMICAL and REFINING PLANTS 
where Explosion-proof motors are 
needed. 


THE LOUIS ALLIS CO. 


MILWAUKEE 7, WISCONSIN 
Copyright 1951 
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Tool Holders 

Turret Lathe Tools 

Lathe Dogs 

High Speed, Cast-Alloy and 
Carbide Cutter-Bits, Blades 
and Cutters 

Setting-up Tools 

Drop Forged aye Bolts 
Machine Shop Specialties 
Drop Forged Wrenches 

Box Wrenches 

Socket Wrenches 


ARMSTIAG BROS. 


Pipe Tools 


You have an important assignment 
in defense production a 


. .. to see that all plants in your area are 
amply and properly tooled for defense work 
with ARMSTRONG TOOL HOLDERS and 
ARMSTRONG TOOLS. With the correct 
sizes and types of ARMSTRONG TOOL 
HOLDERS for every operation, these plants 
can increase speed and feeds on lathes, 
planers, slotters and shapers, can speed-up 
output while lowering costs. The fine bal- 
ance and accurate sizing of ARMSTRONG 


WRENCHES speeds assembly. ARMSTRONG 
Setting-up Tools reduce set-up time and 
prevent accidents during operation 


Item by item each ARMSTRONG TOOL 
makes work easier and faster. And, sig- 
nificant too, is the fact that most tool users 
recognize this, and will appreciate your 
assistance in helping them tcol-up with 
ARMSTRONG Quality Tools. 


ARMSTRONG BROS. TOOL CO. 


5205 W. Armstrong Ave. 





Chicago 30, til. 














NalionulGanders 


Used in finishing rooms in the Automotive 
...-Aviation...Metal Working... Plastics 


--. and Woodworking Industries. 


Model 400 


Model 300 


Model 500 


ETER THESE PROFITABLE MARKETS Now. 


GOA 


National has a complete line of portable sanders ... air or 
electric driven with either straight-line or orbital action. 
With the National line you are able to offer your customers, 
in all felds of manufacturing, the sanding machine | best 
See how you fit into National's 


adapted to their needs 


selective distribution system. Write for details today 


Dealer Aids and Advertising to help you sell! 


NATIONAL 


NATIONAL AIR SANDER, INC. 


2822 AUBURN ST., ROCKFORD, ILLINOIS 
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| Valves 


Worm, Gear 
Operated 


Worm and gear operated valves 
have been added to the line of Home- 
stead-Reiser lubricated plug valves. 
Ihe new valves, Figure 502 GW, 
have the patented ‘“Self-Seald’” con 
struction; port area equivalent to 100 
percent of the area of standard pipe; 
are cast in semi-steel; and made fn 
8, 10 and 12-in. size. 

Homestead Valve Mfg. Co., Cora- 
opolis, Pa.—Industrial Distribution, 
June 1951 














hain Drive 
Rugged, Smooth 
Transmission 


Ihe Morse Hy-Vo (high velocity) 
Chain Drive provides a power trans 
mitting medium that combines the 
ruggedness and dependability of a 
gear drive with the smoothness and 
lack of vibration of a belt, according 
to the manufacturer. 

The new drive makes possible single 
drive units capable of transmitting 
as much as 5,000 hp, at linear speeds 
up to 6,500 ft. per minute. It is 


| claimed that Hy-Vo gives increase in 


speeds with narrower widths than con- 
ventional drives, and also eliminates 
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The veteran industrial salesman takes times like these in 
his stride. Certainly, he may gripe about the maze of rules 
and regulations enforced by the mobilization program. 
But he looks upon his increased responsibilities as increased 


opportunities to work closer than ever with his customers, 


His long-range viewpoint is made more realistic when he knows 
that the manufacturers whose products he sells maintain a strong 


policy of cooperation with distributors. 


Deming Distributors’ Salesmen have that assurance. More than 70 
years of cooperation with distributors is the record of The Deming Co. 


An extension of that policy is the development of the highly diver- 
sified line of Deming Pumps. The complete line includes a broad 
range of horizontal and vertical centrifugal pumps, shallow and 
deep well turbine pumps, jet-type pumps, power driven reciprocat- 
ing or plunger pumps, sump pumps, condensation return units, boiler 
feed pumps and many others. 


From the viewpoint of the far-sighted distributor’s salesman, the 
Deming line of industrial pumps offers the strongest possible set-up 
for future business when “DO” business is only a memory. 


THE DEMING COMPANY 


511 BROADWAY ° SALEM, OHIO 
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SLING CHAINS - RAILROAD CHAINS + BUILDING CHAINS - HOIST CHAINS 


—_ | — Sew See ee “Sees” «= Ce” «Oe | Se” 


CHAIN FOR EVERY NEED! } 
HOME, FARM, AUTOMOTIVE, INDUSTRIAL... 








RAYMOND L. ROUND 


President and Chairman of the Board, 


ali Round Associate Chain Com- 
panies. Grandson of the founder hat 
its history — since 1869—the ROUND Chain organization has 


been continuously and actively operated by practical chain men. Today there are nine ROUND Com- 
panies located in strategic U. S. industrial centers. Seven offer chain of every type and size for all home, 
farm, automotive and industrial uses. Another manufactures the finest in hoists and other materials 
handling equipment. The ninth ROUND Associate is a quality plating and galvanizing company. 


Each firm is managed by experienced, capable executives. Many of these men have grown up in 
the chain industry . . . possess many years of service in the ROUND organization. Others, younger 
executives, are graduates of the ROUND training program . . . were carefully schooled in the ROUND 
organization for their present positions. 


We invite you to become acquainted with the ROUND organization. You'll find us a friendly, 
“eager-to-help" group which will consider it a great privilege to serve you. A-3995 


Reoured ASSOCIATE CHAIN COMPANIES 


THE CLEVELAND CHAIN & MFG. CO. 
Cleveland, Ohio 


THE BRIDGEPORT CHAIN & MFG. CO. SEATTLE CHAIN & MFG. CO. 


Bridgeport, Conn. Seattle, Wash. and Portland, Oregon 


ROUND CALIFORNIA CHAIN CO. | WOODHOUSE CHAIN WORKS THE ROUND CHAIN & MFG. CO. 


So. San Francisco and Los Angeles, Cal. Trenton, N. J Chicago, Ill. 


THE SOUTHERN CHAIN & MFG. CO. THE PLATING & GALVANIZING CO. OHIO HOIST & MANUFACTURING CO. 


Birmingham, Ala. Cleveland, Ohio Cleveland, Ohio 


In addition to chain and chain products, Round Associate Chain Companies offer a complete line 
of modern, soundly-engineered materials handling equipment: 


Ohio Hand Chain Hoists (all types) * ‘Bob-Cat" Electric Hoists * Trolleys * Winches 
Crabs ¢ Hoist Chain for all makes and types of hoists 


—- Security in Cvery Link 

















sell...maintain the quality of 


CHAIN ! 


FARM CHAINS - MARINE CHAINS - TIRE CHAINS - LOG CHAINS 


rr or 
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— 


oe 


PR a m. 
JAMES W. DICKEY 


Vice President and Treasurer, all 
Round Associate Chain Companies. 
General Manager, The Cleveland 
Chain & Mfg. Co. 


A. H. LUCHS 


General Manager, Round Califor- 
nia Chain Co. (So. San Francisco). 
24 years with Round organization. 


21 years in So. San Francisco. 


A. J. WILLINGHAM, JR. 


General Manager, The Southern 
Chain & Mfg. Co. Graduate of Round 
training program. 2 years with 
Southern Chain. 


—_ “ewes 
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DAVID J. GEMMELL 


Executive Vice President and Direc- 
tor of Sales, The Cleveland Chain & 
Mfg. Co. 33 years in chain indus- 
try. 23 years with Cleveland Chain. 


J. D. CAVAN 


District Manager, Round California 
Chain Co. (Los Angeles). 14 years 
with Round organization (8 years 
with Seattle Chain & Mfg. Co.) 


BYRON M. GLAD 


District Manager, Seattle Chain & 
Mfg. Co. (Portland). Graduate of 
Round training program. 4 years 
with Round organization. 


cme 


—_ “SS 


W. J. McELROY 


Vice President in charge of west 
coast operations. 35 years with 
Round. 30 years, vice president 


and general manager, Seattle Chain. 


JOHN F. ANSINK 


General Manager, The Round Chain 
& Mfg. Co. 15 years with Round 
organization. Formerly district man- 
ager, Cleveland Chain. 


J. E. RHOADS 


General Manager, Plating & Gal- 
vanizing Co. A graduate of Round 
training program. 2 years with 
Plating and Galvanizing. 





F. A. DIEL 


Vice President in charge of east 
coast operations. 23 years in chain 
industry. 20 years with Bridgeport 
Chain. (17 years as general mgr.) 


WILLIS J. KEENAN 


General Manager, Woodhouse 
Chain Works. 14 years with Round 
organization (12 years with The 
Bridgeport Chain & Mfg. Co.) 


C. J. GERKER 


General Manager, Ohio Hoist & 
Mfg. Co. 22 years experience in 
wholesale hardware and mill sup- 
ply industries. 





Round —the oldest name tn chain 

















From strong, 

wrench-fitting 

heads to clean, sharp 

threads, Republic Upson 

Headed and Threaded 

Products are tough...with the 

kind of toughness that takes heavy 
wrenching without slipping, stripping 

or shank failure. Over 20,000 shapes and 


sizes make Republic Upson a good source 


of supply for all standard bolt and nut needs. 


Why not make it yours? 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division 
CLEVELAND, OHIO . GADSDEN, ALABAMA 
Export Department: Chrysler Building, New York 17,N. Y. 
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the Hv-Vo links with conjugate action 
\lorse Chain Co., Detroit, Mich 

ndustrial Distribution, June 1951 


Fork Lift Truck 
Greater Stability, 
Rugged Design 


gasoline fork lift truck espe 

designed for use by railroads, 

teamship lines, stevedores, loaders, 

ind oth concerned with waterfront 

handling is made to give 4 to 6 times 
th usual crv ice l 

Ihe new Yale truck, the “Ste 

re , mcorporates engimcering tea 

demanded by continuous, rugged 

ind freight handling operations. 

base and width of the 

wer-size to provide greater 

when operating over rough 

\ suction blocking 

underside of the truck 

s dust, dirt, grain, chaff and 

oreign material from being 

up ove! the engine and into 
radiator cores. 

line and water capacity on th 

k have been increased to 

lowntime for refueling and 

An over-size, truck 

radiator keeps the engine run 

ning efficiently without danger from 

rheating 
Yale & Towne M[fg. Co., Phila 
lelphia, Pa.—Industrial Distribution, 
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Sales keep coming! 


BEALL nationally advertised, time-proven helical 
Spring Washers are used ly the millions by indus- 
try and railroads. They keep bolted assemblies 
tight . .. permanently tight. 


BEALL Spring Washers—for 30 years—have been 

precision made to the exact dimensional standards 

of the American Standards Association and are , 

available in all sizes and metals. Packed in car- ! Packed in 


cartons 


tons, kegs and cases. : ond bulk, 


SPRING WASHER SPECIALISTS for 30 Years 


BEALL TOOL DIVISION ot nusearo « co. 


160 Shamrock St. « East Alton, Ill. 
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EaAéer to identify see now the tabet 
stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


Easier to handle Pheoll products are 
packed in sturdy boxes that won’t “‘bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


Easier to get Prompt, reliable deliv- 
ery through convénient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand” fasteners. 


Ea die to sell Pheoll products are 
money makers because they're easy to sell. 
They're fast movers. They repeat because they're 
made to build your business. Our reputation is 
your guarantee 


Reoll business builders 


[Machine Screws 
t 0d Screws 
Sheet Metal S 
*Cap Screta! Screws 
>Guare He. 
s , 
Kl eadle *Machine Screw Nut: 
chet s *Semi-Finished Nuts. 
> s ° 
*Thumb Sows” sag Cap hts: 
P Nuts—Br 
Knurled Nuts _ 


Machine Bolts 
Carriage Bolts 
Lag Bolts 

Brass Washers 


t 


ead Set Screws 
> et Screws 
et Screws 


T*Stove Bolts *Th 
readed Rods 


Slotted and Phillips Recessed Heads 


*Steel and Brass 


a Write, wire or phone , 
kA 


SCREWS e BOLTS e@ 





Drill Grinder 


Uses Standard Grinder 
To Sharpen Steel Drills 


A drill grinding attachment, No. 
1296, sharpens steel drills of any size 
from }-in. to 3-in. using a standard 
tool grinder. According to the manu 
facturer, it is simple to operate and 
produces correctly ground 2, 3, or 
4-lip drills. 

As assembled at the factory, the 
drill grinding attachment is arranged 
to produce the standard 118 degree 
lip angle with 15 degree heel or 
clearance angle. It is easy to adjust 
for other lip angles and other clear- 
ance angles if so desired. 

Micrometer adjustments are pro- 
vided. Spline shafts are used to pro- 
vide rigidity in any position. 

Power Tool Division, Rockwell 
Mfg. Co., Milwaukee, Wis.—Indus 
trial Distribution, June 1951. 


Feeding Table 


Scissors Type 
Lifting Mechanism 


Lyon-Raymond Corp. 
have utilized a scissors type arrange 
ment for the lifting mechanism of a 
new Hydraulic Sheet Feeding Table. 
Ihe overall length of the top is 66 
in. but the table elevates from 18 in 
in the lowered position to 36 in 
when clevated. 

Ihe table is offered in capacities 
of 6000 and 10,000 Ib. It is port 
able with 6 in. swivel casters at the 

(Continued on page 162) 
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QUALITY 


that is proving 


ALUABL 


in today's high 
production - - - 


PLANER TYPE 


CHICAGO 
SAWS .. ...... 


top performance in these days when 
production is at a peak and dependa- 
bility so important. Such service is 
building business for the future because 
users naturally will continue in normal 
times with the quality that serves them 
best when, as now, speed, durability 
and low costs are vital considerations. 
Full particulars regarding CHICAGO 
SAWS will be sent upon request. 


CHICAGO SAW WORKS, Inc. 


5042 S. WENTWORTH AVE. 
CHICAGO 9, ILLINOIS 

















60 LBS. OF BRONZE BAR STOCK SAVED 
7S ON A 134 LB. JOB! rom 
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A shop needed ten 7” lengths of 2” solid bronze rod... 

134 lbs. of bronze if bought in standard 13” lengths. 

BUT, by specifying Asarcon 773 rod (SAE 660), the 

shop was able to purchase exactly the length it needed . .. 
70” plus 2” for saw-cuts ... weighing only 74 lbs. 

The saving was 60 lbs....over 44%! This is com- 
monplace in shops which use continuous cast bronze. 

With Asarcon 773 you pay only for the material you 
need, There are no rejects. 

216 sizes of Asarcon 773 Continuous Cast Bronze are 
stocked in 105” lengths . . . tubular or solid round in 
diameters from 14” to 5” . . . at distributors in all principal 
cities. This warehouse stock will be cut long or short to 
suit your requirements. 

Symmetrically shaped bars and tubes, special alloys 


and longer lengths can be made to order. 
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POROSITY VIRTUALLY ELIMINATED 
WITH CONTINUOUS CAST BRONZES 
These photomicrographs demonstrate the su- 
perior dispersion of constituents in continuous 
cast alloys...also their outstanding freedom 
from metal faults. (The particular alloy shown 
here is 75% Cu, 5% Sn, 20% Pb) 
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: Send for this free catalog on ' 5 QuUOtTar 
Asarco Continuous Cast Bronzes 3m quoted on eight 5” § IONS 
It contains physical properties, ‘” using four 13 bh 
table of stock shapes and sizes 
photomicrographs, weights, and 
other valuable information. 
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West Coast Sales Agent: 
KINGWELL BROS. LTD., 444 Natoma Street, San Francisco, Calif 


American Smelting and Refining Company 


OFFICES: Perth Amboy Plant, Barber, New Jersey 
Whiting, Indiana 
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keep drilling it into your customers 


WALKER-TURNER 
DRILL PRESSES 


are production machines, designed 


to perform many different jobs 





and clinch more salesfor you ! 


Distributors of Walker-Turner power tools always have 
had an edge on competition in machine design. Take 
drill presses. A Walker-Turner Drill is designed not 


simply for production drilling, but for sanding, grind- 
ing, tapping, and many other operations. 


Today, with the defense program making heavier and 
heavier demands on industrial production, the adapta- 
bility of these production tools can be the deciding 
factor, enabling you to clinch more sales. That’s why 


it’s featured in Walker-Turner advertising (left) to 
your customers. 


But this sales-advantage that a Walker-Turner Dis- 
tributor enjoys does not end with the present emergency. 


DRILL PRESSES © RADIAL DRILLS 


TILTING ARBOR SAWS 


The drill designed to perform many different operations 
will cut production costs and increase plant operating 
efficiency when industry returns to a competitive market. 


Any wonder it’s easier to sell the Walker-Turner 
line —at any time! 


WALKERETURNER 
Divisione 
\ rf ~ | 
KEARNEY AND TRECKER LORPORATION 
PLAINFIELD-N. J 


BELT and DISC SURFACERS 


. 
METAL-CUTTING BAND SAWS ® METAL-SPINNING LATHES © SPINDLE SHAPERS ® JOINTERS 


—> 
RADIAL DRILL 
15 Spindle Speeds 
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SOLD ONLY THROUGH AUTHORIZED DEALERS 


* 


For Special Drilling Machines 

W-T Drill Heads are readily adaptable for special 
set-ups—— for working at all angles. Machine 
shown increased production of tapped parts 400%. 





an IMPORTANT name 


in today's economy. . 


GRIPBELT STEEL CABLE GRIPBELT 
SUPER GRIPBELT 


GRIPROLL 


DOUBLE V GRIPBELT GRIPLINK 


eS 
——————————————— 
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DIE CAST 


FHP CAST IRON 
H TYPE 


The 
Distributors’ Line 
Truly 
the Complete 
V-Drive Line 


VARIABLE PITCH 


) . 


PRESSED STEEL 


MULTIPLE GROOVE 


CAST IRON 


WRITE 


FOR 
FULL PARTICULARS 


BROWNING MANUFACTURING CO. 
1951 BROWNING DRIVE 
MAYSVILLE, KENTUCKY 
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steering end, and 10 in. rear wheels. 
Hydraulic rams working against the 
lifting levers raise the table. Power 
is supplied by either a foot operated 
hydraulic pump or a motor driven 
hydraulic pumping unit which is 
available with either push button or 
pedal type controls. 

Introduction of the new model is 
said to fill a need for the reason that 
long tables, designed for handling big 
sheets or required to give the proper 
elevated height, are often at a dis- 
advantage in handling small compact 
bundles. 

Lyon-Raymond Corp., Greene, 
N. Y.—Industrial Distribution, June 
1951. 














Fork Truck 
Developed For 
Small Plants 


This new fork truck has been de 
veloped to meet the needs of small 
and medium-sized plants. It is light 
in weight; small in overall dimension 
(the smallest standard fork truck on 
the market, according to the manu- 
facturer); it provides maximum visi- 
bility for the operator; permits stack- 
ing in freight cars and motor trucks; 
is easy to maneuver and requires little 
maintenance. 

Weighty parts are placed in posi- 
tions to obtain maximum counterbal- 
ance with loads, it is claimed. The 
overall length of the truck is 554 in. 
Width is 31 in. 

An important feature, according to 
the manufacturer, contributing to the 
long life and efficiency of the unit is 
the new and exclusive method of mov- 
ing the forks and telescopic sections 
vertically. There are four wheels on 
the fork carriage and four additional 

(Continued on page 166) 











) the new H&A 
- DISPLAY COILS 


for waa a welcomed improvement 


dap — in rope packaging 


Sisal Rope 


Smaller sizes in “Blue Heart” Manila and “Red Heart” Sisal 
Ropes, put up in unique hexagonal packages that are wel- 
comed alike by both trade and consumers. Simple removal of 
two flaps produces eye-catching contrasts in a container that 
can be easily moved about and readily displayed almost any- 
where —on counters, floor or shelves. Yet the rope stays 
securely coiled and protected until the last foot has been drawn 
out and sold. 


Though occupying little space, these attention compelling 
cartons store rope with entire safety, while they literally 
remind all who pass of possible rope needs. Customers ap- 
preciate the way these silent salesmen place good rope right 
where they can take the ends into their hands for comparison. 
And industrial users of the sizes furnished, are inclined to 
order unbroken cartons because they provide perfect storage 
units in the stock room. 


H & A Display Coils available in 4 inch (1000 ft.); {4 inch (700 ft.); 
%_ inch (500 ft.); % inch'(380 ft); and 1/2 inch (260 ft.). Furnished in 
either “Blue Heart’ No. 1 Manila or “Red Heart’ No, 1 Sisal. Ask 
your supplier for details; or write direct for complete trade intormation. 


“Blue Heart" cartons colored blue 
and silver. “Red Heart" cartons 
colored red and silver. Dimensions 
of carton, 15x13"%6%4". Approxi- 
mately 20 Ibs. of rope in each coil. 


THE HOOVEN & ALLISON COMPANY 


"Spinners of Fine Cordage Since 1869” 
XENIA, OHIO 


BRANCHES: KANSAS CITY, MO. @ OMAHA, NEB. @ MINNEAPOLIS, MINN. 


INDUSTRIAL DISTRIBUTION © JUNE, 1951 





To boost your 


VALV| 


YOU AND YOUR CUSTOMERS can depend on KENNEDY for 
the RIGHT VALVE for the job. . . because KENNEDY valves 
are JOB-FITTED ... every valve specially designed and en- 
gineered to the requirements of the job it has to do. In 74 
years of valve-making experience, no KENNEDY product 
has ever had to be withdrawn due to faulty design. 

HIGH QUALITY AND DEPENDABILITY are built into all 
KENNEDY valves... because every step of the manufactur- 
ing process is precisely controlled in KENNEDY'S own fac- 


oa 


tories .. . to traditionally high standards of quality. 

RIGID INSPECTION is your final guarantee of trouble-free 
service. Every KENNEDY valve is carefully inspected and 
hydrostatically tested to at least twice its primary service 
rating before it leaves the production line. 

When you sell the complete line of KENNEDY JOB- 
FITTED valves and INSPECTED fittings, you give your cus- 
tomers better service... build more of the customer satisfac- 
tion that means repeat business and bigger profits for you 


THE KENNEDY VALVE MFG. CO. «© ELMIRA, N. Y. 


VALVES ¢ PIPE FITTINGS + FIRE HYDRANTS 
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STANDARDIZE ON THE COMPLETE KENNEDY LINE 


IRON-BODY VALVES. Gate, globe, angle 
and check. Working pressures from 25 
Ibs. through 800 Ibs. Sizes from 2” 
through 60”. Bronze-mounted or all iron, 
in a wide variety of disc and stem designs 
and special construction features. 


CAST-IRON PIPE FITTINGS. Full line 
of cast-iron screwed fittings, standard 
and extra heavy; flanged fittings and 
flanges, standard and extra heavy; 
drainage fittings; Underwriters’ Ap- 
proved sprinkler fittings. Individually 
inspected. 


BRONZE VALVES. Gate, globe, angle, 
check and radiator valves. Working 
pressures from 125 Ibs. through 300 Ibs. 
Complete range of sizes 14” through 3”, 
some through 6”, in all popular disc 
designs. Inside Screw and O.S.&Y. types. 


j 
} 
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MALLEABLE-IRON AND BRONZE PIPE 
FITTINGS. Complete line of malleables 
in a tough, close-grained iron with a 
tensile strength of 43,000 Ibs. p.s.i. Full 
line of bronze fittings, individually air- 
tested for complete dependability. 


TO BUILD A BIGGER VALVE AND FITTINGS BUSINESS .. . 


All KENNEDY products are extensively advertised in the trade publi- 
cations your customers read . . . to build acceptance and demand in 


your market. 


The KENNEDY DISTRIBUTOR PLAN provides for KENNEDY 
products to be sold through local distributors. It covers catalogs, litera- 


ture and other sales promotion pieces . . 


. plus special selling aids and 


services for KENNEDY Distributors. Write today for full details of 
the profit-boosting KENNEDY DISTRIBUTOR PLAN. ' 


—— 


i 


LOW PRESSURE BRONZE VALVES. 
Gate, globe, angle, check and radiator 
valves. Exceptionally sturdy construction. 
Gate valves up to 3”. Globe, angle and 
radiator valves to 2”. All available with 
screwed ends, some with solder joint ends. 





UNDERWRITERS’ APPROVED PROD- 
UCTS. The most complete line available 

. approved by Underwriters’ Labora- 
tories and Factory Mutual. Iron and 
Bronze valves, Indicator Post valves, Fire 
Hydrants, Cast-Iron Sprinkler Fittitgs. 





= LOWELL 
SOCKET WRENCH 


SERIES 50 
These new features make the famous Lowell Socket 
Wrench more saleable than ever... look them over 
...compare them point by point with any similar 
wrench... see why they are destined to control the 
market for this type of wrench. 








New Snap Ring 
holds socket more securely. Roughly tested in pipe 
line work for over a year. Removed easily with 
narrow screw driver or any pointed object. 
All Steel Cap 
instead of cast collar, press fitted and swaged to form 
one-piece integral unit with larger all steel bearing for 
much longer wear. Cap locked into head by internal 
projection and screw. Even with screw lost and cap 
swung 90° parts cannot fall out. 

© High Tensile Alloy Handle 

©) New Tough Synthetic Finish 

) Enlarged Hole for Lanyard 


These features are on all wrenches Nos. 50 to 55 and 
stocked. Larger wrenches have heavy duty collars with 
set screws as always. 

Send for the New Lowell Catalog 

No. 60. Completely redesigned to a 

present the information you want f) 

clearly and quickly. AND... , 

the new schedule of list prices and \ 

discounts makes this a very attrac- | 


tive proposition. Write today. 
LOWELL 


WRENCHES 
Lowell WRENCH COMPANY 
WORCESTER, MASS. 
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ones to take the total thrust on the 
main frame. A series of hard steel 
rollers mounted on a continuous chain 
revolve about a long equalizing mem- 
ber so that line contracts are multiplied 
where pressure occurs. 

A safety feature makes it impossible 
to drive the unit when overloaded. 

Materials Handling Div., Market 
Forge Co., Everett, Mass.—Industrial 
Distribution, June 1951. 
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Micrometers 
Two Precision Tools 
For Internal Measurements 


These two new inside micrometers 
offer a choice between the slim, solid 
rod type and the larger-diameter, 
lightweight tubular rod type. Both 
are precision tools for internal meas- 
urements such as measuring cylinders, 
rings, setting calipers, comparing 
gages, measuring between parallel sur- 
faces, etc. Both have the “Satin 
Chrome Finish,” which, it is claimed, 
makes markings stand out sharp and 
clear in any illumination. 

No. 124 Inside Micrometers fea- 
tures interchangeable solid rods and 
are available in four different models. 
No. 124A (2 to 8-in. with 6 rods) 
and No. 124B (2 to 12-in. with 10 
rods) have micrometer heads with 
}-in. movement and are supplied with 
a 4-in. spacing gage. No. 124C (8 
to 32-in.) has 4 rods, a l-in. ring 
gage and two 2-in. gages plus a 
micrometer head with l-in. move- 
ment. Set No. 124D (2 to 32-in.) 
consists of the items in sets A and C. 

No. 823 Inside Micrometers are 
available in two ranges: Set A, 14 
to 8-in.; Set B, 14 to 12-in. 

The L. S. Starrett Co., Athol, 
Mass.—Industrial Distribution, June 
1951. 

Continued on page 169) 








HOWS YOUR 


BHP? 


FINE... 


thanks to Graton & Knight Company’s 
Engineered Leather Belting in these 

three famous | 
brands 


Look for BELTING HORSEPOWER at the 
driven end — in smoother operation, better ma- 
chine output ... You'll see it in steady drives that 
travel true. You'll hear it as the belt picks up and 
carries the load. You'll feel it in more production- 
power, less down-time, longer belt life, more profit. 

But you'll need the proper belt for each drive. 
Some can loaf along all day — others have to grip 
small pulleys, absorb starting torque and shoulder 
peak loads. Others, like this side roll drive in a 
flour mill, must be flexible with a snug pulley grip 
on both sides, and run continuously at high tension 
with minimum stretch or slip to deliver uniform 
roll speed differentials. 

It’s all a matter of traction—“live traction” which 
is a natural quality of leather, and has been de- 
veloped to the highest degree in G&K Engineered 
Leather Belting. Quality control from green hide 
to finished belt combines modern methods with a 
century of experience to give you modern power 
transmission for all your drives. 

Remember, you can drive it better with aG&K 
Engineered Leather Belt. 


GRATON & KNIGHT COMPANY 


WORCESTER, MASSACHUSETTS 
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Top grade center stock oak tannage and 
currying. High friction surface, lateral 
firmness. Tension cemented. Famous 
general purpose belting — ideal for 
step-cone and shifter drives. 


Special tanning and currying insure 
highest coefficient of friction, great 
flexibility and resilience with minimum 
permanent stretch. Tension cemented. 
Ideal on short centers. 


Special quality combination tannage 
and currying. Very high friction sur- 
face, with great flexibility and minimum 
stretch. Tension cemented. Waterproof 
—resists heat, steam, oil, acid and alkali 
fumes... 


---as advertised in 
Trade Papers 
that reach 
250,000 
readers in 


ry 


loo “YOU CAN DRIVE IT BETTER WITH LEATHER* 

{ vears oF *f—.. i<- eet —_ / 
ngineered 
LEATHER BELTING 


markets you 


) SERVICE | 
) serve. 


( To 
) INDUSTRY 


ae KNIGHT 
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Ray Barnett 

Walter Crowder 

Grant Grantvedt 

Ed McOsker 

Arch Morris 

John Ora 

Pete Thayer 

Jack Wertis 

Art West 

at the Triple Industrial Supply Convention, 
we'll be in booth No. 819 

..and in our headquarters suite in the St. Francis Hotel 

... you're always welcome, 


and we'll be happy to see you again. 





Industrial 
Distribution 
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Pulley 


PEREEEEPERDLEED 


\ Vuvunnnnnnpenyt 


Perfect Alignment It’s an every day 


Gives Long Belt Life 


Ihe Gerbing Roto-Conc variable money-maker 


pitch pulley, Model 1300-150, pro- 
vides infinitely variable speed changes f 
in the 15 hp range. It i dynamically or you! 
and statically balanced and uses a 
standard vari-speed rubber V-belt 
(he rack and gear arrangement is 
said to positively control sheave move- 
ment and assure perfect belt align 
ment throughout the entire speed 
range, which results in longer belt 
life and a smooth vibrationless drive. 
Gerbing Mfg. Corp., Northbrook, 
[]l—Industrial Distribution, June 
951 
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@ Because your customers know they save time and effort 
with this ‘more-for-your-money” RIGZ2UB Bench Vise, 
it means easy sales for you. Right where they’re needed are its 
integral pipe rest and benders that won’t flatten pipe—and 
heat-treate1 tool-steel LonGrip jaws mean extra protection 
for polished pipe. Special malleable frame, extra durable. 8 
Portable Saw sizes to 6’’ pipe, bench, post, stand and Tristand models, yoke 
s Licht Weigh and chain. It pays you to sell these RITZ&(Ib Work- 
High Cc ae saver, profit-making vises. 
i apaci 

With the introduction of the new 

No. 700, 7-in. saw, Millers Falls Co. 

rounds out its line of portable electric 


Saws. 
The new No. 700 is light weight 


11 Ib.), and has high capacity (23- 
in. at 90 degrees). These features Pir | j 
combined with fine balance make it ao pe 00 Ss * 


suitable for general construction and 
(Continued on page 172) 
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ONE-HAND 8” SAW 
MODEL K-89 





For years, popularity of 

Porter-Cable Tools has been 

paced by Speedmatic Saws 
Their 2-Way Balance puts their performance at the 
top—for easy handling, safety, cutting power, dura- 
bility. For every builder, Model K-89 (illustrated) is 
basic equipment. This is the typical One-Hand Saw, 
usable anywhere. Others equally suited to their work 
ore the 742"’, 10%" and 12” sizes 


K-89 SPECIFICATIONS 


* Saw Blade, 8” (5% hole) * Depth of Cut @ 90°, 
234" « Depth of Cut @ 45°, 2” * Net Weight, 17 
Ibs. * Smooth, helical-geor drive * Broad base for 
steady rest * Handle mounted at center of gravity * 
Thumb screw depth adjustment. $140.00 
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| Faster Sills because theyre 


MCED/ 


BUILDER’S ROUTER 
Model UB 


Medel UC alse avail- 
(Heavy Duty 


hours in op- 

pe * Speed 18,000 RPM 
5/16" capacity; hard- 
; ovoil- 


able down to 1/16" ¢ Overall 
x 


9%," x 6" «© Net 


Ibs. * Micrometer 
th adjustment «+ *inter- 
also powers 


% 
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Ever notice how a skilled workman 
buys his tools? 


He examines several . . . hefts them 
... gets their “feel”. He looks for the 
one that’s balanced—that feels natu- 
ral and easy to work with. 


That’s why Speedmatics and Guilds 
sell easier and faster. Every one is 
balanced. Balanced for easier han- 
dling—greater accuracy—surer 
safety—rugged dependability. 


Strong, consistent national advertising 
and powerful point-of-sale aids smash 
home this balance advantage to your 
prospects. It’s a sales clincher other 
tools can’t match! 

More, you'll like Porter-Cable’s pro- 
gressive Dealer Policy. Speedmatic 
and Guild Dealers find it’s the same 
fair proposition for everyone. The in- 
vestment you make, the trade you 
build and the profits you earn are 
always protected. 


Learn more about The Balanced Line and 
Porter-Cable’s reputation for fairness. Drop 
us a card for full information. 


PORTER-CABLE 


Machine Company 
8006 N. Salina St., Syracuse 8, N. Y. 
In Canada write: Strongridge Ltd., St. Catharines, Ont 
Manufacturers of SPEEDMATIC and GUILD Electric Tools 
The Balanced Line 
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IF YOUR CUSTOMER (Gets mad 











The LAMSON & SESSIONS Co. 
General Offices: 1971 Weut 85th Street, Cleveland 2. Ohio 
Plants at Cleveland and Kent, Ohio * Chicago * Birmingham 
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maintenance work, according to the 
manufacturer, 

I'he tool is claimed to be the small 
est size saw which will make a 45 
degree mitre cut in finished 2-in. lum 
ber, thus providing capacity to handle 
90 percent of all ordinary sawing jobs. 

Maximum safety is assured by a 
completely guarded saw and instant 
trigger switch control. A full 4 hp 
universal type motor supplies power 
enough for ripping or cross-cutting 
at full capacity in hard or soft woods. 
Using abrasive discs, the No. 700 
is also recommended for cutting met 
als, concrete, tile, etc. 

Quick, simple adjustments for 
depth (2% to 3-in. at 90 degrees) and 
angle (90 to 45 degrees) are pro 
vided, and an adjustable ripping gage 
is mounted on the toe of the base. 

Millers Falls Co., Greenfield, Mass. 

Industrial Distribution, June 1951 














Saw Blade 


Complete Safety 
From Kick Backs 


The new PITT Safety Circular Saw 
Blade is said to offer complete safety 
from kick-backs and reduce the pos- 
sibility of direct injurics. According 
to the manufacturer the blade cuts 
chips, not sawdust, and makes pos 
sible a 30 to 40 percent power saving. 

Ihe blade is made of chrome 
Vanadium steel and is available with 
solid or carbide tipped tooth. 

PTI Inc., N. Y., N. ¥.—Industrial 
Distribution. 


Tool Holder 


Vise-Grip Jaw 
Exerts Equal Pressure 
The Clark Adjustable Tool Holder 


has an exclusive vise-grip jaw, which 
the manufacturer claims exerts equal 
pressure over the full length of the 
cutter channel. It is said this elimi 
nates anv tendency on the part of 
the tool bit to rock, thus permitting 











ow Luttertield Advertises VOU 
to VOUR Market 


Point No. 5 in the 
Butterfield Sales 
Policy 


afm FOR BEST RESULTS "We will advertise nationally 
IN ANY TAPPING 108 to your customers and 
DEPEND OW BUTTERFIELD. . prospects with an aggressive, 
ONS LIND SHAS consistent campaign 
100% INS built around the ‘Buy 
Through Your Distributor’ 
theme.” 


ae 

















Like every other point in Butterfield’s 7-point 
Sales Policy, this one is not only down in black and 
white — it is lived up to 100%! 

Messages like these full pages in color appear 
regularly in your customers’ preferred magazines — 
and every one of these ads tells the reader to order 

rare ante ve Wi : from his nearby Butterfield Distributor. 
? stent, tar best , Plus Plenty of Merchandising Material 
Butterfield supplies a full kit of colorful, informa- 
tive folders and tell-at-a-glance decimal equivalent 
and tap size charts. With your imprint they’re con- 
stant reminders — at both point-of-sale and point- 
of-use — of you as the logical source of supply. And 
Butterfield’s modern, non-spill packaging is another 
sales clincher. 
ae Plus Expert Personal Service 
=a Butterfield’s trained experts know cutting tool 
sr applications from A to Z. They know how to build 
good will for Butterfield Distributors, too — and 
; they’re at your and your customers’ call, any time. 
~S [BUTTERFIELD | tase eh , 
ted , p 100% inspecTED TOOLS : Everything’s Here! 
ae iteld Distributor : ae taal ney mae cd You’ll find every single feature you need for pro- 
For Prompt Deliveries yun - our tection and profit-boosting cooperation in Butter- 
and Service field’s Sales Policy. Investigate it — and let’s get 
together about a possible opening in your area. 
Contact the Union Twist Drill Company, 
BUTTERFIELD DIVISION, Derby Line, Vermont. 


BUTTERFIELD 


THE 100% INSPECTED TOOLS 
Every Tool Individually Inspected 


Welcome to our Booth 902 at the Triple FAVS - OEE RCARERS ¢ FEREW FCATES 
Industrial Supply Convention 
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Compony. 


Here’s NEW BEDFORD’S 
triple play -for profits 


Pre-measured rope —in three 


sizes of self-dispensing cartons 


At no extra cost! 


You handle all of your customers’ requirements from 
three space-saving sizes of cartons. Each carton con- 
tains full or half-coils, thus saving valuable floor space. 
You don’t need double inventory to service accounts. 
You save money too! 

Distinctive self-dispensing carton acts as its own sales- 
man. Easy-to-read specifications are displayed on the 
sides; manila is packed in red cartons—sisal in green. 
Factory red markings at ten-foot intervals cut han- 
dling time in half, let customers know they are getting 
the exact length of rope they ordered. Rope stays fac- 
tory fresh, free from snarls. No trouble with collapsed 
coils—no straps, bands or coverings to cut. 

Full unit coils eliminate remnants. Each customer’s 
requirements start where the last one stopped . . . and 
so it goes until the last inch of New Bedford has been 
sold. 

Get in there NOW to cash in on New Bedford’s 
Triple Play for Profits. Take advantage of this bet- 
ter way to sell—better rope. You'll find forceful— 
convincing consumer advertising backing every 
New Bedford dealer . . . Fill out the coupon. Get set 
for your share of bigger rope profits. 


NEW BEDFORD CORDAGE CO. 


NEW BEDFORD, MASS. 


NEW BEDFORD CORDAGE COMPANY 
NEW BEDFORD, MASS. 

ECD Rush me full details on New Bedford's ‘Better Way.”” 
CD Please send me introductory trial order: Manila [] 
Rope Size | ) 

My Jobber is. 


Sisal (1) 





aaa —— 


S| SANAESSSS 





My Name. 
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faster feeds and deeper cuts. Bits are 
held more firmly because the vise-grip 
jaw runs right to the cutting edge 
so the bit can’t slip, sag or break. 

The adjustability of the screw-op- 
erated vise-grip jaw handles several 
sizes of tool bits—square, over-size, 
round, and out-of-round, thus saving 
tool bit costs as well as set-up time. 

Clark adjustable tool holders are 
available in both standard 15 degree 
channels and with parallel channels 
for carbide bits, threading tools and 
boring bars. 

Robert H. Clark Co., Beverly Hills, 
Calif —Industrial Distribution, June 
1951. 








Contact Wheel 


Doubles 
Belt Life 


A new type of contact wheel for 
abrasive belt application on backstand 
idler applications of many types in the 
metalworking field, is a specially ser- 
rated rubber wheel that causes a con- 
trolled breakdown in the bond of the 
abrasive belt. It is claimed that the 
“61” wheel reduces the number of 
belt changes, and permits a more uni- 
form finish, since the rate of cut over 
the life of the belt is more constant 
and loading is diminished. 

The Carborundum Co., Niagara 
Falls, N. Y.—Industrial Distribution, 
June 1951. 








DURKEE-ATWOOD PLAYS SQUARE with distributors; take 
it from Al Wommack, president of Bearings-Belting & Supplies 
Company, St. Louis. He says: 
“Since we took on the Durkee-Atwood line of V-belts, we 
don't worry about home office competition ... or competition 
from other D-A distributors. Durkee-Atwood guaranteed 
us a protected territory and they've lived up to their promise.” 
Every distributor who sells Durkee-Atwood V-Belts is given the 
same guarantee—in writing. That means you won't lose “back- 
door” sales to D-A home office men. That means you can forget 
about other Durkee-Atwood distributors calling on your accounts. 
This protected territory policy is only part of the Durkee- 
Atwood program... the fairest, squarest V-belt program going 
today. Why not get the complete story? Write today for our 
Master Industrial Distributor Proposal. 


DURKEE-ATWOOD COMPANY 


Dept. A6-6. Mi polis 13, Mi if 








Durkee-Atwood Multiple V-Belts: 
Iso-Dynamically matched with belts running 
under full load for top performance. 
Durkee-Atwood General Duty V-Belts: 
“High Cord Line” makes equal 
compression... reduces slippage and wear. 
Form No. 515 
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SKINNER 
POWER CHUCKS 


Skinner has a complete line of models 
for heavy duty production work on 
engine and turret lathes and auto- 
matic machines. Sizes from 6” to 21” 
with forged steel bodies, and with 
either 2 or 3 adjustable or non-adjust- 
able jaws are available. The wedge 
angle is such that work is gripped 
positively, either internally or exter- 
nally, regardless of jaw position. The 
chuck will not release the work, even 
if air line is broken, until operator 
actuates draw bar. 


SKINNER 


AIR CYLINDERS 


Skinner double acting rotating or 
non-rotating air cylinders, for oper- 
ating power chucks and fixtures, use 
a minimum amount of air. Large air 
ports give quick piston movement. 
Bronze piston packing spacer reduces 
friction and insures piston alignment 
and support. All packings are ad- 
justed automatically by the pressure 
of the air against the flanges of the 
packings. Available for 6” to 21” 
diameter power chucks. 


SKINNER 


Skinner power chucking accessories 
include: hand operating valve which 
is self-sealing and easy operating 
regardless of position—complete air 
unit including regulating valve, pres- 
sure gage and lubricator — filter to 
remove all impurities, scale, etc., 
from the air line—soft blank top 
jaws — draw bars — draw tubes, etc. 


Write for catalog giving complete details 
on the Skinner line of power and manually 
operated chucks. 


THE 


OKINNER 


CHUCK CO. 


sid 
aa 


THE CREST OF QUALITY 


346 Church Street, New Britain, Conn. 
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Rules 
Lightweight, 
Compact, Sturdy 


I'wo new “Pull-Push” Rules, No. 
556 (6 ft.) and No. 558 (8 ft.) fea- 
ture a §-in. blade for greater rigidity. 
his feature is said to make the rules 
ideal for plumbers and carpenters. 

Ihe nickel-plated blade has a spe 
cial rust-resistant finish built up 
around graduations and numerals for 
maximum wear. The blade may be 
safely and positively replaced in a few 
seconds outside the case. Large black 
numerals and graduations are easy to 
tread. Similarly styled No. 556E Engi- 
neers Rule, is graduated in 10ths and 
100ths of feet on lower edge only. 

Stanley Tools, New Britain, Conn. 
—TIndustrial Distribution, June 1951. 








Radial Saw 


Handles Sawing 
With Precision, Ease 


Skilsaw, Inc., has developed a new, 
special-feature radial saw, Model 450. 
It is claimed that the most difficult 
bevel, miter, rip, dado, plough, and 
rabbet cuts are made quickly, easily 
ind accurately. 

It is available with either manual 
or magnetic controls. Easy-to-reach 
adjustment handles allow the operator 
to remain in one place and make all 
necessary changes and adjustments. 
Special stops, it is claimed, eliminate 














Fig. 1832—Small size 200-pound Stainless Steel 
Gate Valve. Screwed ends, screwed-in bonnet and 
inside screw rising stem. Available in other corro- 
sion resisting metals and alloys. 


a | 
rn | 
ome sas 





The WM. POWELL CO., 2525 Spring Grove Ave., P. 0. Box 106, Station B, Cincinnati 22, Ohio 
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It’s Easier to Sel] | guesswork, automatically set saw at 
| more common cutting angle. 

It is made in a varicty of voltage, 

hp and motor cycle specifications with 

the Sprout-Waldron | 14 or 16-in. blades. It requires a 

| floor space of 44 to 6-in. and weighs 

475 Ib. The work table is 11}-in. 


deep and may be increased to 134-in. 


d 7 if desired. A special feature of the 
saw enables the bearings to be quickly 
and easily re-aligned to within 1/1000 
of an inch. 


Skilsaw, Inc., Chicago, Il_—Indus- 
trial Distribution, June 1951. 











Steady Rest 


For Mounting 
Extra Large Work 


A new steady rest for mounting 
extra large work in the lathe is being 
manufactured by the South Bend 
Lathe Works. Now available for the 
16 and 16-24-in. South Bend Lathes, 
this steady rest takes work between 
43 and 103-in. diameter. It is said 
to be especially suited for machining 
pipe, pressure cylinders, pump and 
engine cylinders, and similar large di- 
ameter work that is not excessively 
heavy. 

The rest incorporates a compound 
thread jaw actuating mechanism, and 
is hinged for easy mounting and re- 
moving of the work. The brass jaws 

Because of their widespread use and recog- move in precision steel sleeves pressed 
™ nition by American industry, Sprout-Waldron’s | into the supporting frame. All parts 
sree “Blue Face” Pulleys are fast-moving distributor's items. | are held to close tolerances in manu- 
. Whether it’s a rough materials handling jobwhichdemands | facture so that replacement is sim- 
the ultimate in belt-saving features...or a simple task of plified in event of loss or damage. 
power transmission—there is a wide selection of “Blue | _ South Bend Lathe Works, South 
ied Face” Pulley types and sizes to choose from...with di- sg Industrial Distribution, 
onc enn ameter sizes up to 72” available. fune 1951. 
Write for your copy of Bulletin 33 which contains : 
full information about the profit-building “Blue Solder 
Face” line. Address: Sprout, Waldron & Co., i Corrosion Resistant, 
Inc., 3 Waldron Street, Muncy, Penna. : Narrow Plastic Range 


A new silver solder, claimed to have 
. | excellent corrosion resistance and an 
| unusually narrow plastic range has 
= | $ ° 5 
Ss Pp r Pt t w al dron | been developed especially for broad 
anid Car. eg Cuginees application in the food industry. It 


TMUNCY F PENNSYLVANIA } | is recommended for all kinds of food- 
(Continued on page 182) 
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Imitation, as the saying goes, is the greatest source of 
flattery. However, there are times when it can also be 
the greatest source of trouble. So, remember when 
buying, screw anchors... 


CAN PROVE DANGEROUS! 


2 SCREW ANG, . 


OFIBE 
AIDE + 


THe BR 
The word “Rawlplug” used in connection 
with Jute Fibre Screw Anchors is exclusively is 
the property of The Rawlplug Company, Inc. . 5 CBRE 
For forty years it has been secured to them egy ee 
by common law and by trademark registry. It e weth\” 
is the corporate and trade name of the com- 
pany and specific product of their manufacture. 


BE SECURE BY BEING SURE 


Look for the Trade Name RAWLPLUGS 07 the Blue Box 


When you use Rawiplugs you are using the 
original and genuine... the only screw anchor 
with the features that make them worthy of 
imitation... RAWLPLUG! 


Rawiplugs because of their chemically treated 
braided jute fibre construction... Hold Better 
. . . Last Longer . . . Weigh Less and Hold 
More! They eliminate extra troublesome spot- 
ting and layout work. Rawlplugs are the only 
universal anchors which can be used in any 
material. 





IF YOU DON'T USE RAWLPLUGS... THERE'S A SCREW LOOSE SOMEWHERE” 
« . 4 
For Information write Dept. I 


The Rawlplug Company, Inc. 


271 Church Street, New York 13, New York 


ni) 


THERE ARE RAWL — 
EXPANSIO OLTS, SCREW ANCHORS AND MASONRY OR 
SOLD THROUGH ALL LEADING HARDWARE, ELECTRICAL AND MILL SuP 
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Linco/n's 


Helpfulness, Integrity and 


Quality-Mindedness 


Enable Us to Give Our 
Customers the Best Possible 


Lubrication Equipment Service’’ 


Paul W. Evans, Secretary in charge of Sales 
Beals McCarthy & Rogers 
Buffalo 5, New York 


“As all our suppliers know, B M & R is ‘from Missouri’ when it 
comes to taking on any line for distribution. To get on our shelves, 
a product literally has to be ‘tops.’ Its maker must be ‘tops,’ too— 
in policies, in practices and in its reputation with our customers. 


“In the case of Lincoln Lubricating Equipment, our expectations 
have been more than justified. Your National Sales and 

Service Policy has proven its value over and over. The 
completeness of’ your line has enabled us to meet every 
lubrication equipment requirement of our customers. Your use of 
uniform, sturdy cartons, and polyethylene bags protects the 
product and makes for quick, accurate handling and inventory. 


: “Throughout these four years of association with Lincoln, we have 
keenly appreciated something else even more. That is your general 
spirit of helpfulness, integrity and quality-mindedness, which in 
turn enable us to give our own customers the very best service.” 


Paul W. Evans, Sec. in charge of Sales 
Beals McCarthy & Rogers, Buffalo 5, New York 
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JBRICATING EQUIPM 


A Complete Line, for the Application of 
Lubricants to Serve All Major Industries... 


Nationally Advertised... Attractively, Sturdily Packaged 
For Greater Sales and Profits 


Lever-Type Grease Guns 
15 of 19 oz. capacity 


fae 


Grease Fittings 
(A Complete Range) 





Powerluber® 
(Air-Motor Operated) 
60 Ib. capacity 
Two Wheel 
! Truck 
Push- Type Grease ~ Available 
Guns 9 or 15 o2 
capacity 


(Ait-Motor 
Operated) 


Centralized 
Lubricating Systems 
For One or Batteries of 
Machines 
(iMustrated, the New 
CentrOiler System for 
machines requiring periodic 
applications of oils.) ' 400 Ib. Drum Pumps 
(Ait-Motor Operated) 





Bucket Pumps 
30 Ib. capacity 


ee @ PIONEER BUILDERS 


LINCOLN 
LUBRICATING EQUIPMENT e «+ 
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handling equipment. Being cadmium- 
free, it will be more readily available 
than other silver solders. 


It is identified as All-State No. 
AA ASSEMBLED PRODUCT 155 box ect Silver eaien Rod. 
It is 55 percent silver and has a 


NEEDS FASTENINGS LIKE THESE! working temperature of 1155 degrees 


F. It develops a tensile strength of 
50,000 psi. 
A new flux has also been developed, 


taking the name of the former All 
State No. Brazaloy Flux. The new 
: cast-iron welding flux is a different 
compound of more finely ground _ 
ders and demonstrates better clean- 
: | ing action, it is claimed, than any 
of its predecessors. It imparts superior 
| flow characteristics to cast iron weld- 
SHAKEPROOF | ing rods. 





THREAD-CUTTING SC SHAKEPROOF SPEED NUTS, | All-State Welding Alloys Co., Inc., 
White Plains, N. Y.—Industrial Dis- 
tribution, June 1951. 


SHAKEPROOF LOCK WASHERS 





SELF-LOCKING NUTS 


SEMS-by-SHAKEPROOF 


SHAKEPROOR 








engineered fastenings! 











Torque Wrenches 
Provide Access 
To Tight Spots 


A new series of torque wrenches 
for &, 4 and 3-in. square drives has 
been announced by Bonney Forge & 
Tool Works. The new torque 
wrenches feature a broad, pre-tested 
tension bar and, because of long, thin 
design, provide easy access to tight 
spots. Handles are pivot-mounted to 
maintain a constant leverage radius. 
Easily read calibration scale is avail- 
able in foot-pound or inch-pound cali- 
brations as desired. 

Bonney Forge & Tool Works, Al- 
lentown, Pa.—Industrial Distribution, 
June 1951. 





oF MMi ° 
SAE ae Metal Polish 
2501 North Kee Specially Developed 
For Brown Metals 
Whiz Brown Metal Polish, off the 
| market for several years because of 
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STRETCH MAN POWER! 


= Y 
7 


Get MORE PRODUCTION 
from EVERY MAW 


with SIOUX TOOLS 







Action picture of SIOUX Per- 
fected Dual Action VALVE SEAT 
GRINDER. Assures accurate, 
smooth and fast valve seat 
grinding. 








or that extra capacity you need so much NOW 
— you need tools that increase the efficiency 


and productive capacity of your men... So go 
SIOUX all the way. 


Sold only through authorized SIOUX Distributors 


WORLD OVER 
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VINCENT Dressers and Cutters 
for every grinding operation 


Yes, there's real profit for jobbers in a stock of Vincent 
Dressers and Cutters... a fact that has been proven time and 
again during the past forty years by jobbers throughout the 
country. Here are a few of the reasons: 

Vincent Dressers have an exclusive design that minimizes 
costly dresser replacement and gives better dressings on 
every application. And, Vincent Cutters provide the exact 
degree of hardness that prevents teeth from breaking or 
from mushing over. They're heat treated right in our own 
plant—one of the three largest in the country. 

Added to these important features, Vincent Dressers and 
Cutters are available in sizes and styles to meet every 
dressing need. Combine these tangible selling points with 
the fact that the Vincent line has been continually advertised 
to your customers in leading trade publications, and you have 
a sure-fire profit picture that’s hard to beat. Why not 
investigate today? Vincent Steel Process Company, 
2424 Bellevue Avenve, Detroit 7, Michigan 


SINCE 1909 
Designed — Built — Merchandised 
to do a better job...for the user—for you 


Producers of + HSS TOOL BITS * CONICAL CUTTERS AND HOLDERS + DIAMOND 
DRESSING TOOLS + TUBE CLEANER CUTTERS + HIGHWAY SURFACER CUTTERS 
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| a shortage of raw materials, has been 
reintroduced as a standard product 

| in the R. M. Hollingshead line of in- 
dustrial maintenance chemicals. 

It is a brown polish (not a white 
polish with dye added) specially de- 
veloped for cleaning brown metals— 
copper, bronze, brass, etc. In use, 
the product is said to dry brown and 

| leave no light-colored dust in crevices. 
| It is said to remove 60 percent of the 
| tarnish without rubbing, and leave an 
invisible protective film on the sur- 
face that retards further tarnishing 
action. It is non-inflammable. 
|  Industrial-Aviation Div., R. M. 
Hollingshead Corp., Camden, N. J]. 
Industrial Distribution, June 1951. 














Tube Fittings 
Join Different Sizes 
In Single Fitting 


A complete new selection of stain- 
less steel tube fittings designed to 
meet unusual piping conditions is 
available in any combination through 
one inch. The couplings permit dif- 
ferent sizes of tubing, or tube-pipe 
combinations to be joined in a single 
fitting. This eliminates supplemen- 
tary reducing couplings at which line 
leaks might occur. 
This new selection of stainless steel 
connectors, unions, tees and elbows 
incorporates a patented, automatically 
| self-centering seat which, it is claimed, 
provides a wedge-type seal even 
though tube is assembled off center. 
Reinforcing Teflon rings double-seal 
the seat to further guard against gas 
or liquid losses. 

The Special Screw Products Co., 
Bedford, Ohio—Industrial Distribu- 
tion, June 1951. 


Pusher Device 
Available for Gas, 
Electric Lift Trucks 
The Clark Equipment Co.’s new 
Pul-Pac and Pusher devices recently 
announced for 3000 to 5000-Ib. “Car- 


loader” fork trucks, are now available 





























This new Double Ball Bearing Swivel Plate Caster, designed to handle 
today’s punishing loads without costly breakdown delays, embodies 
basic design features developed during a half century of caster-making 
experience. That’s why Faultless Casters are providing the greatest 
opportunity for gains in worker productivity—and is your biggest sales 
potential! If you aren’t already selling Faultless Casters, ask us to tell 
you more. 


NOELTING 


INDUSTRIAL 


CASTERS 


sold through leading wholesalers 


FAULTLESS CASTER CORPORATION 
OEPT. 1D-6, EVANSVILLE 7, IND. 
Branches in Atlanta, Boston, Chicago, Dallas, Detroit, Grand Rapids, High 


1. PRODUCTION: Higher pro- 
duction costs demand new 
short cuts... from receiving to 
shipping platforms. Faultless 
Casters speed up the flow 
materials, 


2. MAN-HOURS: Cutting han- 
dling time, accounting over 
20% of industry's man-hours, 
provides your greatest oppor- 
tunity for gains in worker pro- 
ductivity—unit output. 


3. FLOORS: No need for costly 


floor alterations or floor cov- 
ering—Faultless wheels are 
available for all types of floor 
surfaces and loads. 











Pelfers AIR-TESTED 


MALLEABLE IRON 


—UNIONS-> 


... featuring the RECESSED BRASS SEAT 


Sell the Complete Line .. . and 
meet ALL your customers’ needs 


By making Jefferson your source of supply you have the out- 
standing advantage of being in position to render a complete 
service regardless of the piping requirements of your customers. 


This highly advantageous position of Jefferson distributors is 
made possible because the Jefferson line includes straight 
through unions, Unicn Tees and 45° and 90° Unions Elbows 
as well as Flange Unions. All-female and male-female types 
are available in a full range of sizes. These Unions are made 
with the exclusive Jefferson “Recessed Brass Seat’ as well as 
with all-iron ground seats. Here, indeed, is a line to not only 
satisfy all piping needs but one that also meets every need for 
better value in a highly competitive market 


Get full details immediately. 


offerson UNION CO. 
671 W. 26th St., New York 1, N. Y 


9 Green St 
49 Fletcher Ave 


Lockport 


Lexington 


N 


73 


Y 


Moss 
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for both and electric 2000-Ib. 
capacity Clipper Lift ‘Trucks. 

Unit loads, assembled on relatively 
inexpensive carrier sheets rather than 
on conventional pallets, can be pulled 
on and pushed off the load-carrying 
plates with the Pul-Pac device. 

The Pusher device, similar to the 
Pul-Pac excepting for the gripping 
mechanism and _ carrying-plate, is 
used for unloading operations only 
Unit loads can be unloaded directly 
from the forks or from conventional 
pallets whenever rehandling as a unit 
is not required. 

Clark Equipment Co., Industrial 
Truck Div., Battle Creek, Mich. 
Industrial Distribution, June 1951. 


g. 
gas 














Mixer 
Designed 
For Inside Work 


The new Hoe-Boy 3 cu. ft. capacity 
Hoe Type Mixer is primarily designed 
for inside work at the point of appli- 
cation. It is available with either 
gas or electric power, and features 
“Triple Hoe Action” found in larger 
CMC machines. 

Other features are adjustable, triple 
blade mixing hoes, safety grating and 
bag splitter, self-aligning, self-lubricat 
ing shaft bearings, heavy duty electric 
welded frame, machine cut sprockets 
and roller chain drive. 

It is 29-in. wide, with a 

Continued on page 190) 


364-in 











= ONE OF A SERIES 
“~ OF ADVERTISEMENTS NOW REACHING 
YOUR CU STOMERS AND PROSPECTS 
THROUGH THE PAGES OF LEADING 
BUSINESS AND TRADE PL BLICATIONS 





IT’S 
PACKED WITH 
SATISFACTION 

WHEN IT’S 
PACKED 
WITH R/M 


The Raybestos-Manhattan packings in the stuffing box of this 
hydraulic accumulator ram play an important part in the 
machine's successful operation. The complete line of R/M 
packings and gaskets plays an important part in the successful 
operation of valves, compressors, pumps, hydraulic and other 
equipment of all types. The R/M distributor near you will 
gladly help select the right R/M packing or gasket to meet 
your needs. Or write for the new R/M Packing Catalog. 


WY PACKINGS 


RAYBESTOS-MANHATTAN, INC. 
PACKING DIVISION, MANHEIM, PA. 


FACTORIES: Bridgeport, Conn. Manheim, Pa. 
No. Charleston, S.C. Passaic, N.J. 


RAYBESTOS-MANHATTAN. INC., Manufacturers of Packings - Asbestos Textiles - Mechanical Rubber Products - Abrasive 
and Diamond Wheels - Rubber Covered Equipment + Brake Linings - Brake Blocks + Clytch Faciags - Fen Belts 
Radiator Hose - Powdered Metal Products - Bowling Balls 
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biq man 


Only your 


usreinUton <2 A 
con give yeu this special help rn dopa 
in today's tough tupply problems Distributor, especially as a 
ub g és procurement specialist under 
= Th current conditions of national 
~ emergency, this Parker-Kalon 








advertisement appears in 
June issues of 

MILL & FACTORY and 
PURCHASING. 


PARKER-KALON: 


ie Cup™ SELS-TAPPING SCREWS 
hd oP” SOCKET SCREWS 








PARKER-KALON® 


SELF-TAPPING SCREWS 


/ rit q 
P JA hy 
(Ota 


AND OTHER FASTENING DEVICES 
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marketing picture! 


The Parker-Kalon Policy 
which helped him grow 
stands unchanged 

in a runaway market 


The INDUSTRIAL DISTRIBUTOR has achieved well- 
deserved recognition as a key link in the complex 
chain of industrial marketing. His success is 

largely self-earned, the reward of able men applying 
experience and enterprise to the problems of 

local supply. 


The Parker-Kalon Distributor, however, has a 
special asset of enduring value in the P-K Policy 
which assists and protects him. 


It pledges continued leadership in design, and 
maintenance of the highest quality in P-K Products. 
It further pledges the constant cooperation of the 
P-K staff of field engineers in business development, 
and a strong, continuous program of advertising 

and sales promotion. It provides protection against 
price declines and “dead” stock, and assures an 
adequate margin of profit. 


But the primary clauses, of more importance than 
ever in today’s runaway market, are these: 


SELECTIVE DISTRIBUTION To sell only through 
recognized distributors, and to limit distribution 
of a given product to the number of jobbers a 
territory can profitably support. 


ORDERS AND INQUIRIES To refer to P-K Distributors 
all orders and inquiries received direct from users 
and prospects. 


Because full observance of these principles has never 
been relaxed, the P-K Distributor relationship 
stands out as a model of fair and square business 
practice. It’s the reason why any P-K Distributor 
will tell you “You’re O. K. with P-K” .. . for 
prestige, for sales, for profits. Parker-Kalon 
Corporation, 200 Varick St., New York 14. 
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YOUR CUSTOMERS CAN MAKE THESE 


BIG SAVINGS 





YOUR "0.E.M” CUSTOMERS 


YOUR “USER” CUSTOMERS 





1. SAVE SPACE, WEIGHT — smaller, 
lighter—make possible more compact 
designs. 


2. SLASH ASSEMBLY COSTS — no nuts 
or bolts to install, no special tools re- 
quired. Assembled in seconds! 





HOW IT’S 





a a ee 
Pee 1. Ready for As- 
sembly (with spoc 


a ing and alignment 
\ checked) 


~ 


2. Slide Sleeve 
Over Hubs 


\W~ 


“| 3. Press in Seal 


1. Snap Out Snap 
Ring 
2. Slide Off Sleeve \_ 





1. SAVE WEAR ON EQUIPMENT— 
smaller, lighter—put less strain on shafts 
and bearings. 


2. REDUCE DOWN-TIME — equipment 
can be pled in d ted 
in a fraction of the usual time. 


POSSIBLE 











3/5 USUAL SIZE, 1/2 USUAL WEIGHT 


Sier-Bath Gear Coupling com- 
pared with major conven- 
tional types of same shaft 
size. 


MANY RICH TERRITORIES are still open— 
so write today for brochure and 
policy details. We offer competitive 
prices, standard discounts, national 
advertising, all inquiries and orders 
from your territory referred to you— 
and no “skimming the cream’”’ on 
O.E.M.’s. Address Sales Manager, 
Coupling Division. 


amc 
WRITE FOR BULLETIN — POLICY DETAILS! 


Founded 1905 Member A.G.M.A. 


Sier-Bath 
GEAR and PUMP CO., Inc. 


9272 HUDSON BLVD., NORTH BERGEN, N. J. 


Bulletin gives i photos, comp 
list of cost-cutting advantages, detailed 
plan drawings and specifications for 
standard, vertical, mill motor, spacer and 
floating shaft types—sizes from 7% to 6, 
HP 4 to 550. (Special sizes and types on 
request). 
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charging height and a 15-in. dis- 

charge. 
Construction 

Waterloo, Iowa 


tion, June 1951. 


Machinery Co., 
Industrial Distribu- 











Tool Bits 
Available In 
Three Materials 


I'hree distinctive tool bit materials 
to meet various metal working appli- 
cations are available in standard sizes 
of Gorham Ground Tool Bits and 
Turning Tools. 

They are: Gorham “Standard” 
for the commercial field; Gorham 
“M-40-B” a Super Moly grade for 
heavy duty turning, and Gorham 
“Gormet”, for turning soft or abrasive 
stock at high speed. Gorham Ground 
Cutoff Blades, in 17 stock sizes, are 
also available in the “Standard” ma- 
terial. 

Gorham Tool Co., Detroit, Mich. 
—Industrial Distribution, June 1951. 
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Wrenches 
Adjustable, Thin, 
Light-Weight 


Four new thin, light-weight, finely 
balanced adjustable wrenches are 
made of high alloy steel and are pre- 
cision built to exacting standards, it 
is claimed. The jaws are tapered to 
permit ready access into close places, 
yet they are wide and deep enough to 
obtain a full bite on either hex or 
square nuts. The wrenches are heat- 
treated with chrome plated finish. 

DA-6, 6-in., has a j-in. capacity; 
DA-8, 8-in., has a §-in. capacity; 
DA-10, 10-in., has a 14-in. capacity; 
and DA-12, 12-in., has a 1]¥%-in. 
capacity. 

Owatonna 
Minn 
1951. 


Tool Co., Owatonna, 
Industrial Distribution, June 
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. 7a 1932...» Chisholm Moore introduced the first major advancement 
E ©) move. PTT 
t 
¢ 
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ee 1943... Further pioneering in the use of lighter 


and stronger metals brings CM even closer to the startling 
announcement which came in... , 


?. 
4 
x. 


in the industry toward reducing excess weight and improving operating 
efficiency of chain hoists through the use of lighter and stronger 


<=: 
| 
ne alloys of aluminum and steel. 


1946...The CM Model M CYCLONE— 
America's lightest weight heavy duty, high 
speed chain hoist is the first to g° into 
quantity production. 


1951..-CM Model M CYCLONE is still America’s 
first and lightest weight heavy duty, high speed 
chain hoist. 


1951...CM Model M CYCLONE—the first chain 
—: ! hoist of its kind making its advantages available 


W Sa ° to all through a complete range of capacities 
EIGHS \ ——$ ' ey from 4 to 10 ton. 


: 39 KY (ui “se t; : ' , 1951...CM Model M CYCLONE —first in demand. 
LIFTS 


/ TON CHISHOLM- MOORE HOIST CORPORATION 


( McKin 
‘ 
Affiliated with Columbus McKinnon Chain Corporation ) 


I 
. 7 


GENERA 
ones dui atoning _ FACTORIES: TONAWANDA, N 
ork, Chicago and Cleveland « Distribute ’ ; 
a rs Everywhere 








DARNELL GF CASTERS 


. Maximum 
oe FLOOR 
ION PROTECTION 











SAVE EQ SAVE EQUIPMENT 
- SAVE FLOORS — SAVE FLOORS 
SAVE MONEY | SAVE MONEY 
and TIME—si‘é«éi# and TIME 


DARNELL CORP. LTD. Long Beach 4, Calif 
4 60 Walker St., New York 13, N.Y. + 
36 N. Clinton; Chicago 6, Ill. 
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NEW LINES 
taken on by 
DISTRIBUTORS 





J. G. Christopher Co., Jacksonville, 
Fla., has been named distributor of 
lathes for the Cincinnati Lathe & 
Tool Co.; of drills for the Canedy- 
Otto Division of Cincinnati Lathe 
& Tool Co.; and for the complete 
line of the Pacific Coast Borax Co. 


Midway Tool Co. has named the Ed. 
I’. Loke Co., Cincinnati, Ohio, as 
sales representatives for the com- 
plete Midway line in southern Ohio, 
Indiana, Michigan, Kentucky, Ten- 
nessee, certain sections of West 
Virginia, and Virginia. 


The Aro Equipment Corp. has named 
Bruns & Collins, Inc., Chicago, as 
direct factory distributors covering 
lubrication equipment in the North- 
ern Illinois territory. 


Fort Worth Steel & Machinery Co. 
has made the Georgia Hardware & 
Supply Co., distributors of its line 
of screw conveyors, pulleys, shears 
and sprockets. 


The Plant Service Co. has been named 
a dealer for Suffolk county, Mass., 
of Allis-Chalmers motors, controls, 
Texrope drive equipment and 
pumps. 


The Whiton Machine Co. has named 
the following firms to handle the 
sale of their products. in their re- 
spective areas: 

e Port Huron Equipment Co. 

Port Huron, Mich. 
e Melson Industrial Supply Co. 
Grand Rapids, Mich. 
e@ Olsen-Sansom & Co. 
Detroit, Mich. 
@ Sterling Products Co. 
Moline, Ill. 








“Present your story, as far as pos- 
sible, in the other man’s words. To a 
farmer: ‘You don’t expect a crop with- 
out planting?’ To a treasurer: ‘You 
don't expect a dividend without an 
investment?’ To a restaurant owner: 
“You don’t expect your chef to make 
an omelet without eggs?’ “ 

“The Knack of Selling More” 
by Burton Bigelow 

















D-A-T-E-§ 
TO REMEMBER 


June 3-6—National Association of Pur 
chasing Agents “Inform-A-Show,” 
New York. 

June 8-9—Texas Wholesale Hdwe. 
Ass., semi-annual convention, Sham- 
rock Hotel, Houston, ‘Texas. 

June 11-13—Triple Industrial Supply 
Convention, San Francisco 

June 18-22—American Society for 
Testing Materials, Chalfonte-Had 
don Hotel, Atlantic City. 

June 19-20—Hardware Association of 
Carolinas, Ocean Forest Hotel, 
Myrtle Beach, S. C. 

June 24-27—32nd Annual 
tional Cost Conference, National 
Association of Cost Accountants, 
Palmer House, Chicago. 

June 25-29—American Society of Me 
chanical Engineers, oil and 
power div., Dallas, Texas. 

June 28-July 8—Canadian Interna- 
tional Trade Fair, ‘Toronto. 

Sept. 8-23—2nd International Trade 
Fair, Chicago. 

Sept. 10-14—Sixth National Instru- 
ment Conference & Exhibit, In- 
strument Society of America, Sam 
Houston Coliseum, Houston. 

Oct. 1-4—Industrial Packaging and 
Materials Handling Exposition, 
Cleveland Public Auditorium, 
Cleveland, Ohio. 

Oct. 3-Nov. 3—Paint Industries Show, 
Auditorium, Atlantic City. 

Oct. 8-12—Sixth National Hardware 
Show, Grand Central Palace, N. Y. 

Oct. 9-11—Electrical Progress Show, 
Convention Hall, Philadelphia. 

Oct. 15-19—National Metal Congress, 
National Metal Exposition, Detroit. 

Oct. 21-24—National Institute of 
Governmental Purchasing, Shore 
ham Hotel, Washington, D. C. 

Oct. 22-24—National Electronics Con- 
ference, Edgewater Beach Hotel, 
Chicago. 

Nov. 5-9—All-Industry Refrigeration 
& Air Conditioning Exposition, 
Chicago. 
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KLEINS 


Top 


LEA 


"Since 1857” 
When it comes to judging the 
worth of pliers, ask the man who 
uses them every day. He’ll tell 
you Kleins—for their hand fit— 
their proper balance—their care- 
fully matched knives that stay 
keen longer. 

The same top quality that typi- 
fies Klein pliers is also character- 
istic of other Klein tools and 
equipment—safety straps and 
belts, climbers, grips and 
wrenches. Men who know good 
tools have been choosing Kleins 
since 1857. 


DISTRIBUTED THROUGH JOBBERS 
Foreign Distributor: 
International Standard Electric Corp. 
New York 


| 

| 

| The Klein Pocket Tool Guide shows 

| ; the many sizes and types of Klein 

| Pliers and contains valuable infor- 
mation on other Klein products. A 
copy will be sent without obligation. 


“An improvement of only 5% in 
personality may produce a 50% in- 
crease in sales. If you have just a 
little more enthusiasm, sincerity, tact, 
initiative, and so forth, as compared 
with the average run of salesmen, you 


stand out prominently in customers’ Mathias 
minds.” { 
“Successful Salesmanship” \ 1 Established 1857 


by Paul W. Ivey 3200 BELMONT AVENUE, CHICAGO 18 


Since 1857 


RT) 


ILLINOIS 
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FASTER REPAIR WORK — SOLVE OPERATING PROBLEMS 
Standard attachments quickly Need a press on an assembly 


Save up to 9 man-hours harness the ram to = job? Just mount the '' Porto- 
with FULL power ull Power" ram in a home- 


Or more in moving and 
wheels, gears, pulleys, made press or a standard 


resetting a machine with d = = 
this hydraulic ‘‘Porto- ° bearings. No prying or “Porto-Power™’ bench 
Power’ toe-lift setup. sledging. press. Ram easily removed. 


LIFT MACHINERY — 


Raise from a low of 11)”. 





NEW ZIP IN MAINTE- SPEED UP CHANGE- PREVENT SHUTDOWNS 
— Push out pins, bush- 


NANCE—Clamp parts for OVERS — Bend mono- : he 
welding, riveting or other rail, straighten shafts, tt chi , bye ana ie 
operations. ( 4 bend conduit. Apply hy- . cccdlnatg  nemalt ppetcteie 

perations ombinations end condur pp Temnnaeian® commas 


build up for short or draulic power how, where 1 : 
(CERAM P) long spaces—for work and when you want it! BAUONS GS SEtUpe. 


at any angle, - 








“Porto-Power"’ is no ordinary hy- 
draulic jack. It’s vastly different 
— first because it exerts full power 
at any angle. And, second, it does 
a whale of a lot more than lift! 


That's because the compact, re- =2 

motely-operated ram is threaded -—— a 

for fast assembly with ingenious ive 
attachments | 


Porto- Power 


to push, pull, clamp, press, bend 


SESS this Hydraulic Jack 
(a) x 


AVAIL: 
but walk and talk! 
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peration headac 


“So inexpensive — yet so valuable ...1 don't know how we ever got along without it!” That's 
the way thousands of plant operating men feel about “Porto-Power.” And today’s pressure of 
defense work and expanded production now make this remarkable hydraulic equipment even 
more essential. It speeds up plant conversion dramatically . . . cuts maintenance costs . 
prevents shut downs . . . solves production problems the easy way . . . and conserves valuable 
manpower on job after job. 


Show customers how ‘‘Porto-Power”’ offers 1001 short cuts! Effective sales 
literature dramatizes applications ... helps sell this complete line of 
portable hydraulic equipment. Rams are available in 2, 4, 7, 10, 20 and 
50-ton capacities . . . with hand-operated or motor-driven pumps. . . 
plus scores of work-saving attachments for maintenance, production or 
laboratory work. Blackhawk Mfg. Co., Dept. P-1761, Milwaukee 1, Wis. 











Gf COOr’ 

This popular ass’t of ‘“Porto- 
Power” attachments includes a 
“Porto-Power” Jack that exerts 
10 tons of push, pull, clamp, 
press, bend, spread or lift. No 
maintenance crew can afford to 
be without it. 


For rugged jobs that need 20- 


. 
tons of “Porto-Power” action on Ist Choice 


a push, pull, spread, bend or her evdveutt : 
lift. Pays for itself on one or a at RySTaENS Power 
few good assignments, Maintenance 


Repair 
Operation 


Ato POWER 
oo 7S PROFIT POWae 


ony DBLACKHAWK wuts Porto-Power 
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YES SIR... 
WE CAN DELIVER 
A PUMP FROM STOCK 
TOMORROW 


How to get a Reputation that 
brings you NEW CUSTOMERS 


If you can “‘deliver the goods” on time and when needed, 
industrial users of equipment begin to think of you as the 
place to call first. All factory shipments under present 
conditions are apt to be extended. The distributor with 
**pumps in stock’? makes the sale! 

You can get the reputation for delivering pumps on 
time when needed by using the Goulds stocking plan. It’s 
as simple as this: Place your order for a stock of Goulds 
pumps now. Reorder whenever your stock gets low. 

For advice on the most saleable items to stock—and 
for help in selling and merchandising, call your nearest 
Goulds Branch or write Pump Headquarters. 


STOCK THESE “ALL AROUND” GOULDS PUMPS 


Fig. 3769 Single Stage ¢ entrifugal 


Self-Priming Centrifugal 








Fig. 3010 Centrifugal 


Goulds branches in 
all principal cities. 


PUMPS INC. 


ulds === 


Now York 
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FROM THE 


om FILES 


25 YEARS AGO 


G. N. Holmberg, member of the 
sales organization of H. Channon 
Co., Chicago, won a grand prize of 
$1,200 in a bonus contest spon- 
sored by the Syntron Co. 





“When the cost of a traveling sales- 
man reaches an average of about 
six percent, we are at the danger 
signal, and we should give the mat- 
ter careful study,” Alvin M. Smith, 
president of Smith Courtney Co., 
warned the Southern Supply & Ma- 
chinery Dealers’ Association. 


George W. Jones was made manager 
of sales of the Pittsburgh Steel Co. 


\t a convention of the National Sup- 
ply & Machinery Distributors’ As- 
sociation, it was shown that the 
cost of doing business during the 
year 1925 was 20.77 percent; that 
the average gross margin of profit 
was 21.60 percent; and the net 
profit a little over 1 percent. 


Ihe Pratt-Gilbert Co., Phoenix, Ariz., 
was making plans for a big ex- 
pansion of its business, which was 
to be reincorporated with a capital- 
ization of $500,000 


Robert T. Dills resigned from the 
Klinger-Dills Co., Dayton, Ohio, 
to organize the Dills Belting & 
Supply Co. 

Brigham M. Scott, president of Dun 
can & Goddell Co., Worcester, 
Mass., returned from a _ 12,000- 
mile voyage to Korea, Jerusalem and 
the Mediterranean. 


The Morse Chain Co., Ithaca, N. Y., 
was building a factory addition at 
an estimated cost of $125,000. 

Charles F. Rockwell was elected sec 
retary-treasurer of the American 
Hardware Manufacturer’s Associa- 
tion. 

The Raub Supply Co., Lancaster, 
Pa., celebrated its 30th business 
anniversary. 

“Mill supply salesmen are a well edu- 
cated bunch of conscientious, hard- 
working men,” announced Kenneth 
G. Merrill, M. B. Skinner Co., vice 


president. 


10 YEARS AGO 


Defense problems overshadowed all 








Out of This 


a 


World... Magnetically 


eee 








A compass is a sensitive 
instrument, so sensitive it is easily 
led astray by local magnetic gremlins. 

Before the operational virtues of a compass 
can be put to test, the effects of the earth’s 
magnetic attraction and of surrounding mag- 
netic disturbances must first be overcome. 

United States Gauge engineers do it by null- 
ing them with a magnetic field of their own, a 
field induced by the USG-built version of the 
Helmholtz Coil you see above. 

Here at USG we make no fuss over this in- 
strument. It is just another fact-finding tool 
an example of how far we go to find the right 
answer to an instrument problem. 





The same investigative approach was applied 
to the development of a pressure governor for 
a large electrical manufacturer, to a submers- 
ible thermometer for a transformer, to an 
electrical motion-transmitting system for fight- 
ing planes, and a temperature gauge for a 
household heating system. 

So, if you have a puzzler in thermometry or 
one involving pressure measurement, or a dis- 
tant cousin of either, see whether we can help 
you before you get too far along. 

United States Gauge, Division of American 
Machine ‘and Metals, Inc., Sellersville, Pa. 


SA Muddy , Suiges Cnyinecien (for Cndaning. Vouuy 


PRODUCTS OF UNITED STATES GAUGE Absolute Pressure Gauges «© Aircraft Instruments « Air Volume Controls « Altitude Gauges © Boiler Gauges * Chemical Gauges 
Mercury, Gas, and Vapor Dial Thermometers * Glass Tube and Industrial Thermometers * Flow Meters © inspectors’ Test Gauges © Precision Laboratory Test Gauges * Marine, 
Ship and Air-Brake Gauges * Voltmeters « Ammeters « Welding Gauges 


OTHER DIVISIONS OF AMERICAN MACHINE AND METALS, INC... AT SELLERSVILLE, PA.: GOTHAM INSTRUMENTS, AND AUTOBAR SYSTEMS 
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others at the Triple Mill Supply 
convention in Chicago, as the in- 
dustry heard a clarion call to serv- 
ice from the office of production 
management in Washington. At- 
tendance figures reached nearly 900. 


I]. V. Waterman was elected pres- 
ident of the National Association; 
J. B. Crimmins president of the 
Southern Association; and R. G. 
lhompson, president of the Amer- 
ican Association. 


Detroit Ball Bearing Co. opened the 
company’s third branch office to 
be dedicated within a short period. 





Ed. H. Idema, president of Manufac- 
turers Supply Co., Grand Rapids, 
closed his company’s two-day an- 
nual exhibit and hastened off to 
open officially the trout season on 
White River. 


Clarence F. Bennett, chairman of the 
board of directors of the Stanley 
Works, was given a dinner to cele- 
brate his fifticth vear with the com 
pany. 


—— ' sk maser RE Pulver Machinists Supply Co., Chi- 
tan aes: le —— cago, acquired a_ two-story base- 
“oy ment building to remodel into a 

warchous¢ 


ready to take a beating saan Sam Allen became the new champion 


of Eastern Hardware golfers. 

he ‘Triplex Screw Co., Cleveland, 
WITT CANS have “built-in” protection, assuring last- completed a new building, the sec- 
ing durability under the toughest abuse. The best of ond to be acquired in two years, 
, : : : to house additional heat treating 
materials and workmanship plus a superior design ne ii 

facilities and warehousing space. 

place WITT CANS at the head of their class. For D. J. Cl a 
7iccson Was appoimntec 0 1¢ 
grade A ruggedness over the years—choose WITT aie rar af Hajoes Corp., to sell 
CANS—you get longer life and far greater values. industrial supplies in the Lansdale, 


Pa., area 


COMPARE the WITT CAN with any other Can on these points... J. M. Kinabrew was elected president 
of the Standard Supply & Hard- 


STRAIGHT SIDES—assure extra resistance to rough handling. ware Co.. New Orleans, La. 
DEEP ROLLING CORRUGATIONS—run full length of Can adding 
further rigidity. 

HEAVY GAUGE STEEL—provides battleship ruggedness. 
STRUCTURAL STEEL BANDS—protect top and bottom of Can and act 


as shock absorbers. 
HOT DIP GALVANIZING—a hand process 
after fabrication, insuring heaviest possible p [| al 00 S 
rustproofing. 


PINCH-PROOF HANDLES—for easy handling. 


STURDY LID—snug fitting yet easy to remove. at Business 


WITT CANS HAVE THE’RIGHT ANGLE” 








If you want your customers to get 
more out of a Can in service than they 
put into it in cash, sell WITT CANS— 
a to outlast 3 to 5 ordinary ( omposite Opinion of Purchasing 
ans. ‘ . 

Agents Who Comprise the N.A.P.A., 

Business Survey Committee. 
Purchasing Agents reporting on 


* April business record the second 

CVs month of sharp declines in new or- 

THE WITT CORNICE COMPANY, Cincinnati 14, 0. ders, 33 percent indicating a falling 
“Originators of the Corrugated Can” Continued on page 202) 


ae <te Aee = F eee e w 


Pre 
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What are You Doing about 


D. 0. RATINGS? 


Unless you do something soon you’re heading for trouble. 

Already, most manufacturers of steel products find inventories 
low and shipments of non-rated steel from mills undependable and 
inadequate. 

And now comes the D.O. 97 rating to help you and your 
customers. It assures deliveries of maintenance, repair, and oper- 
ating supplies to all types of industries for high production of pre- 
paredness essentials. 

That’s why D.O. ratings are important to you. Trouble? Yes! 
More paper work? Yes! But your shelves may soon be empty and 
unrefillable unless you request ratings from your customers 
and pass them along to your suppliers of most steel products. 

Don’t be lulled to sleep by reports of ‘‘plenty for all.”” There isn’t 
enough steel to meet the demand . . . and there’s no improvement 
in sight. 

Do your part! Keep your customers’ plants going by keeping 
your stocks up. You can do this only by using D.O. ratings 
properly! 


CHECK THESE LAUGHLIN ADVANTAGES 


The broadest line of its kind, including as standard The new, 44-page Laughlin Catalog-Data Book 
many items ordinarily made up as specials. No. 150, a valuable source of information and a real 


sales-booster. 
Exclusive sales leaders such as “Fist-Grip’” Wire 


Rope Safety Clips, Clevis Grab and Slip Hooks, Safety A fair distributor policy and substantial profit margin. 
Hooks, and genuine “Missing Links.” 
A Laughlin representative will be glad to give you the 
Consistent national advertising to keep the Laughlin whole story. Just contact THE THOMAS LAUGHLIN 
name before your customers. COMPANY, 126 FORE STREET, PORTLAND 6, MAINE. 


Laughlin Protects the Distributor 


Stop and see us, Booth 609, Triple Mill Supply Convention 


JAUGHIN § @ 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 
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14 YEARS AGO WE PUT THIS QUESTION 
TO A GROUP OF OUR DISTRIBUTORS... 


it nab te pu Maal 


HERE ARE THE ANSWERS THEY GAVE US THEN... 








AN OHIO DISTRIBUTOR: 


“The real growth of our packing 
business dates from the day we 
switched to the J-M line exclusively.” 


A TEXAS DISTRIBUTOR: 


“We have never found more depend- 
able products or a fairer distribution 


policy.” 


A NEW YORK DISTRIBUTOR: 


“Complete confidence in the quality of 
J-M packings and full satisfaction 
with your distribution policies.” 


A VIRGINIA DISTRIBUTOR: 


“A fair distribution policy, plus steady 
advertising . . . and the outstanding 
quality of J-M packings.” 


A NEW JERSEY DISTRIBUTOR: 


“A steady flow of new and repeat 
business has made Johns-Manville one 
of our most profitable connections.” 


A NEW YORK DISTRIBUTOR: 
“During 20 profitable years handling 
J-M packings, they have increased my 
packing business and earned for me 
the confidence of my custor ers.” 


A TENNESSEE DISTRIBUTOR: 

“The J-M packing line is easy to stock 
and handle, moves fast, and has given 
us 18 years of steadily increasing 
volume.” 


A MISSOURI DISTRIBUTOR: 


“It has made our selling job easier 
and more profitable . . . and the 
dependability of J-M packings keeps 
our customers sold.” 


AN OREGON DISTRIBUTOR: 

“The J-M policy of supplying quality 
products has brought us satisfied 
customers and a profitable packing 
business for 14 years.” 


JOHNS-MANVILLE 
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Aatherized Diba 


Johns- Manville 


Packings 


Today, all the distributors whose state- 
ments appear on the opposite page 
are still with Johns-Manville . . . many 
others have been with us for 20, 30 and 40 
years. Such testimony from satisfied distrib- 


HERE IS WHY IT’S STILL ““THE BLUE CHIP’’ PACKING FRANCHISE TODAY 


utors speaks for itself regarding the distribution 
policies that make the Johns-Manville franchise 
so desirable. Here are some of the reasons 
why these distributors have stayed with Johns- 
Manville through the years: 





1. A strong distributor policy — It is the Johns- 
Manville policy to sell replacement packings through 
its authorized distributors. 


2. A complete quality line—No need to stock 
more than one line when you're a J-M Packing Dis- 
tributor! From one source, you can obtain a packing 
or a gasket to meet any requirement—whether it's 
a rod or plunger packing for a severe corrosive 
condition, a moulded packing for hydraulic service 
or a metallic gasket to withstand temperatures up 
to 2000°F. And every style is backed by J-M's 
many years of packing “know how.” 


3. An accepted name—Johns-Manville has been 
serving industry for over 80 years . . . making 
industrial packings for more than 75. Packing users 
everywhere know Johns-Manville—have confidence 
in the J-M name because of its long association 
with quality products. This acceptance, although 
intangible, is one of the most valuable assels of 
the J-M packing franchise. 


4. Aggressive promotional support—in 22 


national publications and on coast-to-coast radio, 
too, Johns-Manville packing advertising regularly 


If you're looking ahead . 


reaches packing users in every important field . . . 
keeps them posted on the latest packing develop- 
ments ... and refers them to their local J-M Packing 
Distributor as the place to buy. This intensive ad- 
vertising support is supplemented by direct-mail 
literature and other sales aids available without 
cost to the distributor. 


5. The backing of the J-M sales organiza- 
tion—Johns-Manville packing representatives are 
located in or near all important industrial trading 
areas. These men work closely with J-M Packing 
Distributors—help them solve tough packing prob- 
lems, assist in the development of new markets, etc. 
Their services are one of the “plus” values that go 
with the J-M packing franchise. 


6. A policy of “looking ahead”—Johns- 
Manville is not satisfied with merely “keeping pace” 
with industry’s packing needs. J-M'research con- 
stantly seeks to improve packing performance .. . 
to create new packings that will do the job better. 
As a result of this policy, Johns-Manville Packing 
Distributors have been first in the field with many 
important packing developments—and first to offer 
these new packings to their customers. 


interested in making more 


money in replacement packings, why not investigate the 
many opportunities in this “blue chip” packing franchise? 
Address Johns-Manville, Box 290, New York 16, N. Y. 


PACKINGS and GASKETS 
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CHICAGO WHEEL 


Ask any Industrial Distributor who sells Chicago Wheel products, and 
he'll tell you that, year-in year-out, it’s the top abrasive specialty 
line for him. His profit margin is larger and fully protected, and he’s 
never stuck with stock obsolescence or slow turnover. The Chicago 
Wheel line, moreover, is non-competitive on many items. And it’s 
backed by hard hitting, consistent national advertising, helping to 
boost the fastest growing company in the abrasive industry. If you 
are not satisfied with your present connection if you want to 
get aboard a real money-maker . . . don’t delay . . . find out today why 
CHICAGO WHEEL is a Peach of a Deal! 


First —Foremost—and 
Finest! The fastest 


Wide range of sizes, 
shapes and specifica- 
tions for every port- 





tionally advertised . . . 
Complete range of models and styles . . 
steady, repeat business. 


turnover and the big- 
gest profit line in the 
abrasive field. Mini- 
mum space require- 
ments . . . low stock 
investment. .. higher 
profits. 


able tool operation. 
The outstanding line 
from both quality and 
profit factors. Tops in 
internal grinding. 


HANDEE —Tool of 1001 Uses. Top quality hand tools for shop and home use. Na- 
nationally known. Ideal for pattern and die shop work. 
. plus line of more than 500 accessories for 
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off in order backlogs. Defense orders 
have increased appreciably, but do 
not compensate for the slack in new 
civilian business. Production — has 
slowed up somewhat, as 17 percent 
report lower activity for the month. 
Defense production is beginning to 
be felt in the plants of prime con- 
tractors. From the deluge of requests 
for subcontract work the primes are 
receiving, it is apparent that con- 
siderable productive capacity is now, 
or soon will be, available throughout 
the country. 

Prices are leveling off, with some 
scattered declines reported, evidently 
the liquidation of overstocks. Buyers 
look to the new OPS price-profit 
regulation formula, to hold back many 
contemplated price advances. Formula 
controls, however, do not reach the 
exorbitant prices im the gray or out- 
side markets, for several critical mate- 
rials, which are protected by these 
interim procedures. 

While Purchasing Agents are in- 
clined to be skeptical of quick results 
from the proposed limited, open-end 
CMP plan, the majority believe it 
will be an improvement over the pres- 
ent priority system, which is showing 
signs of failure. Industrial material 
inventories have not changed. The 
number of employed is holding up 
well, but work time was reduced in 
more plants during April. Buying 
policy is predominantly within a 90- 
day range; a cautious procedure that 
is dictated by the decline in forward 
sales, price ceilings and general un- 
balance of industrial inventories. 


Prices 


The price spiral seems to be halted 
at high levels. A few more declines 
are reported this month, some of 
which are the result of pressure to 
liquidate inventories. The new OPS 
price ceiling formula will, no doubt, 
curb many price advances. Provision 
should be made to roll back some 
of the unreasonable scare-selling ad- 
vances of last Winter. The outside 
markets in steel and in nonferrous 
metals scrap are examples of specu- 
lative manipulation that should have 
OPS attention. With regard to the 
effect of the new pricing plans on 
nonferrous metals now selling in for- 
eign markets above domestic prices, 
Purchasing Agents recommend con- 
sideration of a “metals reserve’’ pro- 
gram, along with the ceilings and al- 
locations to be introduced, as some 
of the foreign production must be 
obtained. 


Inventories 


Inventories show no change up or 
down. They are generally out of bal- 
ance because of items in stock which 





EXCLUSIVE. FRANCHISE 


CASH IN on Top Quality — ‘‘Name”’ Line — Complete 


Coverage — Turnover — Sales Promotion Support — Exclusive Franchise! 





You've got a leading PROFIT line, with Federal- 
Mogul bronze bars—they’re pre-sold! You get 
sales promotion support and the benefits of indus- 
try-wide reputation based on more than 50 years 
of bearing metal specialization. 


Over 400 sizes of cored and solid bars available 
in a wide range of alloys. Many S. At E. and 
A. S. T. M. and government specifications. Qual- 
ity-controlled Federal-Mogul bronze bars have 
fine, even grain structure, no hard spots or blow- 


holes. Precision-machined on O. D., |. D. and ends 
. . . QUALITY bronze bars you sell with confi- 
dence and profit! 


OPPORTUNITY 
Profit-making, exclusive franchises still available 
in some territories for aggressive distributors. 
Write or wire for full infovmation TODAY! 


FEDERAL-MOGUL CORPORATION 


11057 SHOEMAKER DETROIT 13, MICHIGAN 


OVER 50 YEARS OF CONTINUOUS BEARING EXPERIENCE 


< 
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‘ee 


N 


ye Wary 
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CALDER 


for Bigger Profits... Easier Sales 


\\\ he DAS 


. BUILT RIGHT—Best materials 


bs Sn 


Rod Cutting 
at High Speed 
with the New 


DI-ACRO ROD PARTER 


The DI-ACRO Rod Parters further increase the 
“DIE-LESS DUPLICATING” as a cost-cutting, 
duction technique: 

Deo you require precision? The DI-ACRO Rod Parters hold tolerance 
to .001L" on duplicated cuts. The ends are square, and roundness is 
maintained. 

Do you want speed?—The Rod Parters exceed output of other methods 
with equal accuracy, on rods and bars up to °,". Torrington Roller 
Bearings incorporated in an exclusive multiple leverage arrangement 
provide remarkable ease of operation in both heavy and light materials. 
DI-ACRO Power Parter has air cylinder cushioned 

for quiet and efficient operation. Each cutting cycle 

obtained with 4-way foot valve—leaving operator's 

hands free 

GET “DIE-LESS DUPLICATING” CATALOG 

and dealer information—add to your sales with— 

DI-ACRO Benders, Brakes, Shears, Rod Parters, 

Rollers, Notchers, Punches. Write today 


applications of 
time-saving pro- 


312 8th Ave. 
Lake City, Minn. 


ROLLERS SHEARS 


R A 
PARTERS\. 





Dresser Line 


SVS “ 
throughout tool ,\ 


en i and Left hand Threaded —- 


EASY TO HOLD — Extra \ NI 
distributed NY 


\ for — hance 


3 
\\) Weight well 


\ \ 


SOLD ONLY } THROUGH 


Y\ 


CALDER 


MANUFACTURING ol oF 


2049 North Prince Street . 


Lancaster, Pennsylvania 
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| cannot be processed without other 


materials that are in short supply. 
The proposed Controlled Materials 
Plan may recognize the necessity of 
balancing these stocks so that a greater 


| volume of finished goods can flow 


into distribution pipe lines. 
Employment 


Over-all employment has stabilized 
at the very high level of the past 12 
months. There are shifts between 
areas and between industries in areas, 
much of which is transfers into de- 
fense plants. There are reports of 
working time reductions, but no large 
layoffs in April. Skilled help is scarce; 
farm labor is in demand; good clerical 
workers are hard to get. 


Buying Policy 


lhe policy of holding commitments 
within a range of 90 days continue 
to grow. 80 percent of our reports 
are in that category this month, com- 
pared to 55 percent in February. With 
order books on a sharp down trend 
for the past two months, prices be- 
ginning to shake a little, and uncer- 
tainty as to allowable production 
under CMP, Purchasing Agents are 
justified in taking this cautious shorter 
view of future coverage. 


Commodity Changes 


The price changes reported in 
April are not many and are small. 
Most noticeable is the increasing list 
of materials showing some decline. 

Up were: Some acids, alcohol, elec- 
trical equipment, fats, manila rope, 
mica, paint, sulphur, ties. 

Down: Stearic and oleic acid, used 
Cars, coal, cornstarch, sugar, some 
meats, greases, linseed, soya, coconut 
oils, wastepaper, textiles. 

In Tight Supply: Heavy acids, alu- 
minum, asbestos fiber, bearings, ben- 
zol, brass, castings, cellophane, cop 
per, electrical equipment, fasteners, 
iron, lead, plywood, nails, nickel, 
some paper, pipe, rubber, sulphur, 
steel, burlap, tin, wire. 


Canada 


Business in Canada continues to 
boom. Production is holding at a 
high point. Order books are substan- 
tial and do not show the declines 
reported in the States. Commodity 
prices are still on the rise. Inven- 
tories are declining. Employment is 
higher. Buying policy is eunsesenen 
than in the United States. 

Defense program preparations are 
getting off the drawing boards. Mate- 
tials controls are in the offing. Pur- 
chasing Agents are uncertain about 
the effect of the new budget on prices 
and sales. 





Alloy Steels 

Armor Plate 

Clutch Plate Steels 
Tillage Steels 

Soft Center Steel 
Shovel Steels 

Knife Steels 

Saw Steels, including 
High Speed Hack 
Saw Blade Steels 
TEM-CROSS Steel 
Stainless Steels 
INGACLAD 
Stainless-Clad Steel 


i ny Soke alls ‘CORPORATION 





William F. Hoffman 


William F. Hoffman, 
Maddock & Co. Executive 


William F. (“Bill”) Hoffman, vice 
president and purchasing agent of 
Maddock & Co., of Philadelphia, died 
on May 9. He was 43 years old. 

Mr. Hoffman, with Maddock for 32 
years, had worked in all phases of the 
business, from errand boy to his ex- 
ecutive posts. 

He was a member of the Purchasing 

Agents Association of Philadelphia; a 
Ped, <7 LE ous and a Shriner, and a member 
l e of his church Council. 
Rt PAT OFF _—_— Well known in the field, Mr. Hoff- 
AB Ss Oo RB E | T Ss EASY TO USE man was a frequent participant in the 
Just spread it on grease spots Triple Supply and other conventions 
Absorb all types of Oils, Greases ECONOMICAL of local and national significance. 
and Fats plus Water Solutions from : 
: Saves time, saves maintenance 
oil-covered floors. expense —can be used again 
ond again 


REDUCES INSURANCE 





Henry E. Longley, 
Longley Supply President 
Check these Advantages PENALTIES Henry E. Longley, president of the 


Longley Supply Co., Wilmington, 


@ Sold through Wholesalers only Recommended by insurance NG. died Jon. 30 
iN. eg ~ é¢ » wee 


Big profits companies and safety organi- 
Excellent repeat business zations 
No delay on deliveries , \ 
No priorities necessary \ Robert C. Byler, 
Free attractive literature " SKF Industries Ine 
Our field missionary men avail- ; ~ : ” 
able to you at all times Robert C. Byler, advertising man- 
Every call a potential customer j ager of SKF Industries, Inc., Phila- 
Easy to sell delphia, Pa., died suddenly March 27. 
DON’T DELAY, WRITE US TO-DAY. 
Charles E. Hanssen, 
Manstactered Exclesively by President, Louis Hanssen’s 


Charles E. Hanssen, president of 


° ° . 
$20 N MICHIGAN AVE ’ . 
j . rl orporation CHICAGO 11, ILLINOIS Louis Hanssen’s Sons, Davenport, 
OF AMERICA 


Iowa, died recently at his home. He 
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HY (High) PRO (For) 


Hy-Pro = High Production 
Hy-Pro = High Protection 
Hy-Pro = High Proficiency 
Hy-Pro = High Proceeds 
Hy-Pro = High Profits 
Hy-Pro = High Promotion 


Hy-Pro = High Progression 


Rae 


° 


SULSLLSLMLLLAL ERDAS ULLAL 


Vb) 


A Few Territories 
Open For Qualified 
Distributors 








COMMERCIAL ¢ PRECISION 








A name that embodies all 
these features in our own 


“TAILORED DISTRIBUTOR 
POLICY” 


Supplemented with: 





CATALOGS 
IMPRINTED SALES MATERIAL 
ENGINEERING SERVICE, ETC. 


Plus Emphasis to: 





“PURCHASE THROUGH YOUR 
DISTRIBUTOR" 


Plus: 


SUPPORTING NATIONAL 
ADVERTISING 








¢ SPECIAL 


High Speed Steel Ground Thread Taps 


HY-PRO TOOL CO. New Bedford. Mass 


A Subsidiary of Continental Screw Co. 


x | 
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QUAKER RUBBER CORPORATION 


- POeareR COMPANY, iwc. 





DIVISION OF H. 











BELTING 


Quaker offers a full line of con- 
veyor, flat transmission and 
V-belts to fill every order. De- 
veloped and proved through the 
years to give maximum, trouble- 
free service. 


ADVERTISING ... that paves the way 


for your sales with more than ten million con- 
tacts every month in leading magazines. Tens of 
thousands of goodwill-building sales messages 
to every prospect in your territory. 


PROMOTION . . . that includes fact- 


filled catalogs, technical booklets and folders to 
help your men close the sale. . . prestige build- 
ing literature to cement good relations with your 
cutomers. 


Newest Quaker program to help you keep your 
customers ordering .. . and to win new ones is 
the Quaker Conservation Maintenance Plan. 


PRODUCTS . . . high-quality, pre-tested 


products — belting, hose, packings, moulded 
products —in various sizes, types and materials. 
Products serviced from a coast-to-coast ware- 
house system. Your Quaker branch is as near as 
your telephone ... call now and cash in on this 
three way profit line. 





roved for flexibility and 
trength . . . built to stand 
ibrasion and resist wear. 
ere's a Quaker Hose for 
wery industrial applica- > 
ion. : 


Developed to assure positive 
safer seals .. . to last longer . . . 
Quaker Sheet Packing is made to 
give you the finest service on 
pumps, compressors, water, air, 
steam and chemical lines. 





Western Territory QUAKER PACIFIC RUBBER CORPORATION San Francisco 10, California 








A SHORT STATEMENT ON 


TEAM TRAPS 


THAT IS LONG ON GOOD SENSE: 


— 
Ww A Steam Trap has but one function—to drain 
4 


condenstj from steam lines. Right? 

Now if one brand of Steam Trap can drain tie as 
much condensate $ $= ($ Junder equal conditions, 
as another of the same size and price—it’s just “7 
common sense to buy that brand, isn’t ir~Pe~ 
Clark DUO-STEP LEVERAGE se STEAM TRAPS 
have proved in tests time and time again that they 
can drain tie the condensate of ordinary traps. 


So—do as thousands of smart steam engineers 


have done: 


SWITCH TO CLARK DUO-STEP 
STEAM TRAPS FOR DOUBLE 
DRAINAGE EFFICIENCY! 


THE CLARK MANUFACTURING COMPANY 
1844 East 38th St. e Cleveland 14, Ohio 


The complete line of dependable fluid controls 


INDUSTRIAL DISTRIBUTION © JUNE, 1951 





was 85 when he died, one month after 
the 100th anniversary of the founding 
of his firm. 

He was progressive in business lines, 
and was one of the first to see the 
possibilities of extending the retail 
hardware store into the wholesale field. 
As time passed, the wholesale portion 
of his company grew and prospered, to 
include a wide area in Eastern and 
Western Illinois. 

Survivors include a son, two daugh- 
ters, a brother, two sisters and five 
grandchildren. 


W. T. Hunter, Director, 
Scoville Manufacturing Co. 


William T. Hunter, retired presi- 
dent of A. Schrader’s Sons, Inc., 
Brooklyn, N. Y., and former vice 
president of the Scoville Mfg. Co., 
died April 19 after 14 weeks illness. 

Mr. Hunter, who at his death was 
still a director of the Scoville Mfg. Co., 
retired in 1949. He had been with 
the Schrader concern for more than 
50 years at the time. 

Active in many comunity affairs, 
Mr. Hunter was a trustee of the 
Brooklyn Institute of Arts & Sciences, 
a trustee of the Brooklyn Hospital, 
and a former director of the Brooklyn 
Chamber of Commerce. 

He was director of the Home Life 
Insurance Co. of New York, a director 
of the 40 Wall St. Corp., and the 58th 
St. Broadway Corp. 

He is survived by his wife, three 
daughters, two sons, a sister, and two 
brothers. 


William A. Rose, 
Bassick Co. Director 


William A. Rose, 70, who retired in 
1945 as president of The Bassick Co., 
subsidiary of Stewart-Warner Corp., 
died April 1 after a prolonged illness. 
He was a director of The Bassick Co. 
at the time of his death. 

A native of Beloit, Wis., Mr. Rose 
joined Stewart-Warner in 1912. He 
was sales manager of the firm’s auto- 
motive division in Chicago prior to his 
appointment as Bassick president in 
1934. 


Francis M. Scott, 
H. P. Weller Supply Co. 


Francis M. Scott, assistant purchas- 
ing agent of H. P. Weller Supply Co., 
Erie, Pa., died in his home April 16 

Mr. Scott, who has been connected 
with the company for thirty-five years, 
had been confined to his home for the 
past two and a half years. 








Sales Helps From Manufacturers 





Brochure Promotes 
Proto Advertising 


Ihe current Proto advertising and sales promotion 
theme, “Proto means Professional Tools,” is explained 
in a colorful, multi-page brochure, prepared by the Plomb 
lool Co., Los Angeles, Calif. 

Supporting promotional plans are detailed in the 
brochure, which is being sent to dealers, jobbers and dis- 
tributors with a message on how to increase their tool 
sales. 

An outstanding feature of the booklet is an illustrated 
list of more than 40 types of advertising helps, literature, 
point-of-purchase materials, good-will builders and other 
sales aids available to customers for promoting the line. 

Samples of six current ads are also reproduced in the 
brochure. ‘They headline the theme and explain it to in- 
crease the acceptance and retaining of the Proto trade- 
mark. 

lool-laden merchandisers are used as illustrations in 
the ads to help buyers recognize them in stores and to 
indicate the line’s completeness. Other illustrations in- 
clude caricatures of anatomy parts, like the ear and nose, 
and the distinctive tool animations that proved so popular 
in previous campaigns. 

An innovation in the ads is a ““Toolagram” panel, which 
promotes major products and announces new tools. Aside 
from selling specific products, it provides an effective 
means of showing tools of interest to the readers of 
various magazines used. 


SALES PROMOTION PLAN is outlined to Frank Nelson, 
sales manager of Garrett Supply Co., Los Angeles, by Alan 
Sweetser, Proto Sales representative. 





FORK TRUCKS-—A new 8 page speci- 
fication bulletin, #1325, in two colors, 
gives dimension drawings relative to 
the FT-60 6000 Ib. capacity fork truck. 

It is published by Baker Industrial 
Truck Division, Baker-Rauling Co., 
Cleveland, Ohio. 

Designed to show the maneuver- 
ability of the truck, detailed specifica- 
tions which permit comparing this 
truck with other 6000 Ib. fork trucks 
are presented, as well as pictures show- 
ing the truck working in eight differ- 
ent industries and 16 different appli- 
cations. 


CONVEYOR-A four page bulletin, 
#51-59, contains pictures and spe- 
cifications on the new Rex Flex Top 
conveyor chain. The biggest advan- 
tage of this chain which can flex in 
two planes, horizontal and vertical, 
and can curve around the sharpest cor- 
ners, the bulletin states, is its elimina- 


10 TD 10” 


TYPE TD 


14 TD 14” 
TWIN WHEEL TOOL GRINDER wall. 


(Also single cup wheel) 


FOR YOUR CUSTOMERS - -- 


The World's Most Modern Grinder! 


FOR CARBIDE, STELLITE OR HIGH SPEED STEEL TOOLS . . 


FROM ROUGH TO FINISH GRIND 
IN ONE STEP! 


HEAVY DUTY WET OR DRY 10” - 14” WHEELS 


za 3 


) 


2 


8-2 o Qo 


- 
- ~~ 
0 


OLD WAY 


Lost time between rough 
and finish grind, 


NEW WAY 
One step from rough to 
finish grind. 
Floor space wasted — Conserve floor space — 
Grinder must be away from = place Grinder against 
wall. 





tion of transferring containers from 
one conveyor to another.—Chain Belt 
Co., Milwaukee, Wis. 


CAST STEELS—A_ comprehensive, 
52 page brochure describing Lunken- 
heimer cast steels which will help 
solve piping problems is now avail- 
able. The book describes manufacture, 
(Continued on page 214) 





Also: 

Grinders—All Kinds! Up to 100 H.P. 
Buffers—Polishers Up to 60 H.P. 
Abrasive Beit Machinery—Special 

Machinery 


Positively no spray or splash when grinding wet! 


WRITE TODAY FOR BULLETIN TW 


Visit our Booth 103 Triple Industrial Supply C jon, San F , June 11, 12, 13. 


We would like to discuss type TD with you! 


THE STANDARD ELECTRICAL TOOL CO. 


2520 RIVER ROAD CINCINNATI 4, OHIO 
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| WHITMANs BARNES 








| THE TOOLS 
EF PRODUCES 


The name WHITMAN & BARNES, as it pene- 


trated through industry during 

tury, became singularly identified with a 
quality upon which users pldce a high valve. 
The regard with which W&B tools are held 
necessitates a steady flow of these tools into 
an exceptionally varied and large group 
of industries. 


Today—our facilities for manufacturing drills, 
reamers and our other products, are better 


than at any time in our long history. This has 
resulted because of our new, modern plant 
with capacity for greatly increased produc- 
tion. Each department is equipped throughout 
with the most modern facilities for maintained 
quality products. Department heads and pro- 
duction managers, with long service records, 
are thoroughly experienced, as are the men 
at the machines. 


As the TRIPLE MILL SUPPLY CONVENTION 
gets under way, we take this opportunity to 
wish you all well, and to assure you continued 
cooperation in the good job you are doing 
in distributing needed tools in time to indus- 
tries of America! 


WHITMAN & BARNES PRODUCTS INCLUDE: 
High Speed and Carbon Steel Drills, 
Reamers, Counterbores, Lathe Centers, 
Arbors, Screw Extractors, Sockets and 
Sleeves, Interchangeable Punches, 
Carbide Tipped Tools, Special Tools. 


“ ABZ 2 — 
Ale 43 Of “See 


PLYMOUTH, MICHIGAN 














POCKET-SIZED POWERHOUSE 
ANGEL, 


on 
4 ; S - 
. “2 7 


Photographed beside shotgun shells to show size and compact design 


Manufacturers are amazed at the work this unique right-angle 
bevel gear drive does, the space it saves, the problems it solves. 
Slip a unit in your vest pocket and show it on every call. Because 


ANGlLgear has unlimited applications in the industrial field, it 


will interest many of your prospects. 


® Capacity of equipment many times its size and weight 


@® Ratio 1:1 in 1/3 hp and 1 hp at 1,800 rpm with ultimate 
static torque of 250 and 750 in. Ibs. respectively 


Two basic models meet practically all requirements 
Suitable for manual or power-operated systems 


Precision built, with hardened gears, antifriction bearings, 
lubricated for life 


DIRECT 
SALES HELP 


Our representatives work ex- 
clusively through distributors 
in their own territories, assist- 
ing them in sales and service. 
We invite inquiries from inter- 
ested distributors. 


ACCESSORIES CORPORATION 
1414 CHESTNUT AVENUE + HILLSIDE 5, NEW JERSEY 
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properties and application in a simple, 
non-technical manner. Copper Base 
alloys are described in a 15 page 
brochure which gives metallurgical in- 
formation on those alloys used in sub 
stantial volume.—The Lunkenheimer 
Co., Cincinnati, Ohio. 


LIGHTING—“Planned Lighting for 
Industry,” is the name of a compre- 
hensive 47-page illustrated publica- 
tion, Bulletin LD, issued by the en- 
gineering division of General Electric’s 
Lamp Department. It outlines the 
benefits of good industrial lighting in 
the form of increased efficiency, safety 
and morale, improved quality, reduced 


| spoilage, lowered coats, less eye strain, 


improved health and conserved man- 
power.—General Electric Lamp Dept., 


| Nela Park, Cleveland, Ohio. 


| GRINDING WHEELS-—A_ twelve- 


page booklet, 5 by 7 in., entitled 
“Mounting Techniques for Wheel 
Sleeves on Cylindrical Grinding Ma- 
chines,” has recently been published 
by the Grinding Wheel Institute, 


| Greendale, Mass. 


The book discusses the proper 
mounting technique for grinding 
wheels on sleeve type mounts and con- 
tains recommendations covering the 
amount of torque or “wrench pull” 
to use when mounting grinding wheels 
on several makes of cylindrical grind- 
ing machines.—Grinding Wheel In- 
stitute, Greendale, Mass. 


AUGER BITS—New display packag- 
ing for Midway Auger Bits has been 
developed by The Midway Tool Co., 
Inc., Melvin, Ohio. All bits are pack- 
aged in sturdy metal edge, clearly 


| labeled, ‘‘reversible’”’ boxes. ‘The latter 
| feature allows the open bottom box 
| section to be telescoped into the top, 
| while the label can still be clearly 


read right side up. 


_ CHAIN PROMOTION- Publication 
| of a bulletin descriptive of its 1951 


advertising and promotional plans is 
(Continued on page 220) 





PHOTO COURTESY OF THE RUBEROID COMPANY, ERIE, PA 


| Fafnir-equipped Asphalt Coating Machine. 


| ‘O by b {| ad OPERATING unde “ temperatures, in an atmosphere of 
E u r e u > 3 
| Un the ba , P 


asphalt fumes ; *t gritty dust, 30 Fafnir Ball 


é Bearing Pillov >ating machine illustrated 


At this + 


for continuous meme 
production 
processes 


| efficiencies abate es 


eliminat. 

Fafnir Wi 

collars ...¢ 

offer you an 

efficiency. Call your Fafnir distributor for recommenda- 
tions. The Fafnir Bearing Company, New Britain, Conn. 


FAFNIR 


BALL BEARINGS 





MOST COMPLETE LINE IN AMERICA 
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Sometimes you have to 
“SPREAD ’EM THIN” 


There is so much vital metal 
sawing, in the new defense pro- 
gram that can be done only with 
MARVEL High-Speed-Edge Hack 
Saw Blades, we are being forced to 
“spread them mighty thin” right 
now. 


In spite of our specially built 
plant and continuous-process 
equipment ... in spite of extra 
shift operation, we cannot at this 
moment keep up with the urgent 


need for MARVEL Blades. 


It would take years to duplicate 
our special blade making facilities. 
There is no other plant in the 
world equipped to make even one 
MARVEL High-Speed-Edge Hack 
Saw Blade. We will not supply an 
inferior blade as a MARVEL Blade. 


In this situation we must tem- 
porarily allot* MARVEL High- 
Speed-Edge Blades among our 
MARVEL Distributors and we ur- 
gently request them in turn to 
also carefully allot these MARVEL 
Blades among their customers. It 
is only in this way that the vital 
work requiring MARVEL Blade 
strength, and cutting quality, for 
high speed, heavy feed, cutting- 
off of hard, tough steels, can be 
completed on schedule. 


* To assure fair unbiased allotment of MARVEL 
Blades, the factory has set up a special Allotment 
Department, staffed with people new to this field 
who know none of our distributors primarily nor 
their relative importance to us as customers. This 
department’s sole duty is to ‘spread available 
blades fairly and impartially among MARVEL 
distributors.” 














MARVEL High-Speed- 
Edge HACK SAW BLADES 
are essentiai for high speed 
production sawing of tough 
and hard steels. Special 
composite construction 
high-speed steel edge 
welded to tough alloy body 
—make these blades posi- 
tively unbreakable, per- 
mits far higher speeds and 
much heavier feed pres- 
sures. 


MARVEL BAND SAW 
BLADES come pre-welded 


to size, ready for use, for 
all standard-make band 
saws. Each is individually 
packaged to assure ar- 
rival in top condition. 


MARVEL High-Speed- 
Edge HOLE SAWS are of 
special design, with high 
speed steel cutting edge in- 
tricately welded toa tough 
alloy steel body. Cut holes 
up to 4” dia. and 1%,” 
depth in any imachinable 
material. Extra strength 
permits use on drill 
presses, lathes, etc. 


SMARVE 


Better Machines-Better Blades 














ARMSTRONG-BLUME TY Eis tag's oh cage 


5700 WEST BLOOMINGDALE AV EL RUSS Mitel Bier Nclowki Pana a8, 0ek en yan et © 





THE BEST WIRE ROPE FOR USERS 
_ |S THE BEST WIRE ROPE FOR YOU 


mee 





Roebling Wire Rope will give your customers 
the finest rope their money can buy .. . rope 
which is outstanding for durability and tough- 
ness. Value like that is the surest sort of business 
builder for distributors. Roebling helps boost 
sales in these other ways: 


1. Roebling supplies distributors with a com- 
plete line...the rope best suited for each instal- 
lation. Technical assistance from Roebling’s 


engineering staff is always cheerfully available. 


2. Roebling distributors know it is more profit- 
able to sell the rope identified by the best known 
name in wire and wire products. 


3. Year in, year out, full page advertisements 
in color tell the right men in every industrial 
field about the extra advantages of Roebling rope 

..-Special messages are addressed to manage- 
ment in general publications. 








JOHN A. ROEBLING’S SONS COMPANY, TRENTON 2, NEW JERSEY. 





Atlanta, 934 Avon Ave * Boston, 51 Sleeper St * ———_ 5525 W. Ri i, 3253 Fredonia Ave * Cleveland, 701 St. 

Clair Ave, N.E. * Denver, 4801 Jackson St * Hi Bivd * Los Angeles, 216 S. Alameda St * New York, 19 Rector St * “Odessa, 

Texas, 1920 E. 2nd St * Philadelphia, 230 Vine St rr on Francisco, 1740 17th St * Seattle, 900 Ist Ave, S, * Tulsa, 321 N. Cheyenne St 
Export Sales Office, Trenton, N. J. 
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f As usual, Reliance will:have a booth at the Triple 
1 FE { Mill Supply Convention in the Civic Auditorium at San 
Bons a Francisco, June 11, 12 and 13. The number is 1105. 
Bh mitt Drop around. A warm welcome awaits you on behalf 
T suPPly N of our entire nation-wide organization. 
CONVENT ium We'll be able to supply you with information on 
oo Francie’ s deliveries and defense order requirements and data that 
june **! will help make your lock washer business more profitable. 
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Sales Offices: New York, Cleveland, Detroit, Chicago, St. Louis, San Francisco, Montreal 
In Canada: Eaton Automotive Products, Ltd., London, Ontario. 
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OUR SEVENTY-FIFTH YEAR 


Ks Not New! 


THERE'S ALWAYS 
a STRONG DEMAND for 
JACKMANCO BARROWS! 


We admit that we're hard pressed to keep our distributors 
supplied with enough Jackmanco products to fill all 
orders promptly. 


In recent years we have modernized our plant, stream- 
lined our operations and stepped up our capacity. How- 
ever, due to the shortages of critical materials, we are 
unable to turn out enough barrows and other Jackmanco 
products for all who want them. 


This year we are celebrating our 75th Anniversary. 


Accordingly, in such a long span of business, difficulties 
are not new to us. They simply require that we use every 
bit of our accumulated knowledge and resourcefulness 
in trying to accomplish the job that lies ahead. 

Present shortages will undoubtedly be overcome. And 
as materials become available we'll be turning out 
Jackmanco products as fast as you need them. 

This much you can rely upon. When you do receive a 
shipment you can be sure that every Jackmanco product 
faithfully reflects the quality and value that is associated 
with that name. 


JACKSON MANUFACTURING CO. 


HARRISBURG ¢ PENNSYLVANIA 
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announced by the Round Associate 
Chain Companies. 

The leaflet contains a complete out 
line of the projected round advertis 
ing schedule. It also includes a listing 
of available literature and sales aids. 














TRACKMOBILE — An illustrated 
brochure, Bulletin ‘I'M-101, is offered 
by Whiting Corp., Harvey, IIl., de 
scribing its ‘T'rackmobile, a jeep-sized 
plant “locomotive.” The bulletin de 
scribes the features of the machine 
and offers complete specifications. 


POWER TRANSMISSION-— The 
Cling-Surface Co., Buffalo, is pro 
ducing and making available to in 
dustry a poster chart on the care and 
maintenance of power-driven belts. 

Ihe chart shows through simple 
pictures and words the steps to be 
taken in the care, maintenance and 
treatment of all power-driven belts. 
The company believes that the in- 
formation is especially needed at this 
time to conserve critical materials 
and essential manpower. 

Plants and shops and al] others who 
use power driven belts can have charts 
for posting in every department of 
their factories. 


LOCK SYSTEM-—A six page bulletin 
in two colors has been issued by Chi 
cago Lock Co., Chicago, Il., outlining 
a new master-keyed and grand-mas 
tered lock system. The bulletin points 
out how much a lack of security costs 
industry yearly, and outlines what 
steps can be taken to cut losses to a 
minimum. 


BULB MARKINGS-— General Electric 
Div., Nela_ Park, Cleveland, has 
adopted a new marking design for 
bulbs of 15 to 100 w. The new design 
features the prominent display of the 
lamp’s wattage in the center of the 
marking, displacing the G-E mono 
gram. ‘The revised marking was undet 
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MACHINISTS’ 
DURABLE and 


Ea ded, ich 


VISES 


Here’s why REED Vises last longer. 


1. Adjustable front end bearing eli- 
miinates lost motion throughout entire 
life of vise. 


2. Heat-treated, high-carbon steel 
vise nut for greater strength and perma- 
nent use. 


3. Heat-treated, high-carbon steel 
Screw for strength and stiffness 
accurately machined for maximum 
bearing surface and long life. 


4. Base of main vise nut is accu- 
rately milled to limit gauge and fits 
into machined V-slot in body. In- 
sures perfect alignment, less stress 
and longer wear. Permits easy re- 
placement of obsolete malleable nut. 


5. Corrugated clamp bolt fits in- 
to corrugations in base plate to in- 
sure positive clamping. 


6. Quick, positive provision for 
taking up longitudinal play in the 
main vise nut. 


It pays to sell quality! The exclusive fea- 
tures of REED Machinists’ Vises will help 
you build more sales volume with greater 
customer loyalty and good-will. Recom- 
mend them with complete confidence. 


Remember, In a vise or pipe tool, 
if it’s a REED . .. it’s RIGHT! 


TRADEMARK 


MANUFACTURING COMPANY 


ERIE, 


PENNSYLVANIA, 


U.S.A. 
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taken first on 75 w. bulbs, and is 
being adopted on other lamp sizes as 
rapidly as possible. 


CONVEYOR BELTING — Buffalo 
Weaving & Belting Co., Buffalo, 
N. Y., have produced a new, illus- 
trated catalog covering its line of solid- 
woven cotton conveyor belts. This 
lexide covered, three-ring catalog dis- 
cusses all types of belts available; rec- 
ommends the proper belt for the job 
to be done; and lists all sizes, widths 
and thicknesses and quotes complete 
prices. 


PUMPS — Full information about 
Binks material handling pumps and 
related equipment is contained in a 
new bulletin, No. 700, released by 
Binks Mfg. Co., Chicago, Ill. 


OILERS — “Helping to Make The 
World Run Smoother” is the title of 
a booklet just completed by Eagle 
Mfg. Co., Wellsburg, W. Va. It 
comprises a history of oilers, including 
many old patents, showing the de- 
velopments up to the modern oiler. 
It also gives information on the proper 
selection of lubricating oils and oilers; 
types of oils for the home, on the 
farm, in garages and in industries. It 
also includes a discussion of unusual 
and novel applications for oilers. 


TUBING STEELS—Condensed tech- 
nical information is available in a new 
six-page bulletin 12F offered by The 
Babcock & Wilcox Tube Co., Beaver 
Falls, Pa., dealing with problems in- 
volving design, fabrication and use of 
tubing in elevated temperatures and 
high pressure application. It contains 
data on analyses, physical and me- 
chanical properties, creep strength, 
and short time elevated temperature 
tensile strength, as well as other de- 
tailed information. 





Check these POCKET creatures 


\THEY MAKE IT EASIER TO SELL THESE SPUR GEAR HOISTS 





LIGHT IN WEIGHT 1 Ton—53 pounds 


Xo ofol¥] slo olt] | Pua Kola lolal h ANOLON olol¥ ale Mm olU] 
2 Ton only 78 pounds 


MP housing is only 9% ir 
HIGHLY EFFICIENT has fewer parts COMPACT abe i 
diameter x 7%" deep 
Colao Mol MM colrolilale MM ololacMmela-MMuilel "lite Mela 
ola-ta lt] olalaeli-to MME Tall-1fol-to MM ofe] | MMM ol -Tolalalel; 


ATTRACTIVELY PRICED within reach of 
EASY TO LIFT CAPACITY LOAD 2 all your customers making _ it 


eosie 
Ton requires only 42 pound pull; 1 Ton only 


to sell 


STEEL RATCHET DISC HAS ACCU- 

RATELY CUT TEETH. BRONZE 

ALLOY STEEL GEARS, BUSHING OIL IMPREGNATED, 

WITH PRECISION CUT TEETH, REQUIRES NO LUBRICATION. 

yijimelele) 4) ARE HEAT-TREATED 

INT) ol 
FORGED AND 
HEAT-TREATED. 





HEAVY GAUGE PRESSED STEEL 
HAND WHEEL IS UNBREAKABLE 


HAND CHAIN, WITH LARGE 
LINKS FOR GOOD GRIP, 
IS EASY TO PULL 


UNBREAKABLE STEEL 
RATCHET PAWL 


See eae ot a ak 
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LOAD CHAIN, ELECTRI- 
CALLY- DED HEAT 
TREATED STEEL WITH 


OVAL LINKS, HAS GREAT 
STRENGTH AND FULL WOVEN ASBESTOS, WIRE 


REINF R 
FLEXIBILITY EINFORCED FRICTION WASHE 


HAND WHEEL COMPLETELY ENCLOSED. 


ee CHAIN GUIDES ARE INTEGRAL PART 
HOUSINGS ARE OF OF COVER. CHAIN CANNOT 
RUGGED PRESSED STEEL DISENGAGE FROM POCKETS. 


Visit us at Booth 403, Triple Industrial Supply Convention, San Francisco, Junel2, 1951. 


THE 


HARRINGTON _ pitsocrun 


PHILADELPHIA 30, PENNSYLVANIA 
COMPANY Makers of Hoists since 1876 


INDUSTRIAL DISTRIBUTION © JUNE, 1951 








“Threadwell 
Tools do 





THREADWELL 
FUST WIT 


By now all the importan 


cutting tools ha 
nce Charts w 
per n.” o«4 These po 


t ° P 
a other publications are 


who count informa 
on prod 
lasting impre 


to be there 


putting in 

tion which will = a 
i time this 

duction. At the — od param 


; Th 
ssion for dwell Distributors . . 


. ‘ ea 
— oe poets ‘ee mostest, and $s 





SALES TOOLS GET THERE 
H THE MOSTEST! 


+ men who specify, buy and use 


the Threadwell Ref- 
“Service Cam- 
-working 

hands of the men 
pve time and money 
gram is making @ 
and accumu- 
. If you want 
tay fust with the 


bestest, get the Threadwell story. 


THREADWELL TAP & DIE CO. GreeEeNFIELD, MASS 
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| PUMPS-—Latest developments in its 


| line of single stage, split case centri- 
| fugal pumps are covered in the new 


bulletin No. 5004-A of the Deming 
Co., Salem, Ohio. A_ performance 
table printed in various colors simpli- 
fies selection of any individual unit 
to meet specific requirements for ca- 
pacity and head. Illustrations in color 
of important elements of construction 
and detailed specifications, including 
dimension tables, clarify operation of 
the pumps. 


| MOTORS — A four-page, illustrated 


bulletin, MU-132, has been released 
by Wagner Electric Corp., St. Louis, 
Mo., describing the features of the 
poly-phase squirrel-cage motors, type 
EP and JP. 














WELDING—“‘The Welding of Stain- 
less Steels” is a new 48-page hand- 
book published by the Electrode Div. 
of The McKay Co., Pittsburgh, Pa. 
It describes all phases of stainless steel 
arc welding. It discusses and illus- 
trates through charts, technical infor- 
mation and facts in general pertaining 
to the welding of stainless steel. In- 
cluded is data concerning uses and 
specifications of each type of McKay 
Stainless Steel Electrode. 


PIPE TOOLS-—A four page folder, 
fully illustrated, tells how to locate 
and correct pipe machine and hand 
pipe tools troubles. Thirty-one dif- 
ferent operations are covered. Cut- 
ting, how to use driven geared tools, 
reaming, operation of oil pump, elec- 
trical data and care of dies are in- 
cluded in the folder, which is pub- 
lished by Beaver Pipe Tools, sn 
Warren, Ohio. 


CASTINGS—An illustrated folder by 
Pyott Foundry & Machine Co., Chi- 





Filling fastener orders 

Is easy as flying a kite, 

With Nat’ on hand to help you* 
To fill each order right ! 


*“National” helps you with: 


e Color-coded, easy-to-read, carton labels for each 
type of fastener—to make identification doubly 
easy. 


e National Hardware Packing Plan—to permit re- 
shipping of less-than-case lots without repacking. 





e The most complete fastener line made by any 
One manufacturer. 


“National” products include: 
HODELL CHAINS... CHESTER HOISTS 





ENV ots, OHA [ THE NATIONAL SCREW & MFG. COMPANY 
eS Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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General purpose Chains for use on high-production units in 
the Industrial and Construction fields . . . shovels, rollers, con- 
veyors, bucket elevators, drilling rigs, and for drives. 

Jeffrey Chains and sprockets will keep your equipment oper- 
ating at its best. They have a long and consistent record for 
lowering material handling costs ... have quite a reputation for 
thrifty performance and enduring reliability. 

Demand high-quality Chains and Sprockets . . . the kind that 
Jeffrey builds. 








Send for catalog No. A418. ¥ 


Complete Line of 
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| PUMPS-—Latest developments in its 

| line of single stage, split case centri- 

| fugal pumps are covered in the new 
bulletin No. 5004-A of the Deming 
Co., Salem, Ohio. <A_ performance 
table printed in various colors simpli- 
fies selection of any individual unit 
to meet specific requirements for ca- 
pacity and head. Illustrations in color 
of important elements of construction 
and detailed specifications, including 
dimension tables, clarify operation of 
the pumps. 


MOTORS -— A four-page, illustrated 


| bulletin, MU-132, has been released 


by Wagner Electric Corp., St. Louis, 
Mo., describing the features of the 
poly-phase squirrel-cage motors, type 
EP and JP. 














WELDING—‘‘The Welding of Stain- 
less Steels” is a new 48-page hand- 
book published by the Electrode Div. 
of The McKay Co., Pittsburgh, Pa. 
It describes all phases of stainless steel 
arc welding. It discusses and illus- 
trates through charts, technical infor- 
mation and facts in general pertaining 
to the welding of stainless steel. In- 
cluded is data concerning uses and 
specifications of each type of McKay 
Stainless Steel Electrode. 


PIPE TOOLS—A four page folder, 
fully illustrated, tells how to locate 
and correct pipe machine and hand 
pipe tools troubles. ‘Thirty-one dif- 
ferent operations are covered. Cut- 
ting, how to use driven geared tools, 
reaming, operation of oil pump, elec- 
trical data and care of dies are in- 
cluded in the folder, which is pub- 
lished by Beaver Pipe ‘Tools, ey 
Warren, Ohio. 


CASTINGS-—An illustrated folder by 
Pyott Foundry & Machine Co., Chi- 








Filling fastener orders 

Is easy as flying a kite, 

With Nat’ on hand to help you" 
To fill each order right | 


*“National” helps you with: 


e Color-coded, easy-to-read, carton labels for each 
type of fastener—to make identification doubly 
easy. 


e National Hardware Packing Plan—to permit re- 
shipping of less-than-case lots without repacking. 


e The most complete fastener line made by any 
one manufacturer. 


“National” products include: 
HODELL CHAINS... CHESTER HOISTS 





t Nols OHA [ THE NATIONAL SCREW & MFG. COMPANY 
emma Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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for today’s materials-handling! 


Now’s the time to talk Bassick 
Grooved-Wheel Casters to your 
customers! ried 

Industry needs them to step up 
production today just as it did in 
World War IT. What a record they 
made! 

For Bassick Grooved-Wheel 
Casters on angle iron track pro- 
vide one of the fastest, easiest, 
most economical methods ever 
devised to move heavy loads... 
particularly when loads must be 
handled frequently in the same di- 


*Materials-handling .. . 


rection and floor space must be 
conserved. Flexibility is tops, too 
... the casters work both on track 
and directly on the floor. Track is 
easily-installed, inexpensive, self- 
cleaning. 

Get in today’s big sales-groove 
—point out this wonderful way 
to reduce the “Reducible 30%.”* 
THE BASSICK COMPANY, Bridge- 
port 2,Conn. Division of Stewart- 
Warner Corp. Jn Canada: Bassick 
Division,Stewart-Warner-Alemite 


Corp., Ltd., Belleville, Ont. 


about 30% of total cost. 


Cost analysts say it affords about the only real 
opportunity for cost reduction today. 


Bassic 
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cago, Ill., describes the specialized 
round casting service offered by the 
company. Special castings are pic- 
tured, and instructions for ordering 
included. 


SHELL MACHINING-—Data on the 
machining of shell has been accumu 
lated by Carboloy Co., Inc., Detroit, 
and is contained in a kit with mate- 
rial on feeds and speeds, tool appli- 
cation and grinding, tool design and 
brazing, tool layouts and methods of 
insuring maximum tool conservation. 
A registered kit will be delivered to 
companies which have a shell con- 
tract, directly by Carboloy field engi- 
neers. 


LEATHER-—A comprehensive 23- 
page illustrated catalog in color has 
been released by Graton & Knight 
Co., Worcester, Mass., and its affil- 
iate, Dixie Leather Corp., Albany, 
Ga., describing textile leathers. 
Stroboscopic photographs of looms 
in motion illustrate the action of the 
shuttle, picker, check strap, boxing 
leathers and other parts. Exact size 
and color of each piece of leather is 
shown with realistic accuracy. 


SAW BLADES—A multi-page loose 
leaf catalog printed in two colors is 
offered by The Blade Mfg. Co., Col- 
umbus, Ohio. Rip saws, cut-off saws, 
combination saws, combination saws 
for portable electric hand saw ma- 
chines, hollow ground combination 
saws, and semi-high speed circular 
metal-cutting saws, are pictured and 
discussed. A magnified line drawing 
shows the type of teeth of each blade. 


SPEED REDUCERS-—two bulletins 
illustrated, in color, which simplify 
selection of a shaft-mounted speed re- 
ducer are offered by the Dodge Mfg. 
Corp., Mishawaka, Ind. Bulletin 
(Continued on page 230) 
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General purpose Chains for use on high-production units in 
the Industrial and Construction fields . . . shovels, rollers, con- 
veyors, bucket elevators, drilling rigs, and for drives. 

Jeffrey Chains and sprockets will keep your equipment oper- 
ating at its best. They have a long and consistent record for 
lowering raaterial handling costs .. . have quite a reputation for 
thrifty performance and enduring reliability. 

Demand high-quality Chains and Sprockets . . . the kind that 
Jeffrey builds. 








Send for catalog No. A418. ti : 


Complete Line of 
Materia} Handling, 
Processing and 
M 


inin . 
ESTABLISHED 1877 9 Equipment 


INDUSTRIAL DISTRIBUTION © JUNE, 1951 





@ A caRBoRUNDUM distributor 

operates under the clearly defined 
policy of a written franchise. As 
a key factor in our sales organiza- 
tion, he enjoys many worthwhile 
and exclusive advantages which 
accrue from association with the 
CARBORUNDUM brand name...and 
from the resulting position he 
occupies in industry. Some of these 
advantages result directly from 
dealing with: 


A SINGLE SOURCE 
OF SUPPLY 


Qbraining all abrasives, of every type, 
ffom CARBORUNDUM enables you as a 
distributor to eliminate much costly 
duplication in paper work and handling 
charges. You are able to reduce and 
sim plify stock records, shipping orders 
and invoicing while maintaining better 
@ntrol. The results are obvious— you 
imcrease the profit, economy, efficiency 
and service of your organization. Many 
distributors value their CARBORUNDUM-~ 
ffanchise for this one reason alone. 





TRA ODE 


(ng CARBO 


“Carborundum” and “Aloxite” are registered trademarks which indicate manufacture by 
The Carborundum Company, Niagara Falls, New York. 
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CARBORUNDUM Advantages... 


@ A complete line of Abrasive Products... from which the one 
best suited to any specific application can be recommended impartially. 


@ The Best Known Name In Abrasives... identifies performance- 
proved quality that has earned practically universal customer acceptance 
and approval. 


@ Attraction of Other Quality Lines... has been a worthwhile 
factor in the experience of many distributors who feature and sell 
products by CARBORUNDUM. 


@ New Developments... get the CARBORUNDUM distributor off to 
a good start as advances in abrasives and their application result from 
continuing research and development programs. 


@ Intelligent Technical Counsel ...is available to our distributors | 
from a fund of engineering experience gained in solving widely varied | 
problems through development and application of the right abrasive 7 
products and methods for every job. : 
@ Integrated Sales Strategy ... through close support of com- | 
prehensive distributor sales training courses and the co-operation of our 
highly trained field staff. 


@ Planned Advertising and Promotion...on an increasing scale 
offer the kind of selling support that opens doors and builds volume. 





These advantages help explain why The Carborundum Franchise is 
valued by top-flight distributors. 





MAR K 


DISTRIBUTORS 


supply ALL abrasives under one brand name | 
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| A-470 (15 pages) covers the Dodge 
Double Reduction Torque-Arm Speed 
reducer series. Bulletin A-602 (11 
pages) gives data relating to the single 
Reduction series of the Dodge Torque- 
Arm reducers. The bulletins also give 
comprehensive data in tabular form 
dealing with reducer required and size 
V-belts and sheaves required. 


Which auoys are Right 
FOR YOUR FASTENING JOBS ? 


ELECTRICAL TAPES—More than 
30 uses for four “Scotch” brand elec- 
trical tapes for construction and main- 
tenance work are described in a new 
8-page brochure released by the 
Minnesota Mining & Mfg. Co., St. 
Paul. The book contains 33 photo- 
graphs of applications of tapes Nos. 
22, 24, 27 and 33. Properties listed 
for each tape include color, thickness, 
tensile strength, elongation, adhesion, 
fusion, dielectric strength and con- 
stant, insulation resistance, power fac- 
tor, and electrolytic corrosion factor. 


a 


COPPER? 


~~ fy" 
MONEL? re 
& ALUMINUM? 
STAINLESS STEEL? 


SILICON BRONZE nickel-plated screws 
are used in the fabrication of 

this new type high intensity airport 
runway light. On the job through 
sleet and snow, rain and 

blistering heat—CORROSION 
RESISTANCE for dependable 
night-after-night operation is a 
necessity. 





RAYBEST QS-wAKH ATTAM 


STAINLESS STEEL. . . because of its 
resistance to CORROSIVE lactic acid... 

is a “must” in milk holding tanks where 
interiors must be kept free of pitted 
surfaces and other bacteria-breeding flaws. 
Making fastenings of this alloy is a 
standard practice at Harper. 


pad 


GASKETS 


MONEL and BRASS bolts and studs 
by Harper go into the big diesel engines 
that power mighty river towboats. 











In this service, lasting resistance 
to CORROSION is vital. Engine HEAT, 
too, puts demands on parts 


PACKINGS—A new, 100-page illus- 
trated catalog, loose-leaf style with 
gold stamped leatherette cover is be- 


... another reason for specifying 


a . ‘ ing distributed by the Packing Div. 
Harper Everlasting Fastenings. 


of Raybestos-Manhattan, Inc., Man- 
heim, Pa. The catalog features pack- 
ings and gaskets. Three pages are de- 
voted to charts showing recommenda- 
tions of R/M Engineers for packing 
various types of equipment. Eight 
pages provide information on common 
causes for packing failures, and several 
other specialized sections are devoted 
to packing equipment and service. 





HARPER can help you decide... 
THEN CAN PROVIDE 





No matter what your problem... if the solution lies in bolts, 
screws, nuts, rivets or accessories of non-ferrous or stainless steel... 
Harper has it or can produce it. Over 7000 items in stock and ready for 
delivery from warehouses and distributors coast to coast— 
backed by modern mass production facilities and fastenings specialists who 
are ready to help you. Mail the coupon for complimentary 
copy of Corrosion Resistance Computer. 


FORK TRUCK-—Bulletins 5146 and 
5147 published by the Yale & Towne 
Mfg. Co., Philadelphia, Pa., give com- 
plete information on the “Stevedore”, 
the new gasoline fork lift truck de- 
signed for waterfront handling. 


The H. M. Harper Company 

8219 Lehigh Ave., Morton Grove, Ill. 

Please send my copy of Corrosion Re- 

sistance Computer. (Please print.) 
SPECIALISTS IN i 

Name 


ALL NON-CORROSIVE METALS H A R 2) b R poral 
EVERLASTING FASTENINGS 
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TUBES & PIPE—A complete hand- 
book, “The Properties and Methods of 
Working Seamless and Welded Tubes 
and Pipe of the B&W £_ Stainless 
Croloys,” is offered by the Babcock & 
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LF, WOX. POWER HACK SAW BLADES 


ee ae best by every test! 


QUALITY ... The very finest in both x e8 


steels and workmanship 
SERVICE... | Prompt Deliveries 
TECHNICAL ASSISTANCE... 


Whenever needed on unusual 
or difficult cutting problems 


These things we pledge to you. The final test is on 
your own machines. Try Lenox for yourself... on 
any job .. . against any other blade in the world. 


Then you be the judge. L E N 0 AMERICAN SAW 


& MFG. COMPANY 
Springfield Massachusetts 


; FREE 
SELES ERR RRR RRR 
VRRBRRBRV RBRVS Seeeeeeeseees 
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Binks Nationwide Service... 


GIVES YOU A TIMELY SALES ARGUMENT 


BINKS SALES 
AND SERVICE OFFICES 
evTa, 


1 Chicege 7 Dolles ce (A Me 
>» & ° 


_ 2 New York 8 Denver 
3 Detroit 9 Indianapolis * 


4 les Angeles 10 Milwavkee 13 Pittsburgh 
5 Atiente 11 Nashville 14 St. Lovis 16 Seattle 
@ Clevelend 12 Philadelphic 153 San Francisco 17 Springfield 


ate 24-HOUR SERVICE 


oa .) 
faye? 


ovides the kind of help your customers need! 


Whenever...and wherever...you sell Binks finishing equip- 
ment, you can offer your customers 24-hour service. There is 
a Binks Sales and Service Office within easy reach of every 
manufacturing center. Heré spray guns and other Binks fin- 
ishing equipment can be promptly overhauled. Recondi- 
tioned equipment is usually on its way back to your cus- 
tomers within 24 hours. 

Binks Nationwide Service is a timely, a strong sales argu- 
ment. As industry swings into the country’s defense program, 
nationwide service becomes more and more important. Don’t 
overlook the appeal of 24-HOUR SERVICE when you're talk- 
ing to customers. 

And, remember, Binks Engineering and Sales Departments 
are always ready to work with you...in the design and in- 
stallation of new finishing departments, in suggesting better 
ways to apply finishes and coatings of all kinds, and in fast 
repair and overhaul service. 


Write today for full information on the 
advantages of being a Binks distributor. 


“Pield service is just as important as 


product superiority.” Z,  atArh, 


President 


~~ 3128-36 Carroll Ave., West, Chicago 12, Ti. 
NEW YORK * DETROIT * LOS ANGELES * ATLANTA * BOSTON * CLEVELAND * DALLAS © MILWAUKEE * NASHVILLE 
PHILADELPHIA * PITTSBURGH * ST. LOUIS * SAN FRANCISCO * SEATTLE * WINDSOR. ONTARIO, CANADA 
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Wilcox Tube Co., Beaver Falls, Pa. 
The 104-page, leather-bound booklet 
is eight by five inches, and is intended 
for engineers, designers and fabricators. 
It serves as a guide in choosing the 
proper material and as a help in plan- 
ning the conversion of stainless steel 
tubing into finished products for in- 
dustry. 


eS 
ANCHORING ar 
DRILLING DEVICES 





ANCHORING DEVICES-—Arro Ex- 
pansion Bolt Co., Marion, Ohio, is 
distributing a new point-of-purchase 
display to jobbers and dealers. ‘The 
four-color display exhibits and de- 
scribes the entire product line for easy 
reference for customers. 


FITTINGS — New corrosion-resistant 
fittings are described in an 8-page 
booklet published by Horace T. Potts 
Co., Philadelphia. In addition to de- 
scribing new low cost fittings, the 
book shows how light-walled schedule 
5S corrosion-resistant piping reduces 
the cost of a typical piping layout. 


CAPACITROL—A new two color bul- 
letin by the Wheelco Instruments 
Co., Chicago, describes their Model 
292 Capacitrol. It presents the de- 
sign, measuring circuit and control 
system features, of the self-contained 
indicating deflection type instrument. 


BRAZING ALLOYS-—The six “dos” 
and the two “don’ts” of sound pro- 
cedure in using All-State Silver-Braz- 
ing Alloys are covered in a new minia- 
ture folder distributed by All-State 
Welding Alloys Co., Inc., White 
Plains, N. Y. ‘The folder is said to be 
particularly helpful to those turning 
to the silver solders to replace more 
critical materials. 


PLUG VALVES-—A colorful manual 
of 40 pages has been issued by the 
Rockwell Mfg. Co., Pittsburgh. It is 
the first complete compilation of tech- 
nical data covering the use of pneu- 








HAVE PROVEN THAT THEIR QUAL- 
ITY AND SERVICE HAVE SATISFIED 
OTHERWISE THEY WOULD NOT 


HAVE LED THE FIELD FOR 119 
YEARS. PARKER HAVE MORE 


FIRSTS THAN ANY OTHER VISE 
MAKER. 


1951 
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HAVE PRODUCED THEIR OWN 


PARKER FOUNDRIES ALWAYS 
CASTINGS — 


HERE are yourPROVEN ‘Selling Points 
“FIRSTS” by PARKER VISES 


| —First Vise to be made in U.S. A. A distinct 4 —First to adopt Hex Wrench to tighten base, eliminat- 
ing cumbersome binder bolt. i 
2 —First to use renewable jaws adding years to S Te with qutide en er rived ented sesuiting -* 
: quicker tighting action and increased strength in the © 

the use of the vise. slide 


improvement over European design. 


3 —First with the “Above the Bench” swivel base 6 —First to adopt tension spring in handle and increasing 
with a positive locking device. speed in operation and preventing “Pinched Fingers.” 


The Right VISE For Every Job S U 
MACHINISTS e TOP SWIVEL JAW e COMBINATION PIPE on ee 
e HINGE PIPE e WOOD WORKERS e UTILITY At 
BOOTH 1019 


THE PARKER SALES POLICY At 


: : 100% SALES THRU THE DISTRIBUTOR 
Like a Grizzly Full protection to the distributor stocking PARKER VISES. San Francisco 


Master Vise Makers 
The CHARLES PARKER Co. MERIDEN, CONN. 
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WHEN YOU STOCK AND SELL 


Coffing helps choose the 
right hoist for any job. 
At your request, qualified 
engineers will study your 
customer’s problem, then re- 
commend the right unit from 
the complete Coffing portable 
line. 


COFFING HOISTS 


Built for longer use. Only 
the finest drop-forged steel 
hooks and other high-quality 
materials are used through- 
out. All hoists are tested at 
100 percent overload to as- 
sure safety and long life. 





Ask 





Prompt servicing of entire 
units by men who know 
them best. Hoists are prompt- 
ly and expertly serviced at 
the Coffing factory, thor- 
oughly checked and tested 
... then rushed back to active 
duty on your customer's pro- 
duction line. 


for full information 


on the Coffing Hoist 


Line 


Write Dept. A6 





sworn? 
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Parts shipped “right now.” 
If you handle your own re- 
pairs, immediate shipment of 
replacement parts eliminates 
the need to carry large stocks 
of spares. 
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| matic, hydraulic, and electric opera- 


tors for lubricated plug valves. In- 
cluded are typical piping diagrams, ar- 
rangements for both side and top 
mounted motor controls, closing 


speeds, wiring data, and an extensive 
group of photos of actual installations. 





BITS & HOLDERS-—E. C. Atkins & 
Co., Indianapolis, Ind., are now pack- 
aging inserted tooth saw bits and 
holders in attractive new two-color 
square fiber cans. Crimped-on metal 
tops and bottoms give factory sealed 
protection, and prevent tampering. 
Easy opening is by pull string, and 


| the telescope lid insures tight and 


quick closing. One hundred bits are 
packed in the blue and yellow box, 
and twenty-five holders in the blue and 
red container, both with ample space 
to imprint specifications of the con- 
tents. 


DRIVE-—A 14-page booklet in color, 
Catalog No. C 72-51, describes the 
new Morse HY-Vo Power ‘Transmis- 
sion Drive. Photographs and diagrams 
compare conventional chain drives 
with the new drive, developed by the 
Morse Chain Co., Detroit, Mich. 


MAGNET CHAIN—American Chain 
Div., American Chain & Cable Co., 
Inc., York, Pa., has released an illus- 
trated bulletin in two colors describing 
two new magnet chains designed 
especially to handle materials with 
clectro-magnets. Detailed dimensions 
are included. 


TOOL BITS—A four-page catalog and 
price list describing ground tool bits 
and turning tools has been released by 
the Gorham Tool Co., Detroit, Mich. 
Dimension, descriptions and applica- 
tions are given. 


FLANGED OUTLETS—Catalog 501, 
published by ‘Taylor Forge & Pipe 
Works, Inc., Chicago, Ill., describes 
and illustrates Taylor Forge nozzles, 
welding necks and large diameter 
flanges. Also included are data cov- 
ering standards of the ‘Tubular Equip- 
ment Manufacturers Association. The 
Taylor Forge publication, “Modern 
Flange Design,” is also incorporated 
as a part of this 44-page catalog. 
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here’s a good man to know! 


your Carey badastrial Soles Engineer 


He’s at your service to better your service! His training 
and experience in meeting varied problems in construction 
and maintenance of buildings, as well as manufacturing 
operations, keeps his skills razor sharp. Ready to help you 
trim the fat from your customers’ building construction 
and maintenance costs .. . whittle down operating expense. 


Shown here are a few products from the broad Carey line 
for industry. Your Carey Industrial Sales Engineer will 
gladly tell you how these—and many more—meet the 
needs of your best customers, your best prospects! 


Asbesto-Sorb — thirsty fibers of 
asbestos that soak up oil, water, 
chemicals, to help maintain 
safety underfoot. 


Pipe Line Felt — prevents corro-~ 
sion and breakdown of vital un- 7 
derground liquid and gas pipe” 
line installations. : 


Car Cement for coating interior 
and exterior metal surfaces and 
joints. Seals out dirt, moisture. 
Prevents rust. 


Built-up Roofing—for every in- 
dustrial and commercial roofing 
requirement, 











Super-Light 85% Magnesia In- 
sulation—To prevent loss of 
heat energy in power plants, 
processing, manufacturing and 
plant heating operations. 





Careystone Asbestos-Cement — 
a versatile roofing and siding 
material available in flat or 
corrugated form; resists fire, 
weather, corrosive chemicals. 





Asphalt Plank—tough, boardlike, 
with a mineral surface that de- 
fies wear, prevents skids. Widely 
used for bridge and industrial 
flooring applications. 





Careyduct—non-corrosive asbes- 
tos-cement duct to keep build- 
ings breathing easy. 


From the House of Carey— 
Serving Industry Since 1873 


Write for the name and address of the Carey 
Industrial Sales Engineer in your locality ! 


YOUR Carer. 


JNDUSTRIAL 
SALES ENGINEER 


ae ee ae 


The Philip Carey Mfg. Company, Lockland, Cincinnati 15, Ohio 
In Canada: The Philip Carey Co., Ltd., Montreal 25, P.Q 
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COMPLETE...a size and model for 


every purpose 


WIDE MARKET... almost every one of 


your customers can use lifting jacks 


DEPENDABLE... Buda Jacks last longer 


— serve better 


You can lift a sagging sales curve right up 
into the “gravy” column with Buda Jacks—the 
line that averages a 35% profit for you. 


; 


_ sales can be as easy as you make them— 
ost of your customers, regardless of their type 
f operation, can use one or more of the long 
line of Buda Jacks. And Buda Jack users come 
back for more—a different size, type or model Ratchet Lowering Jacks 
to meet a particular need—because they find §—6 Models—Copacities 5 to 15 
they can depend on Buda Jacks for long, satis- . 
factory service. 
It will pay you to stock and sell Buda Jacks— 
the line that means profits. 


Hydraulic Jacks—15 Mod- 

els—Single and Two Speed 

Types — Capacities 3 to 50 Tons. Ball Bearing Journal 
Jacks—7 Models—Capacities 
15 to 50 Tons. 


There are Models and Sizes for 
Every Lifting Job. 
Write for this illustrated Catalog 
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| LIGHTING SYSTEMS—Design "of 
modern lighting systems for factories, 
offices, stores, schools and other in 
| door areas will be facilitated through 
the work of a new lighting measure- 
ments laboratory at Nela Park, 
Cleveland, headquarters of General 
Electric’s lamp department. ‘The lab- 
oratory is producing pre-tested data 
which will make it possible to pre- 
determine the illumination resulting 
from any type of lighting system in 
all sizes and proportions of rooms. 
Some of the first studies to be made 
will contribute information needed 
for lighting in the nation’s production 
program. 


SCREWS-—The Allen Manufacturing 
Co., Hartford, Conn., has released a 
four-page illustrated brochure explain- 
ing its advertising program, and how 
| it stresses the distributor. Ads to this 
| effect are reproduced, as well as edi- 
torial text, explaining how Allen shares 
advertising with the distributor. 


BLOCKS—Three catalogs have been 
made available by the American Hoist 
& Derrick Co., St. Paul, Minn. Cata- 
log 300-18 illustrates snatch blocks, 
toggle blocks, wrecker blocks, Handi- 
winches, Crosby Clips and Wire 
Rope Sheaves, including numbers 
sizes and capacities. Catalog No. 300- 
20 describes Diamond Pattern Blocks. 
It is prepared specially for the mill 
supply jobber. Capacities, sizes and 
block weights are included as well as 
| information on American Crosby 
Snatch Blocks. 
|. Catalog No. 300-24, contains 24 
pages of illustrations of the complete 
| line of American Blocks and Sheaves. 
| Information includes block number, 
capacity in tons, number of sheaves, 
| rope size and weight of each block. 
There is also a section on “How To 
Figure Line Parts,” with illustrations, 
ratio table, and formula included. 





SISAL ROPE — The New Bedford 
Cordage Co., New Bedford, Mass., is 
now producing pre-measured sisal rope, 
spaced at ten-foot intervals, and pack- 
aged in an exclusive self-dispensing 
carton. ‘The sisal cartons are printed 
in green and black to distinguish 
them from the manila cartons which 
| are printed in red and black. 





SAW BLADE —To help dealers mer- 
chandise the P T’ I Safety Circular 
| Saw Blade, P T I Inc., N. Y., is fur- 
nishing a complete sales kit. It in- 
cludes a demonstration blade, a color- 
ful counter and window display card, 
a supply of 3-color envelope stuffers 
and a selection of newspaper mats. 








MORSE AND ITS FRANCHISED DISTRIBUTORS 


7 Raye fill te — 


In these trying times, it’s mighty reassuring to know that, 
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as always, you can count 100% on Morse Co-operation .. . as you 
always have on Morse Quality. Morse Twist Drill & Machine Co., 
New Bedford, Massachusetts. 


MORSE MEANS 100% DISTRIBUTOR-PROTECTION © 





tA, 
MORSE cutting Tools 
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(46) STANDARDIZED sirens MOTORS 
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NPA Regulations give 


priority ratings to a 





great variety of 
motor-driven products 
for business and. 


industrial use. (~: 








Gas Pump 





Belted Fan 


Sump Pump 


General Purpose 


Unit-Bearing Fan 





Jet Pump 


AVAILABLE 


If the lines you handle include electric motor- 
ized equipment, you can obtain more motors 
or motor-driven products by concentrating on 
priority orders, and then passing these priorities 
back to your suppliers. It will help you get the 
necessary equipment faster to meet your indus- 
trial and business customers’ needs for main- 
tenance, repair, or operating supplies. 

General Electric can supply the standard 
F-hp motors shown above, for such priority 
requirements faster than you might think. 
And user-preference for G-E motors helps you 
compete more successfully for priority orders. 


Barring unforeseen emergencies or new 
rulings subsequent to the writing of this 
message, General Electric has facilities to 
handle priority motor requirements with prac- 
tically pre-Korea speed. What’s more, General 
Electric application engineers stand ready 
to help equipment manufacturers design or 
re-design products so that standard motors 
can be used to the greatest advantage. 

Be sure that your suppliers know that G-E 
standard fractional-horsepower motors are 
quickly available for priority requirements. 
General Electric Company, Schenectady 5, N. Y. 


General Electric Company, Sec.B 700-116 


TIMELY 
HELPFUL BULLETINS 


These recent bulletins 
have been specially pre- 
pared to help you make 
better use of G-E motors 
and services. Send for 
them today. 


NAME_ 
COMPANY 
ADDRESS 


GENERAL @B ELECTR 


BO EGR Midd Mad in ay th 


Schenectady 5, N. Y. 


Please send me the following publications on G-E fractional-hp motors: 
(CD GEA-3989—description of all G-E Factory Service Plans 

() GEA-5566—detailed explanation of how to use the G-E Motor Exchange Plan 

[) GEA-5174—description of standard G-E fractional-hp motors 


_ _STATE_ 


IC 


700-116 
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FOR SMALL ORDERS 
FOR LARGE ORDERS 
FOR HARD-TO-DO-JOBS 


OPERATIONS: Thread cutting 
and machining on automatics 
and hand-operated screw ma- 
chines. Thread rolling, metal 
stampings, bending and spot 
welding. Facilities for second- 
ary Operations. 


SPECIFICATIONS: For prompt 


quotations, submit your re- 
quirements giving details, spe- 
cifications and delivery dates. 


METALS: Steel, stainless steel, 


brass and alloy steels. 
Write to Dept. D for 
FREE CATALO 


OF STANDARD — 
PRODUCTS | 


ATLAS SCREW & SPECIALTY CORP. 


450 BROOME STREET, NEW YORK 13,N. Y. 


No More Rummaging 
Through Stacks of Drills 


Sell it to industrial plants, hard- 
ware stores, stock rooms. The en- 
tire stock of drills can be seen at 
a glance Compartments with 
rounded bottoms hold dozens of 
drills Huot’s built-in inventory 
system does away with cost sheets 
—speeds up sales 1414” long, 
7%" high, 74%" deep. Hammerlin 
baked enamel finish over rugged 
steel 

Dispensers for fractional, number 


and letter drills. By the 


makers of 
HUOT 


Om ULC inpex 


Write for catalog pages 


551 No. Wheeler St. * 


St. Paul W4, Minn. 





NEWS 























Where 
DEPENDABILITY 


Counts! 


Sherman Hose Clamps 
are made only of heavy wrought 
brass and are rust-proof clear 
through. They provide the utmost 
in efficiency for water, steam and 
air hose applications and outlast 
ordinary clamps many, many years. 
Write for complete Sherman Indus- 
trial Brass Fittings Catalog today! 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICH. 


Genuine 
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participating; those interested in chil- 
dren generally; viewers interested in a 
light comic treatment of athletics; 


| and those who look for a different 


type of show. 
2 The company has allied itself 


| with a program which is directly con- 


cerned with a phase of community 


| service. 


3 The company develops and en- 


| courages a future market by putting 


tools within the reach of the aspirant 


| mechanic. 


Apart from paying for the show, 
Burhans & Black donates $100 into a 
special fund to buy hand tools for 
boys who want to go into trades. If 
a boy wants to become a mechanic, 
basic tools are purchased for him out 
of the fund controlled by both the 
Syracuse boys’ Club and Burhans & 
Black. As the boy progresses, the tools 
are supplemented. This applies to any 
particular field or trade a boy is in- 
terested in. 

The television show also makes pos- 
sible sightseeing trips and outings, and 
provides financial aid for educational 
purposes. 

Audience response to the matches 


is enthusiastic. WSYR-TV, the Syra- 


| cuse station broadcasting the show, 


receives numerous letters commenting 
on the program, and when, for some 
reason, the show is delayed, the studio 
receives numerous phone calls. 
Advertising angle alternates between 
industrial distribution and hardware 


| distribution. While the show is being 
| televised, the camera picks up promi- 
| nently displayed signs naming Burhans 


& Black, and the trade brands they 
distribute. Manufacturers arrange for 
advertising time and product displays 
through the company. Michael L. 
Bregande, Jr., manager ef-Burhans & 
Black’s industrial department, has 


charge of advertising arrangements. 


Burhans & Black received 2nd prize 


| in the television division for the show, 


awarded by the Syracuse Advertising 
& Sales Club, for the period between 


| April 1950-April 1951. 


Graham Made Coordinator 


John A. Graham, Jr., has been ap- 
pointed coordinator of advertising for 
the Liquid Carbonic Corp., Chicago, 
to act as liaison man between sales 


| operations and advertising agency. 





No wonder! With Simonds 
Abrasive Company wheels on 
the job everything is rosy in 
the grinding department. Rejects 
are rare...down-time is out 
...and production’s keeping 
pace with defense needs. It’s 
all a matter of selecting wheels 
accurately specified for your 
jobs...the kind of selection 
available to you in Simonds 
complete line including grinding 
wheels, mounted wheels and 
points, segments and abrasive 
grain. Free data book describes 
these efficient production tools 
... products of Simonds Abra- 
sive Company, a major manu- 
facturer of grinding wheels for 
over 50 years. Write. 


SIMONDS 


ABRASIVE CoO. 


L 


grinding wheels 


SIMONDS ABRASIVE CO., PHILADELPHIA 37, PA. BRANCH WAREHOUSES: CHICAGO, DETROIT, BOSTON 


DISTRIBUTORS IN PRINCIPAL CITIES 


Division of Simonds Saw and Steel Co., Fitchburg, Mass. Other Simonds Companies: Simonds Stee! Mille, Lock- 
port, N. Y., Simonds Canada Saw Co., Ltd., Montreal, Que. and Simonds Canada Abrasive Co., Ltd., Arvida, Que. 
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( Advertisement) 

Nine Million Advertising 
Messages to Help 
Distributors Boost 

Grinding Wheel Business 


SIMONDS ABRASIVE COMPANY’S 
CAMPAIGN ALSO REACHES 
TOP MANAGEMENT. 


STEPPED up to help the distributor 
build up his grinding wheel business 
by reaching more of his customers, 
Simonds Abrasive Company national 
advertising will carry 9 million sales 
messages to users of grinding wheels 
and abrasives during the current 
year. This represents an increase of 
approximately one million sales mes- 
sages over last year’s highly success 
ful campaign. 


Well under way, Simonds acceler 
ated advertising drive appears if 
many more leading trade publications 
with a sprightly attention-getti 
series of cartoons created by one 4 
the country’s leading artists. Whim 
sical in concept the cartoons havé 
proven to be highly effective 
directing attention to the brief info’ 
mative copy in each advertisement, 


The cartoon technique is also us 
in Simonds advertising in Busines 
Week. This is a continuation of thi 
“top level” campaign run last yez 
by Simonds and is designed to givi 
the distributor complete coverage 
the grinding wheel market by reac 
ing executives who buy or direct th 
buying of grinding wheels. 


Simonds also plans a continuatio’ 
of its policy of working closely wit 
the distributor on the sales front. 
variety of sales aids are being plan- 
ned to help the distributors serve the 
needs of defense inclustry more effi- 
ciently. Among these is a Market 
Application Chart, which lists the 
various types of grinding wheels used 
by different industries. The Chart 
also indicates areas of potential new 
business for distributors. As another 
important and timely service to its 
distributors, the company plans to 
issue priorities bulletins to interpret 
government regulations and supply 
information on priorities relating to 
grinding wheels and abrasive grains. 


The advertisement shown here is 
typical of Simonds Abrasive Com- 
pany’s powerful advertising campaign 
carrying 9 million sales messages to 
users of grinding wheels and abrasives. 
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Gorhan "M-40-U” ALLOY CENTERS 


These centers outlast high speed steel and other 
ferrous or non-ferrous alloy centers from 3 to 10 
times before wear appears—and they can be re- 
dressed countless times! 


“‘M-40-U” is a special alloy developed by Gorham 
expressly for use as a wear, heat and abrasion- 
resistant material. A solid core of “M-40-U” is induc- 
tion brazed into the steel shank, after which the en- 
tire center is finish ground. Thus, the wear material 
is always supported by tough shank steel through- 
out the life of the center. These centers require only 
a cleanup grind when wear finally occurs, and many 
cleanups can be made without loss of wear-resistant 
properties, since the ““M-40-U” alloy is actually 
a deep core, rather than a clad or applied fip. 


NOT JUST A CAP 


NOT JUST A TIP 


Dh LONG, 


SOLID CORE 


L 2 can sell three different Gorham 
tools to a shop with just one lathe—and all three 
tools are repeat items! 


Every lathe and “automatic” needs turning tools 
and cut-off blades, while lathes, grinders and 
many other machines must have wear and 
abrasion-resistant centers. Each of these Gorham 
tools is a basic shop need—and expendable. You 
can sell them to every shop, thus these Gorham 
tools are wonderful ““door-openers” for the other 
lines you carry. Gorham alloy centers, turning 
tools and cut-off blades are available now for 
immediate delivery from a large stock, assuring 
your customers quick delivery on the finest tools 
available—the line that carries the name ““Gorham:”’ 


Gorham advertising is greater now than ever 
before—and so are our production facilities! 
Industrial distributors who pride themselves on 
carrying a “Blue Ribbon” line will get the whole 
story on profit-building Gorham Tools now. 





DESIGN SELLS THEM— PERFORMANCE RE-SELLS THEM! 


Put a Gorham center on every lathe, automatic and grinder in your 
territory. They pay for themselves in downtime saved, plus the 
precision production possible with centers that stay true longer. . . 
while their performance builds goodwill and repeat sales for you! 
Centers or half-centers, all popular sizes, with Morse, Jarno or Brown 
and Sharpe taper shanks—in stock, immediate delivery! 











OER TNO 


Centers, Tool Bits, and Cut-off Blades! 


















Gorham GROUND TOOL BITS 


Now you can walk into any metal-working shop and sell 





them a turning tool that’s “tailor-made” for their particular 
problem—and it’s a tool you can carry in stock! 



























Different stocks require different turning speeds and feeds 
and different cutting tool materials. Gorham has developed 
three distinctive materials, giving you a tool for every 
metal working application. Gorham Tool Bits and Turning 
Tools are accurately ground, uniformly hardened, ready to 









sharpen. All popular sizes are in stock for immediate : 


delivery, in three Gorham-developed materials. Y : 
GF CUT-OFF BLADES : 
FOR THE COMMERCIAL FIELD, Gorham STANDARD. Com- é 
mercial analysis high speed steel. Ideal for automatic screw \ Wii. 

machine operations on alloy steel, turning crankshafts or is 


mild steel forgings, and for general tool room and machine 
shop work. An economical and efficient grade for a wide 
range of metal. working requirements. 





A cut-off tool of proven merit, that parts stock fast! 
Hardened commercial analysis high speed steel, all 
clearances and holding angles ground true. An 
especially heavy repeat item in automatic screw 
machine shops. Immediate delivery from stock, 
17 standard sizes. 


FOR HEAVY DUTY TURNING, Gorham ‘“M-40-B.” For heavier 
cuts in harder materials at higher speeds. A Super Moly 
grade with performance characteristics comparable to super 





tungsten high speed. Use wherever application of a Super 
High Speed Steel is indicated, as in machining heat treated 


00's o, 


alloy steels with heavy stock removal at high surface speeds. 


* 


2 


aa’ 





FOR SOFT OR ABRASIVE STOCK, Gorham GORMET. Very 
efficient for high speed turning of cast iron, bronze, bakelite, 


soft steels and other soft or abrasive materials. A cast mixture 

of chromium, cobalt and other semi-rare metals. GORMET TO ° L Cc ° M PA fi Y 
cuts better when hot, and requires no coolant. 14406 Woodrow Wilson Avenue 
Detroit 3, Michigan 





GORHAM TOOL COMPANY 


Please rush me literature on Gorham Centers, Tool Bits and 
Cut-off Blades .. . plus complete Distributor Plan details. 












WHAT THE GORHAM PLAN MEANS TO YOU: 


Gorham Tools are backed by more than 25 years experience 
in tool design and precision manufacturing. Gorham is an 
established name, maintained in industry by fine cutting 
tools, and with distributors through fair dealing and aggres- 
sive merchandising. Send coupon today for product litera- 
ture and details on the profitable Gorham Distributor Plan. 
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CHAIN 


More Volume! 





More Profits! 


C. W. Hollingsworth 


Standard Pressed Steel 
Promotes Sales Officials 


Two promotions have been made 
in the inside sales force of Standard 
Pressed Steel Co., Jenkintown, Pa. 
C. W. Hollingsworth, former manager 
i of the socket division becomes divi- 

Chain in your territory are almost unlimited. sional sales manager heading the 
Good prospects for this fine chain are trucking socket screw, lock nut, and steel collar 
divisions. 

Raymond N. Gruber succeeds Mr. 
departments, construction companies, metal Hollingsworth as manager of the 
socket screw division. 


Your sales possibilities for TM Hi-Test 


concerns and lumber camps for binding loads—highway 





working plants, shipyards. Sell TM Hi-Test Chain 
in preference to proof coil or BBB—it’s more than 
twice as strong. You'll make more friends, more sales 
and more profits. 
Send coupon today for complete details. 





S. G. TAYLOR CHAIN COMPANY 
HAMMOND, INDIANA 


Raymond N. Gruber 


Charles H. Besly & Co. 
Open Cleveland Warehouse 
; Charles H. Besly & Co., Chicago 
$. G. Taylor Chain C ) , , 
Dept. - ee ee F liv Ill., have opened a new warehouse and 
Hammond, Indiana AY LO R ADE sales office at 6516 Detroit Ave., Cleve- 
Rush details on TM Hi-Test Chain. | land, under the direction of T. F. 

ere nee Aen Mummery, Jr. 

a — Y - Additional stocks of Besly taps, 
Address__ 2 Tiageizemes | drills and reamers are carried in Chi- 


eeeeeeeeeeseeoeceseseseeesese cago and at the plant, Beloit, Wisc. 
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awd frogit for you 


As distributor for CMH flexible metal hose products 
you will be able to offer your customers the solution to 
scores of otherwise difficult connection problems 
where there is movement between parts, misalignment, 
CMH seamless-type corru- vibration or expansion and contraction. Virtually every 
ee ee tee plant you call on is a prospect for one or more CMH 
tions above, is only part of products ... creating almost unlimited profit possi- 


CMH’s distributor serviced biliel 

line that also includes inter- 1l1tles. 

locked hose, expansion joints Write today about distributor arrangements and ask 
Jor piping and specialty hose 4 a ms = : 

items. about CMH’s attractive distributor policy. 


CHICAGO METAL HOSE Corporation 


1314 S. Third Ave. « Maywood, Ill. * Plants at Maywood, Elgin, Rock Falls, and Savanna, Ill. 
In Canada: Canadian Metal Hose Co., Ltd., Brampton, Ont. 


: 
: 
: 
; 
: 
: 
| 
: 
¢ 
' 


Ee ire ert 
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ATHOLL 
VISES 


STRONG WHERE STRENGTH IS NEEDED 
A Message to DISTRIBUTORS and their MEN 


ATHOL VISES are made of semi-steel castings. Strong 


where strength is needed and designed for service. 


Our own foundry and machine shop give us full supervision of 
all operations from the raw material to the finished vises (not 
an assembly job). 


Write for complete catalog showing our Machinists’, Combina- 
tion Pipe, Sheetmetal Workers’, Steam fitters’, Plumbers’, Drill 
Press, Milling Machine, Utility Vises and Power Driven Grind- 
stone Frames. 

Each Vise packed in an individual carton 


SOLD ONLY THROUGH RECOGNIZED DISTRIBUTORS 


SEE US AT SAN FRANCISCO—BOOTH 517 


THE HOME OF ATHOL VISES 


THE FOUNDRY AND FACTORY WHERE THE ENTIRE VISE HAS BEEN MADE SINCE 1868 





SOAR WE ES 
BO RRRGS Be aK ee + 


Athol Machine & Foundry Co. Athol, Massachusetts | 
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W. B. BAINTON was elected a vice 
president of Browne & Sharpe Mfg 
Co., Providence, R. I. His duties will 
include general supervision of all prob 
lems relating to design and production 
Another vice president is .. . 


. P. R. HATCH who will head sales 
activities and continue additionally as 
assistant secretary of the company, a 
position he has held since 1947 





Huffman Succeeds Vasso 
As Armstrong Plant Manager 


Henry R. Huffman succeeds Ralph 
Vasso as plant manager of the Arm 
strong Cork Company's plant at Cam 
den N. J. Mr. Vasso retired because 
of ill health after 35 years of active 
SCTVICC 

Mr. Huffman became associated 
with the Armstrong organization in 
1934 as an industrial engineer at the 
plant at Lancaster Pa. He became as- 
sistant manager of the Camden Plant 
in 1943. 

Bruce M. Smith formerly plant in 
dustrial engineer at the company’s 
Pittsburgh plant has been promoted 
to assistant plant manager at Camden 





Sell The 
V-Belt Drive 


which all industry likes best 


Today more machinery is equipped with QD sheaves 
than any other hub-and-rim combination. And the 
popular Worthington-Goodyear EC Cord V-belts give 
you over 75,000 sheave and belt combinations. 

Worthington’s FHP line is also complete—quick- 
detachable QD Junior V-pulleys, bored-to-shaft-size 
solid machined steel V-pulleys, die-cast V-pulleys, 
pressed steel V-pulleys. 

Worthington Multi-V-Drives with QD sheaves and 
Worthington-Goodyear EC Cord V-belts are nation- 
ally advertised. And there’s always a good “plug” for 
doing business with our distributors. 

Sell Worthington across the board—it’s the complete 
quality line. Worthington Pump and Machinery Cor- 
poration, Multi-V-Drive Sales Division, Buffalo, N. Y. 





WORTHINGTON QD sHEAve 
veaoe mane 


The original tapered cone grip sheave that 
is preferred by men who have to install or 
change sheaves — purchased more often 
than any other. 


igs 
THE GOOD RIGHT ZB HAND OF INDUSTRY 


POWER TRANSMISSION: PUMPS: 


AIR COMPRESSORS: 


sheoves, V-belts, variable speed drives centrifugal, power, rotary, steam water-cooled, air-cooled 
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PALA RPO E Le HON 





“A good buy is 
a best seller!” — : 
You must be 
able to buy 
before you 


can sell! 


New Quarters for Standard Tool Co. 





RECENTLY OPENED by Standard Tool Co., Cleveland, is this modern two-story 
building, housing sales, service, warehouse and engineering department. 


You can still stock 


B-RIGHT-ON 


Socket Screws 


We know you're 


heving troubles getting =a : ; 
inten on. alee HOST at the reception celebrating completion of the new quarters is P. T. Rackliffe, 
Strew products and 


(center) executive vice president, who welcomes Walter Leney, of the Don F. John- 
son Co., and J. C. Mullen, Sr., E. A. Kinsey Co. 


@f course we have our 
@roblems too. But in 
spite of steel shortages 
@nd strong user de- 





monds, we are still able 
t@ give our dealers 
fairly prompt deliveries 


on most standard sizes. 


If your socket screw 


needs are not being ade- 





quately met at the present 
time, send your “tough” 
problems to Brighton. We 
ore a compact organiza- 
tion devoted exclusively to 
socket screw products. . . 
every detail is under direct 
supervision of top manage- 
ment. Dealer problems get 


immediate attention and 


MEMBERS and guests of the Standard Tool Co., who attended the open-house 
are J. A. Steven, Standard Tool Co., V. E. Peters and H. E. Overfield, of the 
W. Bingham Co., and F. H. Shuman, Standard Tool Co 


prompt action. Write or wire. 
TWX Phone No.: Ci 346 
Telegraph Address 


Standard Tool Co., of Cleveland, 
FAX Cincinnati 


Standard Tool has 130 employees 
Ohio, moved into its new office, ware- 


BRIGHTON 


SCREW & MANUFACTURING CO. 
1827 Reading Road, Cincinnati 2, O. 


house, and experimental laboratory re- 
cently. The building was formerly 
opened with an open-house reception 
for 300 industrialists and distributors. 


in Cleveland and 54 in its branch of- 
fices in New York, Chicago, Detroit, 
and San Francisco. The company 
employs 1,800 at its main plant in 
Rochester, Mich. 
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on thi fecal cccaston 


THE SAN FRANCISCO CONVENTION 


PROMPTS US TO PRESENT SOME 


FIGURES ON 


Donnelley Catalog Production 


for the West Coast 


WE ARE REMINDED that the first industrial supply cata- 
log produced by Donnelley for a West Coast customer 
was delivered in 1907—just three years after our first 
entry into the catalog business. In the 45 years since 
that first order was placed, the Donnelley score has 
been as follows: 
Catalogs Delivered to Pacific Coast 
Distributors Since 1907 
atm reese 179 
a err 76 
500,000 


Approximate Total Copies . 


Many a wave has rolled in from the broad Pacific since 
that pioneer catalog went to work for our customer, 


and many a change has come in methods of operation. 


In handling the increasing flow of catalog work from West 
Coast distributors, we have kept before us constantly 
the practical and changing needs of the catalog user 
Our efforts have been devoted everlastingly to making 
our product better and better—and the results of thosé 
years have proved the truth of our proposition thag 
“Leadership prospers with: leadership.” : 
: 
Let’s Talk Catalog! : 
Donnelley men who know the practical ins and outs B 
catalog work will be on hand at the San Francisco 
Convention to discuss your problems. Drop in at Con- 
ference Booth No. 1020 at the Civic Auditorium (Polk 
Hall, at the corner of Aisles 900 and 1000) between 
10 A.M. and 4 P.M., Tuesday, June 12. We'll be de- 


lighted to see you. 


RR. Donnelley Oo Sons Compan Y 
CATALOG COMPILING DEPARTMENT 


350 East Twenty-second Street, Chicago 16, Illinois 





PRINTERS BINDERS ENGRAVERS LITHOGRAPHERS 
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vee ARO seeks maximum 





ar A McGRAW-HILL PUBLICATION 
re) 330 West 42nd Street, New York 18, N. Y. 


ReaneeeeeNT AND MAINTENANCS 


Member, Audit Bureau of Circulations and the Associated Business Publications 
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effectiveness 


M. J. Anderson, Assistant to the Vice Presi- helps distributors sell! Aro knows that no ad- 
dent, The Aro Equipment Corporation, sums _ vertising campaign is worthwhile unless it is 
it up pretty well. He says, “Like all highly read by the men who can do the buying and 
competitive manufacturers who must watch specifying. 











costs carefully, Aro seeks maximum effective- Mr. Anderson continues, “That’s why we’ve 
ness from the advertising of its Industrial Air been regulars in FACTORY for many years. 
Tools.” Our confidence ...has been fully supported 






And that means maximum effectiveness that _ by results.” 

Have you ever noticed how many of the 
most important manufacturers have also been 
regulars in FACTORY for years? There can 
only be one reason why —like Aro, they are 
“convinced that FACTORY reaches the right 









PORATION 
THE ARO gone men in the plant operating group.” 
[ae — das And that’s why you should insist on the help 





January 17, that advertising in FACTORY can give you 


on every product line you handle. 







settee 







sher 
. XM. Staehle, Pub) va intenance 










: 
y 
: 








West 42n 
pond york 18, New york 




























: 
nie: M. J. Anderson, 
ear Mr. Stae turers who . rson, 
' nly competitive ergot maximum Assistant — 
Like all highs) carefully, Are To of its to the Vice President 
— rae from the advertis 
ective 3 

offestrial air Tools Aa PACTORY TWe Ano couteuent fl 
why we've been “regulars y CORPORATION” 

hnat's : 

bn many years- enent and Main 
Factory Manag results. 





in ted by 
confidence suppor reaches 
ten nee beet that your publ ieee group: 
onvinced the paant operating 
n ‘ 
cordially yours, 


that vice Preside 


assistant to 
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We are © 
the right me 







T CORPORATION 








LUBRICATING EQuiPMEnt 
HrpRavnic Firrines 
Ain TOOLS 

yt Propucts 





AIRCRA 
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1536-A Series. 

Equipped with Roller Bearing 
Vulcanized-On Rubber Tread 
Wheels. 





DOUBLE DUTY is served by Mary 
Ann Glatch, Industrial Supply Co., 
Inc., Minneapolis, who acts as recep- 





DeWalt Inc., Appoints 


od Two District Managers 
revi MOuCe built-for-the-job fe, t airee 
: Dewalt Inc., Lancaster, Pa., has ap- 





36-A SERIES pointed two men to fill district sales 


; | managers positions in the Western 
Dew nee lare 4 lac J; 7 » 
ESIGN —CONSTRUCTION—PER- Pennsylvania-West Virginia and New 
eS Pee England areas. 
aqugatembadale  Aepadiies Ernest Lux, formerly District sales 
? watchdogs that govern the build- 7 manager in the New England terri- 
_ing of every Bond 36-A Caster, | ~ wes tory, will supervise DeWalt sales in all 
Pennsylvania trading areas west of and 
te: : / including Bradford, Ridgeway, St. 
assurance of satisfaction when you = Marys, Altoona, Johnston and Union- 
choose Bonds for your job. , = | town, and all West Virginia trading 
areas except Martinsburg. 
James Carpenter, formerly an execu- 
; tive of Carpenter and Powers, a De- 
casters used throughout industry. J Walt dealer in the Boston area, has 
Fork, base and king bolt con- been appointed to the position of dis- 
trict sales manager in the states of 
evenly. The double ball race is syne Serle | Maine, New Hameshae, Vermemt, 
z 7 Equipped with Roller Bearing Semi- Massachusetts and Rhode Island. 
pressure lubricated for easy Stee! Wheels. 


watchdogs that give you the 


Bond 36-A Series Casters are 


among the most popular swivel 





struction distributes the load 


swiveling. 
We will be glad to send you a . - Babcock & Wilcox Co. 
copy of the Bond Catalog K-38 nae” | Changes Top Officers 


which includes information on not g | The Babcock & Wilcox Tube Co. 
only the 36-A Series but on all <= New York City has made four 
changes in top executive officers. 

Luke E. Sawyer formerly executive 

4 vice president was elected president; 

BOND FOUNDRY & MACHINE CO. Alfred Iddles formerly president was 

Mesheim, Penasyivenie elected chairman of the board; Isaac 

? | Harter formerly chairman was named 

ey a consultant to the company and Ed- 

Equipped with Roller Bearing Celoron ward A. Livingstone vice president 

Wheels. assigned to sales was given broader or- 
ganizational responsibilities. 


Bond Casters . . . write today. 
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THIS 
PROMOTION 


planned R\ 


TO BOOST YOUR 
BEARING 
SALES 





| 
| 
i 
| 


Jounsow BEARINGS and Bearing Bronze are 
easier to sell because they are so well known. Month 
after month, year after year, leading trade, tech- 
nical and business magazines carry the story of 
Johnson quality and service to buyers and users in 
every type of industry. 


kes JOHNSON BRONZE cooperative advertising 
enables Johnson Distributors to capitalize on this 
extensive promotion. Each piece is so designed and per- 
sonalized to give the distributor the maximum benefits. 


* 

"hon JOHNSON CATALOG, the most comprehensive 
in the field, enables you to build volume sales. Johnson 
quality, established through more than fifty years 
experience, guarantees complete customer satisfaction. 
Isn't this the bearing franchise for you? 








SLEEVE BEARING HEADQUARTERS Since 1901 
\ Ny 
ZS, NOnnsenk rong 
; h. 535 SOUTH MILL STREET*NEW CASTLE, PA. 
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THE BELT HOOKS 
WITH THE 


There is no substitute for Safety 

Belt-Lacing because the paten- 

ted Safety binder bars not only 

hold each hook in perfect align- 

ment (both before and after ap- 

plication) but also cover and pro- 

tect belt ends, prevent fraying 

, and assure long life. It’s the all 

Perfect Alignment not only purpose belt-lacing, too. It can 

before but after application. be applied in factories and 

shops not only with shop lacers but also in the field with the 
pocket Tu-Way Lacer and a hammer. 


Write for Catalog Sheets 


SAFETY BELT-LACER CO. 
5388 N. Menard Ave. Chicago 30, U. S. A. 














WIPING 
CLOTHS 


e STERILE © SOFT ¢ DURABLE 


EVERYONE OF YOUR CUSTOMERS IS A PROSPECT FOR 
THESE INDUSTRIAL WIPING CLOTHS... 


SANATEX San Forene Processed Wiping Cloths are carefully 
selected, washed, and sterilized. . . they are free of hard cuffs, 
collars, and seams. The SANATEX Packaged Line of Wiping 
Cloths is sealed in sanitary, germproof, dustproof 
cartons attractively labeled and stating exact de- 
scription of contents. You can build a fine, profitable 
business supplying the right wiping cloth for indi- 
vidual jobs. Get all information now 
on this money-making line which gives 
you repeat business over and over again. 
individual Labels te Jobbers read— 
“SANATEX Wiping Cloths expressly 


packed and prepared for... your name— 
your address” 


SANATEX CORP. 


2321 N. Wolcott Avenue 
Chicago 14, Illinois 





Manufacturers representatives wanted—some territories open. 
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RIGHT-HANDED Harold Brown, as 
sistant credit manager of The W. M. 
Pattison Supply Co., Cleveland, heads 
for a strike, while . . . 


LEFT-HANDER Andy Motoc, 
chief inspector for the same firm, 
proves he can do it too. Pattison spon 
sors bowling league which meets all 
winter 





Norton Promotes Russell 
Norman K. Russell has been ap- 


pointed refractories engineer for the 
Norton Co. of Worcester, Mass. Mr. 
Russell, who succeeds the late Russell 
L. Peck, was formerly a member of 
the refractories sales enginecring de 
partment. 








f every industry using 


oO 
the needs ransmi 


You can meet 


ower t 
conveying, - 


the tf 
this si ngl sd 


ated. . 
con veying re 


materials. 
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FOR FURTHER INFORMATION 
ON ANY VICTOR BALATA 
PRODUCT WRITE FOR COM- 
PLETE CATALOG, 


5 
< Factory: Easton, Pa. 
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WHAT DO YOUR CUSTOMERS WANT 
MOST IN HACK SAW BLADES? 


SAFETY= 


L-O-N-G L-A-S-T-I-N-G 


G.W. GRIFFIN CO. 


Franklin, New Hampshire 


General Sales Agent nd 


JOHN H. GRAHAM & CO., Inc. * 105 Duane St., New York 8, N. Y. 
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Wilmot F. Wheeler 


American Chain & Cable 
Elects Board Officials 


Wilmot F. Whecler has been 
elected chairman of the board of di- 
rectors of American Chain & Cable 
Co., Inc., ey os Conn., and will 
continue as its chief executive officer. 
Cyrus N. Johns has been named presi- 
dent, and Colonel Harry D. Weed, 
the inventor of the Weed Tire Chain, 
has been added to the board of di- 
rectors. 

Mr. Wheeler, who succeeds Walter 
B. Lashar, who retired because of ill 
health, has been president of the com- 
pany since 1946. Prior to that time 
he served as executive vice president 
and treasurer, and has been a director 
since 1919. 

Mr. Johns, who has been in the em- 


Cyrus N. Johns 




















*Series 12100 


CARBON 800 Pounds @ 750°F. 
STEEL | 1500 Pounds Cold Non-Shock 


For 150-800 pounds service * Round 
Bolted Bonnet * Bolted Gland * Gasket 
or Ground Joint * Outside Screw and 
Yoke * Renewable Seat Rings * Solid 
| Wedge — Slotted Type * Rising Stem 
11!/,-139% Chrome Stainless Steel 
| Trimmings © Sizes !/," to 2'' inclusive. 





HENRY VOGT MACHINE CO. Louisville 10, Ky. 


——— BRANCH OFFICES: NEW YORK © PHILADELPHIA © CLEVELAND e@ CHICAGO eo ST. LOUIS « DALLAS 
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flexibl® — 
MACHINES 


your BEST BUY 


because they 
serve your customers 
BETTER! 


Se. 
atic S25 


43-SPEED JIFFY 


$J-38 


These two STOW Variable 
Speed Machines permit 
choice of operating speeds 
. .. are specially designed to 
provide the highest efficiency 
wherever applied. Many other 
models available. 


Stow STREAMLINER 


N-40 


STOW FLEXIBLE SHAFTS 


% 


Colonel Harry D. Weed 


ploy of the company since 1917, was 
general manager of the Page Steel & 
Wire Div. at Monesson, Pa., has been 
a director since 1937, and executive 
vice president since 1946. 


Almdale Made Carboloy 
District Manager 


E.. R. Almdale has been appointed 
manager of the Michigan district for 
Carboloy Co., Inc., Detroit. He will 
assume the position recently vacated 
bv P. J. Jensen, who has been called 
back to duty in the Detroit Ordnance 
District with the rank of lieutenant 
colonel. 

Mr. Almdale, a graduate of St. Johns 
Military Academy and the University 
of Michigan, joined the Carboloy Co. 
upon his graduation in 1940. Since 
then he has held various engineering 
ind sales positions with the company. 


Pa 


Abundant, Positive 
Goggle Ventilation 





Examine the illustration showing the 
Sellstrom Patented and Positive Ven- 
tilation principles, built into the 420 
Welding and the 421 Industrial 
Goggles. 


The side walls of each eye cup have 
six ¥2-inch concealed ventilating vents 
or chambers, each with two slotted 
openings. The outer opening is about 
“%-inch below the lens, while the inner 
opening is directly below the lens. 
There are extra air vents on the outer 
side of each eye cup. On the 420 these 
vents are arranged so that it is im- 
possible for a single speck of light to 
penetrate the goggles. They are light 
proof, yet supply an abundance of 
continuous air circulation. On the 421 
we have the conventional wire screen 
vents at the side. 


PROVEN POPULAR 
SELLERS EVERYWHERE 


The 420 Welding and 421 Industrial 
Goggles are in demand everywhere. 
If you do not have them in stock, we 
suggest that you order a supply. If 
you desire to inspect them first, we 
will gladly forward a pair for your 
inspection. 


are the result of specialized know!l- 
edge and 76 years of experience. 
Reliable, efficient—they’re famous 
for long-wearing, trouble-free per- 
formance. 


Sellstrom 


MANUFACTURING COMPANY 
More Than 200 Eye and Face Safeguards 


Write for Free Copy! 662-E N. Aberdeen St., Chicago 22, Ill. 
Don’t delay—write to- 

day for your free copy 

of Catalog +50 





MANUFACTURING CO. 


5 Shear St., Binghamton, N.Y 


STOW 


No. 420 Selistrom 
Welding Goggle 


E. R. Almdale 
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CENTER HOLE permits Power-Twin 

\, to do jobs no other hydraulic ram 

y can do... makes possible application 
of direct force ... fast, easy, un- 


limited adjustment . . . versatile in- 
1] terchange of parts. 


a new 


TWIN PROFIT LINE 


POWER TWIN 


HYDRAULIC PULLER 


Here is the fastest working, fastest selling, 
easiest to use push-puller in history -- the 
new OTC Power-Twin Hydraulic Puller. 
Sensational in performance— equally 
amazing in sales appeal. Its time and 
labor-saving ability and low cost make 
the Power-Twin a must for any shop that 
does pulling jobs. Write for complete in- 
formation on the OTC Power-Twin. 


Fits all OTC pulling units 

Works in any position 

Pushes -- Pulls 

Faster than screw operation 
Eliminates torque 

More powerful -- no friction 
Easier -- just light pump strokes 
Safer -- remote control 


























Pulling ond melolll f . New OTC Hydra-Tote (inset) Press 
ordre colar diet ie uy ; takes all tools fo the job. Plate available 
simple with OTC Power- ‘ separately for 
Twin and Sleeve Puller. ee mounting on 
bench or ser- 
vice truck. 


OWATONNA TOOL COMPANY 


373 CEDAR STREET © OWATONNA, MINNESOTA 
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ARROW TOOL & REAMER CO., ESTABLISHED 1916 
: cs & y aie Re) ‘ Pi i » 


J. DOUGLAS DAWSON, former 
trafic manager of the Norton Co., 
Worcester, Mass., has been appointed 
general trafic manager. He succeeds . .. 


ARROW'S “FASCUT” 

line of End Mills is com- 
plete and it is depend- 
able. Backed by 35 years 
of manufacturing skill and 
engineering experience 
“FASCUT” End Mills render 
excellent service that sells 
and sells and sells. 


ELMER B. JONES, who is retiring 
after 50 years in the transportation 
business. Mr. Jones is secretary- 


WOULD YOU LIKE TO OFFER THE BEST SS. LS Tee, «Se 
SERVICE ON SPECIALS IN YOUR AREA? 





ECA Gives DeWalt 


You can with Arrow’s new “Industrial Distributors Plan for = i are 
Cooperation Certificate 


Selling Specials”. Here are sales opportunities never before ; R 
fully utilized by Distributors. Write today for complete details. aan Ty ee 
Pa., was presented an ECA Certificate 
ARROW manufactures a complete line of STANDARD REAMERS of Cooperation at recent ceremonies 
in the New York City hall. 

HERE’S A NEW and BETTER LIVE CENTER 1 Acting on behalf of the ECA, New 
York City’s Mayor Vincent Impellit- 
© Adjustable for Wear | teri made the certificate awards to 
© Tapered taterchangeable inserts several firms for their aid in the Mar- 
Equipped with No. 3 Timken Precision shall Plan Technical Assistance Pro- 
Renter  bomings — provide ter cadet gram. The certificates were an expres- 
cine inal sion of appreciation from ECA for 
, sharing “Technical knowledge with 
visiting foreign groups, thereby con- 
tributing directly to the economic re- 
covery of Western Europe and its de- 

* fense potential for the future.” 
“ ‘vo @ Matthew S. Stolarz, supervisor of 
418-422 LIVERNOIS AVE. « DETROIT 9, MICH. M1, ° O, DeWalt’s foreign sales, represented 

2 the company at the ceremonies. 
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Raller Chain 
SPROCKETS 


WITH TAPERED SPLIT HUB 


ELIMINATE 
eagle a REBORING! 


“QD” HUB 
Bl = ALSO FITS 
;, \ 


FORT WorIH 
“QD” V-BELT SHEAVE 


Your stock of QD hubs can serve a 
double purpose. The same hub fits in either 
the QD sprocket 
or the Fort Worth 
QD sheave. 


“OFF THE SHELF” SERVICE 
WILL SELL MORE SPROCKETS 


| 

| 

The “‘Stock-Bore” sprocket that must be carried to the | 

machine shop for reboring can be a thing of the past. Your | 

customers can immediately have the sprocket they want | 
WITH THE PROPER BORE AND KEYWAY. You can 

give service on sprockets that your competitors cannot | 

| 

| 

| 

| 


touch Investigate the 


advantages of 

stocking the Fort 

Worth “QD” line 

. . - both sheaves and sprockets. Large fac- 
tory and warehouse stocks will make it 
especially attractive during present short- 
ages. 


This new sprocket is an item that has natural sales appeal. 
It’s easier to get on or off the shaft; it grips the shaft; it fits 
an undersize shaft. It has features you can SELL to your 
customer. Once he buys it, he will prefer it over any other 
sprocket. 


OTHER 
Forl Wor Details of QD Sprocket construction as well as the many other 
ORT ORTH adv ges are explained in catalog Secti 300-8, Supplement 1. 
Address Department 16 and complete information will be sent 
V-BELT DRIVES to you immediately. 


SCREW CONVEYORS 


nd ACCESSORIES For Wor STEEL AND 
SCREW ELEVATORS '@) RT @) RIH MACHINERY CO 


INDUSTRIAL FANS 





PROooeucrs 


DEPT. 16, 3600 McCART, FORT WORTH, TEXAS 
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BUILD REPEAT SALES NOW 


Magnolia lead-base bearing metals 
are fast building extra sales and bet- 
ter sales for many distributors. Despite 
an eye on — usage, — SALESMEN Elmer T. Aubele and 
nolia. with its general purpose Anti Das hea . } 
Scacilier Sihetadh teat chants tom Meee. \ LW alker of Penn General Supply 
- - “ Co., Pittsburgh, check over accounts 
er Bearing Metal, is helping solve 5 
99% of the average plant's needs and in office 
gets more repeat business for Mag- 
nolia Distributors than ever before. . 7 a 
Inquiries invited. Where Do You Go From No 








by Leon Epstein 
D THI 3H INDUSTRIA BUT VERY WHERE Where Do You Go From No is 
M AG N re) LIA METAL Cc Oo Ow: 0m 4 advertised as “the quick-answet book 


for anyone who has questions on sell 
We ersey Street ° Eliz 1, Nev ing.” It combines twelve seven-min 
ute reviews sold as booklets (Selling 
Simplified Series) to the extent of sev- 


' , eral hundred thousand copies, to 

} gether with three additional chapters 

of previously unpublished material. 

{ : The book deals with selling as a 
problem of human relations. It calls 


When You Sell a Mercury Automatic Clutch tor self-examination of the salesman; 


it helps him check himself for those 


You Sell Improved Performance and Safety qualities which might keep him from 
: being successful. His ethics, his atti 
Installed on an electric motor, a Mercury Automatic Clutch cuts starting current tude. his manners—all come under the 
demand one-half to two-thirds, provides full protection against burned-out windings, microscope. 
blown fuses, and fire hazards. Available for 1/6 HP to 15 HP motors plus a It is a book of basics. accepting 
choice of demountable pulleys. “No” as the natural and normal start 
ing point for creative selling effort. It 
A recent Mercury development is the Series adds emphasis to the fact that out in 
“E” Mercury Clutch Coupling. This is a com- the field—at the point of sale—it is the 
plete unit consisting of a Series “E” Mercury 26 salesman who must be sales manager 
Clutch with provision for mounting a standard ‘ What he savs and does are the deter 
flexible coupling between it and the driven mining factors in landing or losing the 
load. Designed for installation on the shafts : q order. 
of integral horsepower electric motors up to (he author does not lose sight of 
15 H.P. rating selling’s main object; near the end he¢ 
savs: “Making a lot of calls is fine. Sec 
ing a lot of prospects is dandy. Spread 
ing information and good will is ex 
cellent. But—there is only one pay-off 
in selling and that is the order.” 

To the newcomer in selling, Where 
The Mercury line is a profitable one for distributors reasonably priced with generous Do You Go From No supplies the en 
discounts. Write for the Mercury Distributor Discount Schedule and copy of Catalog A-5. couraging “You can do it” pat on the 

back that is often needed in the early 
davs of selling. It tells him what to 


oyes Vern GEA Dvinim say, not to his prospects alone, but to 


Wherever you find an electric motor at 
work in the Replacement, Maintenance, or 
Service markets there is an opportunity to 
sell a Mercury Automatic Clutch 


his own doubts. 


Py AUTOMATIC STEEL PRODUCTS INC. - CANTON 6-OHIO “Just 


ten minutes spent with this 


{ 
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“‘And neoprene makes this sander an even better buy”. wl 


“On this sanding tool, the sponge pad between sanding plate and abrasive 
paper is made of neoprene, Du Pont’s chemical rubber. That means 

the pad not only has the very necessary resilience, but it will stand 

up in rough service as well. For neoprene is tough and abrasion-re- 
sistant. It doesn’t soften from heat. And it withstands frequent contact 
with grease and oil. So, it will retain its resilience.” 


When you sell tools which have component parts made of neoprene, 

do as this salesman does. Tell your prospect. Chances are he’s familiar 
with neoprene . . . knows that neoprene is used in top-grade rubber 
products like hose, belting, packing and gaskets that must be durable. 
And, he associates neoprene with quality and long life. So when you 
sell a product that has a resilient part, be sure to find out if it’s made 
of neoprene or just ordinary rubber. If it’s neoprene, you have an extra 
sales feature you shouldn’t overlook. 


Tune in “Cavalcade of America,” Tuesday nights—NBC coast to coast 


: FREE! the neoprene notebook 
Your customers read the Neo- 
prene Notebook regularly. So 


don’t miss the information it 
. ffers about new and interest- 
The rubber made by Du Pont since 1932 argetear wal atti isc sae 


ing applications of neoprene. 
If you’re not getting it now, 
we'll be glad to send it to you. 
Write E. I. du Pont de Nemours 
& Co. (Inc.), Rubber Chemicals 
Division C-6, Wilmington 98, 


REG. U.S. paT.OFF Delaware. 
BETTER THINGS FOR BETTER LIVING THROUGH CHEMISTRY 
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Discover How “ 


er0- Seal. 


HOSE CLAMPS 


Can Make You 


LS 


More than one skeptical jobber has seen the light — for 
here is a superior hose clamp whose four basic sizes fit 
practically all ordinary requirements — an engineered hose 
clamp which appeals to the reason and pocketbook of the 
customer with these advantages — 


WORM 


« UNIFORM 
CLAMPING 


Aero-Seals are self-locking and vibra- 
tion-proof, have extra long take-up 
and are available in both slotted and 
wing-nut type of worm-drive. 


EASY TO 
INSTALL 


You can install an 
Aero-Seal with one 
hand if you want to 
— and fast! They're self-feeding once 
the clamp-end engages with the 
worm. No loose parts to drop. 


True tangential take-up and curved 
saddle form provide absolutely uni- 
form clamping action around 360°, 
leak-proof, ideal for thin-walled tubes, 


USE AGAIN 
and AGAIN 


Nine lives is noth- 

ing for Aero-Seols, 

They're ready to go 
back to work after plenty of hore 
changes. Also available in. stainless 
steel for marine use. 


Put an Aero-Seal in a customer’s hands and he'll 
buy it — it’s a precision job of engineering applied 


- 


to a simple, everyday probl No y hose 
clamp can match its advantages. 








FREE SAMPLE: 


Please send free sample by 
return mail without obligation. 





COMPANY 





ADDRESS 





BREEZE CORPORATIONS, INC. 


33 South Sixth Street, Newark 7, N 


City & STATE 
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proven source of new ideas,” the pub- 
lisher promises, “‘and new confidence 
can wash away the confusion and re- 
sulting ineptitude of countless pre- 
vious hours.” 

The book was put together with 
this ten-minutes-idea in mind. It’s 
written in spurt-fashion—several pages 
of short paragraphs, each: complete, 
combined under a chapter head. The 
salesman can pick it up when he has 
a minute, pick the meat from three or 
four compact paragraphs, then lay it 
down until the next free moment. 

As advertised, the book will be of 
interest and value to salesmen and all 
others connected with any phase of 
selling. 


Borg-Warner Corp. 
Announces Appointments 


G. E. Campbell has been appointed 
assistant works manager of the Pesco 
Products Div. of Borg-Warner Corp., 
Chicago, Ill. Donald A. Sutherland 
has been made industrial sales man- 
ager 

Mr. Campbell formerly was manu- 
facturing consultant in the central 
offices of Borg-Wamer in Chicago. 
He also had held two executive posts 
with the A. O. Smith Co.—first as 
plant manager of the St. Paul, Minn. 
plant, then as assistant general man- 
ager of the Houston, Tex., works. 

Mr. Sutherland previously was 
Pesco’s industrial relations manager, 
a position which he assumed after hav- 
ing served as the division’s eastern 
sales manager for industrial products. 

E. J. Foltz, previously Mr. Suther- 
land’s assistant, has been promoted to 
the post of industrial relations man- 
ager. 





ROBERT D. MOSSMAN, Jones & 
Laughlin Steel Corp., Pittsburgh, has 
agreed to serve as volunteer coordinator 
of an emergency steel scrap salvage 
advertising campaign. 





Its fabulous—the number 


of SHELDON LATHES being 
sold by! 


ndustrial Distributors 


a 
( 


ps 

7 4 4 
. Fa ( 

’ — 














Sheldon Machine Tools 
offer the Industrial Distributor an 
opportunity for greatly increased 


a 4 Beet a 
profits in the power tool depart- 
ment—an opportunity for volume SH ELDON 
sales of highly profitable units. 
CHICAGO 


Trifle Supply Convention —Yune 12th— Convention Gooth Ha.1108 
SHELDON MACHINE Co., Inc. 423 N. Knox Ave., Chicago 41, Ill. 
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Ir you're 


looking for 


PROFITABLE 
NEW ITEMS 


The 


HOMESTEAD VALVE 
LINE 
—including the new 
Homestead-Reiser 
Lubricated Plug 


Valve—and 


HYPRESSURE JENNY 
STEAM CLEANERS 


may be the answer 











Write us—or visit 
Booth 301 


TRIPLE MILL 
SUPPLY CONVENTION 


San Francisco 
June 11 to 13 











HOMESTEAD VALVE 
MANUFACTURING CO. 


"Serving Since 1892"" 
P.O. Box 208 
CORAOPOLIS, PA. 











Pa. covers 500,000 sq. ft, 


New Facilities 
For Worthington Pump 


Sale of the plant and equipment of 
National Transit Pump & Machine 
Corp. to Worthington Pump & Ma 
chinery Corp. has been completed and 
the latter firm has taken possession of 
its new facilities. 

Ihe miscellaneous overflow from 
Worthington’s other factories will be 
diverted to Oil City, Pa., location 
of the new operation, which will be 
under the administration of Austin C. 
Ross, vice president in charge of 
Worthington’s Buffalo plant. The 
company, according to Mr. Ross, is 
still studying the Oil City facilities in 
relation to Worthington’s products. 

The former Transit plant covers 
500,000 sq. ft. and includes iron, steel, 
and brass foundry, pattern shop and 
forge shop, machine shops and assem- 
bly floor, test facilities, power house 
steel fabricating shop and administra- 
tion. 

Worthington plans to continue to 
furnish repair and spare parts for the 
products of National transit now in 
the field. 





Stewart-Warner Makes 
Osterberg Buying Head 


Ephraim N. Osterberg, has been 
appointed director of purchases of 
Stewart-Warner Corp., Chicago, II]. 
He has been with Stewart-Warner 
since 1916 and has been purchasing 
agent of the company’s Division One 
since 1942. He succeeds Roy F’. Stiles, 
a 32-year veteran with the company, 
who has reached the firm’s retirement 
age, but is remaining in a consultant 
capacity. 

R. J. Gorzynski has been named to 
succeed Osterberg as purchasing agent 
of Division One. He has been with 
the company since 1935 and a buyer 
in the purchasing department since 
1944. 

Osterberg was 17 when he joined 
Stewart-Warner as a stockroom clerk. 
He heads a purchasing organization 
of fifteen of the company’s main plant 
and general offices in Chicago and is 
functionally responsible for purchasing 
and purchasing policies in other 
divisions 





IN ATTENDANCI 


r Co. sales meeting were 


First row; A 


Waddington, T. Cogan, J. Hinde, C. Chambers, L. Hamlet, Tl. Stott, D. Sherwood, 


B. Pr r. Esler and P. Osterling 
Mullaney, Grinnell, D. Kelton, J 
C. Gauger, H. Car 
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itlock, ‘T. Spoehr, R. Kelly 


md row; E. Channer, W. Kreer, H 


»okanson, T. Blunden, R. Montgomery 


ind R. Hillner 














ROLLER 
CHAIN 














PERFORMANCE-PROVED 
SALES-SERVICE THAT HELPS BUILD CUSTOMER GOODWILL 


Coast to coast... border to border .. . Atlas The proved performance of Atlas Roiler Chain 
Roller Chain is building an incomparable record for boosting production and giving long, trouble- 
of customer satisfaction. free service holds customers’ goodwill for you... 
Atlas Roller Chain is built to give longer both in replacement and O E M business. 
service under the toughest operating condi- Let the Atlas Service Man help you realize the 
tions. The Atlas Nicarb Process of heat treating great potential in this product. Send for the new 
gives every roller, link bushing and pin that Atlas Catalog and information book. Visit the 
extra life so necessary with today’s production Atlas Booth, No. 221, at the Triple Mill Supply 
goals. Convention. 


ATLAS CHAIN & MANUFACTURING CO., PHILADELPHIA 24, PENNA. 


a iy grad Ps. oN 
SOS - HOS Qs ome | 


Ke / 








ofttaL/e REPEAT ITEMS 


W 
\2// 
‘Build your volume business on a sound 


foundation of “bread-and-butter” items from 
the Fairbanks lines of Trucks, Casters, Valves * 
and Dart Unions. Here are three outstanding 
examples of individual products that consist- 
ently build distributor volume—and profits. 


A “natural” for building repeat busi- 
ness in thousands of plants—large and 
small—the Fig. 0250 is standard Charles C. Sons 
equipment on all types of piping. 





Cummins Announces 
Personnel Changes 


Changes involving personnel of the 
Cummins Factory Service Organiza- 
nks® | tion have been made by the Cummins 
gairh? Engine Co., Inc., Columbus, Ind. 
Charles C. Sons has been appointed 
Pa a ; acting Eastern service manager, with 
A “live” lead item—Fairbanks | headquarters in Columbus. 
revolutionary Series “21” Swivel | Dillard B. Davis, formerly Eastern 
Caster* features Lock-Weld con- service manager, now is regional serv- 
| ice representative in the Central Re- 
gion, having headquarters in Chicago. 
: : ie Davis replaces Loyd Kerber who te- 
Caster of girder-type design is | cently resigned to accept the position 
another “solid” repeat product. of general service manager for Cum- 
f P mins Diesel Sales Corp. of Missouri, 
: ® eight counties in Southern Illinois and 
5 banks all of Northern Kansas. 
. Fa As acting Eastern service Manager, 
Mr. Sons will work directly under the 
supervision of Cummins’ general serv- 


An easy seller—Dart is the best ice manager, H. H. Hall, and will 
handle the service problems of Cum- 


known quathey ee care the market. mins dealers in the Eastern, South- 
Sell “PIC” Steel Union—a new : | eastern, Great Lakes and Central re- 
Dart product for standard pressures gions. 

—in the industrial and original 
equipment fields. 


*Patented ‘ — . > 
struction—eliminates the king-pin 


entirely. . . . Series “31” Rigid 


| 
| 
| 
3 


te 


eke” > en 


3. N.Y. 





EET > NEW YORK 


TE STR 
393 LAFAYET poet : ae 
os Pittsbur gh 22 * Boston 10 
New York 


| 
TRUCKS .vatves. DART & PIC UNIONS- CASTERS | dieoh ti: eae, 
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PROTECTED 
mm Leege)  t) 


Let You Forget About Atmospheric Hazards 


hown here are four basic types of Century 
Protected Motors which are designed to 
resist the dangers of hazardous atmospheres. 
A properly selected Century motor—with the 
right protection—is the ideal combination for 
a long life of satisfactory performance. 


] Open Protected—form J, general pur- 
pose motor—meets the needs for most in- 
stallations where operating conditions are 
relatively clean and dry. The top half of 
the motor frame is closed to keep out fall- 
ing solids or dripping liquids. 

Splash Proof Motor—gives the neces- 
sary protection where plants must be 
washed down—keeps water out of the 
motor even when a hose is applied directly 
on the frame. It also provides protection 


against rain, snow, sleet and ice for out- 
door installations. 
Totally Enclosed Fan Cooled Motor — 
protects against dusts, mist or fog that 
might be detrimental to the vital parts of 
the motor. The inner frame protecting the 
motor is sealed to keyp out harmful matter. 
Explosion Proof Motor — protects 
against atmospheres charged with explo- 
sive dusts or gases. They carry Under- 
writers’ label for specific kinds of hazards. 
Century builds a complete line of alternating 
and direct current motors in a wide range of 
types and kinds—in sizes from 1/6 to 400 
horsepower. 
Specify Century motors for all your electric 
power needs. 


Century Electric Company is celebrating 
its 50th year in the electrical industry. 


¢| CENTURY ELECTRIC C 


Offices and Stock Points in Principal Cities 
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CE-632R 


OMPANY 1806 Pine Street - St. Louis 3, Missouri 


Distributors Benefit 


from this 


PROGRESSIVE POLICY 


SQUALL SUNS yan’ 





v 
DISTRIBUTOR PROTECTION 





BETTER MARGIN of profit than 
many lines 


SACRA SOR vane 





v 
OUR MEN IN THE TERRITORY 
making new and repeat sales for 
_ the distributor 


SUUALL SEF yan 





v 
SELECTIVE DISTRIBUTION—exclu- 
sive territories 


b GALA SICH OES 
v 

ENGINEERING ASSISTANCE—as- 
sistance new applications; design 
service 











Blue Devil socket screw products are 
made by Safety Socket Screw Company 
—specialists in socket screw manu- 
facture . 
_t——— 


aa ce Ce ii 





SAFETY SOCKET SCREW COMPANY 


6500 AVONDALE AVE., CHICAGO 31, ILL. e 11 Park Place, N. Y. 7, N. Y. 
Warehoused in the West by Liberty Equipment & Supply Co., 2022 E. 7th St.,Los Angeles 21 
Worehoused in Canada by H. Paulin & Co., Lid., 1016 St. Patrick St., Toronto 
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Southwestern Purchaser 
Boosts Distributors 


For the 15th successive year, ‘The 
Southwestern Purchaser, a monthly 
publication dedicated to the interests 
of The Purchasing Agents Associa- 
tion of ‘Texas, devoted a recent issue 
to the services of the distributor. 

Introducing the material, the mag- 
azine stated, “In these pages are to 
be found information about the finest 
people in the world—your suppliers. 
Nowadays, a supplier is even more im- 
portant than a customer . . . Through 
the distributor, several purchasing 
agents may accomplish collectively 
the things which they would have to 
do individually without the dis- 
tributor.” 

A feature article headed, “‘Distrib- 
utors Tightening Inventory Control 
to Meet Tightening Supply,” quoted 
a recent survey to the effect that a 
necessity is indicated for buyers and 
suppliers to work closely together. A 
strong tendency toward shorter sup- 
ply and the paying of closer atten- 
tion to procurement were also in- 
cluded in the trends most noted by 
distributors. 

There was unanimous agreement 
on three points on which purchasing 
agents can be most helpful to supply 
firms. Anticipating requirements in 
advance and giving DO ratings to 
help suppliers get shipments from 
their own manufacturers, were two 
of the points. The third was for pur- 
chasing agents to order standard 
items as much as possible, and to ac- 
cept tolerances where possible. 

Most distributors mentioned that 
the plans which they were undertak- 
ing to follow out in order to meet 
tightening supply included greater 
emphasis on their own procurement 
problems, a closer watch and control 
on their own inventory, maintaining 
a closer contact with the expected re- 
quirements (and usages) of their 
customers, and the careful training 
of their own men in the rules and 
regulations under which goods can 
be promised and delivered. 


Sources Of Information 


An article by Sam H. Harper, a 
division purchasing agent of The 
Pure Oil Co., Houston, was headed 
“Build Sources of Information to 
Maintain Sources of Supply.” In it, 
encouragement of wider contacts with 
men in the supply business was 
urged. 

“Fundamentally,” the article stated, 
“a purchasing agent deals in sources 
of supply. Today the P.A. must also 
deal with sources of information. The 
broader are these sources, the more 








made famous { 
}CELFOR| 
L 


® 


BLACK DEVIL 


TRADE MARK 


DRILLS and REAMERS 


“What's in a name?” 

TWIST DRILLS when you stop to think about it! 
REAMERS When you think of CELFOR Black Devil and its 48 
years of continuous and ever-improving quality 
tool making . . . its 48 years of dependability and 
CAR AND BRIDGE service ... and its 48 years of progressive manu- 
REAMERS facturing. We salute our dealer family who first 
COUNTERSINKS recognized CELFOR Black Devil as the line of drills 
and reamers made especially for craftsmen—by 
craftsmen. They’ve projected the good name and 
reputation of CELFOR Black Devil to every section 
of the United States. We’re growing—and our 

customers are growing with us. 


CELFOR TOOL COMPANY 
Division of Avildsen Tools and Machines, Inc. 
Factories in Chicago and New York 


815 W. Jackson Bivd. 90 White Street 
Chicago 7, Ill. e New York 13, N. Y. 


Branch Offices in Principal Cities 


TRACK BITS 


SPECIAL TOOLS 


CATALOG No. 24A 
SENT ON REQUEST There should be a Celfor Distributor in your area 
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What Carboloy Company is doing 


CCC Program more 
valuable than ever! 


With the allocation of materials 


and the emphasis on maximum pro- 


ductivity, your customers are more 
anxious than ever to gear their pro- 
duction facilities to maximum effi- 
ciency. And you can help them do 
it with Carboloy’s Plan of Coordi- 
nated Carbide Control. 

CCC is a practical system, proved 
in hundreds of plants, for increasing 
production and conserving tools 
through properly coordinating all 
phases of carbide tool design, 
and maintenance. 


use 


From almost every line of industry 
come more and more glowing reports 
of outstanding savings and gains 
through CCC. A machine-tool manu- 
facturer tripled production on many 
jobs, without extra machines, men 

} or man-hours. A machine manufac- 
turer upped his production average 

A Midwest engine maker 

' reduced tungsten carbide costs 40% 
through effective control procedure 
alone. And so on, wherever CCC 
is applied. 


ed 
00°/o. 


“Triple C’” Manual sectioas— 
available to supervisory personnel— 
explain the procedure of this plan 
in detail. Urge your customers to 
write for free copy of “Triple C” 


Plan Booklet GT-216-A. 





New Carboloy Plant at Edmore, Michigan 


Carboloy Company spends $2,800,000 


for plant expansion 


Carboloy Company —world’s largest producer of cemented tungsten car- 
bides—is stepping up production facilities again to meet the demands of 


the defense program. 


The new $2,000,000 plant at Edmore, Michigan, will provide 45,000 square 


feet for complete tungsten carbide 
finish products. An additional 
$800,000 expansion program will 
add 13,000 square feet of production 
area to the present Carboloy plants 
in Detroit. 

When the current expansion is 
completed, 5 of Carboloy ’s car- 
bide metal output will be directly 
for defense, under government con- 
tract, while the other 50°7, will be 
indirectly for defense—in the form 
of carbide tools and dies needed by 
industry for the production of equip- 
ment for the armed services and 
essential civilian needs. 





Defense Production 





JUST OUT! Cemented Carbide Data for 


Shell Machining 


Part |: 


New complete technical and 
training literature, 


Carboloy Company. 


compiled by 
to help your 
customers increase productivity, 
conserve tools when machining 
shells with cemented carbides. 
Packed with valuable 
tion on tool design applications 
for machining 90-, 105-, 120- and 
155-mm. and other shells. Another 


Carboloy service to help you and 


informa- 


your customers. Available only to 
executives of companies with shell 
machining contracts or officially 


bidding for contracts. 
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processing facilities 


from powder to 


Technical 


help 
for your customers 


If your customers need basic tech- 
nical information on carbide tool 
practices, recommend Carboloy Tool 
Manual sections. 

These 
bide 


valuable sections cover car- 
application and 
maintenance in easy-to-read, step- 
by-step technique. Single copies of 


tool design, 


sections free; quantities at 10c¢ each. 
Sections combined in one Manual 
GT-191 for supervisory use. Indi- 
vidual copies free; quantities at 50c¢ 
each. 





to serve you and your customers 


Expands production facilities, 





Carboloy steps up 
field assistance 


Zz. M. ** Joe” Bertotti, Carboloy’s 
new Field Sales Manager, is respon- 
sible for supervis- 
ing the direct field 
sales organization, 
which includes 
distributors, job- 
bers and all cus- 
tomer training 
activities. 

He is working | 
closely with dis- 
tributors to help J. M. Bertotti 
customers get maximum produc- 
tivity, maximum conservation from 
scarce tools. 





Heavy advertising 
support pushes 
Carboloy Standards 


Hard-hitting Carboloy advertis- 
ing in leading trade magazines urges 
your customers to specify Carboloy 
Standard Tools and Blanks for best 
results. 

These versatile tools and blanks 
are easier to order, easier to handle 
and can be delivered faster than 
specials. And they give your cus- 
tomers the added advantages of un- 
matched adaptability, universal use, 
low cost, longer life and maximum 
productivity —plant-wide! 


CARBOLOY COMPANY, INC. 
A General Electric Affiliate 
11131 E. 8 Mile Ave., Detroit 32, Michigan 


“Carboloy” is the trademark for 
the products of Carboloy Company, Inc. 








helps customers increase life 
and productivity of tools 


Throughout the emergency, you can expect Carboloy 
Company to continue to provide the finest in carbide 
tools, to make every effort to meet increasing demands 
for these tools and to help your customers get the 
most out of available tools. 

The news and valuable services described on these 
pages is proof that Carboloy Company is keeping 
and means to keep this pledge. For more details on 
any of these Carboloy services, write Carboloy Com- 
pany direct. 





New advertising helps 
for distributors 


Carboloy Company continues its 
policy of backing distributors with 
strong advertising helps. 
available will be colorful 
mailing pieces (illustrated at right) 
and attention-getting newspaper ads 
to help you reach more customers 
with Carboloy’s maximum pro- 
ductivity, maximum conservation 
defense theme. 


Soon 





Training films help customers conserve tools 


Help your customers save vital 
carbide tools, increase productivity 
with these Carboloy Training Films 
for inplant instruction of workers. 

Six silent 35-mm. slide films cover 
design, grinding, brazing and ap- 
plication of carbide tools. In addi- 
tion, “Everyday Miracles,” a non- 
technical 24-minute, 16-mm. sound 
film, explains the development and 
use of cemented carbides. 


CARBOLOY . 


CEMENTED CARBIDE 
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ALLIGATOR 


nal © CONVEYOR 
BELT LACING 


in Long Continuous Lengths re Conveyor Belts... 
% Excellent for Package Conveyors, Portable Loaders, Trenching and Ditching 
Machines, etc. 


% In canneries where corrosion or rust is a problem specify Alligator made 
of Monel. 


%& For magnetic separators or anti-sparking specify Alligator made of Everdur, 
% Separable and smooth on both sides. 
% 12 sizes. For belts from 1/16” to 5/8” thick—and any width. 
Order from Your Supply House. Ask for Bulletin A-60 
FLEXIBLE STEEL LACING CO. , 4633 Lexington St., Chicago 44, Ill. 


JUST A HAMMER TO APPLY IT 








When Purchasing Rope— 


LET THE 
BLUE 
& 
YELLOW 
MARKER 
BE YOUR 
GUIDE 


Found on the outside of 
54” diameter and larger 
sizes and on the inside 
of all smaller sizes 


THE EDWIN H. FITLER Co. 
PHILADELPHIA, PA. 
Sold by Dealers Everywhere 
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likely is the purchasing agent to suc- 
ceed in his responsibility to keep his 
company supplied.” 


Clearing House for Idea 


\ third article described the dis 
tributor as a “Clearing House for 
Ideas.” 

“Industrial progress,” the article 
said in part, “in this country, and 
more particularly in the Southwest 
has resulted to a considerable extent 
from the vision and vigilance of those 
who supply the needs of industry. 

“The industrial distributor or sup- 
ply man fits into the over-all picture 
as the connecting tie between the 
manufacturer, with his research and 
manufacturing facilities, and the pur- 
chasing agent with his knowledge of 
industry requirements. 

“The distributor is, in many in- 
stances, the clearng house for pro- 
gressive ideas in equipment design. 
[hrough his close contact with plant 
and field operations, he has an inti- 
mate knowledge of conditions in his 
area. He knows local needs and local 
problems, and the applications which 
can be made of the manufacturer’s 
equipment within his own territory. 

“There is something new under the 
sun every day,” the article concluded, 
“to the industrial distributor who 
faithfully fulfills his obligations to 
his customers. Tough problems are 
no novelty to him. Working closely 
with industry’s buyers, he has helped 
solve tough problems before, and has 
thrived on them because they add to 
his general store of information.” 


On the Same Team 


A fourth article said that when 
the shooting started in Korea, the 
mill supply companies were playing 
in the same league with industry pur- 
chasing agents. Now, they're playing 
on the same team. 

“Actually,” the writer continued, 
“it is an old family reunion. Prac- 
tically the same situation exists now 
as existed in 1941 when shortages 
first began because of a threatening 
war. Following an early government 
brainstorm to the effect that the war 
effort could not support distributors, 
the Washington planners discovered 
that the most logical way to insure 
equitable and needed allotment of 
supplies was through the local dis- 
tributor. This time, the services of 
the distributor are well recognized 
and the new Controlled Materials 
Plan to be released in July will take 
full cognizance of this fact. 

“The local distributor and the pur- 
chasing agent must work together be- 
cause the distant manufacturer is not 
in a position to ‘feed’ materials and 





MORE MOTOR GUTS 


J, 


9 POINTS...of 
Superiority Distinguish 


Milwaukee Built Motors 


1 Four times the customary volume of air 
keeps motor cooler . . . a notable feature 
made possible by special design of Motor 
Stator and Rotor. 

Large multiple-blade fan of exclusive design 
provides the extra ventilating capacity for 
maximum cooling efficiency. 

Dynamically balanced and precision-ground, 
heavy duty steel shaft... carrying Rotor and 
Fan between bearings . . . is vibration-free. 


Electric Tools 
g 


Oversize Commutator... undercut for 
smoother, cooler operation, less frequent at- 
tention, and longer life. 

5 Thin gauge laminations in Stator and Rotor 
assure maximum heat dissipation, and elec- 
trical efficiency. 

b Stator and Rotor windings of special wire, 
tested for high heat-resistance, provide 
greatest possible protection against overload 
conditions. 

7 Oven-baked multiple insulation on all wind- 
ings provide maximum safeguards against 
shorts and loose connections. 

8 Heavy duty ball bearings, with sealed-in 
lifetime lubrication, guarantee more service- 
years for Milwaukee tools. 

9 Helical-cut gears assure quieter performance, 
less wear, and greater working power. 
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No Other Tools have 
ALL These Features 


For a quarter century, Milwaukee Electric 
Tool Corporation has built the motors, com- 
plete in every detail, with which its Port- 
able Electric Tools are powered. Complete 
control of design, manufacture, and assem- 
bly of motors and tools, to meet the un- 
usual requirements of each individual tool, 
has enabled the builder to assume full 
responsibility for quality and superior 
performance .. . in production and main- 
tenance service for thousands of America’s 
industries. 


MILWAUKEE ELECTRIC TOOL CORP. 
5340 West State Street © Milwaukee 8, Wisconsin 
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FOR STANDARD AS WELL 
AS SPECIAL PULLEYS 
. 
te can be divided 
into two general classi- 
fications, STANDARD 
PULLEYS which 
the 
transmission needs and 
SPECIAL PULLEYS de- 
signed for some particu- 
Pyott 


serve 


majority of power 


FLYWHEEL 
TYPE 


lar duty makes 
both with a casting range 
144 


from 2” to using 


stock pattern equipment. 


In the Pyott STAND- 
ARD LINE are fixed bore 
and interchangeable hub 


PULLEY WITH 

AUXILIARY HUB 

POWER TAKE 
OFF 


types, the latter being 
carried in stock simpli- 
fying the inventory prob- 
lem. Quick change hubs 
used with Pyott Pulleys 
are interchangeable with 
hubs used on Pyott 
Sheaves. 

In the Pyott SPECIAL 
LINE are pulleys having 
flywheel effect—also, ta- 
per 


cone and conveyor_pul- 


cone pulleys, step 
leys, flanged pulleys, ring 
type pulleys, clutch ring 
pulleys, brake 


ball bearing pulleys and 


pulleys, 


practically any variation 
of special pulleys—all can 
be made at low cost from 
stock patterns. 


\ NZ 
STANDARD 
FIXED BORE 
PULLEY 

If you need SPECIAL 

PULLEYS only — call 

Pyott, or, if you need 

STOCK PULLEYS, call 

Pyott—you will find it 
advantageous to be a 


Pyott distributor. 


< Write for Details 
Q-D PULLEY 
WITH 
INTERCHANGE 
ABLE HUB 


PYOTT 


FOUNDRY & 


MACHINE CO. 
310 N. Sangamon St., Chicago 7, Illinois 


tools into the plants on a basis that 
keeps a great many plants in con- 
tinuous operation.” 

The article added the allocation 
plan to the factors which put the local 
distributor and the local purchasing 
agent on the same team, as well as 
the pride both have in professional 
accomplishment. 


Factor in Industrial Progress 





| A fifth article slanted toward the | 
| industrial distributor, described the | 
| distributor salesman as a quiet, intel- | 
| ligent fellow, who knows the ways 
}and means of transportation and 
| freight rates as well as he knew his | 
|own merchandise. Now the require 
|ment is for a salesman who also has 
a wide range of knowledge in tech- | 
nical fields. During the last war, dis- | 
tributors proved their worth, and the | 
eves and ears of the distributors, their 
salesmen, suddenly found themselves 
acting as liaison agents between man- 
| ufacturers and war plants. 

Consequently, the article states, the 
end of the last war revealed the dis 
tributor salesman as having reached 
the highest plane so far in technical | 
| background, knowledge, experience, 
and application, “a potent factor in 
| industrial progress.” 

An article by Earl R. Cobden, pur- 
|chasing agent of Hughes Tool Co., 
Houston, was headed “Distributor is 
Central Supply Source.” It said in 
| part: 

“Cooperative suppliers, alert to 
| their customers’ needs and qualified 
|to interpret materials trends, are in| 

1 strategic position to aid industry and | 
industry’s buvers. | 
| “Instead of making a dozen or a 
| hundred inquiries to locate a scarce | 
litem, the purchasing agent can usu- | 
| ally save time and money by enlist- | 
ling the services of his supply house. 
Supply men have wide contacts. They 
|know the equipment field and the 
materials situation, and are competent 
to suggest substitutes in event the 
needed item is not available. 

“To protect his company’s opera- 
tions against shortages and_ possible 
shutdowns, the purchasing agent will | 
do well to cultivate the friendship and | 
confidence of his industrial distribu 
tor and work closely with him.” 








| 
| 
} 
| 
} 
| 
} 


Ex-Cell-O Re-elects Board | 


Ihe board of directors of Ex-Cell-O 
Corp., composed of Phil Huber, 
Edward Andreae, Frank Andreae, 
R. W. Simonds, Leslie M. Johnston, 
H. G. Bixby and J. K. Fulks, were all} 
re-elected at the annual meeting of the 
shareholders held recently. 
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“YANKEE” 


Spiral Ratchet Screw Drivers 


With the fast, easy action of 
“YANKEE” Spiral Ratchet Screw 
Drivers, tough assembly jobs are a 
pushover. Used on thousands of appli- 
cations like the one pictured above 
“YANKEE” Drivers speed work, cut 
costs on every unit — keep worker 
fatigue at a minimum. Made in two 
styles — regular and “quick-return”. 
The automatic spring return action 
makes driving a one-hand job . . . ideal 
for overhead and hard-to-reach work. 
Accessories available for a variety of 
uses. 


Shows how “Yan- 
kee’ Drivers are 
proving their value 
in speeding assem- 
bly on everything 
from baby strollers 
to oil burners. This 
new booklet is 
available for dis- 
tribution to your 
customers. Order a 
quantity imprinted 
with your name, 
address and phone 
number. Write to 
North Bros., 233 
West Lehigh Ave., 
Philadelphia 33, Pa. 


We're telling your customers to ask to see the 
complete line of “YANKEE” time-saving tools. 


YANKEE" TOOLS NOW PART OF 


THE TOOL BOX OF THE WORLD 


NORTH BROS. MEG. CO. 
Philadelphia 33. Pa 





1. MANUFACTURER’S 
Guarantee 


2,DISTRIBUTOR’S 
Guarantee 


CHICAGO 
hi | | 
LATROB 
411 WEST ONTARIO ST. 
CHICAGO 10, ILLINOIS 





Many decades of producing 
fine quality tools, since 
the turn of the century! 


Quality distributors handle 
high quality tools with 
dependable service! 


[@DRILLES 
@REAMERS 
@ COUNTERSINKS 
@ COUNTERBORES 
@ CARBIDE TOOLS 
@ SPECIAL TOOLS 


B hes: 
TE Weak « pH ITRDELPOTS Doulle Catle foole 


DETROIT@eLOS ANGELES 
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All-bronze 
Automatic 
Sump Pump 


Self 
Contained 
Coolant 
Pump 


All-bronze 
Centrifugal | 


Motor 
Driven 
Pressure 


Blower 


All-bronze 

Reversible 

Centrifugal 
Pump 


es 
Pum One Source of Styysly 


Sutton pumps and blowers have for years been recognized 
as the tops in quality and performance. Industrial dis- 
tributors also appreciate Sutton’s prompt service and 
the dependability of this single source for so wide a range 
of industrial products. 


Every plant in your territory is a live prospect for one or 
more items of Sutton equipment . . . and once they try 
Sutton they'll always buy Sutton. Stick with this line and 
your customers will stick with you. 


For full details write today for the complete Sutton cata- 
log. For full benefits ... more sales—quicker profits . . . 
handle the Sutton line of pumps and blowers. 


sulion Mannpuctaring lot 


112 W. WILSON AVENUE NORFOLK, VIRGINA 
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VISE TEST is conducted by Frank A. 
Philips, Jr., president of Philips Hard- 
ware & Supply Co., Columbus, Ga., as 
Marshall Bush, counter salesman, and 
George Carrier, Jr., city salesman, 
watch for possible sales pointers. 
Note: This picture appeared in the May 
issue with an incorrect caption. 





Charles Kuhn Retires 
From Raybestos-Manhattan 


Charles Kuhn, oldest active em- 
ployee of Manhattan Rubber Div., 


| Raybestos-Manhattan, Inc., Passaic, 


N. J., retired recently. He had 57 
years of service as a sales executive in 
the company’s New York sales office. 

Mr. Kuhn started as an office boy 
in March 1894. In addition to having 
a long career as a sales executive in 
metropolitan New York, he is well 
known nationally for rubber specialties 
he developed. 

He started in the rubber business 
when it was emerging from its in- 
fancy. He acquired his early rubber 


| knowledge and experience from men 


like George Woffenden, one of the 
founders of Manhattan, who had made 
rubber goods during early days of the 
vulcanization discovery. 


Charles Kuhn 





NE TO SELL 





HACKSAW BLADES BAND SAW BLADES 


Power blades: HIGH SPEED, made of 18-4-1 Capewell Flexible Back Hard Tooth Ba 
tungsten high speed steel; TECHNITE, Saw blades for metal cutting are m 
made of special alloy high speed steel; from carefully alloyed and processed t 
SAFETECH, high speed blade, softer back- steel and only the full tooth is harden 
ing for safety, shatterproof. giving a tough, flexible body comp 
Hand blades: HIGH SPEED, TECHNITE, mented by sharp, precisely set and ha 
FLEXTUNG, FLEXLOY, and HARDTUNG; ened teeth. They are available in Cont 
these five types available in two lengths, saws, Cut-off — and Skip Tooth sa 
and four different tooth counts, cover Capewell Spring Temper band are 
every requirement from skilled tool room made from a tough, resilient alloy st 
work to home work shop. suitably hardened throughout. Capew 
narrow Wood Cutting Band Saw Bla 
have proper hardness for clean cutti 


Ham’ Sas. . _y. n F yet the flexibility tostand bends and strai 
‘ae tn power cutting with @ heck- 
\ saw how i ee 
, Me te aoneadt tt ol ae et 
loose? (power cutting) 
3. Why do hand hacksaw. 
break? Sn path 








SOLD THROUGH DISTRIBUTORS 


*(Saw Information Quotient) 





THE MORE WE TELL 


W D AFILES Lf THE MORE YOU SELL! 
ae , Your selling efforts are backed up by 
Al , < Capewell’s aggressive new advertising 


in AMERICAN MACHINIST, MILL & FAC- 
TORY, ELECTRICAL CONSTRUCTION & 


THE ACH 360° ai”. 4 MAINTENANCE, mown 6 — 

ALL PURPOSE SAW ; gs SUSTRIAL MAINTENANCE, FOUNDRY, 
SUnrEn INDUSTRIAL, THOMAS’ REGISTER 

“Dafiles” cut almost any material in any direction, fit ; or AMERICAN MANUFACTURERS and 

Capewell or other standard hacksaw frames when used if : er gee by a tacel tiesiner Gines t° 

with Capewell Dafile-links; can be used for high speed r mail program. 

cutting in power jig...ideal wherever you have a radius 


cutting problem, the need for sharp turns, or intricate pat- THE CAPEWELL MANUFACTURING COMPANY 
ae 62 Governor Street, Harttord, Connecticut 











INDUSTRIAL DISTRIBUTION © JUNE, 1951 








W. P. NOLAN has been appointed 
chief engineer of the Firth Sterling 
Steel & Carbide Corp., McKeesport, 
Pa., and... 


“Live Action” of B. & H. lock washers compen- 
sates for the frictional wear of metal on metal 


and maintains the tightness of the assembly. 


Modern packaging, with quick and easy identi- 


fication, simplifies the distributor’s merchan- 


dising job. 


P T. F. NAKLES has been appointed 
These advantages, together with our personal superintendent of maintenance 





interest in serving you, make B. & H. Spring 
Skilsaw Elects McConville 
Executive Vice President 


Edwin B. McConville has been 
; elected an executive vice president 
of Skilsaw, Inc., Chicago, Ill. Paul 
Watts has been elected vice president 
in charge of sales and Ralph B. 
Brundrett treasurer of the company. 
Mr. McConville has been associated 
Society of Automotive = Skilsaw ag ge ge was 
: made treasurer in 3 and a vice 

Eagineees .A.2.) president in 1949, 
American Society of Me- Mr. Watts, who has been in the 
chanical Engineers portable power tool field since 1924, 
(A.S.M.E.) | joined Skilsaw in 1940. He became a 
| branch manager for the company in 
American Standards As- 1942 and took over as West Coast 
sociation (A.S.A.) | manager in 1946. He was made gen- 
eral sales manager of the corporation 

in 1949. 


Mr. Brundrett, f ly vi S- 
He aL AM ELIZ CE LILCHIMME | ident and treasurer of the Hamilton. 
Brown Shoe Co. of St. Louis, joined 


TOLEDO 6, GHIO the organization in 1945 as comp- 


| troller. 


Washers a good, profitable line to sell. 
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Are You 
Missing Out 
on 
CHAIN SALES? 


There are more uses for chain than you realize! 
Look around whenever you make a call and count 
the number of uses to which your customers put 
chain for holding . . . hauling . . . hoisting. And 
if you are not getting your share of this profitable 
repeat business go after it now —Campbell can 
help. 


Campbell makes chain for every need. And your 
Campbell representative will work with you to 
develop prospects into steady customers for chain. 


+e, mn ~ 
—_ Se <a" 


« 


\ 





+ 
oer 


> 
\ \ 


. 
a * 


i | 


\ ~ ‘ 


Chain for every need...INDUSTRIAL...MARINE... FARM... AUTOMOTIVE 


CAMPBELL CHAIN Company 


MAIN OFFICE: YORK, PA. 
Factories: York, Pa., and West Burlington, lowa 


MAKERS OF FAMOUS CAMPBELL LUG-REINFORCED TIRE CHAINS 


~ 
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GREATER PROFITS 
CLIPPER 


‘No Factory Sales to Users 

W Nationally Advertised 
Y Firm Resale Price Policy 
vV Highest Uniform Quality 


Sold ONLY 


Through Authorized Distributors 


| Here's a real 


SALES BUILDER 


' the ORIGINAL and ONLY 


"MORE POWER 


f— PULLER" anes 


The flexibility, 


sturdy construction 
and i i 


light weight of this unique 
Power Puller offers real sales pos- 
sibilities wherever a puller can be 
used. 
It is hand operated—requires no 
electrical or fuel connections and is 
quickly available for use. 


This compact light weight puller is 
easily carried as a part of your tool 
kit or equipment. 





Comes equipped with 20, 30, or 40 ft. 
of cable. 


List Price $27.75 to $33.80 
Write, Wire or Phone 
Distributor and Dealer 

penings 


The 
Whyeth-Scott Co. 


NEWARK, OHIO 





;} EQUIPMENT - 


a MIRRRINE 
—————_—_ 


FEATURE and SELL 


Rubyfluid 


Liquid and Paste 
Soldering Flux 


Customers prefer Rubyfluid 
because it’s fast acting, eco- 
nomical and so easy to use. 
Rubyfluid thoroughly conditions 
metal for a smooth, strong 
union—produces no harmful or 
objectional odors. 

Sell this “tested by use” 
soldering flux for customer sat- 
isfaction and more profits to 
you. 

For stainless steel — Sell 
Ruby’s Stainless Steel Flux — 
perfected for that metal. 


FOR INFORMATION 
WRITE 


RUBY CHEMICAL CO. 
76 McDowell St., Columbus, Ohio 








—RubyfluidT 
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Robert W. Lawson 


Lawson Made Sales Manager 
of Norton Co. Division 


Robert D. Lawson has been ap- 
pointed sales manager of Norton Co.'s 
grinding machine division, Chicago, 
Ill. He replaces C. Denson Day, who 
has resigned to accept a position as 
vice president with Machinery Asso- 
ciates, Inc., Philadelphia. 

Wilfred R. Ogg takes over the Chi- 
cago District managership. He was 
formerly the New England Sales rep- 
resentative for Norton grinding ma- 
chines. 

Louis J. Camarra of the foreign di- 
vision has been assigned to handle the 
Northern New England territory. 

Mr. Lawson entered Norton em- 
ploy in 1918 in the engineering de- 
partment. He worked through vari- 
ous phases of machine sales until his 
appointment as Chicago district man- 
ager five years ago. 

Mr. Ogg joined Norton Co. follow- 
ing graduation from Dartmouth in 
1935. Mr. Camarra has been associ 


| ated with the company’s foreign divi- 


sion since 1946, including a year as 
sales representative in South America. 


Wilfred R. Ogg 





SOOPER ATL CULE TOT 





Tee Arma 





the Fineat Kies 


OF PACKAGED FASTENERS 


A strong, attractively designed telescope-type package. 
Color coded labels. Finely fabricated products that gen- 
erate quick, repeat sales. 








WOOD SCREWS e STOVE BOLTS © TAPPING SCREWS 
MACHINE SCREWS e DRIVE SCREWS e@ THUMB SCREWS e SEMS SCREWS 
STANDARD SLOTTED AND PHILLIPS RECESSED 
WING NUTS e CAP NUTS e HEXAGON AND SQUARE NUTS e WASHERS 


CHICAGO, Tit KEENE NOH 


Co a 


CENTRAL SCREW COMPANY 


1 SHIELDS AVE CHICAGO 9 ILLINOIS 


3028 € ELEVENTH ST LOS ANGELES 23 ALIF e 149 EMERALD ST. KEENE N WH 
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CUSTOMERS 


COME BACK FOR 


MADESCO 


TACKLE BLOCKS 


John Krabbenhoft 


Krabbenhoft Appointed 
Allen Sales Manager 


John Krabbenhoft was recently ap- 
pointed sales manager of Allen Sup- 
ply Co., Inc., Cedar Rapids, Ia., ac 
cording to J. M. Allen, president. 

Mr. Krabbenhoft joined Allen Sup 
ply in August of 1947. He spent 18 
months in inside selling, and then 
served as an outside salesman from 
1949 until his appointment as sales 
manager. 


Heller Heads Sales 
For Diamond Machine Tool 





Gene Heller has been appointed 
director of sales and advertising for 
The Diamond Machine Tool Co., 
Los Angeles. He was a former part 
ner of the Heller Machinery Co., and 
previous to that, with the Pacific Ma 
chinery Co., both of Los Angeles. 

During World War II, Mr. Hellet 
operated an acre-size steel fabrication 
plant which produced gun mounts 
for Naval Ships, smoke stacks and 
hatch shifting beams, as well as other 
steel fabricated products required for 
war-time use. 

Because they are pleased by quality materials, good workmanship, and 
prompt ship t, cust s have a habit of coming back for Madesco 
products. Are you ready for them with an adequate Madesco stock 
on hand? You'll find the handy Madesco Catalog a great sales help. 


-MADESCO 


TACKLE BLOCK COMPANY 


Over 
@ quarter 


century PENNSYLVANIA 
of service 








EASTON, 





Gene Heller 
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GRAIN SIZE OF STEEL IS ALWAYS UNIFORM ge 





Pi 
War has grain size of steel to do with longer rope life? 
Plenty! 


That's because in every commercial grade of wire rope, there's a certain 
critical grain size that gives highest resistance to bending fatigue. In 
Wickwire Rope we make sure that you get this definite grain size and 
that it is always uniform to exacting McQuaid-Ehn* standards. 


Only a fully integrated company like Wickwire can give you this big 
advantage... because such control of grain size is possible only where all 
phases of manufacture are under constant check and test...starting with 
the melting and refining of the steel and continuing through heat-treating 
processes and cold drawing of the wire. 


Here again—Wickwire goes “beyond specifications” to give you assurance 
of wire rope that can’t be beat for reliability, safety and longer life. 


*For detailed information on the McQuaid-Ehn test, write to our Sales 
Office, at Palmer, Mass. 


LOOK FOR THE YELLOW TRIANGLE ON THE REEL 


atl 

. ' Automatic heat control 
ae eT in our patenting or heat 
. ? \ treating furnace oper- 
i= * . ates within such close 
j en . limits that the tempera- 
ture in the furnace 
never varies more than 
a small fraction of one 

per cent. 


a 
~ a 
i 


Ann @ Ba a ROPE Lal 


A PRODUCT OF THE WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL AND IRON CORPORATION 
WIRE ROPE SALES OFFICE AND PLANT—Palmer, Mass.~ EXECUTIVE OFFICE —500 Fifth Avenue, New York 18, N. Y. 
SALES OFFICES — Abilene (Tex.) * Boston * Buffalo * Casper * Chattanooga * Chicago * Denver * Detroit * Emlenton (Pa.)"* Housten * New York! 
Odessa (Tex.) * Philadelphia * Phoenix * Salt Lake City * Tulsa j 
PACIFIC COAST SUBSIDIARY—The California Wire Cloth Corporation, Oakland 6,,California 
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Mac-it %* x 2%” 
Hollow Set Screws 
have grip of more 
than 17,000 Ibs, 


An Invitation 
to ; 
BOOTH 501 


TRIPLE 
INDUSTRIAL 
SUPPLY 
CONVENTION 


SAN FRANCISCO 
JUNE 11, 12 and 13 


You'll find a real wel- 
come whether you're 
one of Mac-it’s old 
friends or are “just 
looking”. 


Morketec 4 Nationally Since 1913 


STRONG, CARLISLE & HAMMOND COMPANY 


Cleveland 13, Ohio 


MAC IT PART MPANY | 


} 


‘et a ts = Ps re 
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NEW OFFICE BUILDING for Federated Metals Div., American Smelting & 


Refining Co., Houston, Texas. 


New Federated Building 
Completed in Houston 


Federated Metals Division, Ameri 
can Smelting & Refining Co., re 
cently completed a new office build 
ing at 9000 Market Street Rd., 
Houston, Texas. The building is be- 
ing utilized by the company's local 
administrative personnel. 

The new building was constructed 
to handle the increased volume of 
business realized by Federated in the 
Gulf Coast area. It was felt by com- 
pany officials, too, that expanding 
mobilization efforts and the market- 
ing in the Southwest of several new 
products would soon create further 
demands on their operations there. 
It is expected that all staff personnel 
formerly housed in the plant building 
proper will now have offices in the 
new structure. 


Ball Elected to Board 


Edmund F. Ball, president of Ball 
Bros. Co., was elected to the board of 
directors of Borg-Warner Corp., Chi- 
cago, Ill., succeeding his uncle, George 
A. Ball, who has retired. 





Suman Promoted 
By Link-Belt 


Link-Belt Co., Chicago, has ap- 
pointed Robert W. Suman _ chief 
engineer of the company’s Philadel- 
phia plant. He has been chief engi- 
neer for power transmission products 
since 1946 and is now assuming te- 
sponsibility of materials handling 
equipment. 

William S. Campbell, who has 
been chief engineer at Philadelphia 
for materials handling and applied 
engineering products, has retired from 
active duty. 


Union Carbide 


Elects Executives 


Morse G. Dial has been elected ex- 
ecutive vice president of Union Car- 
bide & Carbon Corp., New York City. 
He joined the corporation in 1929 as 
a member of the sales staff. 

Dr. George O. Curme, Jr., has been 
elected vice president in charge of re- 
search. He will head all research ac- 
tivities. Since 1948 he has been vice 
president in charge of chemical re- 
search of the corporation. 





NEW FLEET of delivery trucks line up in front of the industrial supply department 
of the Columbus Iron Works, Columbus, Ga 
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Ads like these pre-sell Condor 
Products for our distributors to 
more than a million readers of 
industrial magazines. 








WHIPCORD ENDLESS BELTS 











MANHATTAN 


“I was beginning to think no flat belt could stand up on that drive 
... but now I’ve found a belt I don’t believe any drive can kill!” 
Statements like this are typical from users of Condor Whipcord 
Endless Belts on troublesome drives . . . short centers . . . small 
pulleys... reverse bends .. . high speeds. . . 

The endless-wound cord is destretched in manufacture to re- 
move inelastic stretch. Cover-end is made inseparable with the 
Extensible-Tip. These and other advantages are described in 
Bulletin 6869 D, mailed on request. 

This same rugged service is built into R/M hose, V-belts and 
conveyor belts. Just phone your R/M Distributor. 


RUBBER DIVISION — PASSAIC, NEW 


JERSEY 


RAYBESTOS-MANHATTAN, INC. 


Manvfacturers of Mechanical Rubber Products « Rubber Covered Equipment « Radiator Hose * Fan Belts « Brake Linings « Breke 
Blocks * Clutch Facings « Packings » Asbestos Textiles « Powdered Metal Products « Abrasive and Diamond Wheels « Bowliag Sells 











is charting 
a course to 


EARN MORE by helping 
industry PRODUCE MORE 


WITH PRODUCTS 
BME THESE .. 3 


WIRE CONNECTORS 
Famous ‘“‘Wire-Nuts"’ and Set- 
Screw Connectors 


WIRING TOOLS 


WIRE STRIPPERS 

Production and hand type 
VACUUM CLEANERS 
Industrial hand type cleaners 
ond blowers, tank type cleaners 
THERMO-GRIPS 

Resistance heating soldering tools 
COMMUTATOR 
MAINTENANCE 
EQUIPMENT 

MOTOR REPAIR SHOP 
EQUIPMENT 

MACHINERY PRODUCTS 
live centers—electric etchers— 
tachometers, etc. 





With industry being called upon to 
meet enormous production demands, 
there is greater need than ever for IDEAL 
“speed-up” tools and equipment. As an 
IDEAL Distributor you play an im- 
portant part in the defense program. By 
reminding your customers of the many 
ways the IDEAL Line helps them 
produce more—and more efficiently— 
you help them and you help yourself! 


We at IDEAL pledge our continuous 
effort to make your job easier by pro- 
ducing “full steam ahead” to meet 
expanding demand. Meanwhile, our big 
and continuous promotion program 
through all major channels is keeping 
your customers informed about IDEAL 
products—explaining what these 
products do to raise production rates 
and keep maintenance and construction 
jobs on schedule. 


As never before, the IDEAL Line is your 
line to greater profits through 
essential service. 


THE LINE TO SELL is the LINE that's NEEDED! 
Earn More By Helping Industry Produrs More 
SELL THE ENTIRE IDEAL LINE! 


J. T. O'BRIEN has been appointed 
works manager of the steel division of 
the Firth Sterling Steel & Carbide 
Corp., McKeesport, Pa., while . . . 


‘~ 
.? 


... T. G. BARNES has been appointed 
production manager of the corporation. 





GE Unveils 
Lighting Center 


The world’s first “Lighting Mobi- 
lization Center” was unveiled recently 
at Nela Park, headquarters of General 
Electric’s Lamp Department, Cleve- 
land. The center is located in the 
lower level of GE’s Lighting Institute. 

The multi-purpose center is de- 
signed to demonstrate how lighting 
affects seeing, how it improves visibil- 
ity of the seeing task, and how it 
creates a pleasant environment for 
the workers. 

The 12-ft. high ceiling’s “100 light- 
ing system in one” are designed to 
show that high levels of lighting in 
industry are both necessary and obtain- 
able today without accompanying 
glare and discomfort. 

In another area adjoining the cen- 
ter, latest marketing concepts are used 


to point out the types of lighting fix- 
tures to be used for specific eye tasks 
in workers’ homes. 


Sold Through America’s Leading Distributors 
IDEAL INDUSTRIES, Ince. 


SYCAMORE, ILLINOIS 
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RODUCTION jobs are not delayed where Red 
Shield Drills are used. STANDARD tools are 
uniform in construction and operating characteristics. 
Their production is fast—economical—dependable. 


Standard “Red Shield” Service Men are always 
available to give you the benefit of our 70 years’ of 





accumulated experience in mastering tough cutting 
tool jobs. 


STANDARDIZE and save on drills, reamers, taps, 
dies, milling cutters, end mills, hobs, counterbores, 
and special tools. Sold by leading Industrial Supply 
Distributors coast to coast. 


3950 CHESTER AVENUE 
D. 
STANDARD [OOL (0. cizvetiio 1 ono {RS 
New York + Detroit + Chicago * San Francisco co. 
THE STANDARD LINE: Drills » Reamers + Taps + Dies + Milling Cutters « End Mills » Hobs + Counterbores + Special Tools 
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As America girds for the ‘Battle of 
Production,” industrial facilities as- 
sume greater importance . . . must 
be better protected against loss, 
carelessness and even sabotage. 
Tool cribs, material bins, paint 
booths, employee lockers, factory 
doors and gates must be locked— 
SECURELY. You do your customers 
a favor when you remind them 
of these security measures and 
recommend 


Master ! 


Built Like a Bank Vault Door! 
Laminated steel case for powerful 
protection, world's strongest con- 
struction . . pin tumbler security 
° . Precision brass cylinders for 
long life and easy action 

Master Jock Company 

Milwaukee 45, Wis. 


Special service 
on master 








\ World's Leading Padlock Manufacturers y, 
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RETIREMENT is no fun, according 
to Alec White, expediter for Triplex 
Supply Co., Milwaukee. Mr. White 
recently retired as an executive of a 
mail order house, loafed for two 
months, then started a new career with 
I'riplex 





Link-Belt Company 
Promotes Rausch, Richard 
Ralph W. Rausch has been ap 


pointed consulting engineer of Link- | 


Belt Co., Chicago, I]. 
His headquarters will continue to 


be at the Pershing Rd plant, Chicago, | 
of which he became assistant chief | 


engineer in 1933 and chief engineer in 
1947 
Joseph J. 


Pershing Rd. plant, has been ap- 


pointed chief engineer t osucceed Mr. | 


Rausch 








A WRENCH for every job is located 
by Charles Anthony and ‘lommy 
Cowan of Boykin ‘Tool & Supply Co., 
Atlanta, Ga 
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GROBET 
CHATTERLESS 
COUNTERSINKS 


They are terrifically popular -with 
your trade because the six staggered 
cutting edges are scientifically de- 
signed to give a shearing cut and 
thus eliminate all chatter. 


Made in 12 sizes in all degrees; also 
supplied as sets in strong Kit-cases. 


GROBET FILE CO. of AMERICA, INC. 


421 Canal Street, New York 13, N. Y. 
tn Canada: 1418 Notre Dame W., Montreal 





Richard, heretofore ex- | 
ecutive assistant chief engineer of the | 





EMBURY 


The longer Burning 


Safety Lantern 


No. 40R 
Traflic-Gard / 


... 100 hours of dependable 
warning light on a pint of oil. 


DW xcle. EMBURY MANUFACTURING CO 
WARSAW, NEW YORK US A 


EMBURY =:= 


EMBURY 
LANTERNS & TORCHES 








“Maurey 
have had very 9 


tive, an . ee 
profitable line. 


MAUREY 
MANUFACTURING CORPORATION 


2915 SOUTH WABASH AVENUE * CHICAGO 16, ILLINOIS 


World's Largest Manufacturer of Pressed Steel and 
Cast lron FHP V-Pulleys Serving Industry Since 1917 





'F you WANT QUALITY, 
SERVICE, COOPERATION 
PROFITs, WRITE TODAY FOR 


FULL DETAILS ON THE 


MA 
FHP y. UREY 


DRIVE FRANCHISE 


THE MAUREY 100% DISTRIBUTOR POLICY 
Maurey V-Drives are sold only through authorized 
distributors on a SELECTIVE DISTRIBUTOR POLICY 
that assures permanent, friendly and profitable dis- 
tributor-manufacturer relations. 
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.-- Built right...to hold tight 
—their dependability has been :; & és 
a recognized characteristic of , ee gee 

CLARK FASTENERS for close : deta 
to a Century. 6-1 


Freedell Loaned To NPA 
By Stanley Tools 


CF EO ONS 


ons : C. Kenneth Freedell, general sales 

manager of Stanley ‘Tools, New 

CLARK Pros Pot ¢ Britain, Conn., has been loaned by 

est the company to the Hand Tool Sec- 

MILLDALE, CONN tion of the NPA in Washington, D.C., 
—_ <3 ee for a three-month period. 

} me ] : He will be in charge of the miscel- 

: had: laneous Hand Tool group and will 

assist in setting up an organization to 

handle the many problems that will 

arise during the coming months with 
regard to production of small tools. 

Mr. Freedell served with the War 

Production Board in Washington for 

an extensive period during World 

War II. 


sou wavT) 








Montgomery & Crawford Co. 
Opens Aiken Branch 


Montgomery & Crawford Co., Inc., 
Spartanburg, S. C., has opened a new 
branch at Aiken, S. C. William R. 
Barrett, formerly purchasing agent of 
Columbia Supply Co., Columbia, 
S. C., has been appointed manager, 
assisted by Frank Minich, formerly 
manager of the mill supply division 
at Spartanburg. 

W. M. Walker has returned to the 
company as sales manager of the in- 
Sect Conve Recess dustrial supplies division. Harold 
Both Hands Free To Work Hamrick is now buyer of industrial 
supplies, and Nolen Penland, Jr., is 

. 2 e A director of purchases. Ola Fee has 

Fast Action! Fast Selling! Immediate Delivery! | teen made sales manager of the hard. 
Every production or assembly job where there is a repetition of operation, needs this ware division. 

fast-action SPEEDY AIR VISE! Operated by air and controlled by foot, it leaves both Present officiers of the company in- 

— a oe and — of eo up — tapping, clude T. S. Crawford, chairman of the 

ss . be e . ° 7 

posse dar poy ginal 08 Gunde peptic Tried aa ee board; H. T. Bourne, president; W al- 

ordered in quantity. With Foot Control Valve, Air Hose and Fittings, only.... $29.90 ter Montgomery and John Cart, vice 

Territories Open for Distributors and Factory Representatives presidents; and Nolen Penland, Sr., 

W. R. BROWN CORP. 5727 W. ARMITAGE AVE. CHICAGO, ILL. satay ae Cee se 

SPEEDY AIR VISES + AIR REGULATORS + AIR FILTERS » PORTABLE COMPRESSORS « PAINT SPRAYERS son, resident manager in Birmging- 


. ham, Ala., of Marx & Co., is vice 
AMERICA'S MOST TALKED-ABOUT VISE AT A PRICE chairman of the board 
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“DYNO-MITE”® DRILLS — unexcelled 
for high-speed production. Light 
ith power. Capaci- 
Also other pro- 

duction drills up to i”. 


* 


“BLU-FLEX”© HAND BLADES — the 
remarkable new, flexible, high-speed 
blade. Unbreakable in use. Most eco- 
nomical blade made for hand sawing 
hard alloy steels. 


* 


BAND SAWS — sizes and 


Individually 
boxed for easy handling 
and protection. 


NEW NO. 700 7-INCH SAW — 
an outstanding new value. Light 
— Compact — Powerful. 2%” 

capacity ot 90°. Ideal for con- 
struction and maintenance. Also 
9” and 10” heavy-duty models. 


ith waiters Falls patented, 
wi 
— ——, ‘Adjusto- 
matic’’® Clutch. Unmatched 
* for del nh assembling. Also 
o available with “Positive” 
“TUF-FLEX” HAND BLADES — the clutch, and for nut running 
super-tough, super-flexible blade and stud setting. 
made of a patented special alloy steel. 
Greatest of all general purpose saws. 


PORTABLE ELECTRIC POLISH- 
Rs, SANDERS, —_ 
igh-production too! 


surfacing and finishing opera- 
tions in thousands of plants. 


““BLU-MOL” 
BLADES — igh-speed 
blade that is making indus- 
HEAVY DUTY GRINDERS with — abe pe istory. 
precision- -balanced motors 
oversize fobyringl — metalcutting blode for gen- 
bearings for quick eral, all-purpose use. 
smooth operation, 
1/3 to 1 


TO THESE 


® 

“JET-EDGE" POWER 
BLADES ~the sersanona a 
new, super high-spee ‘eal wi iv 
welded-edge blade. Un- at bd 
breakable and shatter- 

even under toughest 
cutting conditions. 


Husiness in your area. Write for full details 
“on the profit-possibilities that are waiting 
for you when you ride along with this 
world-famous line of high performance, 
fast selling industrial tools. 


MILLERS FALLS COMPANY 
~“piu-mou~® HOLE SAWS GREENFIELD, MAss. 


on any machinable material. 
Follow-through pattern. 


So MILLERS FALLS 
TOOQGLS 


SINCE 


1868 ° 
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PROFITS FLOW 


TRASC manK 


from FRANKO 


RLG.V.S. PAT. OFF. 


SOLID WOVEN BELTING SALES... 


OVEN” 


Four Original Specifically Designed Types: 





“INNERLOK” for Industrial Conveyors 
“SIFTER BRUSH” for Flour Mill Industry 


“FineTex” for Biscuit and Cracker Industry 


“MULTIPLE WOVEN” for Corrugated Box Industry 


Established 1875 
Our 76th Year 


THE FRANKLIN COTTON MILL CO. 
1106 Central Parkway, Cincinnati 10, Ohio 
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Henry D. Sharpe, Jr. 


New President Elected 
For Brown & Sharpe 


Henry D. Sharpe, Jr., was chosen 
president of the: Browne & Sharpe 
Mfg. Co., Providence, R. I., succeed- 
ing his father who was elected chair- 
man of the board, at a recent meeting 
of the board of directors. Mr. Sharpe 
reached top management of the com- 
pany in much the same manner as his 


| father did in 1899 at the age of 27. 


Mr. Sharpe entered the company 
following his graduation from Brown 
University and after nearly three years 


| of active duty in the Navy. For sev- 


eral years he worked in the plant to 
acquaint himself with details of pro- 
duction and operation. He became an 
officer in 1948 and a director in 1949. 
In November 1950, he was elected a 


vice president. 


Henry D. Sharpe, Sr. 


Holman Joins Albany Hdwe. 


Most recent addition to the sales 
force of the Albany Hardware Co., 
Albany, Ga., is Charles H. Holman, 


who will deal in specialties. 





TO BUILD GOOD Sell 
DUFF-NORTON 
| thy -Fower 


...SAYS JACK CASH 




















THE DUFF-NORTON MANUFACTURING CO. 


MAIN PLANT and GENERAL OFFICES. PITTSBURGH 30. PA.—CANADIAN PLANT. TORONTO 6. ONT 


“Che House that Jachs Built” 
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Every industry has practical, profitable uses for the 


special hose constructions represented exclusively in 
the MULCONROY line—steam, water, air, chemical, 


solvent, hydraulic and other hose providing far greater 


resistance to pressure, temperature and wear than 


regular constructions can give. The market is growing! 


“DYNAMITE” Ar- 
mored, Insulated 
Steam Hose, Style 
801. Extra strong, 
durable, safe. 


“Dynamite” and “Imperial New Pro- 
cess” are typical of the MULCONROY 
hose specialties that have been giv- 
ifg extra service since 1887. Each is 
designed and built to stay on the job 
longer, where conditions cause early 
failure and frequent replacements of 
conventional types of hose. You can 
sell any MULCONROY hose with 
complete confidence that it will bring 
to the really tough jobs a new meas- 


ure of durability, safety and economy. 


“IMPERIAL NEW 
PROCESS” Steam 
Hose. A 400° hose 
with tough fabric 
cover. 


The advantages of MULCONROY special hose constructions and ‘’Press- 
lock” or will have continuing importance under existing condi- 


tions. Write 


‘or complete information that will enable you to go after 


the extra business that the name MULCONROY means. 


"“MULCONROY Siaru,... 


WHERE OTHERS Sion!” 


INDUSTRIAL DISTRIBUTION © JUNE, 1951 








ALONSO B. MAINES has been ap- 
pointed employment and safety director 
of Republic Rubber Div., Lee Rubber 
& Tire Corp., Youngstown, Ohio, re- 
placing... 


. + G. F, HODGSON, who is retiring 
after forty years service with Republic. 
Another long time employee is .. . 


.». LOYD H. HOUSE, who has been 
advanced to production coordinator. 
He started with the company in 1924 
and has held various planning and 
production positions. 











You Win Every Time 


IMPROVED 


Ss 
furnished CREW PLATES, 


With round 
a i “a 
mK dies with a OP agg 
ac i 
a Cutting size, Minedings 
5 e 
and fractiong| Sizes 





with CARDS 
— Full line of taps, 
dies,and screw plates 


Carry Card’s complete line . . . for extra profits, 
sure profits. These nationally advertised taps, dies, 
and screw plates assure you, and your customers real 
satisfaction. Card Taps offer double protection: 
rigidly inspected at the factory — bought in the 
open market, tested and Certified* by the Pittsburgh 
Testing Laboratory. 


Prompt deliveries assured from conveniently lo- 
cated Card stores in New York City, Detroit, Chi- 
cago, Ft. Worth, Los Angeles, San Francisco, and 
Seattle. See your Card representative today. 


S.W. CAR 


MANUFACTURING COMPANY 
Mansfield, Massachusetts 
DIVISION OF UNION TWIST DRILL CO, 
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A() Years 
Behind Every 


Qua.ity, integrity, responsibility — those three 
foundations of industrial character that mean so 
much in industrial selling —are always back of 
you when you sell Atlas tools. From a modest start 
of 6 employees in 1911, the Atlas organization now 
includes over 500 employees in three production 
centers (newly purchased Ottumwa, Iowa plant 
not shown). 
Atlas was started in this small plant in 1911 with 6 . 40 years 1S a long time in any business. It is proof 
employees, whe mode arbor precees. Power was sup- in itself that Atlas tools are made right, priced 
plied by weter from a nearby creek. (An old payroll right, and sell in substantial volume. Use this sound 
book of 1916 listed 11 employees.) reputation to add new clinching strength to your 
Atlas sales presentations. 





Warsaw, Ind., 
plant built 
in 1940. s 


Teday'’s main plant. 
Outlined section wos 
built in 1919 
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of Experience 
Tool You Sell 
Sori 


12” BAND SAWS 





SPINDLE 
SHAPERS 


BELT & DISC : ) 24” JIG SAWS 
SANDERS 12” WOOD LATHES 





MILLING 
MACHINES 





10” 


ATHES 
. SHAPERS 


PRESS COMPANY - 610 N. PITCHER STREET, 
KALAMAZOO, MICHIGAN 
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“This ts the sau 


that SAVES 
TIME... MONEY... MANPOWER 


Wells No. 8 with 
wet cutting system 


‘ a 
WHETHER it’s for production, general utility or both, the Wells 


No. 8 is an investment that will pay for itself. 


TIME SAVINGS—Continuous cutting band saw action means blade is cut- 
ting all the time . . . portability feature means saw can be moved from 
job to job. 

MANPOWER SAVING—FEasy to set up and easy to operate, a Wells No. 8 
does not require specially trained personnel . . . does not require atten- 
tion during cutting. 


MONEY SAVINGS—First cost is low; operating costs are low . . . band 
type blade removes minimum stock, cuts accurately to minimize rejects. 
These savings can mean a lot in any shop .. . why not find out 
what they can mean to you. The Wells No. 8 has a capacity 8” x 
16”, rectangular, 8” dia., rounds. It is powered by a heavy duty 
1, H.P. motor. Other sizes also available. For automatic repetitive 
cutting of identical lengths, the Wells No. 8 can be furnished with 
the Wells-O-Bar Feed Master. See your Wells Dealer for further 
information or write for literature. 


The Pioneers of Horizontal 
METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS STREET THREE RIVERS, MICHIGAN 
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SURROUNDED by catalogs and price 
lists at Ellfeldt Machinery & Supply 
Co., Kansas City, Mo., is M. L. Black- 
man. Mr. Blackman handles the order 
desk. 





R. F. Willis & Bro., Inc., 
Celebrates 50th Anniversary 


R. F. Willis & Bro., Inc., Penns 
Grove, N. J., recently celebrated its 
50th anniversary. 

On April 23, 1901, the firm opened 
for business, representing an invest- 
ment of $12,000. It was located in a 
small two-story building and employed 
only two persons. 

Today the company’s investment is 
rated at $1,200,000; the store, offices, 
warehouses, and lumber yards cover an 
area equivalent to a city block. 

Officers of the company include, 
R. F. Willis, founder and chairman 
of the board; Marion Willis, presi- 
dent; William J. Brodesser, vice presi- 
dent and general sales manager; and 
Robinson B. Willis, secretary. 


Norton Transfers 
Two Engineers 


I'wo Norton Abrasive engineers 
were transferred to new territories re- 
cently. John R. H. Truelsen, for- 
merly resopnsible for southern Wis- 
consin, has assumed responsibility of 
northern Illinois. He will continue 
to operate under the direction of Ray- 
mond E. Taylor, Chicago district 
manager. 

F. Donald Wing, field engineer in 
Chicago, has been appointed abra- 
sive engineer. He is to assume the 
responsibility of southern Wisconsin 
to succeed Mr. Truelsen. He will also 
work under the direction of Mr. 
Taylor. 











DEMANDS 





KEY FACTOR 





Unlimited Markets 


' Easy to Stock and Sell 





*eleatesseb”" mi AS Service 








Other Firth Sterling Distributor Products 


For more information about distributing 


tl b oth : tedliien 
Firthite or other Firth Sterling products, write. Officesand Werehouses: 


Firth Sterling eer Ss ae 


STEEL & CARBIDE CORPORATION PHILADELPHRA’ * LOS ANGELES © HARIVORD 


General Offices: 3113 Forbes Street, P.O. Bex 71, Pittsburgh 30, Pa. 








am at ee 





An Inside Look Into 
A Quality Chuck... 


ONE-PIECE 
CONSTRUCTION 


SUPREME Brand CHUCKS feature 
dependable one-piece construction 


The one-piece construction of Supreme Brand Chucks assures the 
positive, dependable grip desired by those workmen who 
appreciate precision tools. Sturdy and rugged Supreme Brand 
Chucks stand up under the hardest working conditions. They are 
accurate ... they are a quality product. 


When you buy tools equipped with Supreme Brand Chucks, you 
can depend upon them. 


When you buy replacement chucks, specify and be sure to get 
Supreme Brand. They are interchangeable with all other makes. 


Distributors Are Now Being Franchised 
Write For Full Details Regarding Open Territories. 


SUPREME cnu 
CHUCKS 
Supreme Products, Inc., 2222 So. Calumet, Chicago, Illinois 


THE CHUCK THAT LIVES UP TO ITS NAME...SUPREME 
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Product Knowledge 
Is Selling Power 








—Flectric Hoists— 


IN A LITTLE MACHINE sHoP in Okla- 
homa the other day an ancient electric 
hoist dumped a loaded oil drum from 
18 feet up. The drum split a seam. 
It looked, for a while, as though the 
plant had struck oil right there in the 
middle of the milling operations area. 
Then the boys got busy with shovels 
and mops and made things tidy again. 

There was nothing wrong with the 
hoist, except its old age. There was 
nothing wrong with the drum, either 
—except that it was too heavy, beyond 
the capacity of the hoist to swing it 
through the air or, to put it technic- 
ally, beyond its “maximum load lift in 
pounds”. 

Load lift is one of the factors any 
self-respecting hoist salesman asks 
about when getting his pencil poised 
to ‘write the order right’. 

Number of lifts per hour the hoist 
must raise is another routine question; 
the distance from floor to I beam, or 
to fixed or semi-movable mount, is a 
third. 

Does the customer want roller chain 
as his lifting agent, or does he prefer 
the more popular wire rope? What 
horsepower for the motor? He may 
need added power (provided he has 
the load lift to stand the strain) for 
emergency lifting. 

Electric hoists, in general, are 
limited as to the area covered. Their 
limits can be extended, of course, by 
I-beam suspension, or they can be 
made fully independent and portable 
by slinging them from a jib or gantry. 

The modern electric hoist is loaded 
with safety protection. Hook “drift” 
which could easily knock a worker into 
the next world in the olden days, has 
been prevented by the motor brake. 
Limit stops control travel of the hoist 
hook when it reaches its highest and 
lowest safe position. ‘The load brake 
holds the load safely suspended in 
mid-air. 


How Fast? How Slow? 


Hoisting speeds range from “slow” 
to “fast”, with a good, practical speed 
falling between 12 and 35 feet per 
minute. Hoisting speed ranges, how- 
ever depend on motor horsepower, 
the current available and the capacity 
of the hoist itself. 

When in doubt as to hoisting 
speeds, let the conditions that prevail 
decide you. The customer who re- 
quires accurate spotting of more or 





masking 
holding 
sealing 
splicing 
reinforcing 


protecting 





BRAND 
Masking Tapes 


> 


™ for 


Industrial 
Use! 


Distributors find DUTCH BRAND TAPE 


a demand item with fast turnover | 


* DUTCH BRAND tape is one of those widely used items on your — 
customer demand list. Once you introduce it to your trade, you're on your way to © 
mere and more tape business. It is ““consumed goods” that produces — 


steady repeat sales. To meet your customer requirements, handling a 





quality line like DUTCH BRAND is important. 
DUTCH BRAND is a well known trade name to many 


D | st rl b ufo rs n ote distributors who have found a very sound 


relationship between manufacturer and distributor. 
Write today for full information 


regarding our distributor arrangement. 


VAN LEEF BROS. [NC. 


Morvflactsrors Repbsr Proaucts Est. 1910 


CHICAGO 19, U.S.A 
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CONGRESS LUBRALIFE 
PILLOW BLOCKS 


TYPE A 


Self-aligning 
nently 


and perma 
lubricated sponge 


iron section acts as a wick 


lubricating 
capillary action. 


the shaft by 


Vibration 


proof rubber grommets with 
static dissipator are avail- 


able. 


Flange type bearings 


also available. 


Write for details. 


less fragile loads can “make do” with 
single speed control. For the p.a. who 


| insists on faster speeds being built in 


because he finds them necessary at 
times—recommend variable — speed 
control. 

Mounting of the hoist, too, depends 
on the conditions of hoist use. Small 


| plant service, where a single hoist gen- 


erally is used and changed about to 
different locations, calls for hook sus- 
pension. Where maneuverability is 
desirable, trolley suspension or for 
complete portability, gantry suspen- 


sion, is to be recommended. 


PULLEYS AND V-BELTS 


cai #), sn 


WRITE FOR CATALOG 


Richardson Elected VP 
Of The B. F. Goodrich Co. 


William S. Richardson, president, 
B. F. Goodrich Chemical Co. of 
Cleveland, has been elected as vice 
president of The B. F. Goodrich Co. 

Mr. Richardson will continue as 
president of the Chemical Co., a di- 
vision of The B. F. Goodrich Co. 


We are in position 
to furnish complete 
lines of pulleys and 
V-belts from stock. 
Capacities up to 200 
HP. 


Harader To Represent 
Boice-Crane Co. 


Boice-Crane Co., Toledo, Ohio, has 
appointed Del D. Harader, Seattle, 
Washington, as factory representative 
in Oregon, Washington, and North- 
ern Idaho. He takes over the terri- 
tory served for 15 years by Herman E. 
Fricke, who is retiring from the 
| power tool field. 

Mr. Harader is also a manufacturers’ 
representative, specializing in electric 
| and power tools, and is already widely 

known by dealers through his several 
| years work. 

As representative for Boice-Crane 
he will have charge in his territory of 
the distribution of their table saws, 
jointers, band saws, drill presses, con- 
tour saw-band filers, lathes, sanders, 
planers, scroll saws and tool grinders. 


CONGRESS DRIVES DIVISION 


TANN CORPORATION 
World's Largest Manufacturer of FPH Pulleys 


3750 East Outer Drive . Detroit 34, Michigan 








HARRISBURG 


COUPLINGS AND FLANGES 
STAND ROUGH TREATMENT 








WHO MAKES IT 
makes the difference 





HARRISBURG seamless steel pipe couplings and 

drop-forged steel pipe flanges will satisfy your 

customers because they are built right. If you don't stock them now, write 
for quotations and complete mechanical data. We are always glad to 
consider applications from distributors interested in selling the 
Harrisburg line. 


COUPLINGS monufactured to A.P.I. 
A.LS.l. specifications... A.P.I. casing, A.P.I. 


FLANGES manufactured to A.S.A. standards 
... Slip-on, threaded, welding neck, reducing 


and 


line, drive, water well, and other types. and other types. 


HARRISBURG 


STEEL CORPORATION 


Castom-Kuilt Quality Products in Quantity 


QB veans IN PENNSYLVANIA'S CAPITAL 








Harrisburg 18, Pennsylvania Del D. Harader 
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ADilding, 


THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD e e CLEVELAND 13, OHIO 





“SHINYHEADS” 
America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads hined top 


“HI-CARBS” 

Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
is die made, not ma- 





bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 
Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise specified, 


e 
chined. Points acne turned; flat 
and chamfered. Tensile strength 
130,000 -160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin ng 
ie Point Set Screws by the col 

a Cup points machine 
cm Carried in stock. 


FLAT HEAD CAP SCREWS 
Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet*adjusting screws — 
Hexagon | ead style —to bine 3 erat 
ard; 





with flat and ch 
int. Nut end, oval point. Land 

Cateoen threads shiny, bright, 

mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expert! y made by the 


polished if specified — Tare soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head of a with oil holes and 
grooves o ilterent kinds, and flats 





in 
rod bolts by the cold upset process. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Stee] in- 
sert — steel cover Finish: plain, 
zine pla lated, cadmium plated. Size: 
9/16", 3/4" , 18/16" across the flats. 


Tapped 1/4" to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


TANDARDS 


carried by 
LEADING 
DISTRIBUTOR 





* 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATION 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 





SAR LI AOE LEN mR NEN oe bie 


Se ae 


yer vette 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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ADVANCE SLIP-PROOF 
SAFETY SPURS 


The vital part of a car mover is 
the SPUR. Many car movers in 
service now need spur replacement. 
No. 22-Double spurs fit all 
Badger Line Car Movers and most 
types of Car Movers now in use. 

her types of Badger Spurs make 
it possible to fit any known make 
of car mover. 


SOLD ONLY THROUGH DISTRIBUTORS 


There is greater demand for freight cars today because production of materials, 
equipment and various products is increasing. In many cases movement of 
freight is most urgent. Cars therefore must be unloaded quickly and hurried back 
into service. Because of this the need for more Badger Car Movers by shippers 
and receivers of freight is growing rapidly. Quick shifting and moving of cars 
along sidings is necessary. You can benefit now in sales with this important line. 


ADVANCE CAR MOVER CO. 


APPLETON, WIS. 
0 WIS. mes 


RAILWAY 


CAR MOWERS 
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SAFETY EQUIPMENT department 
has been installed by the J. G. Christo 
pher Co., Jacksonville, Fla., under 
Bobby Sparks, son of G. W. Sparks, 
general manager of the company. 





Corning Opens 
Glass Center 


The new Corning Glass Center 
was opened recently by Governor 
Thomas E. Dewey before an audience 
of approximately 1800. The ceremony 
also concluded a “Living in Industrial 
Civilization” conference which began 
May 17. 

The center is a new building of 
steel and glass which includes an 
auditorium, a library containing a 
comprehensive collection of books on 
glass, and a museum displaying a col- 
lection of glass objects. 

Another feature of the building is 
a complete glass factory with visitors’ 
galleries, from which may be seen 
the process of blowing, forming and 
engraving glass entirely by hand. 


J. G. Christopher Co. 
Adds To Staff 


The J. G. Christopher Co., Jack- 
sonville, Fla., has added three men to 
its staff. Alex Muntan, formerly with 
Boykin Tool & Supply Co., has joined 
the company as a price clerk. Beta 
Coker, Jr., son of outside salesman 
Beta Coker, who has been with the 
company for 29 years, has also been 
made price clerk. 

M. M. Chamblee is now covering 
the local Jacksonville territory as out 
side salesman for the company. 





AW 


~~ 


A 
4 
4% 
4 
t 
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WORK — that’s what Columbian Rope 
is made for — brutal, punishing work 
where every fibre must be able to stand 
sudden strains and heavy loads month 
after month, in all kinds of weather. 


On ships, mines, lumber camps and farms, 
in business and industry . . . Columbian 
stands up to the toughest jobs. When it's 
a working rope your customers want, sell 
them Columbian! 


COLUMBIAN ROPE COMPANY 


320-50 Genesee St., Auburn ‘The Cordage City 
New York 


WY 
—- . 
ROPE 


Z 
COLUMBIAN 


, TWINES 7 


—_, 
TRAoE \ a mane 
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"With { elt] axe] (=¥° 
increased 400%” 






says Robert Spark, Vice-President 
of the Chicago Precision Supply Company 








Exclusive distribution of SKIL equipment boosts dollar 


volume of tools 400% in 4 years for this Chicago Distributor 


“This record of success,” says Mr. Spark, “is possible 


because the SKIL tools we sell exclusively are backed by 


excellent factory cooperation, good service for accessories 
and repairs, and strong sales support through national 


advertising and merchandising aids.” 








SKIL Sews. More in use than any 
other make! 10 models and com- 
plete accessories available for 
every job. 


SKILL tools are the only 


portable electric tools 
stocked and sold by this 
successful distributor 


“Quality products like these are never diffi- 
cult to sell. SKIL products are known and 
preferred by the men who use them and the 
men who buy them. Top acceptance in every 
field!”” says Robert Spark. 


Call your nearby 
Skilsaw Factory Branch office 


SKU Senders. To meet every 
surfacing problem. Belt, disc, 
oscillating and floor ty vibe 
with a choice of sande in 
each type. 


SKIL Dritis. Outstanding per- 
formance on production, in- 
stallation, maintenance and { 
repair jobs. 25 models. 4 


There's a SAL tooi for every purpose, every place...no need to ever miss a sale! 


SKIL Grinders. Bench and portable 
grinders for every job from close die 
grinding to heavy grinding, brushing, 
buffing or polishing. 


SKIL Drivers. 20 models—a complete 
line of electric screw drivers and nut 
runners with a wide range of capacities 
for all industrial requirements. 


SKIL Products are made only by SKILSAW, Incorporated 
5033 Elston Avenue, Chicago 30, Illinois 


SKILSAW FACTORY BRANCHES 
IN PRINCIPAL CITIES 


In Canada: Skiltools, Ltd. 
3601 Dundas St., West, Toronto, Ont. 


Si 


PORTABLE TOOLS 





' 
5 
' 
t 
: 
j 








FAST PROFITABLE TURNOVER 


POWRARM 


WORK 


POSITIONER 


The Powrarm, a stand- 
ardized labor - reducing 
fixture, positions work 
quickly in all 3 planes. 
Ideal for light assembly, 
mass production and 
tool room work. Avail- 
able in three models: 
Mechanical (illus- 
trated), Hydraulic with 
holding power up to 
150 pounds, and 
Jr. Powrarm. 


WILTON PRECISION VISES 


Their enclosed design keeps out chips and dirt. Have grease-packed 
spindle and unbreakable nut. Broached keyway—no wobble. Swivel 
types convertible into stationary vises. Also complete line of Wilton 
Combination Bench and Pipe Vises and “C” Clamps. 


Write for new 32 page catalog describing tools by Wilton. 


WILTON 


WILTON TOOL MFG. CO., 925-D Wrightwood Ave., Chicago 14, III. 
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BUSINESS 
WEEK 


Industrial Distributors 
Get National Recognition 


‘The part industrial distributors play 
in the defense effort, and the value of 
their contributions, received national 
recognition recently when Business 
Week brought the efforts of one dis- 
tributor to the attention of business 
executives. 

The following article, dealing with 
the Syracuse Supply Co., was carried 
in the April 28 edition of Business 
Week. We reprint it in its entirety as 
an indication of the increasing influ- 
ence which industrial distributors are 
commanding in the business world 
today. 

Industrial distributors said happily, 
“At last!” when NPA Regulation 4 
was issued last month to set up the 
MRO (maintenance, repair, and oper- 
ating) program. No one said it louder 
than the Syracuse Supply Co. To all 
industrial suppliers the order meant 
more than it did to the factories they 
buy from or the customers they sell to. 
That’s because of the very nature of 
their business—supplying the thou- 
sand and one items that keep the 
wheels of industry turning. 

Syracuse Supply knows lots about 
the working of MRO. During World 
War II the president, executive, vice- 
president, and two vice-presidents were 
loaned to the War Production Board 
and Ordnance Division at one time or 
another. 
elt Always Has—Two months ago, 
Frederick B. Scott (cover), president, 
was telling his employees: ‘Due to no 
clear-cut priority program, we are faced 
with an extremely difficulty administra- 
tive task, but this will gradually clear 
up as Washington works out of its 
present chaotic state. And it will, as it 
always has, but this takes time.” That 
was the Voice of Experience speaking. 

Last year Syracuse Supply’s sales 





Today’s Right Combination 
for selling more Taps, Drills. 
... TOMORROW! ae 


es | 





ALL Tools Through 
Distributors 





MORE Tools Through. 
Distributors ‘ 


MORE Field Calls for 
Distributors 


A MORE Selective 
Distribution Policy 


The distributor’s surest hope of profitable- business 0 Ww 
is the kind of support his soufees give him today. 
Besly distributors are benefiting from the steadily increasing be eS 
“ volume of tools made available to them: by "besty. They. s 
are using Besly drills, reamers and taps to establish-new- 
accounts and consolidate their position with older customefs; 
They are using Besly Servicemen, with their detailed 
knowledge of cutting tools, to provide customers with sound 
application advice for meeting today’s ever-changing 
production needs. 





These sales-building advantages — plus 
careful selective distribution — are helping 
Besly Distributors to stabilize profitable 
operations for next month, next year and 


the years to come. They could help you to do How i ESLY Aids Distributors 


the same . . . ask Besly to show you how. 


1. ALL TOOLS through distributors — every tool from Besly produc- 


| ry tion will go to a Besly Distributor or his customer. 
2. MORE TOOLS through distributors — because Besly has stepped 
up output, is producing more tools today than at any point in the 
long growth of the company. And, quality is being maintained — 
continuing the engineering leadership in the improvement of precision 
J cutting tools that has been a major factor in putting Besly in the 
forefront in this field. 
3. MORE FIELD CALLS— Besly is expanding its tool advisory serv- 
ice organization to assure maximum effective use of Besly Taps and 
Drills in the shops and plants of the nation. 
4. MORE OF THE SAME carefully selective policy of distribution 


that has given the Besly Distributor his fair profit. This will be strictly 
maintained. 


CHARLES H. BESLY & COMPANY 
118 N. CLINTON STREET CHICAGO 6, ILLINOIS 
FACTORY: BELOIT, WISCONSIN 
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helprour CUSTOMERS 


SELECT THE BEST... 


hand them 
CHAN NELLOCK 





Made onty by 


CHAMPION 
Oe ARMENT 


Channellock phers are made by Skilled 
crafteamen of a company known for nearly 
3,4 of a century for its highest quality pro- 
ducts The outstanding features of Channel- 
lock pliers such as Longer Wearing, No Wear 
on the doint Bolt, Closely Spaced Adjustments 
and Greater Strength make them the most 
desired pliers. 

henever your customers ask for pliers 
help them select the Best .. . Hand them 
Channellock 

And remember, Only Champion DeAr- 
ment makes Channellock. Send for Catalog 
ai today. 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 
Channellock pliers are listed in the 
h Yellow Pages of most Telephone 
Directories under ‘‘Tools’’ 


came to $12.1-million, which kept it 
in the first rank of the nation’s indus- 
trial distributors. ‘This year, thanks to 
mobilization, company sales should 
far exceed that mark. Industrial Dis- 


| tribution, a McGraw-Hill publication, 


reports that for the first two months 


| ot this year sales of industrial distrib- 


c 


utors were running 77% ahead of the 
same period last year on a national 
basis. 

Syracuse is also going to town with 
its machine tool selling division. ‘To- 
ward the end of 1950 it started to get 
into defense work. At the end of Feb- 
ruary the machine tool division was 
making 98% of its sales to defense 


contractors. 


¢ Three Divisions—Syracuse Supply 
differs from the average industrial dis- 
tributor in that its operations are not 


| limited to that one tield. It actually 
| has three distinct basic types of bust 


} ness 
| tools, construction equipment. 


machine 
the 
company is broken down into three 


industrial —_ supplies, 


| separate operating divisions, beginning 
| at the management level, with separate 


| 
| 
| 
| 
| 


sales and services forces. 

That hasn’t always been the com- 
position of the company. Right after 
World War I there were four depart- 
ments: machine tools, industrial sup- 
plies, electrical supplies, and a steel 
warehouse. It was diversification all 
tight. But it turned out not to be the 
best since all four were in the same 
economic time cycle. When the de- 
pression hit, they were all in the 
trough. 

Ihe management saw it needed a 


| group of products that would have a 


balancing benefit in depressed times. 


| It noticed that roads and airports were 


getting increasing attention and the 
demand for earth-moving machines was 


growing. So it set up a modest con- | 
struction equipment department in the | 
supply division. As that business grew, | 


it required more capital. The electrical 
supply department and later the ware 
house were sold to raise it. 
e Near and Far—Most of the 
pany’s business comes from its home 
trading territory, which is roughly west 
ern New York State. 

But some business comes from fat 


com 


| afiled. Here are two recent examples 


eA manufacturer in Pittsburgh 
wanted quick delivery on $250,000 
worth of steel turning lathes 

e An overseas consultant asked 
for—and got in 1] days flat, for free— 
complete specifications for a machine 


| shop capable of servicing a cement 


plant now building in the British Afri- 
can colony of Kenya. A $180,000 or- 


| der followed the 36-page specification. 


In its three main operating divi- 
sions, Syracuse represents some 55 ma- 
jor companies on an exclusive basis. 
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here’s why 


VICTOR BLADES 


gre always 


they're submerged in 
MOLTEN LEAD for 
HEAT TREATMENT 


It’s no wonder Victor Blades sell fast 
... build repeat business! They’re al- 
ways perfectly uniform... all ways. 
That’s because of Victor’s exclusive 
heat treating process. Bundles of 
blades, enclosed in special cylinders, 
are plunged into 2 tons of molten lead. 
Heat penetration is absolutely uniform 
—no other method of heat treatment 
provides as accurate, rigid control of 
temperature. 


THESE SALES HELPS MEAN 
BIGGER VICTOR PROFITS 


Unbreakable Special Flex- 

ible Assortment No. 45 — 

3 blades on combination 

stand-up display and bin 

card. 

Molyfiex Display Cards As- 
sortment No, 166 — hold 10 shatter- 
proof high speed steel blades. 

Wall Chart — packed with informa- 
tion on blade selection and use. 
FREE. 


Metal Cutting Booklet — handy, pock- 
et-sized guide with all the facts on 
hacksaw handling. FREE. 

National Advertising — pre-sells your 
most important prospects through 
eight leading trade journals. 
Complete Line—hand and power 
blades, frames and bands. All steels, 
tempers, pitches and sets. Steelrite 
Metal Marking Crayons for hot, 
cold, damp or grimy metal. 


JUST ean of Gold"—sound slide fil 
RELEASED! for distributors’ ome pon 


Dace 








@ 7402 


VICTOR 
SAW we INC. * “fer N. E U.S. A. 














Yes, Evans White-Tape toppled sales rec- and Exclusive Automatic Brake to hold 
ords even before its ad campaign hit its blade in place after measurement is made. 
full stride. Now more than 10,000,000 Free Sales Aids. Each White-Tape indi- 
potential customers are reading about this vidually boxed in code-colored package. 
better tape every month in their favorite Each dozen in multi-color display unit. 
national magazines. They'll read of Evans’ And a compact, sales-compelling display 
amazing low price—only 98¢ for the 6 ft. card with every dozen. 
They'll remember these outstanding fea- People snap up Evans White-Tape as 
tures: Sturdy Die Cast Chrome Plated Case; just the thing for SHOP—HOME—OFFICE. 
Jet Black Markings On Snow White Steel Order Evans “‘Lo-inventory” assortment 
(white on both sides); Measures Inside and now —a special one-dozen display unit car- 
Outside; Economical Replacement Blades rying all sizes. 


rt.¥e 


8-ft. (1 08W) 





98¢* $1.49* 
*Prices o few cents higher 6-ft. (106W) 10-ft. (}10W) & co. 
Seavey Welt Gne Conaee. 57 BRANFORD ST. + NEWARK 5, N. J. 
Makers of Evans 6-ft. Folding Rules 
@ 7806 and “The Folding Yardstick” 
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Total purchases, though, are from over 
600 companies and embrace more 
than 60,000 items. 

¢ Cooperation—Syracuse Supply is 
known as a smart, on-the-ball outfits 
because it works closely both with its 
suppliers and customers. President 
Scott is a firm believer in the free 
flow of information between his com- 
pany and the supplier—particularly a 
manufacturer Syracuse represents on 


| an exclusive basis. 


Order Quality Buffalo Bolts in 


STURDY 


HANDY-PACK BOLT CARTONS 


Scott is also a stout believer in the 
place of the industrial distributor in 
the efficient flow of goods to the con- 
sumer. He feels that many manufac- 
turers, highly skilled in production, 
have a casual knowledge of merchan- 
dising. He’s also convinced that a 
manufacturer can achieve a wider dis- 
tribution at lower cost through a 
profitably run distributorship than 
through any other method, including 
direct selling. 

Scott says that when sales approach 
the million-dollar mark in one line, 
due to a good selling job, the factory 
often presses for a lower commission 
rate. This happens even though the 
factory continues the same rate of 
commission in other territories produc- 


| ing a much lower volume. The fac- 


tory’s argument is based on the as- 
sumption that the same volume could 
be attained by direct sales at lower 
cost. Scott has fought these pressures 
off pretty successfully. 

eSmall Orders—One of the perils of 
direct selling is handling small orders. 
But it’s not unique to direct selling; 
the distributor is plagued by it, too. 


| Syracuse tried to buck the problem by 


@ Jobbers and retailers are both 
singing the praises of Handy-Pack 
...the super-rugged bolt carton. 
No more spilling, mixing and 
sorting of bolts. Next time order 
Buffalo Bolts...get the best in 
bolts...in the world’s best cartons. 


Fr ) 
HANDY-PACK @ Same price as ‘ordinary’ bolts in ‘ordinary’ cartons. 


@ Same carton quantities as always, same method of ordering. 
FEATURES @ Cartons are re-shippable without tying or wrapping. 

@ Covers make durable open drawers for bolt cabinets. 

@ Can be ordered in carload or less-than-carload lots. 


Write for circular on quantities and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


om Division of Buffalo-Eclipse Corporation 

* 

vad ‘A North Tonawanda, N. Y. 

te Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City |} 


PRODUCERS OF CIRCLE ® PRODUCTS BOLTS * NUTS * RIVETS AND SPECIAL FASTENERS | 


314 INDUSTRIAL DISTRIBUTION © JUNE, 1951 


letting regular customers have free any 
item not more than $2 in value—sim- 
ply because the paper work involved 
would come to more than that. The 
company comments sadly: “The cus- 
tomer’s reaction has been to resent the 
idea of asking us for something and 
not paying for it.” Another try by 
Syracuse was more successful. It refers 
elsewhere some customer needs that 
are really retail in character. Thus it 
eliminated approximately 1,100 items 


| from stocks during 1940 and an addi- 


tional 200 during 1950. 

The Syracuse Supply customer, as 
well as the supplier, gets service from 
the company. It helps him, for exam- 
ple, set up accounting records, assists 
with financial advice. It also goes fur- 
ther than that. It helps him to get 
credit, and sometimes even extends 


| credit on its own hook. Take the case 
| of a heating and sheet metal company 


that started in business a few years 


| ago. Syracuse Supply gave the com- 


pany its first machine without any 
down payment—and now has a firm 
and fast customer. 

e Aviator—Scott took over the presi- 











PICK ’EM RIGHT OUT OF THE BOOK 


still get 
"something 
special” 


UTTTHTETT 


rt 


dill 


H-W Straight Pipe Tap 


H-W Taper 


Hanson-Whitney Pipe Taps 


Yes, they’re Standard (Taper, 14” to 2” and Straight, 1s” to 1”) .. . all 
ground with thread and shank finished after hardening. 








Both Taper and Straight are available in right hand American Standard 
Pipe Form and American Standard Dryseal Pipe Form. Taper pipe taps are 
standard with both regular or interrupted threads. 

For precision taper pipe threading to rigid Army-Navy Aeronautical Speci- 
fications, use H-W taps to do the job right, on a fast production basis. 

Hanson- Whitney taps are produced on precision thread grinders designed 
and built in our own plant. Thus, controlled production, and checking with 
H-W Gages, assures you of a degree of quality unsurpassed. 


2 
« 


SPECIAL PIPE TAPS... HANSON-WHITNEY COMPANY © HARTFORD 2, CONN. 
DIVISION OF THE WHITNEY CHAIN COMPANY 


. made to order with special 
tapers and /or threads per inch. 


Also taper and straight pipe taps d nso n 

conforming strictly to Federal Stand- 

ards for pipe couplings; grease cup, Wh = 

fuel, oil, and gas fittings; hose cou- | nl & y 
“7 


mechanic ints. 4 
lings and mechanical jo PIONEERS OF FINISHED TAPS 
Rte 


ahwsi 
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A manpower 


SAVE? « « ities 


HEIN-WERNER HYORAULIC JACK 


enables one man to move heavy machines ...no helpers needed 


You can’t beat the low cost, time saving efficiency of 
a Hein-Werner industrial jack. This versatile package 
of hydraulic power is great for moving heavy equip- 
ment, and for pushing, lifting, bending operations in 


plant maintenance work. 


These compact, dependable 
jacks are made in models of 
1%, 3, 5, 8, 12, 20, 30, 50 
and 100 tons capacity. Write 
us for complete details. 


,-MWemer 
[hse AUS, 


HEIN-WERNER CORPORATION 
Waukesha, Wis. 
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dency of the company in 1939. Now 
in his mid-fifties, G has spent all but 
a few years of his career with Syracuse 
Supply—in World War I he served as 
an aviator; in World War II on the 
War Production Board. 

He is also a director of the Carrier 
Corp., an experience that Scott says 
has strongly influenced his operation 
of his own company. From his fellow 
board members in the fields of finance, 
publishing, manufacturing, and _proc- 
essing, he gleans trends that help him 
in planning for Syracuse Supply. 

This free discussion of divergent 
views has encouraged Scott to sct up 
something similar at Syracuse Supply. 
His own monthly staff meetings have 
lots of give and take. Scott has car- 
ried this principle even further. To 
train junior executives to take over top 
positions, he has set up an advisory 
committee. At its meetings, junior 
executives hear complete reports on 
the company’s status and activities. 
He now feels that “every important 
executive post, from the top down, is 
fortified by one or more men with 
considerable experience.” 


U S Rubber Co. 
Opens New Orleans Branch 


The United States Rubber Co. 
opened its new branch office and 
warehouse in New Orleans, La., re- 
cently. The event was marked by an 
open house reception and a guided 
tour of the new building. 

The new building is one story high 
and has a floor space of approximately 
70,000 sa ft. The company’s branch 
ning oe including aa and ware- 
10use employees as well as sales force, 
number about 110. 





- j 
r * 
- fi ; . 


WILL CALLS are handled at Standard 
Equipment & Supply Co., South Bend, 
Ind., by J. Stachura. 











STRAND-LAID 
Made from right regular lay 
preformed wire rope of 


e (" 
GIVES YOU CUSTOMNENS FY irroved plow stot with 1wac. 


For general sling use. 


CABLE-LAID 
ey i! Made by laying up seven 
individual preformed 


improved plow steel 
wire ropes all with 1!WRC, 


ay for i Gives extreme flexibility. 


--- and MORE! 


because... 





way ACCO Registered Wire Rope Slings are 


45 Cs built for safety. Safe for men to handle be- 
tae cause wire ends are permanently secured under 
a steel collar. Safe to use because the endings will 
not pull out. They will outlast the rope. 
yt STRENGTH, the full catalog strength of the rope is 
assured, because in making the DUALOC ending the 
rope is not damaged or distorted. Safety factor is 5 to 1. 
Proof-testing at twice rated capacity is further assurance 
of satisfactory service. 

EFFICIENCY of DUALOC is high. By developing rope’s full 
strength, frequently smaller diameter rope costing less can be 
used. The neat DUALOC ending snubs closely, is easy to rig, and 

is always “‘open”’ for inspection. 
How this helps You—Acco gives you a full line of stock and special 
wire rope slings guaranteed to give satisfactory service. You get repeat 
orders, build a fine volume with rapid turnover on a low-cost inventory. 

Write today for full information on acco Registered WIRE ROPE SLINGS. 
*Trade Mark Registered 


MEMBER THE NATIONAL SAFETY COUNCIL 


Wilkes-Barre, Pa., Chicago, Denver, Houston, Los Angeles, New York, 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN & CABLE 


WIRE ROPE SLING DEPARTMENT 
In Business for Your Safety 
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O 


ADD POWER 
TO YOUR 
HANDS 


two great new sound movies 
to help industry do the job 


USE THESE PicturES FREE 


{ 














Forging to im- 
prove char- 
acteristic fibre 
structure of 
steel 


HERE'S VALUABLE ASSISTANCE 
FOR YOUR TRAINING PROGRAM 


5%" diagonal 


“ADD POWER TO YOUR HANDS” pliers for cut- 


. i ting and strip- 
10 minute, 16 mm, B & W sound movie ping telephone 


wire 

Shows the manufacture of drop forged pliers, 
their special ability to stand up under punish- 
ment, their built-in capabilities due to steel 
quality, grain structure and proper harden- 
ing. Tells the viewer what industry does to 
provide him with tools that will best enable 
him to do the most efficient work. 


Drop forged 
pliers for tough- 


“PLIERS: THEIR CARE AND USES” woe Soner 
10 minute, 16 mm, B & W sound movie se 


Explains and demonstrates how to take 
proper care of pliers, simple repairs that give 
extra hours of operation. How to use them 
with the least effort and best results, how to 
pick the right type of pliers for each job. 


Hand honing 
electronically 
IDEAL SHOWING for hardened cut- 


Factories and Industrial Groups, Schools, Clubs, ting edges 
Trade Associations, Church Groups and others. 


anata end tt tt Lat Lat Ln 


nad Bal bod] bes] tea! bend pn) Asad heal haol hu! 


Check one or both movies desired in coupon 
below. You pay return shipping cost, only. 


UTICA DROP FORGE & TOOL CORPORATION 
UTICA 4, N.Y. 


Dear Sirs: We are interested in showing your movie(s) “Add Power to Your 
Hands” [] “Pliers: Their Care and Uses” [] on or about 


(Date) 
We understand there is no charge for the movies, that they are shipped to 


UTICA Drop Forge & Tool Corp. 
Utica 4, New York 


Name of Organization 
Street 
City (zone) and State... 


Ordered by 





(please give your title, if any), 


| 

| 

| 

| 

l 

I 

I fer 
| us free. But we agree to pay return shipping cost. 
i 

I 

! 

i 

! 

I 

i 

I 


IT PAYS TO BUY QUALITY TOOLS 
And the world’s best tools are made in U. S. A. 
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IT WON'T ESCAPE ...1F IT’S 


BELMONT 


—<« 
a 


TWO DESKS are required by M. J. 
‘ Schwantzl, president of The M. I. 
BELMONT 189 for cold and hot oil rods j —- - Wilcox Co., Toledo, to keep up with 


and plungers a > a business. 


BELMONT 19 . . . for hot Burhans & Black Ine. 
and cold water tons Elects New Officers 
and plungers;low and 
intermediate steam At a recent meeting of the stock- 
rods holders and directors of Burhans & 
Black, Inc., Syracuse, N. Y., the fol- 
lowing officers and directors were 
elected: 
I’. Frank Dolan Jr., chairman of 
the board; Robert P. Edwards, presi- 
~ - dent and general manager; Francis B. 
BELMONT 30...for high pressure steam Hanlon, vice president and treasurer; 
Charles G. Ralph, vice president; 
Michael L. Bregande, Jr., secretary; 
'heodore Doehner, assistant secretary; 
James Kearney, assistant treasurer; 


ae hee, ilies who ' ) (orm Peter Fatcheric, and Peter Sassi, di- 

more than half a Conary to the problem of producing packings with a — 

Better Seal and Longer Life. p 

Today, more than ever before, production schedules must be maintained N. J. Learned 

without interruption. Your insurance against service interruptions and Elected to Board 

mounting maintenance costs due to packing failure is BELMONT; the nT tana tied ott Aut 

Packing that will withstand the ravages of TIME as well as Steam, os eee ee ae oer 

Wles O40 Ges: Ab. Aiinten Ameoaio ley, McLeod, Inc., Elmira, N. Y., has 
ee whee : 1 -d that E. A. Melnick, vice- 

There’s a Belmont Packing for EVERY SERVICE ...hundreds of styles | iin and peheetine of a Seve 

enable you to select the correct basic raw materials and constructions trial supply department in Elmira 

to suit individual job requirements. Packed in the blue box with the | and D. M. Williams. vice president 

orange colored trade mark, Belmont BETTER SEALING...LONGER ah omen ob tn Schenectady, 

LASTING Packings are available through distributors everywhere. | N_ Y. lanai have heen clected to 

RINGS, SPIRALS, COILS, REELS, SPOOLS, SHEETS and GASKETS. For Kio Mnand of directs. 

special engineering help, write direct. 








rods, expansion joints, air, and gas. 


32nd Cost Conference 


THERE'S A BELMONT PACKING FOR EVERY SERVICE To Meet In Chicago 


The 32nd annual International Cost 


THE BELMONT PACKING - Conference is slated to be held in 


, Chicago June 24-27, at the Palmer 
AND RUBBER CO. Cones House. | 

OTe Ihe conference will include five 
technical sessions; a business machine 
exhibit; plant visits; annual meeting 
and election of officers; bestowing of 
4-1-1, various awards, and other events. 


Butler and Sepviva Streets Catalog #40 is available, 
Philadelphia 37, Pa write for it. 
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On nearby shelves 


| | | 
of Industrial Supply Distributors 











BAY STATE 
TAPS & DIES 








BAY STATE TAP & DIE CO., MANSFIELD, MASS. 
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IT’S EASY TO seu Arbor Spacers and Shims 


Get extra, profit-building busi- 
ness fromevery shop in your territory! 
Tell them how “De-Sta-Co” all-steel 
Arbor Spacers save setup time on 
milling machines, slitters, gang-saws 

. Sell them two sets for each 
machine in the shop! 

For 20 arbor sizes (%" to 4”) 
-.. 19 graduated thicknesses (.001” 
to .125") . . Complete sets —or in 
bulk. We suggest stocking "De- 
Sta-Co” Ready-Packaged sets in 
the five most popular arbor sizes, 
%", 1°, 1%", 1%", 2”. They're 
easy to stock, packed in individual, 
heat-sealed, clear polyethylene en- 
velopes for rust-proof stocking. Each 


set plainly identified by arbor size. All “De-Sta-Co” Arbor Spacers have stondard 
keyway. Special arbor spacers, thicknesses over .125”, available in popular sizes 


OO 


ARBOR SPACERS SHIMS 
Keywoyed Not Keywoyed 


DETROIT 
STAMPING 
COMPANY 


and thicknesses machined from solid bar stock, hardened 
and ground, with standard keyways. 

“De-Sta-Co” all-steel Shims furnished in same sizes (in 
sets or in bulk), stamped and coined to close tolerances, 
without keyway. Preferred by machinists for over 
thirty-five years for shimming gears and bearings .. . 
asked for by name, “De-Sta-Co”. 

“DE-STA-CO” QUANTITY DISCOUNT PLAN gives you extra 
profits for handling this fast-selling, easily stocked line. Write 
today for “De-Sta-Co"’ Arbor Spacer and Shim Stock Price List 


332 MIDLAND AVE., DETROIT 3, MICH. 











ORANGEVILLE. 
TRUCKS 








‘Keep Loads Alive’ 


‘Make Heavy Loads Light and Light 
Loads Lighter’ 


The Orangeville line of floor trucks has 
been continuously added to and today is 
complete in a wide range of sizes and 


types. 

Designed for high ps yan and long service. 
eville offers 

warehouse service a 

to order. The trucks 

round industrial and stese | — are typ’ 

of the many available from Orangeville. 


Distributors 


Your inquiries and orders will receive 
— attention. R.. sure u have our 
complete catalog in your files for ready 
reference. 


ORANGEVILLE MFG. CO. 


ORANGEVILLE, 6, PENNA. Since 1879 

















SODERING 
BRAZING 
WELDING 


Sold thru Distributors 
Send for Catalog 


L. B. ALLEN CO. nc. 


6731 BRYN MAWR AVE. 
CHICAGO 31 ILLINOIS 
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Arthur Raske 


Nu-Matice Grinders Ine. 

Moves To Cleveland 
Nu-Matic Grinders, Inc., formerly 

of Detroit, Mich., has moved to 8224 


Carnegie Ave., Cleveland, Ohio. 
The concern, which was founded 


| three years ago, is under the manage- 


ment of Arthur Raske, executive vice 
president. Mr. Raske was formerly dis- 
trict sales manager of The Brush De- 
velopment Co., Cleveland. 


Chandler-Boyd Co. 
Names New V.P. 


E. A. Duffy has been elected vice 
president in charge of sales for the 
Chandler-Boyd Co., Pittsburgh, Pa. 

A graduate of Grove City College, 
Mr. Duffy joined Chandler-Boyd in 
1946. He started as sales representa- 
tive, and advanced to manager of the 
valve dept., assistant manager of sales, 
and manager of sales, before being 
elected to his present position. 


E. A. Duffy 














HERE’S WHY WE ADVERTISE NOW... 
Spang CW Pipe ads aim beyond today's unprece- 
dented demand . . . their objective is to build good 
will and business for you in the future. 














There’s a new look in b 
but the name on the pipe is the same... 


SPANG CW 


Radiant heating is the new look in heating for today's modern office, 
factory buildings and homes... and Spang CW Steel Pipe is your best 
buy for trouble-free radiant heating in all kinds of structures. 


Your men will like the way Spang CW Steel Pipe fits up. It's uniformly 
top-quality, it bends smoothly and easily, is easy to cut and weld. 


Spang CW Steel Pipe gives years of trouble-free service in modern 
closed-circuit heating systems. It's been a standard piping material 
ever since closed wet heating was developed, and it is used throughout 
industry for all kinds of services. 


Spang CW Steel Pipe is distributed by leading supply houses every- 
where. They handle the things you'll need to go with Spang CW Steel 
Pipe for radiant heating, snow-melting, and any other wet-type heating 
system. Tell them what you need ... in spite of today's great demand 
for Spang CW Steel Pipe, they'll do everything possible to make 
deliveries quickly, fairly. 


SPANG- CHALFANT 


Division of The National Supply Comp 
GENERAL SALES OFFICE: Grant Bidg., pan Pa. 
District Sales Offices: Atlanta; Boston; Detroit; Houston; Los Angeles; 
New York; Philadelphia; Pittsburgh; St. Lovis 





SPANG 


STEEL PIPE 


QUALITY 
phat 16 y, 


wherever fp pe 
[5 USC 
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SACRE Pal ae > cance. 
areata beeen 





Here’s why 


Making More Profits! 


@ MOST COMPLETE LINE of Portable Electric Tools gives you more chances for 
sales of tools and repeat business in a wide variety of accessories. 


® QUALITY CONSTRUCTION AND ENGINEERING lets you sell cost-conscious cus- 
tomers on longer life of Van Dorn Tools. 


® SOUND DISTRIBUTOR POLICY is mutually profitable to you and to us. Van Dorn 
sells exclusively through Distributors. We give you the all-out support of our sales 
and advertising program. 


® MONEYSAVING SERVICE at nearby Van Dorn Factory Branches (29 company- 
owned-and-operated Branches in all major cities) builds good will with customers. 


© CONSISTENT NATIONAL ADVERTISING reaches your major markets for Electric 
Tools, does a pre-selling job on your prospects. 


® DISPLAYS, MAILING PIECES, BOOKLETS, CATALOGS give you direct selling help 
right in your own territory. 


® ON-THE-SPOT SALES ASSISTANCE from your Van Dorn Branch Salesman helps 
you open new accounts, close important sales. 


® SPECIAL SALES TRAINING, at practical Factory tool clinics, helps Van Dorn 
Distributor Salesmen boost their volume. 








“QUICK-SAWS”* 


“VACKAR"* 
VACUUM CLEANER ELECTRIC GLUE POT 
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PORTABLE 


BENCH GRINDERS GRINDERS 


GRINDERS HOLE SAWS 


Portable 


Electric 


vaves TOOLS 
TOOL ¢ ‘ aaeie 
GRINDER N ee ne Ree 0.8 Fat. Off 
ji THE VAN DORN ELECTRIC TOOL CO. 717 Joppa Road, Towson 4, Maryland. 
(Div. of Black & Decker Mfg. Co.) 
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HOT FORGED from solid 
RECTANGULAR STEEL 
BARS to give you SURE- 
FIRE PIPING DE- 
PENDABILITY that means 
profitable repeat business 


La PERFECT SEAL 
A 1VPE Aria even with pipe not 
in alignment! 


Standard & Double 
Extra Heavy 
UNIONS 


Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes 1g” to 3”; 
6000-Ib. sizes Vg” 
to 2”. 


ORIFICE 
UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 6000 
Ib. service. 


MALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-lb. 
service only. 


FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 8000-Ib. 
service. 


CATAWISSA Ends Guesswork 
in Union Requirements! 


write for 
CATALOG I11 
showing the 
complete 


DA AM wis line 
CATAWISSA VALVE AND 


FITTINGS COMPANY 
300 Mill St. - CATAWISSA, PA. 


326 


INTERESTED P. A. is Ernie Graham, 
Central Engineering & Supply Co., 
Passaic, N. J., listening to Jackson 
Cross boost Stanley Electric’s drills. 





Manufacturer-Distributor 
Cooperation Examined 


Many manufacturers are doing a 
good job of improving relationships 
with distributors, according to a sur- 
vey conducted by John Falkner Arndt 
& Co., Inc, Philadelphia advertising 
agency. 

Two thirds of the 
queried say their suppliers as a group 
have improved in their general mer- 
chandising practices and in their de 
sire to co-operate during the past year. 

Questionaires were mailed to lead- 


ing industrial supply and machinery | 


distributors. Returns were received 
from 27 states, the District of Colum- 
bia and Canada. The distributors’ 
chief gripes centered on manufac- 
turers’ sales policies, the diminishing 
distributors’ profit margins, manufac- 
turers’ salesmen, and delivery and 
other communication failures. 

Evidently some manufacturers are 
not giving adequate advance notice of 
price or product changes. Although 
distributors felt that most of their 
suppliers were doing a good job, 60 
percent of the distributors felt that a 
minority of manufacturers failed in 
this respect. Distributors suggested 
(54 percent) that a simplified, easy- 
to-use price list be incorporated by 
that same minority. 

An easy-to-compute pricing policy 
was also suggested and 49 percent 
urged that manufacturers institute an 
adequate follow-up system on deliv- 
eries. 

Distributors were asked: “Have the 
manufacturers who supply you shown 
any improvement during the past year 
in their general merchandising prac- 
tices? In their desire to cooperate?” 

To the first question 67 percent 
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distributors | 





SOLID STEEL COLLARS 
with 
UNBRAKO 
Self-Locking 
HOLLOW SET SCREWS 


Used 
Profitably... 


by manufacturers of such 
widely diversified prod- 
ucts as lawn mowers, 
food machinery, textile 
machinery, juke boxes, 
snow plows, conveyors, 
air compressors, agricul- 
tural machinery, electric 
fans, bottling machines, 
and dozens of others. 


Precision machined 
from solid bar stock in 42 
stock sizes for shafts from 
3/16” to 3”’ diameters 
inclusive. 


Write for prices 


-S$PS- 


STANDARD PRESSED STEEL CO. 
JENKINTOWN 13, PENNSYLVANIA 

















SIZE 34-U 

FOR 1%” BOLTS 
Weight—32' Ibs. 

Height—10 4/1." 

1” square driver 

Plugs into any 110 volt outlet 





--- makes the toughest 
jobs easy. 


--- sold by leading distributors. 


Ingersoll-Rand Ra 


11 BROADWAY, NEW YORK 4, N. Y. 
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Perfect 


ry 
Fit between demand and brand 





The demand is there. 


With worker time becoming more expensive, assemblers are 
using more socket screws—easier to reach hard-to-get-at places, 
a positive grip at all times. 

The brand is right, too—Bristol’s Socket Screws. They con- 
form to Class ITI fit and give ‘‘custom-made” strength for 
“regular’’ prices. 


And we help put demand and brand together with— 


NATIONAL ADVERTISING to purchasing agents, design engineers, produc- 
tion men, maintenance men (magazines, direct 


mail, publicity, trade shows) 


NEW PACKAGE excellent shelf display, met aledged for sturdiness 
SALES HELPS— including catalogs, pamphlets, 
demonstrations 


SALESMEN’S “CORRESPONDENCE COURSE" — it 
sparks up every man’s effort and helps make 
more socket screw sales per day. 





So why don’t you get acquainted with Bristol’s line, its 
“100 % distributor policy,” and unmatched distributor sup- 
port? Write: 


Mill Supplies Division 


THE BRISTOL COMPANY 


WATERBURY 20, CONN. 
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answered yes and 33 percent no. To 
the second, 66 percent said yes, and 34 
percent no. 

Out of 74 distributors who answered 
the questions, ‘““What is your biggest 
gripe, and how would you like to see 
it remedied?”, 18 percent had no 
gripes with their suppliers. Most of 
the others pointed out that their com- 
plaints applied to only a few of their 
suppliers; that most were doing a good 
job. 

In connection with sales policy com- 
plaints, selling direct, nebulous sales 
policies and appointing new distrib- 
utors without consulting or notifying 
regular distributors, ranked first. 

Profit margin complaints dealt 
mostly with inadequate profit margins, 
poor pricing policies, and lack of con- 
sultation before price change. 

Criticisms of the manufacturers’ 
sales representatives concentrated on 
untrained, uninformed salesmen, in- 
frequent visits, and inability to run 
group meetings. 

Unkept delivery promises, led com- 
plaints under communication. Not 
answering correspondence and no noti- 
fication of delivery schedule changes 
were also listed. 

Most distributors emphasized that 
they did not want their answers to be 
interpreted as a blanket condemna- 
tion of all manufacturers. Because of 
low returns from important industrial 
states like California, Illinois and 
Texas, it is possible that the picture 
is not completely representative of all 
industrial supply distributors, although 
it does give a strong indication of dis- 
tributors’ grievances and points to pos- 
sible shortcomings on the part of the 
manufacturers. 





CLUTTERED DESK means good 
business for Paul W. Provonsha, who 
handles erders for The Kirkby Machin- 
ery & Supply Co., Toledo. 





Sell STAN 





STANLEY TOOLS, NEW BRITAIN, CONNECTICUT 


THE TOOL BOX OF THE WORLD 


Reg. U.S. Pat. Off. 


HARDWARE ® TOOLS 
ELECTRIC TOOLS © STEEL STRAPPING © STEEL 


PRACTICAL 
Buiota 


the world’s 


most wanted tools 





For more than a century Stanley Tools have been the 
favorite of craftsmen, mechanics and hobbyists 
the world over . . . the men who know and use good tools, 


With Stanley Tools, dealers have a big advantage. 
The Stanley line is complete . . . not just one tool but 
a full line to top quality tools—all priced for easy sales, 


Stanley dealers, too, are backed by aggressive 
publication advertising that pre-sells interested 
prospects in every important market. Month after 
month, millions of sales messages direct readers to 
YOU ... the Stanley Dealer. 
It’s more profitable to feature the tools most 
. . . Stanley the favorite line every- 


MECHANIX 
ULUSTRATED 
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AA Aa AA POV NA ARNO tne 


ree 


50 CAWS \ Me William Magenau 


f=: Bristol Promotes 


XG Wm. Magenau 
(dervice to Dusty \ William Magenau has been ap- 
\ pointed field sales manager of the mill 
° 2am in bronze bearings is no accident. ‘ Ace al ae ee £4, 
Since 1900 Buckeye has been a pioneer in , * 


: He has been associated with the 
every bearing advancement. ‘ i company in sales work since 1943. 


Your nearest Buckeye Distributor is a recog- Previous to 1943 he was associated 
nized authority. From his adequate stocks of E with the Page Belting Co. as a sales 
Buckeye Standard Stock Bushings and Fully a a later = the oe a 
* * ICT O. aS a Sales engineer. e wi 
i amerean es cote Lior hang make his headquarters at the com- 
, E any’s main office in Waterbury. 
facturing Company, 6410 Hawthorne Avenue, ee ee a 


Cleveland 3, Ohio. NPA Appoints Anderson 


Abrasive Consultant 


Ralph O. Anderson, Norton Co. 
district manager in St. Louis, Mo., 
has been appointed by the National 
Production Authority to serve in its 
machinery division as abrasive consult- 
ant. 

Mr. Anderson will be on loan to the 
government as a representative of the 
abrasive industry. He joined Norton 








BARS - BEARINGS - BUSHINGS 
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Ralph O. Anderson 





Manufacturers of fine furniture are finding 
that Jewel Brand Natural Garnet Abrasives 
produce a better finish, faster . . . and at less 
cost than synthetic grits. 





Tougher, longer-lasting Jewel Brand Weldisks 
are used for the heaviest industrial duty .. . 
such as the grinding of mammoth manganese 
bronze propellers for our nation’s ships. 


Stainless steel, used extensively in the manu- 
facture of aircraft, is finished with specially 
developed Jewel Brand Aluminum Oxide belts 
that have helped set new production records. 





The rough surface, plus a heavy coat of paint, 
makes sanding the filling coat on machine 
tools a tough job .. . but not too tough for 
Jewel Brand “open coat” New Process paper. 





Whatever your customers’ ens tt 
abrasive needs... 


THERE’S A JEWEL BRAND COATED 
ABRASIVE to do every job, large or small, 
and to do that job quicker, cleaner at 
lower costs! And to help build your sales 
and profits, Jewel Brand Abrasives are 
backed by liberal advertising in The Sat- 
urday Evening Post and leading trade 
magazines. 


Abrasive Products, Inc. 
South Braintree 85, Mass. 


SHARPER, TOUGHER 


CUT COSTS! 
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1S ONE OF 
Y MANAGEMENT'S 
CHIEF CONCERNS 


Steel-Grip 





INDUSTRIAL 
Safety Apparel 


TRADE-MARK 


SELLING 


SAFETY MEANS 








ANAGEMENT directs its attention 

more and more to safety for employees. 
They leave the door wide open to you to 
help them in this important step. 

You can give them everything required in 
safety apparel with the Industrial line. You 
can give them the right kind of protection 
against every hazard and make excellent 
money in doing it. 

Each Industrial article is correct in every 
detail for its particular job. Each was de- 
signed and styled by experts who knew best 
how to combine durability, comfort, and 
full protection. 

Here is a source of supply that you can 
depend upon—here are sellers that are pur- 
chased in all seasons—here is a line that will 
make customers for you and establish con- 
tinuous sales outlets. 


- 
STEEL-GRIP OPEN END FINGER GUARDS 


The Finger Guard demonstrates how 
close Industrial is to the safety needs of 
industry. Since Industrial introduced 
Steel-Grip open end Finger Guards, they 
have been used successfully in every 
type of American industry. Ask for lit- 
erature describing the various types. 
SIZES FOR MEN AND WOMEN. 


INDUSTRIAL 
_¢ 


GLOVES + MITTENS 

HAND GUARDS 

ARM PROTECTORS 

LEGGINGS * SPATS * SHINGUARDS 
APRONS * COATS * PANTS 


Safeguards furnished in your 
required materials 


Jndlastrias 


1945 Garfield Street, Danville, Illinois 
(in Canada: Safety Supply Co., Toronto) 
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Gwynn L. Parrott 


Co. in 1912 and has served as abrasive 
enginecr and district manager in the 
midwestern and southwestern terri- 
tories. 
Gwynn L. Parrott, abrasive engi- 
neer in Illinois, will replace Mr. 
Anderson as St. Louis district man- 
ager. Mr. Parrott entered the abrasive 
division of Norton Co. in 1944. 


Know Your 
Measuring Tools 


All metalworking operations involv- 
ing a change in the shape of a work- 
piece necessarily require that certain 
measurements be taken. These may 
be exact to a tenth of a thousandth, 
or merely approximate, but there must 
be some means of making them. 

The following deals with the com- 
mon measuring tools used at the 
bench, the layout table and the ma- 
chine. The information given here is 
not directed to the operator who uses 
these tools every day, but rather it is 
intended to be of help to those who 
experience a definite need for clear, 
accurate but simple instructions to 
permit them to sell the tools. 


Seales and Tapes 


Of all measuring tools, the simplest 
and most common is the steel scale. 
his is usually 6 or 12 in. long, al- 
though other lengths, as 4 in., 18 in. 
and longer are available. Scales may 
be flexible or nonflexible, but the 


| thinner the scale, the easier it is to 


measure accurately because the divi- 


sion marks are closer to the work. 


As a rule there are four sets of grad- 


| uations, one on each edge of each 
| side. The longest lines represent the 
| inch marks. On one edge, each inch is 


divided into eight equal spaces, so each 
space represents 4 in. The other edge 
of this side is divided into sixteenths. 
The }-in. and 4-in. marks are com- 





Show Your Customers How To 


Combine 


BURRING - FINISHING 
CLEANING - POLISHING 


into one time-saving, precision operation 
in the production of defense and civilian 
PRODUCTS +« PARTS + ASSEMBLIES 


in all metals, plastics, glass, wood 


WHAT HAPPENS WHEN BRIGHTBOY 
ABRASIVE AND RUBBER WORK TOGETHER: 
A unique surfacing-smoothing action. It is burring- 
finishing-cleaning-polishing all in one. It cuts down 
production steps; can save up to fifty per cent in time. 


HOW BRIGHBOY SAVES PRODUCTION TIME 


Brightboy-finished cylinder dome, connecting rod, 
wrist pin and link rod—internal combustion engine. 


The rubber “cushions” the abrasive, facilitating the 
smoothing and finishing of even lightest-weight and 
semi-precious metals, as well as plastics, glass, wood, 
laminated and molded products. Brightboy’s versa- 
tility and adaptability transcend the scope of conven- 
tional abrasives. 


WHEELS, STICKS, 


RODS, BLOCKS 
for machine ond 
manual operations 


. Bridges the gap between the rough grind and the buff. 

. Works to close tolerances; can be shaped to contour. 

. Produces a wide variety of conventional and special 
finishes and patterns; frequently the final polish. 

. Requires no before-use preparation or dressing; no 
skilled labor to handle it. 


SOME BRIGHTBOY GENERAL-USES 
Removing light digs, tool and heat marks. 
Cleaning welded and soldered joints. 
Finishing dies and molds. 
Burring and finishing stampings, castings, machined 
and molded parts. 


RAO a ne chal 


You need Brightboy to round out your abrasive service 
to customers. You can do a big Brightboy business with 
a small, fast-turnover stock. It is a sales “natural” to push 
with related products, too: cutting tools, coarse abrasives, 
drills, ete. 





BRIGHTBOY IS ALREADY-PROVED FOR DEFENSE- 
PRODUCTS MANUFACTURE & MAINTENANCE 
Ordnance 
Internal Combustion & Jet Engines 
Airplane Parts 
Electrical & Electronic Equipment 
Transportation Equipment 
Instruments 


De ne cee Cree 


ATTRACTIVE DISTRIBUTOR 
FRANCHISES 
A PREFERENTIAL-RATING 
PRODUCT 


Some choice industrial 
territories are available. 
Write us for selected 
Distributor - Franchise in- 
formation. 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
6th Ave. & No. 13th St., Newark 7, N. J 


America’s 
Pioneer 
Manufacturers 
of 
Rubber-Bonded 
Abrasives 
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For Extra 
Heavy Duty 


Service 
HOW IT GRIPS 
A slope in the 
keyhole joins with 
the taper on the 
stud to form the 
tightest and 
strongest of grips. 
An exclusive 

Equipto design. 


a: 
' | i: 
t 


NO NUTS - 

NO BOLTS - 

NO TOOLS - 
ONLY A STUD 

for Speedy 

Shelf Assembly °*' 


PENDING 


DRAWER 
UNITS 





FREE 


“ae "Strateg | 
680 PRAIRIE 
Phone Aurora 9232 
AURORA, ILLINOIS 


Catalog, 


. ® win 7 


Div 4 a , pPaAMY SSS 
BIMS DRAWER UNITS TOOL TENDERS CARTS INSERTS COUNTERS BENCHES 


A NEW BETTER BASE FOR 
FRACTIONAL H.P. MOTORS.... 


SEND FOR 
COMPLETE 


$4.00 
INFORMATION only *6* each 
This new base is revolutionary in design and performance. When used in con- 
junction with variable speed pulleys, you can change the speed of your machines 
to meet varying conditions . . . and the change is made by merely turning the 
handle screw adjustment while the motor and machine are in operation. 


The Lovejoy Tilting Motor Base is adjustable in both width and length to accom- 
modate any style or type of motor up to % HP. At this low cost... only $6.00 
each ... you can’t afford to be without a Lovejoy Tilting Motor Base under every 
one of your fractional HP motors. Order yours today. 


monly made longer than the smaller 
division marks to facilitate counting, 
but the graduations are not, as a rule, 
numbered individually, as they are 
sufficiently far apart to be counted 
without difficulty. The opposite side 
is similarly divided into 32 and 64 
spaces per inch, and it is common 
practice to number every fourth divi- 
sion for easier reading. 


Simple And Vernier Calipers 


To measure diameters, calipers are 
used in conjunction with a steel scale. 
Outside calipers for measuring outside 
diameters are bow legged; those used 
for inside diameters have straight legs 
with the feet turned out. If the legs 
are joined at the top by a nut, they 
are called firm-joint calipers. 

Such types are adjusted by pulling 
or pushing the legs to open or close 
them. Fine adjustment is made by 
tapping one leg lightly on a hard sur- 
face to close them, or by turning them 
upside down and tapping on the joint 
end to open them. Old hands usually 
prefer the firm-joint and claim them 
to be more sensitive than other types. 
A variant of the firm-joint, has a 
small screw for making fine adjust- 
ments. 

Spring-joint calipers have the legs 
joined by a strong spring hinge and 
linked together by a screw and ad- 
justing nut. Early types were some- 
times disliked because of the time 
required to open and close them with 
the nut. 

Newer types, however, are equipped 
with a special nut which grips the 
thread tightly when under pressure, 
but slides freely over them when 
spring pressure is relieved. This makes 
them as easy to open and close as the 
firm-joints. Their particular advantage 
is that, once set, they will retain their 
setting, and are not changed by acci- 
dental knocks or by being pushed over 
the work. 

Accurate use of calipers requires 
considerable practice and the develop- 
ment of a sense of touch. In meas- 
uring a piece of work, the legs should 
pass over it with just a slight drag. 
If the caliper will just barely hang 
from the work without falling off, the 
pressure is about right. It is possible 
to force calipers over or into work by 
using too much pressure, and thus to 
introduce an error in the reading. 


Micrometer Calipers 


In much wider use than the vernier 
caliper is the micrometer caliper, com- 
monly called micrometer or “mike.” 
It consists of a C-frame with two 
gaging points. One of these, the anvil, 


LOVEJOY FLEXIBLE COUPLING CO. 


5079 W. Lake Street Chicago 44, Illinois 


Also Mfrs. Lovejoy Flexible Couplings, Universal Joints and Variable Speed Transmissions 


is fixed in the frame, while the other 
is on the end of a threaded spindle. 
Attached to the frame is a barrel which 
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UNITED STATES ELECTRICAL TOOLS OFFER 


AMERICA’S GREATEST LINE OF SNAGGING GRINDERS 


Comparisons prove that the United States Line of Electrical Tools is 
the greatest and most varied array of precision-designed and built 


QUALITY equipment. 


It’s this QUALITY which makes distributors 


build confidence and hold customers... just as it surely will for you, too. 





ADVERTISEMENTS— 
full pages in leading 
trade publications 
every month in the 
year—HELP YOU 
SELL. 








LINE UP 
AND PROFIT BY 
United States 
Electrical Tools 
Six-Point 
Distribution Plan 
. Full Line 
. Super-quality 
. Economical, 
competitive 
prices 
. Protection 
. Good profits 
. Selling helps 





FREE FROM 


LY 
R UNIFORM 
QUALITY GRINDING 


\), $. ADWUST ABLE SPEED 


. tasks 
SEL 66 will co 





WRITE TODAY FOR AVAILABLE TERRITORY 
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Flet Heed Pee wl Here’s what you can do to speed deliveries of 
ana — Chicago “Safety Plus’’ Screw products to your 
salts Set Screw customers during these days of shortages and 
slow deliveries: 
1. Urge them to standardize on “Standard” 
sizes. 
2. Urge them to order from you as far in 
advance as possible. 
3. Order your own supplies from us well in 
advance too, so you can maintain a full, 
Semi-Finished Nut well-balanced stock of ‘‘Standard” sizes in 
your bins at all times. 
This will result in greater savings over ‘‘special”’ 
sizes, less ‘‘\down”’ time for your customers, and 
speed deliveries all down the line. Our mer- 
chandising policy is based on complete cooperation with Industrial Supply 
Distributors and we pledge ourselves to make every effort to keep you well 
supplied with ‘‘Chicago’’ Screw products in “Standard” sizes. 


ASK FOR "'CHICAGO’’—AND GET “Safety Plus” 

















All Chicago ‘Safety Plus” cane." Sadty hed 

The Screw Products now come TaEATEC 

Cc lal Tey. Ucte) packed in this strong, eas- HEA 
SCREW COMPANY ier-to-see carton. Color 
identified labels mean 
2503 WASHINGTON BOULEVARD faster selection—greater 
BELLWOOD, ILLINOIS saving of time in stock 

rooms. 


Hexagon Head (ap Screws, Steel and Bross » Square Head and Headless Cup Point Set Screws » Semi-Finished Hexagon Nuts, Steel and 
Brass » Hexagon Castellated Nuts » Fillister and Flat Head Cap Screws » Taper Pins » Milled Studs » Socket Head Cap Screws » Socket 
Set Screws » Socket Pipe Plugs » Stripper Bolts or Shoulder Screws » Square Head Dog Point Set Screws © Keys, Assortments and Kits 
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houses the threaded spindle and con- 
tains a nut in which it operates. At- 
tached to one end of the spindle is a 
thimble which can pass freely over the 
barrel. The lower fip of the thimble 
is graduated into 25 divisions, and as 
the spindle thread is 40 tpi, each grad- 
uation on the thimble corresponds to 
0.001 in. The barrel is also graduated 
to show the number of complete revo- 
lutions of the thimble, so each gradu- 
ation represents 0.025 in. On some 
models, a vernier scale is also provided 
to permit readings to 0.0001 in. 

In regular models, the anvil and 
spindle end are flat, but various spe- 
cial forms are available. Ball-end types 
are used for measuring the thickness 
of curved surfaces; right-angle types, 
having one cylindrical and one flat 
face, for the wall thickness of tubing; 
and conical-pointed types for compar- 
ing thread diameters. It is to be noted 
that this type will not measure the 
actual root diameter of a V thread, 
but is useful for comparison against 
a standard when cutting threads, and 
for measuring in small grooves where 
a standard micrometer could not be 
used. 

For actual measurement of threads, 
the spindle end is pointed, and the 
face of the anvil has the same form as 
the threads to be measured. Readings 
taken with this tool give the pitch 
diameter of the thread. Large-diame- 
ter anvils are used for measuring paper, 
sheet rubber, cardboard and similar 
materials. 


Squares And Protractors 


To check whether one surface is 
exactly at right angles to another, a 
steel square is required. This consists 
of a rectangular bar, the stock, with 
a thinner blade permanently attached 
to it and accurately ground so the 
angle between blade and stock is ex- 
actly 90 degrees. 

Sometimes the blade is made re- 
movable or adjustable so it projects 
a greater or less distance from the 
stock. Extra blades are often supplied 
with this type, with the ends ground 
to commonly used angles such as 45 
and 60 degrees, for octagons and 
hexagons; or at 59 degrees, the cutting 
angle of a drill, and 41 degrees, the 
angle of countersunk screw heads. 

More commonly used than a simple 
square is the combination square. As 
its name implies, it combines the 
functions of several tools, and serves a 
wide variety of purposes. It consists 
of a hardened steel scale and a mova- 
ble head. 

The utility of this tool is increased 
by various attachments. The protrac- 
tor head, commonly called a bevel pro- 
tractor, can be attached to the scale, 
adjusted to any position on it, and 








Just about. It takes that many 
different bi 
sure that you—big user or 
small user—get exactly the 
right pump you need. 

That's why we manufacture 
Worthington centrifugal 
pumps in over 10,000 stand 





Are 10, 000 pumps enough for you? 


and DN (built-in motor) are 
made in capacities from 10 to 
1800 gpm, heads to 535 ft., 
with 40 sizes of pump casings 
and 200combinationsof frame- 
mounted designs. 

pee oe nce inter- 





combinations of capacities, 
heads, casings and mountings. 
Types CN (frame-mounted) 


h bility of 
Get the habit wee ine for 

a Worthington— you'll get ex- 

actly the pump you want. 





The Fruit Was 
in a Sweat 


...and So Was 
the Pump 


They suddenly began having a hot 
time of it at a fruit and produce 





company near the Dillon Supply 
Company in Raleigh, N.C. 

A centrifugal pump used in their 
system had called it a 
day, “and the temperature was ris- 
ing in the rooms where the produce 
was kept. Without refrigeration, 
the perishables would have indeed 
perished. 

But a frantic call to Dillon lo- 
cated, in the distributor's stock of 
Worthington centrifugal pumps, 
exactly the size needed. Prompt de- 
livery . . . and not a lettuce leaf 
was allowed to wilt 

It’s another example of the wis- 
dom of depending on your Worth- 
: Diatrib No distrib 


Type CN, frame- 
mounted, isareal" ‘any- 
drive” 
oe by electric mo- 

or, V-belt, orany other 
kt of mechanical 
power 





























Type DN is the famous 
Worthington Monobloc 
design — compact, stream- 
lined, with built-in motor. 
On both types, liquid ends 
are interchangeable, and 
can be equipped with 
either conventional pack- 
ing or mechanical seal 


WORTHINGTON | 
= Se = 





The Customer 


than a Worthington distributor. 














eee eee eee == - 4 


Can't 
“Stick” You. .. 


No matter what pump specification he has... you can give him 
exactly what he wants—If you handle the Worthington line of 
standard centrifugal pumps... 10,000 standard combinations of 
capacities, heads, casings and mountings. 

As we keep telling your customers in ads like this one—No dis- 
tributor offers more pumps . . . no distributor offers more value in 
pumps... than the Worthington distributor. 

Worthington Pump and Machinery Corporation, Pump and 
Compressor Merchandising Division, General Offices: Harrison, N. J. 


WORTHINGTON 


iad AALS —— 
Sih KS 


THE GOOD RIGHT ee HAND OF INDUSTRY 


POWER TRANSMISSION: 
sheaves, V-belts, variable speed drives 


THE 6008 unt HAND OF INDUSTRY 


AIR COMPRESSORS, 
water-costed, ciecocted, C00 By cy cee ee oe oe oe oe oe oe oe oe oe ed 











PUMPS 
aunties power, rotary, steam 


AIR COMPRESSORS: 
water-cooled, air-cooled 


INDUSTRIAL DISTRIBUTION © JUNE, 1951 








RSON 
WTON 
ILES 


“ALLIGATOR” “CARSON”-“NEWTON” 


SWISS PATTERN AMERICAN PATTERNS 


FOR YOUR FILE ORDERS 


Carson Newton Distributors can be sure that they have 
the right file for any job their trade may have, that it will 
give satisfaction and bring repeat business. 


Today our plant is at top speed serving AMERICA. 
Perhaps we can serve you. 


YOU CAN’T BUY OR SELL A BETTER FILE 


CARSON-NEWTON CO. BELLEVILLE, N. J. 


YOURSELF 
To More 
and Better 


PUMP 
SERVICE 


With this illustrated booklet, you can 

help yourself to more efficient, economi- 

cal service from your Viking Rotary 

Pumps. Defense needs now require part 
of our production. We strongly urge, therefore, 
that users follow instructions in this FREE man- 
ual MM to help maintain longer service from 
your Viking Pumps. 


FOR YOUR COPY, JUST CLIP THIS AD AND 
SEND IT TO 





Pume Company 


Gite lol al well Hm Loha'ze| 
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turned and locked at any desired 
angle. Some types have the head on 
only one side of the blade, others 
have it extending on both sides. 
Simple protractors consist of a semi- 
circular steel plate, graduated in de- 
grees, and having a straight-edge piv- 
oted at the center point. This arm 
may be swung to any desired angle and 
locked in place. For more accurate 
work, the universal bevel protractor is 
used. This has the stock slotted to 
permit the blade to pass through, and 
the blade can be adjusted in or out. 


Height & Surface Gages 


For measuring and marking off verti- 
cal distances from a plane surface, the 
vernier height gage is indispensable. 
It consists of a vertical scale attached 
to a foot which is ground flat and 
true. The member which slides on 
the scale carries a jaw to which a 
hardened steel scriber may be clamped. 

To use the tool for layout, the edge 
of the scriber is adjusted to the re- 
quired distance above the foot by 
means of the vernier. The gage and 
the work are then placed on a surface 
plate, and the necessary layout lines 
scribed with the scriber. If the re- 
quired lines are below the height of 
the gage foot, a special offset scriber 
will be required. 

In taking a measurement, the lower 
face of the scriber is used, and the 
slider is brought down until the 
scriber just contacts the work surface. 
[he foot must be held down firmly, 
and care used in adjusting the vernier, 
as it 1s quite easy to use too much 
pressure and thus lift the edge of the 
foot clear of the surface plate. To 
make sure the adjustment is correct, 
slide the gage clear of the work, and 
then slide it back again. 


Miscellaneous Gages 


Thickness gages, commonly called 
fecler gages, are thin strips of flexible 
steel of known thickness, usually made 
up in groups of from 10 to 25 differ- 
ent pieces, and hinged to fold into a 
handle like a pocket knife. Each leaf 
may be used separately or in combina- 
tion with others. They are used for 
checking clearances between surfaces, 
and for similar work where no other 
tool is practical. ‘They must be 
handled carefully to avoid kinking or 
nicking the edges. 

Radius gages consist of groups of 
steel blades, made up in pocket knife 
style, with accurately formed radii on 
their ends. Usually, the blades at one 
end of the holder are for convex radii, 
and those at the other end for concave 
radii. On some types, the radii are 
formed tangent to one edge of the 
blade for greater convenience in check- 
ing corner radii and fillets. Individual 
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How to Increase Your 


Sealing Compound Sales and 
Profits with MEY 





You in business constantly strive to increase your sales 
and profits. That is fundamental! But how to do so can at 
times, become quite a problem. It need not be, as some 
1,250 stocking jobbers from border to border and coast 
to coast will attest, their pipe joint sealing compound 
sales increased considerably after they started stocking 
Key-Tite and Key Graphite Paste. 

WHY? 

Through constant hard-hitting advertising and sales pro- 
motion, plus a free, liberal introductory sampling program 
...Key Company throughout its 35 years, remains the 
leader in its field. 


Key-Tite and Key Graphite Paste are recognized by 


2621 McCASLAND AVENUE 
EAST ST. LOUIS, ILLINOIS 








| 
L 


your customers as superior sealing compounds... second 
to none... Your customers also know that “you get what 
you pay for,” and they prefer quality... especially 
when it can be had for a few pennies more. 


Key sealing compounds are competitively priced .. . 
affording you a larger margin of profit. In addition, 
cooperative advertising and sales promotion wins new 
customers—and these new customers purchase other items 
besides sealing compounds. That's not all... inquiries 
developed by our advertising are passed along to the 
“stocking jobber,” so that he may fill the order “from stock.” 


Mail the coupon today and find out how fo increase your 
sales and profits through stocking Key sealing compounds. 


Dn? 





- 
1 





KEY COMPANY, 2621 McCasiand Avenue, East St. Louis, Illinois 
Gentlemen: 


Please send me a sample of Key Graphite Paste and Key-Tite together 
with complete information regarding your distributor plan. 


Company Name 
Address 
Individual 


Position 





INDUSTRIAL DISTRIBUTION © JUNE, 1951 





ii AI a ty 





serves consumers’ defense-production needs 


-e-ebuilds distributor sales! 
a 


For production line work, overhead-mounted 
flexible shaft machines are a real convenience 
Motor and mechanism are out of the way and 
flexible shaft conveniently located. To meet 
your requirements, review all models of STRAND 
flexible shaft machines. Model shown is 
three-speed vertical type for overhead 
mounting it is available in 
YH. P. to 1'4 H. P. inclusive 











BENCH MOUNTING 


Here is convenient flexible shaft equipment that 
can be mounted on bench right near the work. 
Portable to the extent that it can be taken 
from place to place. For steady, fast production, 

consider the bench-mounted flexible shaft 
machine as part of your production setup 
Model shown is three-speed mounted on swivel 
type adjustable bench column. Available in 4% H. P. 











FLOOR MOUNTING 


The floor-mounted flexible shaft machine is one 
of the most popular. It can be moved from place to 
place. Amply powered, the standard is out of the way 

while the head is light and easy to work with. 
Model shown is three-speed mounted on 
swivel yoke adjustable floor type tripod 
Available in 4 H. P. to 1% H. P. inclusive. 








STRAND flexible shaft machines are known for their quality and outstanding per- 
formance. They have long life and the stamina to take hard work with the least amount 
of interruption. There is a complete line to choose from—write for catalog 31. 


Write for information on Distributor Arrangement 


STRAND 


FLEXIBLE SHAFTS 
and 
FLEXIBLE SHAFT MACHINES 


TULSA 


NLA, STRAND DIVISION 


SALES OFFICES: CHICAGO © BALTIMORE * 
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blades are also available in sets with a 
detachable handle, each blade being a 
separate unit and having both internal 
and external radii of the same size. 

Angle gages are similar, but have the 
ends of the blades ground to the more 
commonly used angles. They are par- 
ticularly useful for checking angles on 
tools and dies, and in locations where 
a protractor cannot be used conven- 
iently. 

Screw-pitch gages are used to de- 
termine the pitch of threads. They 
consist of thin leaves whose edges are 
toothed to correspond to standard 
thread sections. Successive leaves may 
be placed on a thread of unknown 
pitch until some one leaf is found to 
coincide exactly, and the pitch can be 
read. 

Other gages are wire gages, tap and 
drill gages, center gages, and drill 
point gages. 


Roebling Company Appoints 
Whiting Sales Executive 


John A. Roebling’s Sons Co., Tren- 
ton, N. J. has appointed Walter 
Whiting Chicago district manager of 
the electrical wire division. He has 
been associated with the company 
since 1929, starting as a warehouseman 
in the Portland branch. The following 
year he was transferred to the office 
staff, and in 1935 became a salesman 
in the Oregon territory, the position 
he held until his recent appointment. 

With headquarters in Chicago, the 
sales territory covered by Mr. Whit- 
ing’s new assignments includes: Wis- 
consin, Minnesota, North Dakota, 
South Dakota, Iowa, Nebraska, Kan- 
sas, Missouri, Illinois, Indiana and 


part of Michigan. 


Walter Whiting 





Hand and Motorized ‘SWIVELOADERS”’ 


WINCHES a et f == fill and trim dry bulk materials 
f up to 2” lump size into cars, 


enable one man to lift— é B bins and storage spaces 
or move—heavy loads ’ / at low cost. 


—up to 3000 pounds. 
Bulletin No. 1046. 


Ask for Bulletin No. 340. A 
Di gnsdecry 4 PLACES HE POY af ean og emis rd] 


peeeeeer ARNOLD ARS IES) 
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SA i S-A 


CAR PULLERS .: = “TELLEVEL”’ 


Automatic Bin Level Regu- 
lators control material level 
automatically in bins, 

tanks, storage piles. 


multiply manpower. 
One man can move up 
to six loaded cars. Any 
firm with a switch 
track needs one. 


e-> 


Bulletin No. 1048. 


Bulletin No. 1339. 
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S-A 
BOX CAR LOADERS 


save time and labor in load- 
ing and trimming loose, small 
lump materials into box cars. 
One man can operate. 


EP ne all 
cg w wrae va Vue aston d ind fe 5 


SACO 


adapt standard full speed 
motors to any speed desired. 
Saves floor space, installation 
costs and maintenance. 


Bulletin No. 643. 


OR oe TT be th OI toe 


Bulletin No. 948. 


ours to Sell Without Stocking 


These equipment items are naturals for you. Almost every industry 
is a possible buyer—particularly those concerned with saving Get the facts—write 
time and money in handling materials. S-A “Cost-Cutters” are for complete information. 
effective “door openers” in developing new accounts...and your eetemadmemhamnaal 
men can sell them readily on regular calls. You make a full dis- pa a shinnah aaaeatiie 
tributor’s profit—YET THERE IS NO NEED TO CARRY will be sent to you promptly on 
STOCK. We make drop shipments to your order. Our flexible open request. Look inte the possibilities 
“feat fi A . of these proved sellers. There's a 
distributor policy requires no investment by you...and there are powerful sales story back of each 
no territorial sales quotas to meet. For extra profits at no addi- item. Write 
tional selling cost—round out your line with S-A Equipment. 


STEPHENS-ADAMSON 


8 RIDGEWAY AVENUE, AURORA, ILLINOIS MFG. CO. LOS ANGELES, CALIFORNIA * BELLEVILLE, ONTARIO 
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ORRIN ce soa 


TEAR = 


TYPE N 
CUT-OFF 


YOUR HAIR! 


Short on top quality circular saws? Stop 
Worrying! We're in the business of quick- 
ly supplying, from our big stock, circular 
saws to meet your every need 
Your industrial accounts are fully pro- 
tected by BLADE. Our sows are sold only 
through distributors 
BLADE Brand Circular Saws are made 
from the finest quality alloy saw steel . . . 
scientifically heat-treated. They are 
tough, smooth running and free from vi- 
bration uniformly set and filed. Each 
is individually packaged 
DISTRIBUTORS! BLADE Brand Cir- 
cular Saws assure you customer 
satisfaction. BLADE'S better dis- 
counts permit you to give better 
service at a profit 


WRITE FOR THE NEW BLADE CATALOG 
AND PRICE LIST TODAY! 


STYLES 
Rip, Cut-Off 
Combination & 
Hollow-Ground 


909 W. 3rd Ave. 
Columbus 8, Ohio 





Rodney C. Gott 


Gott Named Vice President 
American Machine & Fdry. 


Rodney C. Gott, formerly assistant 
to the president, has been named a 
vice president of American Machine 
& Foundry Co, New York 

He will supervise the activities of 
three of AMEF’s subsidiaries, and di 
rect the operations of the company’s 
commercial research and develop 
ment department, the Lowerator dis- 
penser division, and sales and dis- 
tribution of AME’s Wahlstrom tools 
and jet tobacco curer. 


Son Succeeds Waite 
President Hunting Supply 


Stanford H. Waite has been clected 
president of the Hunting Supply Co., 
Inc., Watertown, N. Y. He succeeds 
his father, William H. Waite 

Ihe latter is retiring from active 
participation in the business with 
which he has been identified for 45 
vears. The new president will con 
tinue in his established law practice 

W. Harold Quimby will continue as 
vice, president, and Homer F. Bart 
lett will remain secretary and treasurer 
of the company. 


Correction 


In the May issue of INpusrrRiat 
DisTRIBUTION, it was stated in error 
that Industrial Suppliers, Inc., La- 
Grange, Ga., had recently added Julian 
Still to its sales staff 

Mr. Still has been with Industrial 
Suppliers, Inc., for the past ten years, 
and in the words of the president of 
the firm, “has done an outstanding 
sales job and has contributed greatly to 
the rapid growth of the company.” 


INDUSTRIAL DISTRIBUTION © JUNE, 1951 





ECONOMY 





PRODUCTS 


They Lead 
in Quality and Sales 


@ Economy Screw Machine Products have 
proved themselves in making production 
economies and in helping plant managers 
to step-up efficiency. They meet the rigid 
standards of today’s manufacturing needs 
and pay the distributor well for his effort. 
Large numbers are needed and this busi- 
ness can be yours. Send for descriptive 
circular. 


ECONOMY MACHINE PRODUCTS CO. 


. Lawrence Ave. Chicago 30 


a 
—HARRIS— 
Industry's Supply House for 


FLOATS 


and @ tanks @ coils @ bends @ expansion 
joints @ kettles @ dippers @ evaporators @ 
coolers @ heaters @ chemical apparatus @ 














We can give you FLOATS in Stainless Steel— 
Copper — Aluminum — Monel — Nickel — 
Everdur. Our more than 65 years in this busi- 
ness is yours to help you give your customers 
the best and to enjoy good business. 


ARTHUR HARRIS COMPANY 
210-218 N. Aberdeen St. Chicago 7, Ill. 

















each year a million of these 


MAGIC SAVERS OF MAN HOURS 


pat 


, j ° i y eee os}. a 
Greater production with less waste © In thousands of homes across the Mall manufactures hundreds of The “teamwork” tools in the timber! 
of materials and men! More and @ country, men and women alike tools to save time and money on Mall Tools are preferred by timber- 
more Mall Tools are on the job in e@ receive both pleasure and profit construction work. men all over the world. 

every industry, making bigger » from their Mall Tools. 

profits possible. 


e@ MORE THAN 1000 DIFFERENT TOOLS 

e 38 MALL FACTORY SERVICE BRANCHES 
e@ OVER 10,000 MALL DEALERS 

e GAS, PNEUMATIC, ELECTRIC POWERED 


Today, Mall Portable Power Tools contribute greater 
benefits to every phase of American living . . . saving 
time, money and man-hours wherever they’re used. The 
Mall Dealer is making bigger profits because of the 
preference for a better tool to do a better job. Send for 
the complete Mall story and the catalogs listed below. 





~~ 
MODEL 143T MALL DRILL 
—Y%" capacity in wood— i 
Y2"’ in metal. 2500 free 
r.p.m. Can be run off 1500 
watt generator. 
eeeeeveveee 


ELECTRIC IMPACT 
WRENCH—'4" capacity 
—Used for drilling, ream- 
ing, topping. Heavy duty 
reversible motor. 

eeeeevevece 


PNEUMATIC TOOL KIT— 
Six separate tools with one 
motor unit. Grinds, sands, 
polishes, runs nuts. 
eeeeoee#232ee8e 


MODEL 71 ELECTRIC SAW 
—2%" depth cut—7” com- 
bination rip and crosscut 
blade. 

eeeeoeeeee? 


MODEL 1£12 ELECTRIC CHAIN SAW 

Cuts timber up to 12”. Lightweight 

aluminum. Furnished with ¥"’ chain. 
e@eeeeeeeeeeeeee @ 





FLEXIBLE SHAFT 
MACHINES — A 
complete line for 
grinding, sanding, 
buffing, polishing, 
die grinding and 
die making. 


MALL DRILL 
STAND 


= 
— 4) 
MALL TOOL KIT 
—Model 149. 4%” drill with 
many useful attachments. 
eeeeee#2e¢#3s 


%”" 4” 
Mall Drills. 
MODEL 27800 MALL PLANE 
—Ve"’ depth cut. Has two 3” 
cutting knives—built-in trig- 
ger switch. 


MODEL 87 SAW TABLE 
— Converts saw into 
stationary tool. Has 22” 
x 18” top. 
eoeeeeoeeeese 


e@eeeseeeeeneeeeeee @ eee30«eheeeese 


SEND FOR THESE CATALOGS Mall Too! Company 


7803F S. Chicago Ave., Chicago 19, Iilinois 


Seseithes the trea ay a Please send me the catalogs checked below: 
proper care \"\ 4 v (CD Hobbyist Catalog [[] More Holes in a Hurry [] Mall 
and use of drills. | gene @ 2. Portable Power Tools. 


k NAME a: 
Complete cata- 
log of all Mall | See / Ee eee 


Portable Power > ee 
Shows the Mall Hobbyist Line Tools, lest gp) << ADDRESS Ve »- 
' eee — — 


of portable power tools, cmeunicanniiiemmniiiad 


| | aa 


eeeeeeeveeset*eeseeeneeeeoeseseeeee ee @ 
@eeeeeeeeeeeeeneneeeeeeee @ 
eeeoevoevevneveveeneeee2e2e2e0208 08080808 
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WESTON (622hé, 
ALL- METAL THERMOMETERS 


_ AVAILABLE IN THESE 3 TYPES 


All-metal dial types with stainless 
steel stems, in straight and angle 
forms. Scale lengths 3”—6” and 9”, 
with stems from 242” to 72”. Avail- 
able as testing thermometers, and for 
general purpose and heavy duty service. 
Ranges from —100 to +1000°F. AIll- 
metal construction prevents breakage, 
assures dependable accuracy for longer 
periods. 


~ 
— 


H CONTACT MAKING THERMOMETERS 


Combines the features of the all-metal in- 
dicating thermometer with an alarm or 
control device. Has adjustable contact arm 
mounted in the glass and bezel. Supplied 
to make contact on increasing or decreas- 
ing temperatures. Has positive magnetic 
type contacts. Contact rating ... 100 ma 
at 110 volts a-c; 50 ma at 110 volts d-c. 


Stem lengths 242” to 24”. 


MAX-MIN® THERMOMETERS 


Equipped with a manually set red index 
which moves up or down scale with 
pointer, remaining at extreme tempera- 
ature reached until reset. Thus one 
reading gives present temperature, 
and maximum or minimum reached 
since last reading. Available in scale 
lengths of 6” and 9”—stem lengths 

2142” to 24”. 


Literature describing Weston ail-metal, as 
well as electrical and glass thermometers, 
sent on request. WESTON Electrical Instru- 
ment Corporation, 602 Frelinghuysen Ave- 
nue, Newark 5, New Jersey ... manufacturers 
of Weston and TAGliabue instruments. 
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BACK ORDERS, of which there are 
more and more every day, are retyped 
by Jeanette Luce at Rickert Industrial 
Supply Co., Milwaukec 





Manhattan Rubber Honors 
25-Year Employees 


Seventy-three employees of Man- 
hattan Rubber Div., Raybestos-Man- 
hattan, Inc., Passaic, N. J., who com- 
pleted 25 years with the company 
during the past year, were honored 
recently. 

The ceremony took place at the 
seventh annual dinner of the Manhat- 
tan Pioneers, attended by over 600 
active and retired veterans and wives. 
The new class, the largest since Man- 
hattan Pioneers was organized in 1945, 
joined a group of 436 active employ- 
ees with services running from 25 to 
57 vears. 

This is believed to be a record in 
the North Jersey industrial area. 





EDWARD BARWELL has _ been 
named industrial relations coordinator 
of Worthington Pump & Machinery 
Corp., Harrison, N 





so — 


The entire Chain Belt advertising and promotion program is de- 
signed to make your selling job more effective. A constant supply 
of new and attractive selling “tools” is available for the asking. 
These “tools,” when properly applied, are sure to make your selling 
effort more productive... give you a big advantage over competition. 


ay 


When you're selling the complete line of Rex products, you are 

constantly backed by a hard-hitting national advertising campaign 

in leading trade publications. These compelling atreinneens 
make literally thousands of preliminary calls for you... familiarize” 

your prospects with the advantages of Rex products... help lay the” 
groundwork for a good selling job. 


Then, too, ‘you have available attractive, detailed product litera- 
ture which may be distributed over the counter, on calls or through 
the mail; there are bulletins directed to specific industries such as 
lumber, rock products, agriculture, sugar, etc.; new self mailers 
which are sure to bring inquiries are always available; maintenance 
booklets, giveaway notebooks, counter displays, sample boards... 
they’re all part of the Chain Belt advertising picture. And to top it 
all, we have what we sincerely believe is the best general catalog 
in the business. Published in 1950, it’s 800 pages of just the infor- 
mation you need to sell Chain Belt products. 

Remember, too, that the Chain Belt line is a complete line, and 
that Chain Belt quality is always top quality. They’re two more 
reasons why you'll find it pays in many ways to sell Rex. For more 
information write to Chain Belt Company, 1622 W. Bruce Street, 
Milwaukee 4, Wis. 








CHAINS AND SPROCKETS 
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Carry Buckingham 


. THREAD 
RESTORERS OTHER 


QUICK-MOVING 
ITEMS 





— “Protecto” Grips 
. i ‘ : 
---and watch the sales ring U PE rubvicr dictectric 
plastic grips, for slip- 
Just a few turns of a Buckingham Thread Restorer fixes up ping snugly onto pli- 
battered, distorted, rusted conditions on any male threads— ers handles. Provide 
SAE, ASME, pipe, or tapered. Models easily adjustable to insulation and sure 
wide range of root diameters. Require no change of dies. 9°'P- Display card 
This exclusive type tool is creating substantial sales. More ee ee Serr M 
3 ’ sellers. y ins / "ES 

Buckingham Thread Restorers are consistently advertised to Cummins Announces | erger 

a big list of industries. So, hitch onto Buckingham demand. Tool Pouches Of Sales Organizations 
Attractive discount! Get extra profits now! Order today or Different types with ‘ 
write for complete variety of pockets. Merger of two wholly owned Cum- 
eiatie Sul cutee ” to a root ove. a ren ——— by sone mins sales and service organizations 
to root diam. . leavy leather, stitche . Jie sale . ra- 
proposition. ” 0 2%," root diem. 12.00 pe dase eames with Cummins Diesel Sales Corpora 
” to 4” root diam. 27.50 of workmen and hob- tion, and the appointment of a gen- 
” to 2%" root diam. 21.00 byists want them. eral manager, was announced by Cum- 
mins Engine Co., Inc., at Columbus, 

WRITE . 


* Ind. 
for Literature! William B 


W. B. Lawrence 














BUCKINGHAM MANUFACTURING CO., INC. 
69-71 Travis Street Binghamton, N. Y 





Lawrence, formerly 
Cummins Engine Co. regional man- 
ager for the Rocky Mountain Region 
has been named goneral manager of 


the Sales Corporation. 
Subsidiaries affected by the merger 
iy:\e does tT no are Cummins Diesel Sales Corp. of 
Illinois at Chicago and Cummins 
other eye) | can do! g Diesel Sales & Service of New York 
Inc., at New York City. These two 
organizations are now identified with 
Cummins Diesel Sales Corporation, 
which also: includes Cummins dealer- 
ships with operating headquarters at 
St. Paul, Minn.; Omaha, Neb.; In- 
dianapolis, Ind.; and Memphis, Tenn. 





Muschamp To Head 
Philadelphia ASME 


AT LAST! AN OPEN-END ji! George M. Muschamp was elected 
RATCHET WRENCH —the chairman of the Philadelphia Section, 
world’s first true universal wrench. American Society of Mechanical En- 
A patented design for age om gineers, at the ASME annual meet- 
—— Souls as on makers of ing. He is vice president in charge of 
from 39” to 4”. Smallest effective advanced tools engineering for Brown Instruments 
ratcheting arc yet—5° to 712°. for industry Div., Minneapolis-Honeywell Regula- 
TAC will also do every job any tor Co. 


ek cua ae Robert W. Worley of United Engi- 


ens of single-purpose hand tools. neers & Construction, Inc., was 
elected vice chairman; James A. Quaid, 

Martin Quaid Co., was chosen treas- 

q 4) urer, and C. C. Franck, Westinghouse 

vs rapes Electric Corp., was chosen secretary. 


| ta egistere 


4 ee 4 41 TUBING APPLIANCE CO. [he present membership of the 
+ ‘ a | 1 ! 7112 South Victoria « 10321 Anza Ave. « Los Angeles, Calif Philadelphia section of ASME now 
: a totals 2,200. 
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“po”... 
“ESA”... 
“MO”... 


“NPA”. . 
“OPS”... 


ai = STILL 

Sees 
~~ HOME RUBBER Performs 
“s\ “UIN"-(usual) Service...calling for 
recourse to every possible means 


of communication and transportation 
... and KNOW-HOW 


BELTING Any manufacturer, with average intelligence, can meet the average 
Transmission requirements of distributors and users. But let something unusual 
Conveyor happen . . . let someone need something special . . . in a hurry 


Elevator . then see how far a much-touted service goes. 


Home Rubber boasts of its service as a source of supply for mechani- 
HOSE cal rubber goods . . . the very unusual nature of the calls made 
upon it has demanded an organization with know-how to meet the 

Steam © Acid @ Mill © needs of both old and new customers in full defense production. 

Chemical @ Creamery ® 

Suction © Water © Air For example: many orders are received as long distance calls .. . 
© Jetting © Sand Blast © = special handling of orders is part of every-day operation . . . the 
Fire | unusucl in mechanical rubber goods is taken in stride as easily as 
standard merchandise . . . rush “DO” orders are as common as 

those which require regular procedure in filling and shipping. 


ING Home Rubber, having grown for almost three-quarters of a century 
Sheet and Rod Packings = 4, the UN-usual, has long since demonstrated its ability to SERVE 
for every purpose . . . gained its Know-How the hard way many years ago. 


“N.B.O.” |. . the original BLACK SHEET PACKING... 


THE HOME RUBBER COMPANY 


FACTORY: TRENTON, NEW JERSEY 


New York, 80-82 Reade Street New York - WOrth 2-4460 
OFFICES: Chicago, 168 N. Clinton Street TELEPHONE: Chicago - CEntral 6-0601 
Trenton, 31 Woolverton Avenue Trenton - 5-617] 
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all 


gain 


with 
PEORIA 


A sensible factory sales policy protects you when you sell PEORIA 
CHAIN. Keep your customers ... and keep them happy by stocking 
high quality PEORIA CHAIN.. 
malleable iron chain. Order now or write for free catalog. 


.a complete line of every size 


DETACHABLE CHAIN 


H CLASS 
REFUSE CHAIN 
PINTLE. CHAIN 


700 CLASS 
PINTLE CHAIN ROOF-TOP 
TRANSFER CHAIN 


ROLLER TOP 
TRANSFER CHAIN 


ELEVATOR 


¢ CLASS 
ans “COMBINATION” 


CHAIN 


PEORIA MALLEABLE CASTINGS Co. 


FT. OF ALEXANDER ST., PEORIA, ILLINOIS 
CHAIN MAKERS FOR OVER 30 YEARS 
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F. R. Dickerson 


Roper Names Dickerson 
General Manager 


F. R. Dickerson has been promoted 
to general manager of the pump divi- 
sion of the Geo. D. Roper Corp., 
Rockford, Ill. 

Mr. Dickerson studied at Beloit Col- 
lege and the University of Illinois. 
He started his business career with 
Roper as sales engineer in 1935, and 
became sales manager in 1948. 


Collier Appointed 
NAAD Secretary = 


Raymond L. Collier has been ap- 
pointed executive secretary of the 
recently organized National Associa- 
tion of Aluminum Distributors, Cleve- 
land. He has had some 25 years 
of experience in trade association ac- 
tivities. 

Mr. Collier is a member and past 
president of the Cleveland Chapter 
American Trade Association Execu- 
tives, the national professional organ- 
ization of trade association managers. 
In 1950 he won an award for the 
Gray Iron Founders Society, for out- 
standing accomplishments. 


American Steel & Wire 
Promotes Lloyd G. Depner 


Lloyd G. Depner has been ap- 
pointed manager of sales personnel and 
organization of American Steel & 
Wire Co., Cleveland, Ohio. 

His new assignment represents ad- 
dition of sales organization duties to 
his previous responsibilities. 

Mr. Depner started with the com- 
pany as a Fenn College co-operative 
student in 1937. Since 1947 he has 
been manager of sales personnel in 
the sales department. 





Summa 
Cum 
Laude 


-.. in the science of anti-friction 


Congratulations to you and your men on your approaching com- 

pletion of =cr’s ‘‘Refresher Course’’ on how to get the most out of bearings, 
how to give your customers better service than ever. Now that you're nearing 
“graduation,” we think you'll agree with us that “the more you know, the 
more you’re worth”. . . and that your customers will be equally 

positive in their feeling that you and your men are the place to turn to when 
they want the utmost in bearing economy, long life and low maintenance. After 
all, 20s always supplies the right bearing for the right place . . . and you 

know what to recommend. 


BALL AND ROLLER BEARINGS 


SKF INDUSTRIES, INC., PHILADELPHIA 32, PA. 
—manufacturers of s%F and HESS-BRIGHT bearings. 
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MORE TOOL SALES FOR YOU 
AS PLANT CONSTRUCTION 
AND MAINTENANCE SOARS 


Sell the Greenlee line of 
timesaving tools...in greater 
demand than ever before 


Here are electricians’ tools designed spe- 
cifically to turn hard, tedious jobs into simple, 
fast ones. Here are tools in big demand... 
talk about them on every call and profit hand- 
somely. 

GREENLEE 
HYDRAULIC 
PIPE AND 
CONDUIT 
BENDERS for 
quick, easy on- 
the-job bend- 
ing of pipe and 
conduit. With 
a Greenlee one 
man in but 
minutes makes 
smooth, pre- 
cise bends in 
Pipe up to 5’, 
rigid and thin- 
wall conduit, 
tubing, bus- 


bars. 


CONDUIT and PIPE BENDERS Owners report 
as high as 75% 
savings in man hours and the cost of many 
manufactured and fittings is entirely 
eliminated. Compact, portable, easy to set u 
and operate exactly when and where wiancrt 
In timesavings alone the Greenlee often pays 
for itself on the first job. 


GREENLEE HAND 
BENDERS for quickly 
making small radius bends 
in steel, copper, brass and 
aluminum tubing, conduit 
or pi Especially de- 
ietohen make neat bends 
up to 180° for sharp nooks 
and corners. Several types 
and sizes 


bends 


1 


awl 


HAND BENDERS 


GREENLER KNOCKOUT 
PUNCHES AND CUTTERS 
for making smooth openings 
up to 444" in 1% minutes or 
less in metal, hard rubber or 
bakelite. Simply operated — 
tur with an ordinary 
wrench Eliminate tedious 
drilling and filing. Another big 
timesaver, too, is the Greenice 
HvdraRam Knockout Punch 
Driver, a powerful portable 
hydr tool which drives 
Gre Knockout Punches 
10-gauge metal in a jiffy to make 
openings for 14” to 4” conduit 

OTHER GREENLEE TIMESAVING 
TOOLS: Hydraulic Pipe Pushers; Electricians’ 
Auger Bits; Bell Hangers’ Drills; Bit Exten- 
sions ; Expansive Bits; Joist Borers; Spiral Screw 
Drivers; Automatic Push Drills and many others, 


KNOCKOUT 
PUNCHES 


through 


TOOLS FOR CRAFTSMEN 


GREENLEE 


Write today for sales facts, descriptive literature and 
salesmen's catalog pages on the Greenlee Line. 
Greenlee Tool Co., 1926 Herbert Ave., Rockford, Ill. 


350 


RUSH ORDER occupies Carl Hance, 
Hamlin Gaines and Claude McCredie 
of Montgomery & Crawford, Spartan 
burg, S. C. ‘The basket cart helps in 
assembling small items from stock. 





Bland Elected 
To Trans-Lux Board 


Chester Bland, president of The 
Ohio Electric Mfg. Co., Cleveland, 
was recently elected a member of the 
board of directors of ‘Trans-Lux Corp., 
N. Y. 

He succeeds Mrs. Anna Rosenberg 
who resigned following her appoint- 
ment as assistant secretary of defense. 
Mr. Bland, in addition to his posi- 
tion with Ohio Electric, is a director 
of several industrial firms including 
Che Leland Electric Co., Dayton. 


Westinghouse Names 
Niederauer Manager 


Harry L. Niederauer has been ap 
pointed manager of advertising and 
sales promotion for the Westinghouse 
Lamp Div. in Bloomfield 

Mr. Niederauer succeeds Herbert E. 
Plishker, who has become lamp sales 
manager for Westinghouse. Mr. Nie- 
derauer has been assistant manager of 
idvertising and sales promotion for the 
past seven years and will keep his head- 
quarters in the Bloomfield plant. 





SALESMAN Arthur Clark discusses an 
order with E. E. Owens, vice president 
and general manager of C. E. Thurston 
& Sons, Norfolk, Va 
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BALL- 
BEARING 


GRINDERS 


Nationally Advertised for Years 


Baldor builds a complete line of bench and pedestal 
type grinders (including the Special Carbide Tool 
Grinder shown above). 6” to 12” wheels balanced for 
smooth operation and precision grinding. Lubricated 
for life. 


Distributors: 


YOU BULLETIN 
321-E? 


BALDOR 

ELECTRIC COMPANY 
4364 Duncan Ave., 

ST. LOUIS 10, MO. 











¢ 


NO. 92 
BENCH PUNCH 


Lever Type 
Uses same 
punches, 
dies, and 
working 
ports as 

No, 91 


W. A. WHITNEY 
PUNCHES 


e The depth of throat on this 
No. 92 is 10°°—weight 165 Ibs.— 
capacity 4g" to 2’ (same as No. 91). 
A valuable yisa hing 
punch and die that notches angles 
up to 1¥2"xllo"xle" and cuts a 90 
notch. All W. A. Whitney Punches 
carry our guarantee and you can 
supply the proper punch for any 
job. Distributors get some fine busi- 
ness from selling the W. A. Whit- 
ney line of Punches. 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, III. 























Power house, Middlesex General Hospital, New Brunswick, N. J. Insulation is 
"Featherweight" 85% Magnesia. Plumbing & Heating Contractor: Richordson 
Engineering Company, New Brunswick 

Architects Alexander Merchant & Son, New Brunswick, N. J 

Engineer: Runyon & Corey, Newark, N. J 


oS f 
Neer snade Asbestos . 


Keashey & Mattison has made it serve 
mankind since 1873 


KEASBEY & MATTISON 


COMPANY-AMBLER: PENNSYLVANIA 





RANGES OF KEASBEY & MATTISON LOW PRESSURE INSULATIONS 





INSULATION 





DUPLEX 














AIR CELL 








FINE CORRUGATED AIR CELL 








SPECIAL FINE CORRUGATED AIR CELL 








SIMPLEX "SUPER SHRUNK" 

















“FEATHERWEIGHT” 85% MAGNESIA 
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Most efficient and practical 
insulation up to 600 F.— 


FEATHER WElanT, 
B/) MAGNESIA 


IGHLY efficient... completely practical 

.easy to apply—no wonder 85% 

Magnesia is the most widely used insulation 
in its field today! 


Here are facts about “Featherweight” 85% 
Magnesia—facts that are reasons why this 
is such a popular and profitable insulation 


for distributors, contractors, and users: 


DELIVERS HEAT WHEN AND WHERE ITS 
WANTED! ‘Featherweight’ 85% Magnesia 
withstands temperatures up to 600° F. with- 
out loss of insulating value. Alternate heat 
ing and cooling, wetting and drying do n@t 
affect its insulating properties. 


STRUCTURALLY STRONG—PERMANENTLY EBe 
FICIENT! “Featherweight” insulation, though 
lighy in weight, is strong. It can withstand 
intermittent or continuous vibration; rea 
sonable amounts of compression. 


EASY TO HANDLE — EASY TO APPL¥! 
“Featherweight” can be shipped, stored, 
and handled without any special precau- 
tions. It fits snugly to contours without 
breaking; is easily sawed or cut; can be 
applied with a minimum number of tools. 
SUPPLIED FOR ALL NEEDS: In block form for 
flat, curved, and irregular surfaces; in sec- 
tions and sets of segments for standard 
pipe sizes. 


Keasbey & Mattison “Featherweight” 
85% Magnesia is one of the complete 
line of K&M Insulations covering the 
low pressure field. We'll be glad to 
send you information on any or all of 
these insulations. 














MARKAL 








PAINTSTIKS 


A Good Sales 
Addition to your Line 





@ Small item for big turnover 
@ A type for every marking job 
@ A time-saving tool for industry 


FOR COLD SURFACES | 
PAINT- | 


MARKAL 
STIK is made in a 
number of types for 
cold surface marking 
down to 
low. It will mark on 
any surface regardless 
of condition—oily, icy, 
wet, dry, rough, sleek. 





@ FOR HOT 
SURFACES 
MARKAL PAINT- 
STIK marks hot sur- 
up to 2000°F 
will not run, 
peel, crack or 
discolor. Several types 
for all high tempera- 


WHAT MARKAL PAINTSTIK IS 


aint in stick form—easily handled, easily 
pplied, Fade-proof and Weather-proof 
C nates old paint pot and brush. Saves 

s' time and cuts costs. POSI- 


> 


yur customer 
TIVE, PERMANENT records 


® A NECESSARY TOOL 
BARK AL PAINTSTIK is known as a tool 
™ 


y users and you sell it as such It has 
@qua! value and more in some cases to many 
@f the small tools in shops, plants and fac- 
fori: Every industry a potential user. 


@ AVAILABLE IN COLORS 
h type MARKAL PAINTSTIK 
lors entifically se ti 

E ial code 

rements 


ected 


conform 


Special colors for 


@ PACKAGED TO SELL 
d MARKAL PAINTSTIK eas 
and stock *oint-of-sale helps 


Supported by national adver- 
tising. 


%& SAMPLE SENT FREE 
See for yourself the great value 
PAINTSTIK. Try a sample 
it is loaded with tst 
Complete deta W 


and learn why 
anding selling points. 
| be given you 


Established Users in Your Territory 


MARKAL COMPANY 


3094 W. Carroll Ave. 
Chicago 12, Ill. 





-50°F and be- | 


is made | 


»of MARKAL | 


» REX SUPPLY CORP. 


a Salt 


A NEW WING has been added to the Rex Supply Corp.’s building in Houston. 
Popular feature is side entrance on parking lot for Will Call customers. 





NPA Limits Supply of Binder And Baler Twines 


The National Production Authority, 
U. S. Department of Commerce, acted 
recently to prevent hoarding of binder 
and baler twines needed to harvest 
the nation’s crops. 

NPA issued order M-58 limiting 
distributors’ and farmers inventories of 
binder and baler twine to 60 days sup- 
ply or a minimum practicable working 
inventory, whichever is less. 

This action will prevent excessive 
accumulation of inventory and insure 
more equitable distribution of the 
available supply. 

NPA said present production is suf- 
ficient to meet normal demand, but 
pointed out that recent heavy buying 
has raised the threat of a shortage of 
twine. January 1951 domestic sales of 
10,724,500 lb. of baler twine and 
2,963,900 lb. of binder twine were 
double the December 1950 rate. 

NPA pointed out that seasonal 
business may continue to stock ad- 
vance inventories ever though they 
exceed 60 days supply,‘provided such 


action can be shown to be a long- 
standing practice of such companies, 
and if it can be demonstrated that 
such inventories are in keeping with 
current harvest demands. 

NPA added that imports purchased 
prior to landing may be added to in- 
ventories already on hand without re- 
gard to restriction, but that the re- 
sulting total must be reduced before 
any additional domestic twine may be 
purchased. 

The order covers: 

1. Binder or binding twine—single 
yarn twine containing agave, manila, 
istle, jute, coir, hamp, cotton or paper, 
suitable for use in harvesting ma- 
chines, containing at least 10 percent 
by weight of lubricant, measuring 500 
ft. to a lb. with a 5 percent tolerance, 
containing insect repellant and pack- 
aged in 5 to 8 Ib. balls, 6 to 10 balls 
to a bale. 

2. Baler twine—single yarn of agave 
fiber used in self-tying hay, straw or 
other fodder baling machines. 





NIGHT SNACK before bowling is enjoyed by E. J 


Andress, Bud Pollman, Herb 


Owens and Ken Keegan of Baldwin-Hall Co., Syracuse, N. Y. 
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Selecting the “lay” 
of wire rope 


@ An important characteristic of a wire 
rope is its /ay—the relative directions in 
which wires in the strands, and strands 
in the rope are twisted. 


In regular lay rope, the wires in the 
strands are twisted in the opposite direc- 
tion to the strands in the rope. 


However Jang lay rope—in whith 
wires and strands are twisted in the sathe 
direction—offers several advantages: 


@ it flexes better 5 


@ it has more resistance to abrasion 
@ it has more resistance to bending fatigue 


When choosing /ang lay, be sure to 
specify that it be “preformed”. An extfa 
operation in the manufacture of Upsan- 
Walton’s LAYRITE preformed rope 
forms the wires and strands in a fixed 
spiral. This frees each part from intergal 
stress. Years of rugged service have 
shown that Upson-Walton’s LAYRITE 


wears longer, cuts maintenance costs, 


Specify it on your next tough job. 


THE UPSON-WALTON CO. 


CLEVELAND, OHIO 
NEW YORK e CHICAGO e PITTSBURGH 


wire rope « rope fittings 


e tackle blocks 


MATCH YOUR WIRE ROPE TO YOUR FITTINGS AND BLOCKS...ONLY UPSON WALTON OFFERS ALL THREE 
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Huge volume of shipping means 
cars must be kept moving... 


Shippers cond receivers of freight are very desir 
ous of cooperating with railroads in getting cars 
unloaded and away from sidings as quickly as 
possible. They do a much better job when they 
are equipped with ATLAS CAR MOVERS. Because 
production is at a new height and going higher 
you have a wonderful opportunity for selling 
ATLAS Car Movers. So now is the time it will 
pay off in a big way to stock ATLAS,—the car 
movers known for Speed- 
Efficienc  - Dependability 
and that all important 
requirement, POWER. 


Atlas Perfect Spurs—made o 


circle is the part that does the big 
giving longer wear developing job 











APPLETON-ATLAS CAR MOVER CORPORATION 
1421-25 South Second St. Milwaukee 4, Wis. 


Formerly Appleton Car Mover Co., Appleton, Wis. 




















looks more like a busy, little 
beaver than a wise, old owl 
these days. But WHO’ is still — 


of YORK, PENNA. 


Even though we haven’t been able to produce all of the pre- 
cision, ‘‘milled-from-the-bar’’—Cap Screws, Set Screws, 
Milled Studs and Coupling Bolts you folks would like to have 





—we’ll do our utmost to help you satisfy those customers 
who depend on you for ‘‘the best.”’ / 
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Karl W. Osterstrom 


Binks Mfg. Co. 
Adds Pump Division 


The Binks Mfg. Co., Chicago, has 
added a pump division, to deal pri- 
marily with material handling pumps. 
Karl W. Osterstrom, a specialist in 
the design and development of air- 
operated hydraulic pumps has been 
ippointed manager of the new divi 
sion in charge of sales, engineering 
and development. 

Before joining Binks, Mr. Oster- 
strom was in charge of research and 
development for leading manufac- 
turers of air-operated pumping equip- 
ment. 


Flexible Steel Lacing 
Loses J. W. Gillespie 
J. W. Gillespie, Flexible Steel Lac- 


ing Co. representative for Texas, 
Louisisana, Arkansas, and Oklahoma, 
has been called back to active military 
service. He is a captain in the 443rd 
Communications Squadron of the 
Air Force at Hensley Field, Dallas, 
l'exas. 

For the present the company will 
keep his territory open in anticipa- 
tion of his return. 


Federated Appoints New 
Houston Credit Manager 


Federated Metals Div., American 
Smelting & Refining Co., has ap- 
pointed W. M. Nickerson as credit 
manager of their office at Houston, 
l'exas. 

Mr.» Nickerson was formerly as- 
sistant credit manager for Federated’s 
Eastern department, which included 
New York, Newark, Perth Amboy, 
I'renton and Pittsburgh. He has been 
with the company for six years. 





Famous wis> 


news 


... for every purpose 


CUTS STRAIGHT 


METAL MASTER SNIPS 
Outstanding new development in snip 
design and construction. Compound 
leverage produces amazing cutting 
power with minimum effort. For the 
most intricate jobs involving inside 
holes, circles, complicated patterns, 
etc. Overall length 10”. Rubber grips 
recommended. 


STRAIGHT CUTTING 
SOLID STEEL SNIPS 


STRAIGHT CUTTING 
SOLID STEEL SNIPS 


For workers who do not need the spe- 
cial qualities of Wiss inlaid snips. 
They meet government specifications. 
For garages, machine shops, home 
workshops, the farm, ete. 4 sizes from 
8” to 1214” long. 


INLAID BLADE 


M2 


INLAID BLADE 
STRAIGHT CUTTING SNIPS 
The basic snips for straight metal cut 
ting. Gun metal finish handles. Tough 
crucible steel inlaid blades. Popular 
because of cutting ease and long life 
5 sizes from 915” to 1444” long. 


NO. V19 COMBINATION 
CUTTING SOLID STEEL 


NO. V13 


TOMBINATION CUTTING 
SOLID STEEL SNIPS 


Strong, well made, solid steel combi- 
nation pattern snips. Will cut curves 
and irregular shapes with ease. Accu- 
rately tempered jaws and strong bolts 
No. V19 13” long, 3” cut. No. V13 is 


handy pocket size, 7” long, 15,” cut. 


Metal Cutting Snips 


INLAID BLADE COMBINATION SNIPS 


INLAID BLADE 

COMBINATION SNIPS 

Made with straight blades, but ground 

and shaped so they readily cut curves 

and irregular shapesas wellas straight. 
2 sizes—124%” and 131%” long. 


NO. 5 INLAID 
BULLDOG 
HEAVY-DUTY SNIPS 


INLAID BULLDOG 
HEAVY-DUTY SNIPS 


For cutting monel metal, stainless 
steel, Allegheny metal and other tough 
alloys. Invaluable for bench work for 
cutting strap iron bands. Regularly 
tested on 18-gauge galvanized iron. 
17” long, 24%” cut. Also made in pop- 
ular 16” size of solid steel No. Al6,. 


Quality for more than a century 


J. WISS & SONS CO., NEWARK 7, NEW JERSEY 
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EVERLASTING 
VALVES 


Mean ‘Everlasting’ Protection 
on these duties 





VICE PRESIDENT Arthur G. Hueb- 
ner, Jr., of Hardy & Dischinger Co., 
Toledo, watches as Oline Cunningham 


totals orders for the day. 
GENERAL SERVICE 


Wherever frequent use and quick 
operation is required for a 


1 id t 
SED pel” These valves have out. STEAM JACKETED 


side stuffing box and gland. Assure continued free flow of Reading Chain & Block 
any material which congeals at | 


ordinary temperatures. | Announces Name Change 

Ihe Reading Chain & Block Corp., 
Reading, Pa., has changed its name to 
Reading Crane & Hoist Corp. The 
change of name does not affect the 
capital structure, personnel, owner- 
ship or production of the company, 
but is merely more descriptive of the 
company’s operation. 

Up to 1918, principal products of 
the company were chain and chain 
blocks, but since that time, its produc 


FIRE PROTECTION BOILER BLOW-OFF tion has been chiefly cranes and elec 


Closing type for inflammable ti- Quick-opening, also hand. tric hoists. 

quid emergency shut-off, or open- wheel operated Angle and | : mone 7 
acpi Inmediele sed natin ‘“¥"* types and combination BOILER WATER COLUMN Management will continue to be 
assuring immediate and positive units meeting ASME Code i E . ‘ 
action with weighted pendulum requirements for pressures With indicator and locking device. under Fred A. Howard, president; 
stop. up to 600 psi. Meets ASME Code requirements. ] 











Philip K. Howard, vice president; and 


EVERLASTING FEATURES Frank M. Howard, secretary-treasurer. 


For more than 40 years, EVERLASTING VALVES have been known for their - 
ingenious design, simple sturdy construction, and long trouble-free life with 
low maintenance expense. Some of their distinctive features are: 

Quick-Action . . . opened or closed with less than a quarter turn of the operating 
lever. 


Straight-Through Flow ... the disc cannot become loose and accidentally check 
the flow. 


Drop-Tight Seal . . . constant contact of disc and seat at all times prevents dirt 
or scale from getting between. 


Self Regrinding . . . the disc rotates on the seat with each operation, thus regrind- 
ing the sealing surfaces. 


No Wedge Action . . . all parts move between parallel faces. 
Write for bulletin describing EVERLASTING VALVES in detail. 


EVERLASTING VALVE COMPANY 


49 Fisk Street, Jersey City 5, N. J. 


Everlasting Valves 








INVOICING PROBLEM at the 
Onondaga Supply Co., Syracuse, N. Y., 


>. la everlasting protection is discussed by bookkeeper Lillian Mar- 


tin and typist Josephine Mondo 


Trede-Mark ‘EVERLASTING’ REG. U.S. PAT. OFF. 
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COIUMBIAN VISES 


COLUMBIAN MACHINISTS’ 
VISES 

Columbian Malleable Iron 
MACHINISTS’ VISES are guar- 
anteed unbreakable! In addition 
to their exceptional strength, 
Columbian engineering has built 
into these vises the finest mechani- 
cal perfection and special features 
appreciated by users. Made in all 
standard sizes — 3’ to 8” jaw 
widths equipped with replaceable 
tool steel jaw faces. 


COLUMBIAN 
HYDRAULIC VISE 


Simple, two- 
pedal foot con- 
trol leaves both 
hands free. 314" 
jaw widths and 
6" jaw openings. 
Precision manu- 
facturing and 
tested quality 
quarantee posi- 
tive operation 
and dependable 
power. 


© SAVES TIME 


° SPEEDS 
PRODUCTION 


* ACCURATE WORK 
POSITIONING 


COLUMBIAN HINGED 
PIPE VISES 


Long Pipe Jaws made of tool steel 
are furnished in 14" to 2” size up 
to and including the 14%" to 414" 
size. Selflocking hook is easy work- 
ing and unbreakable. Malleable 
iron castings provide extra strength. 
Cold rolled steel screw and handle. 
Sizes for holding pipe size from 14" 
up to 12” inclusive. 


COLUMBIAN 
WOODWORKERS’ VISES 


Continuous Screw — Rapid Acting 
Columbian Woodworkers’ Vises 
are finding increased uses in many 
plants particularly for the more 
ordinary types of pattern work. 
These durable low cost vises are 
sturdily built with jaw openings up 
to 12 inches. 


COLUMBIAN ADJUSTABLE 
JAW -SWIVEL BASE VISES 
Adjustable jaw vises are valuable 


wherever a wide range of work is 
required. With pin in place swivel 
back jaw is locked — parallel jaw 
vise. Removal of pin allows adjust- 
ment of back jaw to a firm grip on 
irregular or tapered pieces. All 
standard sizes with jaw openings 
up to 9”. 


THE COLUMBIAN VISE & MFG. CO. 


9025 BESSEMER AVENUE ° e 
THE WORLD’S LARGEST 


CLEVELAND 4, OHIO 
MAKERS OF VISES 
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"PAID FOR ITSELF 
ON Sao’ SOB!" 


SHAFT : industrial 
EDU Sart publications 
have many time-saving applications but users often find a 
Foredom REPAYS IT’S COST on ONE JOB through eliminating TO STIMULATE 
an expensive disassembly and re-set job on such tasks as SALES 
removing high spots on gears and touching up tools or cutters 


in @ production set-up. The secret’s in Foredom’s extra small 
handpieces which handle like a pencil and penetrate into spots FOR you! 
inaccessible for other tools. e 


Get your 
share of 
Forcdoms ote profitable additions to ALL 3 departments SxSRA 
} hang interchangeable) produce versatility to a marked PROFITS! 


fay + nope LIBERALLY ABOUT THE Brown Heads Promotion 
LANT for emergency and every-da ‘ P 
Tape coe is negligible. Prices ar as For Delta Power 1 ool 





Richard J. Brown 


Quality Tested Since 1922 Richard J. Brown has been ap 
SEE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR. IF HE CANNOT SUPPLY : l - 
YOU WRITE TO US. MAIL COUPON FOR CATALOG. pointed advertising and sales promo 
*FOREDOM ELECTR tion manager of the Delta Power Tool 
TRIC CO., Dept. F-2242 ;' 1] . 
27 Park Place, New York 7, N. Y. Division of the Rockwell Mfg. Co., 
Send your catalog No. F-2242 Name Milwaukee, Wis. . 
” showing different uses of Fore. Address oe Previously he has been director of 
dom Flexible Shaft Machines City & Zone advertising and sales promotion of the 
Crane Packing Co. of Chicago. Be 
fore joining Crane, he was assistant to 
the advertising manager of the Build- 
ing Materials Div. of the Armstrong 


MR. DISTRIBUTOR: oe 


Amann Heads. Salés 
SULFLO POINTS THE WAY Yale & Towne Stamford Divs 
TO REPEAT SALES AND STEADY PROFITS Ww 

















A. Charles Amann has been ap 
pointed general sales mapagér of the 
YOUR CUSTOMERS WILL STICK TO YOU Stamford Div. of The Yale & Towne 

WHEN You sett THEM SULFLO Mfg. Co., succeeding Meade Johnson. 
Mr. Amann was formerly industrial 
sales manager. 

In his new post, Mr. Amann will 
‘It FOR THEM direct all sales of products manufac- 
Sticks tured at both the Stamford and Salem 

pe ae SULFLO No. 1 For hand thread. gy me Yale & rane 
| ing, tapping and uly as industrial sales manager 
: Joh brush on jobs. This patented cutting after a five-year association with the 
. ‘a oil with active undissolved sulphur in Illinois Lock Co.. where as vice presi- 

suspension saves time and tools. Cuts 


perfect threads. dent he directed all trade and indus- 


trial sales. 





SULFLO MACHINE-KUT For all ‘ 
OTHER SULFLO ; types of Kennametal Inc. 
QUALITY PRODUCTS pipe threading machines. This SULFLO product 
SULFLO ALL-PURPOSE is also recommended for machining of high Announces Appointments 
(Cutting Compound) alloy steels. It is a sulphurized fluid type cut- ¢ : ’ 
PENETRATING OIL ting oil, transparent on work. Kennametal Inc., Latrobe, Pa., has 
PIPE JOINT COMPOUND SOLD TO THE TRADE appointed Gordon Kimball applica- 
0 Fcc + Tow THROUGH SELECTIVE OUTLETS tion engineer for the district office in 
SOLDERING FLUXES Springfield, Mass. 

(Liquid & Paste) F. O. Hill has been made applica- 
LAYOUT LIQUID SULFLO, INC. tion engineer for the district office in 
ELIZABETH 4, N. J. Cleveland, Ohio. He was transferred 

from the Cincinnati office. 
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‘ 
--eOUR DISTRIBUTORS 


Mi We appreciate your skill and salesmanship — 
your cooperation in bringing to industrial users the 
time-and-cost-saving advantages of Ettco-Emrick 
Drilling and Tapping Equipment. There’s no 
better time than this to express our thanks for 
your efforts in the past and to assure you 

of our continued cooperation. 

Here’s a hearty handclasp and best wishes for 
continued success with the Ettco-Emrick 

lineup! We'll be looking for you at the 

Triple Industrial Supply Convention 

at San Francisco, June 11th to 13th. 

BOOTH 219 


ETTCO TOOL CO., INC. 
600 JOHNSON AVENUE 
BROOKLYN 6, N. Y. 


Air-Electric 
Tapping - 
Machines 


Air-Foot Oper- 
ated Tapping 
Machines 


Visible Grip 
Tap Chucks 


Adjustable Mul- 
tiple Spindle 
Drilling and 


Fixed Multiple Spin- 
dle Drilling and 
Tapping Heads 


Tapping 
Attachments 


Electric indexing Fixtures 


Keyless - 
Ball Bearing Drill 
Chucks 


INDUSTRIAL DISTRIBUTION © JUNE, 1951 


EA 











MEANS 
VALUE! 


Rugged value 
for the buyer... 


Goodwill value 
for you... 


Whichever way you look 
at it, there’s value in 
Magor brands. Master — 
Power—Digwell—Arrow— 
Bull's Eye or Gold Target 
...every one has value built 
right in. Designed for hard 
going—from the normal- 
ized steel blade to the 
seasoned ash handle. All 
Magor shovels are precision 
balanced for easier 

work. If you value your 
customers’ goodwill, 

stock Magor’s 

simplified line. 

Write today for 

illustrated 

price list. 





MAGOR 
CAR CORPORATION 
SHOVEL DIVISION 
50 CHURCH ST., NEW YORK 7, N.Y. 


NEW HOME of Dabney-Alcott Supply Co., Inc. is located at 45 West Virginia 


St., in Memphis, Tenn. 





Goodyear Tire & Rubber 
Promotes Michael J. Gress 


Michael J. Gress, a member of 
wholesale field operating at The 
Goodyear ‘Tire & Rubber Co., Akron, 
Ohio, since 1928, has been appointed 
manager of the department. He suc- 
ceeds G. L. Wright who resigned re 
cently. 

A member of the Goodyear organ- 
ization for more than 22 years, Mr. 
Gress joined the company in 1928 
at Harrisburg, Pa., in a sales capacity. 
He first joined the company’s whole 
sale field operating department at 
Akron in 1943. 


Norton Co. 
Announces Changes 


Robert W. Johnstone has been 
made credit manager of the Norton 
Co., Worcester, Mass. He succeeds 
John Miller, who has retired after 28 
years with the company. Mr. Miller 
will be retained as credit consultant 


and will assist the treasurer’s office on 
financial problems. 

In 1940 Mr. Johnstone joined Nor- 
ton Co.’s credit department, and was 
made assistant credit manager two 
years later. He had had a total of 
thirty-three years experience in the 
field. 

Three Norton abrasive engineers 
have been transferred to new terri- 
tories. Sidney B. Wetherhead, previ- 
ously covering Maine, New Hamp- 
shire and Vermont, has been assigned 
to the eastern Massachusetts territory 
to assist Raymond J. Forkey. 

Charles A. Babbitt, formerly serv- 
ing North Carolina and Virginia, will 
take over the Maine, New Hamp- 
shire, and Vermont territory to suc- 
ceed Mr. Wetherhead. He will oper- 
ate under the direction of Fred W. 
Elya, northeastern district manager. 

Richard D. Burdette has been ap- 
pointed abrasive engineer to succeed 
Mr. Babbitt in North Carolina and 
Virginia. He will work under the di- 
rection of Leroy K. Behr, district 
manager. 





FACTORY SALES REPRESENTATIVES and sales executives of The Deming 
Co., gathered recently for a three-day sales conference in Salem, Ohio, to hear of 
new developments in the firm’s extensive line of pumps and water systems. 
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STRAIGHT LINE 


QUALITY that starts with Duti-Rated, high hardness, pre- 
cision helical gears, assembled into rugged cast housings 
of compact, streamlined design. 


ECONOMICAL to buy because the latest, most accurate high 
production machine tools assure rapid production with 
exceptional accuracy for long wear life. Economical to 
operate because simplified construction, minimum number 
of moving parts, direct splash lu’srication, quality work- 
manship—all hold maintenance to a minimum. 


FOOTE BROS. manufactures a complete 
line of enclosed gear drives to meet any 
requirement. 


Hygrade 
Enclosed Worm 


Line-O-Power 
Double Reduction 


Line-O-Power 
Triple Reduction 


EFFICIENCY—Straight line design with Duti-Rated helical 
gears gives efficiencies of 96%, or higher. 


Line-O-Power Drives are available in double or triple 
reductions for capacities from 1 to 200 h.p. with ratids 
from 5 to 1 up to 238 to 1. 


FOOTE BROS. GEAR AND MACHINE CORPORATION 
4545 S. Western Blvd. mee 9, — 


FCDTESBRO S. 





Gear Drives 


Bellr Power Tra Peorion 


WRITE FOR BULLETIN LPB 


| Foote Bros. Gear and Machine Corporation 


Foote Bros.- 
Louis Allis 
Gearmotors 


j Name 
Company 
Position 
Address 
City 


Maxi-Power 
Helical 
Gear Drives 





Dept. ID, 4545 S. Western Blvd. 
Chicago 9, Illinois 


Please send me a copy of Bulletin LP# on Foote Bros. Line-O-Power Drives. 
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for so little 
more 


This True Ball Joint Makes the Difference 


2 BRONZE SEATS 
No question about it, Darts are made to give extra value 
much more for only a littke more. Take the seats! They're both made of 


non-corroding bronze to give resilience and top resistance to corrosion 
and pitting. 


ATRUE BALL JOINT 

Then to give perfect contact 
locks out leaks 
ground. 


the wide-bearing area that 
each is precision-machined. And, finally, spherically 


HIGH TEST MALLEABLE IRON 


The nut of a Dart as well as both ends is made from 
practically indestructible, high test, air-refined malleable iron. It’s your 
guarantee of top resistance to stress, 
stretching and wrenching. 


CY, 
“mg 


For satisfied customers sell Darts. 


DART UNION COMPANY 


362 


The Fairbanks Co. 
Boston 


Providence 5, Rhode Island 
Distributors 


New York Pittsburgh 


UNIONS 
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A, F. Reinking 


Worthington Pump 
Promotes Reinking 


A. F: Reinking, formerly assistant 
sales manager, has been named man- 
ager of the Steam Turbine Sales Div. 
of Worthington Pump & Machinery 
Corp., Harrison, N. J. Mr. Reinking 
will make his headquarters at Worth- 
ington’s Wellsville plant. 

Mr. Reinking was graduated from 
Rose Polytechnical Institute, then 
completed the Worthington Student 
training course in 1927, and was as- 
signed to the New York district of 
fice 


Allis-Chalmers Names 
New Representatives 


Arthur B. Kinley and Wayne L. 
Smith have been named general ma- 
chinery division sales representatives 
in Alhs-Chalmers, Milwaukee, Wis., 
district offices in the West. 

Mr. Kinley has been assigned to the 
Spokane office where he will specialize 
in selling equipment for the cement, 
mining and rock products industries. 
Mr. Smith, an electrical engineer, is 
now with the Denver district office. 

Melvin L. Scott has been named a 
general machinery division sales repre- 
sentative in Allis-Chalmers Shreveport 
district office. He will specialize in 
the sale of small pumps and motors. 


Century Electric Makes 
Helm Milwaukee Manager 


William Helm has been appointed 
district sales manager of the Mil- 
waukee district sales office of the Cen- 
tury Electric Co. of St. Louis. 

Mr. Helm. is a graduate of Kansas 
State Electrical Engineering School 
He has been in the Century’s Atlanta 








“4 PEAK PRODUCTION LOADS 
NEED DEPENDABLE 


POWER 
TRANSMISSION 
EQUIPMENT 


Dick Power transmission and conveying equip- 


ment has, as a result of many years of service, earned 


an enviable record of performance. 


The Dick name 


on transmission and conveying equipment guarantees 


greater efficiency . . . longer life . . 


. and all ‘round 


dependability that add up to superior operating serv- 


ice under peak load demands. 


Welded steel construc- 
tion. Light in weight yet 
extremely strong. 
They're easy to install. 
Available in a wide 
range of sizes fora'l gen- 
eral conveyor setvices. 


DICK ROPE V-BELT DRIVES 


V-Belt and sheaves operate with 
engineered efficiency. Give maxi- 
mum service with minimum stretch 
. . » Resilience maintained. 
Sheaves carefully 

balanced and ac- 

curately ma- 

chined to mini- 

mize belt wear. 


R. & J. 
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COMPANY, INC. 


SAN FRANCISCO, CALIF. 


Scientifically designed 
—electrically welded 
construction. Light in 
weight. Easy to install. 
Maintain exact shape 
under all loads. 


POWER TRANSMISSION 
EQUIPMENT! , 


DICK’S BALATA BELTING 


Constructed of hard surface, closely woven duck. 
Thoroughly impregnated with Balata Gum. Free 
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from stretch and 
shrinkage — and 
moisture resistant. 
High in power 
transmission effi- 
ciency. All "Dick- 
belts'’ guar- 
anteed. 


PASSAIC, N. J. 


SEATTLE, WASH. 








William Helm 


and St. Louis offices for the last ten 
years. 

He takes the place of C. R. Price 
who has been resident sales engineer 
in Milwaukee for 30 years. 

At a recent meeting of the Board of 
directors R. N. Hill a member of the 
board was appointed vice president in 
charge of operations. Joyce Pillsbury a 
member of the board and assistant sec- 


[NATION WIDE retary was appointed to the position of 
- 


secretary. 


CULLMAN Distributors tics tevin ve 


° . The board of directors of American 
are rendering loyal service __ sting & Refining Co, New York, 
has elected Stuart H. Levison vice 
Throughoutthe nation Cull man distributors areloyallyand promptly president in charge of zinc and coal 
meeting requirements of their trade for Cullman Sprockets and operations. a ; 
. : : : Mr. Levison joined the Smelting 
Cullman Roller Chain. These jobbers are fortunate in representing ' : 
é bs Co. after his graduation from Colum- 
a manufacturer who normally maintains a remarkably large stock. Somes 2 
‘ ‘ Sgn 3 bia University in 1912. In 1930 he be- 
In normal times this stock has been as high as 80,000 sprockets. came identified with the company’s 
This often permits delivery at a surprisingly early date. Delivery coal and zinc operations and. trans- 
of most items is now being made on the rapid service basis for ferred his headquarters to the New 
which this company is nationally known. York office in 1932. He has been gen- 
eral manager of coal and zinc since 





— . , Cullman Sprockets are the result of 56 years of 
CULLMAN specilization in designing and producing nothing 
but power transmission units. Both stock and 
SPROCKETS special sprocket requirements are manufactured 
: under the strict Cullman policy of making a qual- 

ity product. 





Cullman Roller Chain is manufactured by men 
CULLMAN whose individual experiences in power transmis- 
sion chain covers over 30 years of design, manu- 


ROLLER CHAIN facturing and engineering. Cullman chain stock 


sizes range from 42" to 1%” pitch in single and 
multiple strands. 


CULLMAN WHEEL COMPANY « 1347 M. Altgeld St. « Chicago 14, Ill. 


CULLMAN 


WELCOME : 
to Booth 710 Triple aller Chatu QUERY from a customer is discussed 


industrial Supply Convention by Tom B. Hill, president of the Stanco 


San Francisco, California $s PR  @) CKE TS and CHA IN Co., Dallas, and Walter F. Lyman, 


southwest sales manager of Latrobe 
Electric Stee] Co. 


INDUSTRIAL DISTRIBUTION © JUNE, 1951 





YOST 
QUALITY VISES 


for Real Sales Appeal 


“YOST” IS CONTINUALLY IMPROVING ITS PRODUCT 


Every vise in our complete line has been re-designed to give the 
best efficiency for its particular purpose. Modern tools that perform 
important functions in the present preparedness program. 
“YOST” is the only vise built which carries an UNCONDITIONAL 
GUARANTEE against breakage. An outstanding line that you will Trae 
be proud to handle and display. ch Pape 
Sold only through distributors. Information and catalog material welded jaws, geared 
available upon request. > saadieanea 


YOST Stationary Machinists’ 
Vise—bolts 4 places for rigidity, 





RIGIDITY, 

STRENGTH, 

PRACTICAL, * 

MODERN DESIGN i YOST Drill Press Vise— 


compact, eliminates need 
for special jigs. 


YOST Combina- THE LATEST ADDITION 
tion Vise — extra TO OUR MODERN LINE 
heavy geared 
swivel base, re- 
placeable long 


fom, soon oe UNCONDITIONALLY 
eos to thin : GUARANTEED VISE 
\ MANUFACTURED 


The only 3 purpose vise built 
MEADVILLE, PENNA., U. S. A. 1. Has heavy corrugated jaws 


2. Built-in pipe jaws = 
BUILDERS OF QUALITY VISES © ESTABLISHED IN 1907 —_* {ojented removable wood working jaws. 


YO S MANUFACTURING COMPANY evens sate 
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"v 
Leather 


Cup jenge 
Leather Leather 


A 
oe 
Glenn N. Hunolt 


Hunolt Heads H. M. Harper 
for Prices! In St. Louis 








Glenn N. Hunolt has been named 
district manager of the St. Louis office 
of The H. M. Harper Co., Morton 
Grove, Ill. 

Mr. Hunolt, with Harper since 

| 1940 except for two years’ service with 
EXCELSIOR LEATHER WASHER MFG. CO. the Marine Corps, leaves a Chicago 


Bererere. Liners sales position for his new post. 


SPUR GEAR a4 
SCREW GEAR | Asbestos Mfg. Co. 
DIFFERENTIAL e | Elects Blume President 
William A. Blume was elected presi- 
CHAIN dent of the Asbestos Manufacturing 
Co., Huntington, Ind., at a recent 


HOISTS meeting of the board of directors. 


Mr. Blume is a vice president of 

EVERY SALE IS PROFITABLE FOR YOU AND YOUR CUSTOMER | the Thermoid Co., and prior, to his 

election to the presidency, had served 

Philadelphia Hoists not only meet industry's needs from | as a vice president and director of As- 

Y2 to 20 tons capacity but they handle these loads at big | bestos. 

savings in operating costs. The greater efficiency and | 

easier handling of these Timken-Bearing equipped, strong 

Light-Weight hoists make them profitable in the hands 

of your customers. They more than pay their way. And 

because they earn money for their users they make money 
for the Distributors who handle the line. 








Features which help clinch sales include: the special forged 
load sheave mounted on Timken Roller Bearings—solid steel 
forged driving shaft—steel safety hooks attached to special 
analysis steel die-formed electrically welded load chain 
chrome plated for rust resistance and increased life. Models 
include clevis, close headroom, extended handwheel and 
twin hook. 











Send for 


“A copy of Catalog 4-A containing valu- 
able information on the complete line of 
“Philadelphia Hoists”. 


DELPHIA CHAIN BLOCK & MFG. CO. 
Mascher & Norris Sts., Philadelphia 22, Pa. William A. Blume 
366 
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MACKLIN Wires 
Industrial Distributors, with each passing year, have more and 
more become vital cogs in the Macklin Organization. 


Constantly keeping pace with the increasing demands of Industry, 
Macklin Field Engineers are strategically located throughout the United 
States to assist you in solving your toughest grinding problems. 

Complete modern manufacturing facilities and substantial factory 
stocks assure highest quality and prompt delivery. 


PROTECT YOUR CUSTOMERS’ PRODUCTION WITH MACKLIN 





MACKLIN COMPANY—Manufacturers of Grinding Wheels 
JACKSON, MICHIGAN 


Distributors in ali principal cities 
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Safety... 
Strength ... 
Lightness ( 


are built right in 


the Improved Walco 


Walco, the strongest pipe wrench on 
the market today, is also the safest 

and lightest all-steel wrench avail- 
able. Why? Because welding — with 
all its inherent strength, safety and 
weight-reduction advantages — has 
been used to join the "Improved 
Walco’s housing and handle into one 
integral unit ...a unit that makes 
the Walco so rugged that all tests 
show it far exceeds the requirements 
set up by Federal Specification 
GGG-65la for Type II Heavy Duty 
Adjustable Pipe Wrenches. 

The jaws of the Improved Walco 
are carefully machined and will not 
shin; even severe abuse will not spoil 


the wrench’s grip or quick biting 
action. A flexible, double-acting, 
quickly replaceable spring — an Im- 
proved Walco feature for which pat- 
ent is pending — gives the wrench 
fast, positive ratcheting action. Ad- 
justment is easy — the nut may be 
spun with the palm of the hand. The 
proper wrench opening can be deter- 
mined by a calibrated pipe scale on 
the movable jaw. 

Ask your Walworth Distributor 
to show you the Improved Walco — 
the strongest-made and longest- 
lived pipe wrench on the market to- 
day. Buy it — you will save money 
in the long run. 


WALWORTH 


valves e fittings e pipe wrenches 
60 EAST 42nd STREET, NEW YORK 17, N. ¥. 


DISTRIBUTORS 


IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 
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Norman A. Strang 


Heads SKF Advertising 


Norman A. Strang has been ap- 
pointed advertising manager of SKF 
Industries, Inc., Philadelphia, Pa., 
succeeding Robert C. Byler who died 
recently. 


Tom Nelms Elected 
Wessendorf, Nelms VP 


I'om M. Nelms was elected vice 
president and sales manager of Wes- 
sendorf, Nelms & Co., Houston, 
Texas, at a recent board meeting. 

Other company officers include 
L. L. Nelms, president and general 
manager, W. H. Rutherford, vice pres- 
ident and assistant general manager; 
C. E. Whitehead, vice president in 
charge of machine tools; and D. R. 
Vacek, secretary treasurer. 

Wessendorf, Nelms & Co., has 
stores in Houston and Dallas, and a 
branch office in Beaumont 





BUSY TYPIST at K. J. Papke Co., 


Inc., Milwaukee, is an Ann ‘Tadych. 











SPOTLIGHT’S - 


JUSTRITE 
Special 





— 
~~ 


FATHER'S DAY FT, _Ff-~, 
Bees | <Yellow-Flash& 


ADVERTISING) MOST POWERFUL FLASHLIGHT MADE 
ee ee with a Quarter Mile Beam! 


<sacpy round consumer ad- HERE'S THE BRIGHTEST NEWS YOU'VE EVER HAD! 


a prea The brand new, SUPER POWERFUL “Yellow Flash 

_ | JUSTRITE flashlights, 8” is FULL of sales getting advantages — and EXTRA 

the JUNE issues will Ta fe PROFITS for you! Imagine! A flashlight only 8” in 

carry special FATH- overall length . . . yet it throws a beam 2,500 feet! 

ER’'S DAY promo- : > It’s compact, lightweight, and handy for all flashlight 

: , : LANTERN MODEL uses. Adjustable head, folding handles. Rustproof metal, 

tons. Cash in on this sans eee: i2'22) highly polished chrome plate and yellow and gray 
extra push by stock- enamel give it beauty as well as utility. 


ing up now. Uses eight standard flashlight batteries (MORE 
SALES for you), or 6-volt lantern battery for extra 
long economy service. 


ai a ; Year round national magazine advertising, tie-in 
POINT OF : ” a point of sale display material and world wide accept- 
SALE Co - unegeenen mann, ance of JUSTRITE PLUS the exclusive features of 


DISPLAY . (#1958) $4.95 less bet- the new “Yellow Flash 8” mean increased sales for you! 


MATERIAL ie, “ae MANUFACTURING CO 
: i 2061 N. SOUTHPORT AVE 
CHICAGO 14 PLL 


IMMEDIATE DELIVERY from your jobber 
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The WEA. Line 


for MILL SUPPLY HOUSES 


IDEAL STENCIL MACHINE. 
. Automatic Carriage— 
Minin Margin Grip. 

Three letter sizes 


Exclusive 





TAIN STENCIL BRUSH. 


Natural grip—Push-but- 
ton ink control 





HANDY ANGLE FOUN- | 





ig 





'STEWCIL MACHINE CB. 
146 IOWA AVE. BELLEVILLE, ILL. 


COMPLETE, 
FAST-SELLING 


ADDRESSING- 
SHIPPING 
EQUIPMENT 


A dependable, well- 
established name for 
easy, profitable sales. 


LM5 Felt Tip Marker 

Leak-proof construc 
— replaceable 
ALSO complete line of 


stencil inks and stenc 
board 


{7 


TERRITORIES 
OPEN 





Write today for 
Complete details 























GIVE RECORD BREAKING 
PERFORMANCE 


Three basic CMC innovations are responsible for the 
inherent superiority of CMC DUAL PRIME PUMPS. 


1. Improved open thrash type impeller 
2. Rotary double shaft seals 
3. Double jet method of priming 


These improvements combined with ad- 
vanced centrifugal design guarantee fas- 
ter self-priming and greater capacities. 


The extra air handling ability of CMC 
DUAL PRIME Centrifugal Pumps permits 
constant and dependable performance 
when the ordinary centrifugal pump loses 
prime and becomes air bound. 


Available in 3 basic assemblies, close 
coupled, flexible coupled and_ skid 
mounted pump only, CMC DUAL PRIME 
PUMPS range in sizes from 112" to 10’°— 
up to 240,000 G.P.H. 


Write today for latest 


i onstruction. AAA aciinenr 
WATERLOO, 1OWA, U.S.A 


Bulle 





Crs: 
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VICE PRESIDENTS Arthur E. Myers 
and M. D. Greene (also manager) of 
the industrial division of Philips Hard 
ware & Supply Co. analyze an order. 





DPA Makes Steel Available 
For Special Needs in June 


The Defense Production Adminis- 
tration has made available approxi 
mately 1.4 million product-tons of 
steel for the month of June for 24 
special programs needed to expand 
production for defense-supporting and 
essential civilian needs. 

Che action for June compared with 
a decision for May providing approxi 
mately 1.2 million tons of steel for 19 
programs. ‘lhe special programs, for 
which the steel is made available under 
priority authorization or directives, are 
administered by various government 
agencies whose defense activitics are 
under jurisdiction of DPA. 

When the Controlled Materials 
Plan into effect July 1, DPA 
pointed out, defense-supporting re 
quirements now provided for in special 
programs such as these will be met in 
the normal operation of CMP. It was 
emphasized that the programming an 
anly for June and _ that 

made as need and 
Vary. 


goes 


nounced is 
a) 
revisions will be 


wailable supph 


Yale & Towne Opens 
New Michigan Division 


\ 134-acre plant was opened re- 
cently in Berrien Springs, Mich., by 
the Yale & ‘Towne Manufacturing Co., 
Stamford, Conn. The company bought 
the new plant last vear from Clark 
E:.quipment Co 

Gilbert W. Chapman, president of 
the company, spoke at the formal 
opening, before other officers and di- 
rectors of the company, and guests. 
The plant has 132,000 sq. ft. of floor 
space, and will manufacture door 
closers, locks, and builders’ finishing 
hardware 





IT’S IMPORTANT 


To SAVE MAN HOURS 
REDUCE PRODUCTION COSTS 
INCREASE PLANT EFFICIENCY 


That’s Why It Will Pay You to Investigate 


AIR COMPRESSORS 
AIR-OPERATED 
CYLINDERS & HOISTS 


Curtis Model F Air 
Compressors ore 
available as either 
electric or gasoline 
motor-driven units 
(electric motor-driven 
portable or stationary). 
Up to 10 H.P. 


Curtis Vertical Air Hoists 
Provide Low-Cost Lifting 
or Lowering of Material 
or Machines. 


Model C Water-Cooled 
Compressors, up to 50 H.P. Fully 
Enclosed — Dust and Dirt Proof — 
Carbon-free Valves. Timken 
Bearings. 





Curtis Horizontal Air Cylinders for 
almost any Pushing, Pulling or 
Hoisting Operation. 


Pwessee.= 


CURTIS PNEUMATIC MACHINERY DIVISION 
of Curtis Manufacturing Company 
Throughout the world, Curtis ; 
equipment has stood the test of 
time, because it is precision 
made from top quality raw t 
materials with 97 years of 
“know how.” [_] AIR CYLINDERS 
Stroke? [_] Capacity? (] 


[_| AIR COMPRESSORS 


Capacity? {"} Pressure? [_] 


1911 Kienlen Ave., St. Louis 20, Mo. 


1 am interested in items checked below: 


[-] AIR HOISTS 
Stroke? Capacity? 


Current? [1] 
L mW He ee ee 
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TRANSMISSION problem occupies 
John H. Miravalle, store manager of 
Dillon Supply Co., Raleigh, N. C., 
and Coley Wilson 





Procurement Breakdown 
Helps Small Business 


Ihe Army has been breaking down 
large procurements so that small busi- 
ness can participate. The purchase of 
135,000 electronic control boxes was 
given to five firms recently, and four 
manufacturers shared an order for 
6.000 radio sets. 

A million dollar purchase of 30 cali- 
bre ammunition clips was split three 
ways—two of them small businesses; 
and a 13 million dollar purchase of 
fire contro] apparatus, which normally 
would be filled from two sources, was 
split into 25 contracts. 

In order to free machine too] manu- 
facturers for new production, small 
shops and rebuilders will be used as 
much as possible to recondition ma- 
chine tools owned by the Army, Navy 
and Air Force. Military contractors 
will also be asked to adopt this policy 
to spread rearmament building among 
more firms. 





Steel Quotas Boost 


End mill users everywhere rely on Putnam's : : oa 
' . Freight Car Building 


large selection—over 1000 standard sizes and types i aii all ia, 


—to meet their exact requirements . . . most eco- tions for freight car buiding made in 
the first quarter this year appear to 
nomically . . . most efficiently. have noticeably affected April produc- 
tion statistics. Pullman-Standard Car 

For end mills with superior cutting—customer Mfg. Co., reports it delivered 2,667 

; ae y ; cars to the railroads last month, the 
satisfaction—good distributor profits—check with greatest amount for any month in the 
last three years. 

In addition, industry sources indi- 
cate the April total output of freight 
cars will approximate 8,500 and belief 
is that the 10,000 monthly goal may 
be reached in June. Orders already 
placed would require output of 10,- 
000 a month for something like six- 
teen months. 


Putnam, the end mill specialists. 


DETROIT 7, MICHIGAN 
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For prompt safety service WILLSON Advertising 
CONSULT YOUR... 


focuses on the distributor 
AUTHORIZED WILLSON 


DISTRIBUTOR For prompt safety service” 


ALBUQUERQUE, N. MEX.— 
Hendrie & Bolthoff Co. 
ATLANTA, GA.—Fulton Supply Co 
BALTIMORE, MD.—Carey Mach. & Sup. Co. 
BIRMINGHAM, ALA.— 
Safety Engrg. & Supply Co. 
BOSTON, MASS.— 
Cutter, Wood & Sanderson Co. 
BUFFALO, N. Y.—American Allsafe Co. 
BUTTE, MONT.—Montana Hardware Co. 
CASPER, WYO.—Casper Supply Co. 
CHARLESTON, S. C.—Cameron & Barkley Co. 
CHARLESTON, W. VA.—Safety First Supply Co 
CHATTANOOGA, TENN.—C. D. Genter Co 
CHICAGO, ILL.—Protective Equipment, Inc 
CINCINNATI, OHIO—The E. A. Kinsey Co 
CLEVELAND, OHIO—Safety First Supply Co. 
COLUMBUS, OHIO—The E. A. Kinsey Co. 
DALLAS, TEXAS—Engineering Supply Co. 
DAYTON, OHIO—The E. A. Kinsey Co 
DEADWOOD, S. DAK.—Hendrie & Bolthoff Co. 
DENVER, COLO.—Hendrie & Bolthotf Co : . Ee I Coyote @reloies (om 
DETROIT, MICH.—The Chas. A. Strelinger Co. : , Front and side 
EL PASO, TEX.—E. D. Bullard Co = oa a es 
GRAND RAPIDS, MICH.—F. Raniville Co. : -" a ld eal aed te 
GREENSBORO, N. C.—Smith-Courtney Co. 
GREENVILLE, S. C.—Carolina Supply Co. 
HICKORY, N. C.—Smith-Courtney Co. 
HOUSTON, TEXAS 
Allied Safety Equipment, Inc 


INDIANAPOLIS, IND.—The E. A. Kinsey Co 
JACKSONVILLE, FLA.—Cameron & Barkley Co. . . 
KALAMAZOO, MICH.—Safety Service Inc All Y N | Pl if F 
KANSAS CITY, KANS.—L. R. Stone Supply Co. ou ee in zl aS IC ace 
LOS ANGELES, CALIF.—E. D. Bullard Co 
LOUISVILLE. EY and Eye Protection is made by 
Neill-LaVielle Supply Co., Inc. 
MEMPHIS, TENN.—J. E. Dilworth Co. 
MILWAUKEE, WIS.—Protective Equipment, Inc. 
MUSKEGON, MICH.—Factory Supply Co 
NEWBURGH, N. Y.—W. L. Smith Co 
NEW ORLEANS, LA.— 
Woodward, Wight & Co., Ltd. 
NEW YORK, N. Y.—W. S. Wilson Corp. 


OKLAHOMA CITY, OKLA 
Hart Industrial Supply Co. 


OMAHA, NEBR 

Interstate Machinery & Supply Co 
PHILADELPHIA, PA.—Industrial Products Co. 
PITTSBURGH, PA.—Safety First Supply Co 
PORTLAND, ORE.—]. E. Haseltine & Co. 
PROVIDENCE, R. I.—James E. Tierney 
RICHMOND, VA.—Smith-Courtney Co 
ST. LOUIS, MO.—Sligo, Incorporated 
ST. PAUL, MINN.—F arwell, Ozmun, Kirk & (to 


SALT LAKE CITY, UTAH— 
Industrial Supply Co., Inc 


SAN FRANCISCO, CALIF.—E. D. Bullard Co 
SANTA FE, N. MEX.—Hendrie & Bolthoff Co. 
SAVANNAH, GA.—Cameron & Barkley Co 


al j 
SCRANTON, PA.—L. B. Potter Co. a 3 
SEATTLE, WASH.—J. E. Haseltine & Co " a ee 
SPOKANE, WASH.—J. E. Haseltine & Co 


SPRINGFIELD, MASS.—Charles C. Lewis Co. FeatherSpec tor Protecto-Shield* 
SYRACUSE, N. Y.—Syracuse Supply Co light operations rotecto-sllelc 
TACOMA, WASH.—I. E. Haseltine & Co. Full face protection 
TAMPA, FLA.—Cameron & Barkley Co 

TOLEDO, OHIO—Safety First Supply Co 


TROY, W. ¥.—The Troy Belting & Supply Co Complete information on plastic protec- 
TULSA, OKLA.—Krisman Industrial Supply Co tion and other eye and respiratory 
VICKSBURG, MISS.—J. E. Dilworth Co ' - ‘ Me Sable j 
opment: safety equipment is available in the 
Safety Supply Company—Toronto, Montreal, new WILLSON catalog. Get your 
Windsor, Kirkland Lake, Winnipeg, Dependable Products Since 1870 5 bes 
Reece, Macca Ween P copy from our nearest distributor or 
write direct to WILLSON PRODUCTS, 
INCORPORATED, 240 Washington St., 


== *T.M Reg. U.S. Pat. Olt. Reading, Penna. 
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LOGAN 


ARIDIFIER 


REMOVES 92% OF 
OIL, WATER AND 
DIRT FROM GAS 
AND AIR LINES BY 
CENTRIFUGAL FORCE 


For paint and lacquer 
spraying, ceramic sand blasting, 
air cleaning, etc. Make new instal- 
lations more efficient. Easily 
replaces any standard type of 
drier. Saves tools. Capacity range 
7CFM to 17,000 C.F.M. 


pRoFiTaBle 


Backed by national 
advertising, dealer helps and a 
distributor policy 
that guarantees 
stock movement. 
Write for details 
of our sure-fire 
sales plan. 

e 
Exploded illustration 
shows how air move- 
ment operctes multi- 
blade rotors at high 
speed, thereby remov- 
ing contamination 
from line. 


OUTLET 





MANUFACTURERS’ 
AGENTS WANTED 
Some territory still 
available. Write giving 
complete information 
on lines you handle and 
territory you cover. 











The Aridifier is made by 
the builders of Logan 
Lothes and Shapers 


§ | der os ot 


ENGINEERING 
COMPANY 


4911 W. Lawrence Avenue ° 


374 


Chicago 30, Ill. 





ma 


ORDER TYPER for The Ridge Com 
pany, South Bend, is Miss Mary 
Nemeth 


Ind 





Scrap Committees 
Organized 


Scrap Mobilization Committees 
headed by outstanding industrialists 
are being organized throughout the 
country by loc: il Chambers of Com 
merce and trade associations to carry 
out programs for keeping high-gr 
scrap moving into steel mills 
foundries to mect 1951-52 goals. 

NPA administrators emphasized 
that much of the increased tonnage 
must come from industrv in the form 
of dormant scrap- as obsolete 
machinery, fixtures 
and other equipment 

Each committee will be 
tive of the entire industrial 
facturing and commerci 
NPA is sending letters 
ciations which represent industries 
that usc urging thei 
hearted cooperation in th 
ram 


gI 


adc 
and 


-such 
tools, jigs dies, 
representa 
manu 
il community 
to all trade as 

whole 


rap pro 


steel, 


Sylvania Electric 
Award 


Sylvania Electric Products Inc., re 
ceived the 1950 Howard G. Ford 
Award for achievement in vth of 
sales for that vear. Aware F anneal 
by the Sales Managers’ As it 
Philadelphia for outst 
tributions to impr 
tribution, w 
sales management. 
| was made by D. A 
the iation, 
icon given for SOO kev exect 


Bellevue-Stratford Hotel 


Receives Sales 


] | 
WU 
mn of 
als con 
ovement in dis 
ith particular 
. } 

the presentation 
Prouty, vice presi 
assoc 


j1 lunc 
}at the 


In 1949 the United States Rubber | 


Co 
was won by I 


& Co 


received this honor and in 1950 it 
I. DuPont de Nemours 
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emphasis on 


during aj] 
itives | 


Rust - proof 
zinc alloy, 
featuring 


GRC’s 


rior recessed- 


GRC gives you 
better 


WING 
SUS 


bigger — 
profit! \ \ 


supe- 


wing finger- 
grip. All fin- 
ishes, all pop- 
ular thread 
sizes. Made to 
sell profitably 
at lower 
prices. 


DISTRIBUTORS: 

bp Write Today for 
iz Samples vd 
( atal og Sheets 
G R C informa 
catalog sheets 

clear prices 

ar discount 


GRIES REPRODUCER CORP. 


110 Willow Ave., New York 54 @ MOtt Haven 9-2476 


THE MOST COMPLETE SOURCE 


IS 


<a! BOLTS; 
\. nuts 
SCREWS @ 


THREADED & 
PRODUCTS 


STAINLESS STEEL ‘aa! 
NAVAL BRONZE - STEEL - BRASS 
ALUMINUM - MONEL - EVERDUR 

NICKEL ALLOY STEEL 
IMMEDIATE DELIVERY 
CATALOG ON REQUEST 


KEYSTONE 
BOLT & NUT CORP 


135 CHURCH ST., N. Y. 7, N. Y. 
WoOrth 4-4600 





ATTEND THE BEHR-MANNING 
INDUSTRIAL EDUCATIONAL COURSE 


In the light of today's highly specialized 
production requirements a "general knowl- 
edge" of abrasives is definitely not enough. 
The man who will make the sale is the man 
who can discuss specific problems and make 
"on-the-spot" recommendations. This course 


—specially designed for distributor repre- 

See coated abrasives in the actual manufacturing 
stages — DURABONDED® and LIGHTNING® elec- 
sell and service today's market. tro-coating processes graphically presented. 


sentatives—gives you the background to 


Meet the men who make the wheels go ‘round at Get the feel of using modern coated abrasives by 
BEHR-MANNING — men with years of “know-how.” fi doing grinding, finishing, and polishing jobs yourself 


on up-to-date production equipment. 


Informal question and answer sessions give you 
valuable information on the latest in abrasives 


application. Mail the coupon today for details 
on this FREE COURSE 


BEHR-MANNING, Troy, New York, Dept. ID-6 : 
BEHR-MANNING Please send me the details of your Industrial H 
DIVISION OF NORTON COMPANY Training Program. 


BEHR-MANNING QW su:<e) Gam Name Seer ee | 


Te) -tae)0) COATED ABRASIVES + SHARPENING STONES [iemaliamaild 


abrasives® PRESSURE-SENSITIVE TAPES Street 
Export: BEHR-MANNING OVERSEAS INC., NEW ROCHELLE, N. Y., U.S.A. 
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Members of the Rubber Adhesives 
LANTERN 


Industry Advisory Committee recently 
told OPS representatives that they 
desired a special tailored ceiling price 
regulation to deal with problems pe- 
culiar to their industry but withheld 
specific recommendations pending a 
study of the new Manufacturers’ Gen- 
eral Ceiling Price Regulations. 

STRAIGHT-LINE, PENCIL BEAM IS hey said the products of their in- 
VISIBLE FROM ALL ANGLES, NEARBY dustry varied to such an extent that 


OR AT REALLY GREAT DISTANCES industry-wide weighted average per- 


centage cost increase factors would not 
Its exclusive fresnel globe is moulded be practical in computing ceiling prices 
with optically perfect prisms, designed - a er _ ld 
. . Y Salc lr industry wou ex- 
to concentrate the light rays into a paral- ee. 


Sh eustieds Sesen af eoninnis ible perience hardship if manufacturers 
= ew greatest possi must absorb increases in selling costs, 


The NIGHT WATCH is strongly — intensity assuring a safety and warning in conformity with current OPS pol- 
made, finished in Contractors’ light of greatest visibility. The NIGHT ey ; 

Yellow; Ruby Fresnel Globe with © WATCH is the best burning lantern of Prices of rubber adhesives have ad- 
Peep-hole. Also accommodates its kind. —. vanced substantially because of raw 
Dietz Little Wizard and Little kég materials costs. : 
Giant Globes. Burns a generous Exclusive trip-lock he \fembers of the advisory committee 


100 hours. 8” high, 6%” diam- releases chimney for | are: D. W. Maher, Minnesota Mining 
eter at non-tip base. easy lighting, etc. 3 | & Mfg. Co; F. L. Garfield, B. B. 
Self-locking. Chemical Co.; L. R. Cutler, Miracle 


(DIETZ) | Rubber Adhesives Committee 
NIGHT WATCH <= With OPS 
| 


Write for circular. Adhesives Corp.; C. H. Smith, execu- 

tive vice president, Presstite Engineer- 

E. DIETZ COMPANY ing Co.; A. J. Healey, The Flintkote 
Co.; J. EF. Thomas, The B. F. Good- 

| rich Co.; L. J. Stverak, St. Clair Rub- 
ber Co.; W. T. Keenan, Jr., U. S. 
Rubber Co.; H. M. Davis, American 
Finish & Chemical Co.; R. E. Nelson, 
Sales Mgr., General Latex & Chemical 
Corp.; and, J. W. Dunn, Ohio Adhe- 
sive Corp. 


; 
4 





Hollengreen Speaks Before 
Builders Association 


M. A. Hollengreen, president of the 
Landis Tool Co., Waynesboro, Pa., 
attacked dilatory tactics in his report 

A complete line of one- " at the 49th Spring meeting of the 
and two-hand metal and wood National Machine Tool Builders’ As- 

cutting tools with capacities up to sociation recently. 
_ © tele and W eet cate, Hee me = “The experience of the machine 
sie’ tee ees cas aa ce as tool industry in World War II, still 
cable, flat bar stock and steel strapping. Special cutters fresh in our memories, amply proves 
for industry. TIGHTENING the necessity for an enormous expan- 


PORTER HYDRAULIC INDUSTRIAL EQUIPMENT | ©8 LooseNinc sion of the industry before a defense 


program can get underway,” he said. 
for einai = and transportation pastor Mr. Hollengreen, who is also chair- 
ora s. 


ome man of the government relations com- 
Powered by outstanding Porter-Ferguson hydraulic jacks, - _. : f 
this equipment provides a new and better answer for many |} mittee, reported on the negotiations o 
installation, manufacturing and maintenance operations. ; the industrv with government officials 
Flexible, controlled power for pushing, spreading, bending . , : ; : . 
or straightening. in Washington over the past many 





Saves hours of valuable riavadinn 
time. Available in complete . ; 

NEW! FIXX COLD SOLDER | sets with attachments for He emphasized the fact that the 

A perfected and proven cold solder method for | HEX, Phillips and plain combination of man-power shortage, 


rapid, economical repair of metal and other § screwdriver bits. - 
surfaces, Used alone or with FIXX-FAB and in uncertain price regulation and the 
TXX-SOL for speedy, durable repairs of dents, cats 3 = = ‘ 

cael, telinn. aaah Gouna. Wine te tie taal ASK FOR CATALOGS absence of a blanket priority for raw 
many new industrial techniques. OF PORTER TOOLS materials, has effectively checked the 


H. K. PORTER, INC Samerville 43. Mek vital expansion of the machine tool 
° : ’ ey } : 


industry, and he added that this con- 
Mokers of Porter Pruners & Porter-Ferguson Auto Body FENDER TOOLS & EQUIPMENT dition threatens to persist. 
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St. Peters- 


burg, Fla., is checked by J. U. Farr, representative of National Twist Drill & Tool 
Co., and Winters Bros. Co.; and J. F. Wilkinson, president of Gulf Coast. Display 
was held in Union Trust Co.’s main banking rooms. 


MODERN SERVICE DEPOT 


of the new 


Whitnev Chain Co. West Coast 


branch will include engineering and sales as well in power transmission and conveyor 


equipment 


BRANCH OFFICE recently dedicated in Cleveland by the Fairbanks, Morse & Co., 
represents an investment of approximately $300,000 


Fairbanks, Morse & Co. 
Dedicates Cleveland Branch 


Fairbanks, Morse & Co., Chicago, 
Ill., has completed its sixth new sales 
and service office. The new structure, 
which is located in Cleveland, Ohio, 
has an area of about 30,000 sq. ft., and 
includes the office, a diesel repair shop, 
a scale shop for repairing and rebuild- 
ing scales, a large warehouse, and a 
repair parts department and display 


floor. 


U. S. Rubber Makes Crater 
Assistant Sales Manager 


Willard deCamp Crater has been 
appointed assistant sales manager of 
Marvinol vinyl resins for Naugatuck 
Chemical Div., United States Rubber 
Co. 

In his new capacity, Mr. Crater will 
develop new markets and direct sales 
activities. He will make his headquar- 
ters in the division’s Naugatuck, 
Conn., plant. 
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DASCO 


FORGED TOOLS 


Ideal Variety for 
Quantity Sales... 














1. You can sell more 
assortments because of 
large line. 


2. Tool quality builds 
steady customers. 


3. More profit thru 
more sales. 


Carpenter's Pincers 
Bricklayer’s Tools 
Plumber's Tools 
Cutting Nippers 
Floor Chisels 
Staple Pullers 
Punches 

Star Drills 

Cold Chisels 
Arch Punches 
Screw Drivers 
Rivet Busters 


DASCO FORGED 
TOOLS are not sec- 
tional or seasonal items. 
To keep stocked means 
sales through the 
months. Each is an im- 
portant tool in produc- 
tion and therefore a 
great variety of plants, 
factories, shops and 
men in various trades 
are users. 


Get DASCO FORGED 
TOOLS on the job for 
you and get the sales 
that this line is pro- 
ducing in all parts of 
the country. 


| 
| 


Contact us for details on a distributorship. 
Ask for catalog that shows the line, and 
features our various displays. 


WRITE 


DAMASCUS STEEL PRODUCTS CORP. 


ROCKFORD, ILLINOIS 











PACKAGED 
SHIM 


SAVES 
CRITICAL 
MATERIAL 


* - e e — - 

Today the most important thing about our 
handy shim stock carton is that it stops 
waste—because it feeds out stock in perfect 
condition, as it’s used. These days, when 


shim brass and steel are not easy to get, 
waste just can’t be tolerated. 


One other point—we want our 
distributors to know that each 
of them will get equal and 
impartial treatment from us 
whether shortages exist or not. 


LAMINATED SHIM COMPANY... 


UNION STREET « GLENBROOK, CONN 
ARBOR SPACERS 


KECKLEY 


FLOAT VALVES 


SHIM STOCK 


Direct Acting and Pilot Control 
Single and Double Seated 


ANGLE OR GLOBE 
* No. 14—Single Seat—Pilot 
Stem 
* No. 15—Balanced Double 
Seats 


have given 


* © © many years of service in Paper 
Mills, Packing Plants, Chemical 
Plants, Railroads, Steel Mills and 
Textile Mills. Continuous repeat or- 
ders prove that they have given com- 
plete satisfaction. There is no sales 
resistance as they know that quality 
and long life is built into Keckley 
products—not only Float Valves but 
Temperature Regulators — Pressure 


Regulators — Steam Traps— Water 
Gauges—Gauge Cocks—Strainers— 
Safety and Relief Valves. The price 
is right. Your margin of profit is 
generous. Our experienced engineers 
are always at your service. We can 
still make prompt shipment. This is 
your opportunity to acquire a stock 
at present prices. 


Write for our new Catalog 51. 


© Pal onan. @ on 4 Gorey | tF-U) Bf 


400 W. MADISON STREET CHICAGO 6, ILLINOIS 
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NPA Provides 
For Drilling Materials 


\ production program designed to 
provide steel casing, tubing and drill 
pipe for dmilling oil wells at a rate of 
+3,400 yearly has been established for 
the oil and gas industries, the National 
Production Authority announced re- 
cently. 

It is estimated that this program 
will require 157,000 tons of these 
steel products monthly. [These wells 
must be drilled, NPA said, to tap new 
supplies of oil and gas to provide the 
petroleum and petroleum products 
needed for defense and essential 
civilian needs. 

NPA announced that it would issue 
directives under which mills will be 
able to provide steel for the program 

Che program provides: 

1. Effective immediately, operators 
are permitted to issue priority rating 
to obtain maintenance, repair and op- 
erating supplies and laboratory equip- 
ment. NPA explained that the special 
provision regarding procurement of 
MRO materials is required because 
the general MRO regulation does not 
meet specialized requirements of the 
petroleum and gas industry. 

2. Operators will be permitted to 
use a DO priority rating to obtain 
steel casing, tubing and drill pipe for 
emergency purposes in drilling oil and 
gas wells. 

3. Effective July 1 operators will 
be permitted to use a DO priority 
rating to obtain stecl casing, tubing 
and drill pipe for normal operating 
equipment. 


Procedure 


Under today’s action, oil and gas 
operators are permitted to use a DO- 
97 rating by writing on an order: 

“The undersigned certifies that the 
rating hereby applied is authorized by 
and is properly used pursuant to the 
provisions of Order M-46.” 

Each MRO delivery order of $100 
or more must also be accompanied by 
a statement telling the specific use to 
which the material is to be put and 
the price, quantity, and description of 
the material. If the total amount is 
$2,000 or more, or if anv single item 
costs more than $1,000, two copies of 
the order must be submitted to the 
materials Division, Petroleum Admin 
istration for Defense, Washington, 
D. C., and such orders may not be 
placed until PAD has approved the 
order. 

Where there has been an actual 
breakdown or suspension of opera- 
tions, and where the methods specified 
above will not get the materials on the 
date and in the quantity required, an 
operator may request priorities to se- 





THIS MAN WOULDN'T NEGLECT 


A MACHINE IN HIS PLANT 


yet he hasn't 
had a Chest 
X-Ray! 


H. checks every piece of mechanical equipment he 
owns for wear, lubrication, efficiency. 


Yet he fails to take the simple precaution of a Chest X-Ray to make sure 
he does not have tuberculosis. Not because he’s opposed to the X-Ray. 
Simply because he is not sufficiently informed—or just hasn’t taken the 
time and trouble, or does not realize the seriousness of the problem. 


A Chest X-Ray is the first step toward detecting tuberculosis in its early 
stages. And in its early stages it can be cured with the least loss of time 
from work. 


So, if you’re the man above, that one simple reason should make you 
get your Chest X-Ray—today. But listen, see how serious this really is: 


Between the ages of 15 and 34, tuberculosis leads all other diseases as 
a cause of death—although at no age are you safe from TB, Yet, if everyone 
does his part by getting a Chest X-Ray periodically, and the majority of 
cases thus discovered are followed up, we can eliminate TB entirely as a 
public health hazard! 


Will you do your part today? Get a Chest X-Ray. It may mean your life! 


Published in the public interest by: 


McGRAW-HILL PUBLICATIONS 
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cure emergency MRO material by 
letter, telegram or telephone to the 
Washington office of PAD. 


Material For Normal Production 


To secure steel casing, tubing and 
drill pipe for normal production in 
cases where sufficient materials are not 
otherwise obtainable, operators are 
permitted to use priority rating—or in 
urgent cases an emergency rating. 

The rating DO-48 may be used only 
to obtain steel casing, tubing and drill 
pipe in amounts previously approved 
by PAD. In order to obtain such ap- 

5 proval, an operator must file with PAD 
° an inventory of unused steel casing, 
with tubing, and drill pipe on hand, and a 


te ” statement of quarterly requirements 
custom of such materials by districts stating 


sc; when delivery is required. 

precision Upon approval PAD will return to 
the operator one copy of form 
Orders for Sewall Stock Sprockets carry the | PAD-17, together with an authoriza- 
assurance of complete interchangeability _ tion stipulating the quantities of steel 
and satisfactory performance. Wide range casing, tubing and drill pipe he may 

of sizes. Send for the Sewall Catalog. obtain by use of the DO-48 rating. 
; . ; Such priorities assistance may not 
We cen pouvide you WD peumyt quitetions be used until the beginning of the 
oO ee CEN ES S wane third quarter, July 1. In order that 
genre end aprachete. NPA might authorize quantities far 
——t enough in advance to permit deliveries 
E. B. SEWALL MANUFACTURING CO... on and after July 1, through use of 
the DO-48 rating, operators are re- 
Sewall Gears wt th aor quired to file foo PAD-17 not later 
than March 31, and for subsequent 
quarters at least three months prior to 
the quarter in which delivery is sought. 





eh 


M\ By the Makers 
of 

















Supplemental Request 


In cases where quantities approved 
by PAD are insufficient to meet re- 


TUNGSTEN CARBIDE quirements, an operator may, within 


two weeks, file a supplemental request 
TQ ¢ LS on form PAD-17 with a letter explain- 
ing why additional supplies are needed. 

To use the DO-48E rating, an oper- 
ator must file an application with PAD 


CARBIDE TIPPED either before or during the month in 


which deliveries are required. When 


WORK SUPPORT BLADES the operator has not filed an inventory 


report for the quarter preceding the 
for CENTERLESS GRINDERS emergency ieileaiink. he must file 
| such a report at the time he applies 
for the emergency rating. 

Standard thrufeed In all aan where PAD authorizes 
and infeed work the use of a rating, the operator must 
support blades use it promptly. Operators who receive 
available from authorization for a quantity of steel 
steck. Prices on casing, tubing or drill pipe on a quar- 
. terly basis must place the rated order 
special blades within 15 days after the beginning of 
quoted on receipt the quarter in which the material is to 
of prints. be delivered. Emergency ratings must 
be placed within 30 days after PAD 

WRITE FOR CATALOG authorization is received. 
Today’s order does not permit use 
’ of priority ratings by the oil and gas 
WILLEY S- Cc A R BID E sz of o} tek ra for an purpose other than 

SOLE MAKERS OF WILLEY'S METAL 3 29 
1342 W. Verner Hich Datron | ie those authorized under the order or 
5 tigate) ignway ; etrol g 

in greater amounts or in earlier dates 
| than required for an authorized pur- 
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pose. Nor does it permit use of priority 
ratings for material that can be se- 
cured without use of a rating or for 
material that could be eliminated by 
change in design or by substitution of 
less scarce material. 

The order also’ establishes a 
method by which operators may se- 
cure MRO material for administrative 
purposes, including office supplies and 
equipment and office machines by use 
of the DO-97 rating. 


Five Committees Formed 
To Confer With Government 


Five industrial committees were 
elected recently to confer with the 
National Production Authority off- 
cials and Office of Price Stabilization 
heads. 

Officials of twelve wholesale hard- 
ware firms, many of them with indus- 
trial supply divisions, were approved 
as members of the industry advisory 
committee to consult with NPA off- 


cials. The group was proposed by the | 


office of Civilian Requirements and 
will work with that unit on problems 
afhiecting the industry. 

Members of the approved commit- 
tee include: H. J. Allison Allison- 
Erwin Co. Charlotte N. C.; Wake- 


field Baker, Baker & Hamilton, San | 


Francisco, Calif; F. S. Barksdale, 
Brown-Roberts Hdw. & Supply Co., 
Alexandria, La.; M. W. Dugan, Em- 
mons-Hawkins Hdw. Co.; Hunting- 
ton, W. Va.; I. S. Eshleman, Os- 
trander-Eshleman Co., New 
City; Charles L. Hildreth, 
Emery-Waterhouse Co., 
Me.; Frank B. Kaufman, Hibbard- 
Spencer, Bartlett & Co., Evanston, 
Ill.; J. S. Schoellkope, Jr., The Schoell- 
kope Co., Ltd., Dallas, Texas; John H. 
Stauffer, Herr & Co., Lancaster, Pa.; 
Frank H. Stover, Sr., Bay City Hdw. 
Co.; William P. Tracy, The Tracy- 
Wells Co., Columbus, Ohio; and 


York | 
The | 
Portland, | 


Charles L. Wheeler, The Salt Lake | 


Hdw. Co., Salt Lake City, Utah. 


Cordage, Twine Unit 


Appointment of a hard fiber cord- 
age and twine manufacturing industry 
advisory committee to consult with 
OPS was made recently. 

The committee includes: Edwin G. 
Roos vice president, Plymouth Cord- 
age Co.; R. L. Morris, vice president, 


Columbian Rope Co.; Neil Loyna- | 


chan, general manager, Internal Har- 
vester Co.; William C. Cating, vice 
president, Cating Rope Works, Inc.; 
E. D. Martin, genera] manager, The 
Hooven & Allison Co.; Herman D. 
Nichols, vicepresident, Tubbs Cord- 
age Co.; and William S. Miles, Jr., 
Peoria Cordage Co. 














Stone 3 foot to 16 fest in _helg (mens- 
m 
sheee 


ured fro te platform). 
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2339 GILBERT AVE. 





For Safety's Sake . . . SELL 
DAYTON SAFETY LADDERS 


Maintenance men everywhere rely on 
Dayton Safety Ladders for maximum 
safety and convenience. Daytons are 
constructed of tested airplane spruce 
and reinforced with rigid steel sup- 
ports to give great strength and light- 
ness of weight. 


Handrails of steel guard the large 
roomy platform for added safety. 
Half of platform can be raised to 
form an extra step, when needed. 
These famous ladders can be set up 
instantly, are easy to carry and fold 
compactly for storing. 
locking feature insures safety while 
ladder is in use. 


Automatic 


° FEW CHOICE TERRITORIES ARE STILL 
PEN. 
WRITE TODAY FOR COMPLETE INFORMA- 


TION ON OUR FAMOUS LINE OF LADDERS 
AND LADDER SHOES! 


DAYTON SAFETY LADDER CO. 


CINCINNATI, OHIO 


In Canada—Safety Supply Company—Toronto 





BELT 
WAX 


£ 


CANTOL 


* We urge 
users to buy 
thru their 
local dis- 
tributor. 


Sell CANTOL 
WAX to your 
customers who 
use flat belt 
drives, for bet- 
ter traction 
and longer 
belt life. 


CANTOL WAX 
PRODUCTS CO. 
Bloomington, Indiana 
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Stainless Steel 

nn 10) BS 
SCREWS & 
NUTS #: 
ware ee 


A Complete Line : 
Available from Stock ese 
STAINLESS STEEL sj 
BOLTS SCREWS 


Machine Machine Hexagon 
Carriage ap Square 
Lag Wood Win 


ng 
WASHERS © 


All Types 
FITTINGS © 


NUTS 


RIVETS 
All Types 


All Types 
Available also in Monel, Alumi 2 
num, Everdur, Naval Bronze and 
Alloy Steels 
We are prepared to fill your a2 
needs for ‘Specials Send your ae 


prints or specifications 


Stainless 


SCREW & BOLT CORP. 


135 Church S?., New York 7, N.Y 
CO 7-0675 








More Profits in a a 


COMMANDER MULTI-DRILLS, 
Tappers and Chip Breakers are 
increasing production and reduc- 
ing labor costs in thousands of 
plants today. Distributors find 
these Production Tools easy to 
sell—profitable to handle. Adver- 
tised to over 1,000,000 readers 
every month to back 

your sales effort. 


* Increases Drilling Speeds 100% 


or more 


* Drill Deeper Holes— 


8 to 20 times drill dia. 


* More holes per hour 
* More holes per grind 


: Write for descriptive literature on the 


+ Commander Line of Production Tools 
: 


4217 W. KINZIE ST., 


MFG. CO. 


CHICAGO 24, ILL. 








Magic Type 
Chuck 


THE COLLIS 


CHUCKS 


Reduce production costs with 
Collis Magic Chucks. Now 
tools can be changed without 
stopping or slowing down the 
spindle. Boring, counter boring, 
drilling, reaming, tapping, etc., 
can be performed practically 
continuously. 


Let our 40 years of manufac- 
turing experience help your 
customers select the proper 
equipment for the job. 


“Call Collis For Service’ 


Clinton, lowa 





MAGIC-TYPE 


The XPEDITOR is the latest 
development in_ portable, 
high speed abrasive belt 
grinders, instantly adjust- 
able to any angle to give 
operators full view and con- 
trol . . . swivels 360°. 
Equipped to do line contact, 
free belt and_ precision 
platen grinding and contour 
polishing. Speeds deburring 
and clean-up jobs; also used 
with jigs or fixtures or auto- 
matic feeding as a produc- 
tion unit . . . guaranteed to 
increase productivity. Write 
for bulletin 





THE COLLIS CO. 








’ KIRK WOOD starter 
FaLRFieio, 1owa 
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| Hutchcraft, 


| Compressor Manufacturers 


Compressor manufacturers formed 

| an industry advisory committee which 
held its organizational meeting with 

NPA officials recently. Marshall W. 

Smith, director of NPA’s Machinery 

Division, presided at the meeting. 

Members of the committee include: 

J. F. Huvane, Chicago Pneumatic 

Tool Co.; G. V. Looco, Gardner 

Denver Co.; N. D. Cherry, Ingersoll- 


| Rand Co.; F. J. Whelan, Worthing- 


ton Pump & Machinery Co.; D. K. 
Clark Bros. Co., Inc.; 
A. M. Buxton, Cooper Bessemer 
Corp.; J. T. Myers, Davey Compressor 
Co.; O. J. Neslage, Joy Mfg. Co.; 
E. R. Snovel, Pennsylvania Pump & 
Compressor Co.; and L. B. Schramm, 
Schramm Inc. 


Brass Mill Industry 


The brass mill industry advisory 
committee heads of the NPA dis- 
cussed the Controlled Materials Plan 
and its impact on the industry at a 
recent meeting. 

Also discussed were four proposed 
reporting forms, including a brass mill 
production report for the base period, 
Jan. 1 to June 30, 1950; a monthly 
copper and copper-base alloy producer 
program report; a report on the 





monthly production of copper and 
copper-base alloy products and a 
monthly report on receipts, shipments 
and inventories of refined copper. 

The committee includes: J. P. Lally, 
C. G. Hussey & Co.; W. H. Part, 
Chicago Extruded Metals Co.; J. S. 
_ Chase Brass & Copper Co.; R. E. 
Gay, The Bristol Brass Corp.; A. R. 
Zender, Bridgeport Brass Co.; J. A. 
Coe, Jr., the American Brass Co.; 
J. A. Doucett, Revere Copper & Brass, 
Inc.: W. M. Goss, Scovill Mfg. Co.; 
A. C. Wheeler, The Seymour Mfg. 
Co.; W. W. Sieg, Titan Metal Mfg. 
Co.; M. W. Acker, Western Brass 
Mills, Div. of Olin Industries; N. Y. 
Bassett, Wolverine Tube. 


Mechanical Rubber Goods 


Members of the newly formed 
mechanical rubber goods industry 
advisory committee met officials of 
the OPA at an organizational meet 
ing recently. OPS officials present 
were: George W. Strasser, director of 
the Rubber, Chemicals and Drugs 
Division; Chester F. Conner, head of 
the Rubber Branch; Everett D. 
Hawkins, branch economist, and 
Robert Olson, counsel. 

Committee members are: E. F. 
Tomlinson, The B. F. Goodrich Co.; 
D. W. Maher, Minnesota Mining & 
Mfg. Co.; E. M. Ikirt, Republic 
Rubber Div., Lee Rubber & Tire 
Corp.; L. L. Carroll, The Gates 
Rubber Co.; H. D. Foster, Goodyear 





‘Tire & Rubber Co.; Howard : Her- pp 
bert, Hewitt Robins Inc.; F. KELLER OWeF HACK SAWS 
Spoerl, United States Saiker =. 


L. C. Strobeck, The Dayton Rubber 1 
Co.; Harry E. Smith, Raybestos Man- There's a 


hattan, Inc.; W. J. Blizzard, Firestone KELLER for 
Industrial Products Co.; E. A. Cal 

lanan, Brown Rubber Co., Inc.; T. J. EVERY 

Lackner, Accurate Mfg. Co.; George No. | Bench Model hina sagen 

R. Keltie, American Wringer Co.; « HACK SAW JOB! 
Roland Reppert, American Hard Rub- 

ber Co., H. L. Maxon, Boston Woven 

Hose & Rubber Co., and John W. EASY TO SELL... 


Fisher, Ball Brothers Co., Inc. the COMPLETE line . 


Screw Machine Products a ee. Whenever a power hack saw is needed think of the KELLER 

The Screw Machine Products In complete line first. KELLER has a fast selling line of 8 power 
: pr <n hack saws awaiting for you to name the job. They are built 

dustry Advisory Committee met re for power, speed, economy and satisfied customers. 

cently with officials of the NPA You'll get prompt service on any of the long line of KELLER 

headed by Lindsay C. Howell, assist- POWER HACK SAWS. 

ant director of NPA’s Gencral Com WRITE TODAY FOR DEALERS’ 

DISCOUNTS and COMPLETE DETAILS 


ponents Division. No. | Bench Model 


' th Automatic Lift 
hose industry representatives pres- Oe ee 


ent were: William J. Finn, Chicago 

Screw Co.; Robert Chestnut, Alumi- 

num Co. of American; Charles Hyde, 

David Bell Co., Inc.; Carl H. Fischer, 

Fischer Special Mfg. Co.; A. W. Bon 

ner, M. B. Fletcher Co.; C. D. Hoyt, 

Jr.. Charles D. Hoyt Co., Inc.; E. W. 

Schneider, Hudson Screw Machine | 

Products, Inc.; N. A. Hewitt, Ohio 

Screw Products, Inc.; H. L. Nygren, Pry sua hot Safe. ete 2347 UNIVERSITY AVENUE 
Ottawa Steel Products, Inc.; S$. N. Con- 4 5 amaves. . S sibtagsaves ST. PAULY“4, MINNESOTA 
forti, Pacific Screw Products Corp.; Ms 
J. S. Elsby, Screw Machine Products 
Co.; H. A. Hofmeister, Tool Manu- 
facturing Co.; and, John Higgins, 
Whitset-Higgins Co. 





Harrison Reviews 
Defense Production Effort 


William H. Harrison, administrator 
of the DPA, spoke recently on the 
condition of the defense production 
effort 

He said that military requirements 
ire on schedule, not only with regard 
to end-products but also with regard 
to the increase in armament produc 
tion facilities and in the production 
of vital raw materials. 

“Since June, 1950,” Mr. Harrison 
said, “‘the government has_ placed 
orders for planes, tanks, guns and 
other military equipment, facilities 


and supplies in the amount of over MECHANICAL POWER 
$26,000,000,000. As yet, only a small 
part of these orders have been filled TRANSMISSION EQUIPMENT 
ind the goods delivered Further For 72 years—a name famous for design perfection and mechanical dependability— 
more, upwards of $50,000,000,000 for ability to solve every complicated mechanical power transmission problem. Medart 
more in orders have vet to be placed —MOST COMPLETE LINE AVAILABLE—moves faster, sells easier, earns more profit! 
before the end of June 1952.” 

Mr. Harrison said that the govern- ( C) V-Belts & Sheaves () Speed Reducers 
ment is using extensively the powers 
granted in the Defense Production 
Act to divert materials and plants 


from less important to more important MEDART COMPANY 3535 De Kalb Sr. 


uses. Under these powers, important St. Louis 18, Mo. 


{_} Power Transmission Equipment (_} Gears 
ATTACH THIS AD TO LETTERHEAD AND SIGN 
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ome Peg and other mate- 
DEFENSE PLANTS WANT A4S7 ste cope and aluminum 
being controlled and channeled to 


ACCURATE, LOW-COST ETAL CUTTING | Ea ea 


Expanding Production Ability 


OO “As a nation,” Mr. Harrison said, 


“we are expanding our ability to pro- 
METAL duce minerals and fuels; we are build- 
ing new factories and transportation 
CUTTING (facilities—we are enlarging the eco- 
nomic capacity of the country, so 
Mond 824-6 9 f%. BAND that, in ios we shall be able to sup 
, SAW port a high level of military strength, 
resume our progress in raising living 
standards, and be stronger for mect 

ing any new military demands.” 
He gave as an example the capacity 
TAKE ORDERS | of the steel industry, which he said 
was 100,000,000 tons a year last June. 
FOR Kalamazoo He claimed that it would be expanded 
N ow! within two years, to at least 117,000,- 
bine ant ame 000 tons a year. According to Mr. 

) cu $ 


will need fast, accurate, | Harrison, the aluminum industry had 
Ideally suited to defense low “cost metal cutting ~~ 4 capacity last June of 750,000 tons 
production needs! Extra sia ngs Sir babes sour » wane: tee $063 ee felt © chonld 
rugged, precision built, big sales and do your cus- sais? _ . ata 
capacity! Takes extremely tomers a favor by keep- to 1,300,000 tons. 
heavy use. Timken bear- ae eae Seen SS ee “We have already greatly expanded 

s, host of exclusive phe tka Pegs ot , 
angs, while deliveries are rea our productive resources, the Ad- 
features. sonably prompt. 
ministrator said, ““—new steel plants, 

new mines, new sources for the stock- 
pile—and we are continuing to build 
such a capacity that it will easily 
support in a reasonable time a high 
se level of defense production and a 


civilian economy that may, by the 


Kalamazoo 


' 
: 
$ 
: 
: 
' 


Kalamazoo, Michigan 


or Sia end of 1952, exceed the levels of the 

Ss STEEL FASTENERS economy before the attack on Korea.” 
wiPa Government Agencies 

ws ALLMETAL In reference to the organization of 

DPA and NPA last September, Mr. 

ats: Harrison told how there had been 

and | only a few men gathered in the De- 

éativory| partment of Commerce to get the 

ball rolling. He surmised that there 

were now 3,500 men and women who 

came from industry, government and 


the professions to add their knowledge 
to the defense production job. The im- 


the leading source for Stoinless : | portant policy committees—for small 


\ ; ( ( ome pro- 
Screws, Nuts, Boltel. Washers, business, for procurement, for prc 
i duction, for aircraft and for clec 


tronics—have been established and 
begun their work in their respective 
areas. 

“T believe,” Mr. Harrison said, 
“we have made a most successful 
start in putting the various controls 
upon the economy to work. These 
controls have a dual purpose—to keep 
WRITE FOR CATALOG H 4 the military equipment moving and 


— . 929 ‘: to interfere as little as possible with 
NESS MANUFACTURERS SINCE 192 the civilian economy, which has to 


ey. 4. . “— 1e 
/ ») continue at a high level to support 


the military effort. The nation is in 


we, SCREW PRODUCTS COMPANY, INC. what I should call very good og 
last fall tk luctive index was 22( 
“Wine” 33 GREENE STREET NEW YORK 13, N. Y. iiM_-aa 


and now it stands at 2 
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Business Cooperation 


Mr. Harrison felt that DPA was 
able to do its job because of the im- 
portant help of the entire American 
business community. He said the in- 
dustrialists cooperated not only by 
coming to Washington to assist in | 
organization, but by serving on ad 
visory committees to help NPA deter 


mine the need and extent of controls. 


“And for their own part,” the Ad- ' << for every industrial pur- 
ministrator concluded, “the indus- 


\ A Better 
, Welded 


J 


pose, for every essential 
trialists proved once again how Amer industry—wherever chains 
ican industry can successfully mect are needed, you'll find 
almost any challenge. Despite certain Wesco Chains doing a 
shortages of materials and despite cer better job because they 
tain readjustments made necessary by are better welded chains. 
the imposition of controls, they were 
able to turn out all manner of goods 
in prodigious quantities both for the 
defense effort and to keep the civilian 
economy high.” 


Proof Coil Chain 
BBB Coil Chain 
Sling Chains and 
Log Chains. . 
Railroad Chain 


Carbide Industry Committee 


Meets With OPS 


An advisory committee representing 
the sintered tungsten carbide industry 
met with officials of the Office of Price 
Stabilization recently to discuss price 
ceilings for their products. 

A subcommittee of six was ap- WESTERN CHAIN COMPANY 
pointed to study a pricing formula 1819 BELMONT AVE CHICAGO 13, ILL. 


based on Ceiling Price Regulation 19 
which set a $65-a-ton ceiling on tung- 


Write for the Wesco 
Industrial Chain Catalog 





sten concentrates. 

Industry representatives stressed the 
distinction between tungsten carbide 
products and fabricated tools and ques- 
tioned if an amendment were needed 
to clearly exempt the former from 
CPR 22 dealing with ceiling prices for 


certain manufactured products. Tung- 
sten carbide tools and commodities 
will be included in the forthcoming 
order covering machinery and related 
manufactured goods. 

Members of the committee are 
Philip McKenna, Kenna Metals, Inc.; 
K. R. Beardslee, Carboloy Co.; James 
A. Fraser, Wesson Metals, Inc.; Ed 
Dreyer, Adamas Carbide Corp.; Frank 
Willey, Jr., Willey’s Carbide Tool 
Co.; Clermont Cartwright, Tungsten 
Alloy Mfg. Co.; Wm. Newcomer, 
Newcomer Products Co.; Herbert B. 
Clark, Vascoloy Ramet Corp.; John 
Kontra, United Die Co.; Thomas W. 
Gabriel, Firth Sterling Steel & Car- 
bide Corp.; R. T. Beeghly, Metal 
Carbides Corp.; Carney Avesdesian, 
American Carbide Die Co.; Dr. Claus 
G. Goetzel, Sinter-Cast Corp. of 
America; Morris Simons, Union Wire 
Die Corp.; Abe Simons, Master Wire 
Die Corp. & Master Alloy, Inc.; Peter 
E. Lyod, Allegheny Ludlum Steel 
Corp.; and M. A. Corti, Marcoloy, 


Inc 


On the bearings of some machines, grease will protect 
far better than oil. On others oil is needed. Nor will 
one oil or grease correctly lubricate all types of machin- 
ery or industrial equipment. 


The Albany Line is the result of almost a Century of 
skillful refining of the right lubricants to meet widely 
divergent needs. There is a correct oil or grease for 
every purpose. Ask your Mill Supply house to show you 
the Albany chart of Specifications. They can supply 
you with the right Albany Lubricants. 


ADAM COOK'S SONS Inc. 


Linden New Jersey 
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RIGHT NOW 
30,000 SHOPS 
HAVE NEED 











Models No. 100 and No. 200 on milling machine 
showing ease of attaching on any flat or curved 
surface, without the use of haphazard olamps. 


Magnetic pull, app. 50 tbs. Ball and socket 
swivel construction permits precision adjustment 


Application of Models No. 150 and No. 200 

lathe. Note flexibility of otiens Model No. 150 

and ease of positioning Mod: " _ to spotlight 
hard to see I oe 

Model No. 150 has er pull ae app. 100 Ibs 

Model 200 operates on 110V AC. or DC 6 ft 

plastic cord. 25 watt and a0 watt bulbs included 


Each model packed in individual 
wooden box 


Immediate Delivery 


PRICES 
Model 100 Indicator Holder $ 7.50 
Model 200 Handilite $ 8.50 


Model 300 SE 
(models 100 & 2 $15.50 


Model 150 Duplex Mognetic Base 
Indicator Holder $15.50 
Write for Bulletins 
No. 602 Descriptive Circular and No. 702 
Confidential Discount Sheet 


g oe C MANUFACTURING CO. 
DEPT. 961 


4522-24 Fullerton Ave. Chicago 39, Ill. 
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Keep Selling 


Beware of traps when a manufacturer requests that distributor men 
attend training school. 

It is reported that a grave question exists about the hard work involved 
in the training courses. Actually, some manufacturers believe that “all 
work and no play is short-changing hard-working secretaries” whom they 
depend upon to write their sales education manuals. 

Take, for instance, Frank L. Engstrom—company name shall remain 
unknown. All is not skittles and beer at his training school. His pretty 
little secretary, whom we will call “Charlotte”, wrote a chapter of 
romance into a recent school program. A chap by the name of Vance 
Taylor, from up Waterbury way, allowed as how he needed educating and 
figured Frank had just what he wanted. 

Now someone baited a hook. Some say it was Frank and some say 
Vance. Anyway, Frank’s short a secretary and Vance has himself a life- 
time teacher—the lucky stiff. Now whether you want to call this a case 
of manufacturer’s cooperation soaring to a new peak, or plain daylight 
robbery by a distributor’s salesman makes no no-how. 

Charlotte and Vance were married on April 21 and who do you sup- 
pose gave the bride away? That’s right! And Frankie, my boy, you only 
think you have come up with a new idea on manufacturer-distributor 
relations. Don’t underrate distributors’ salesmen—they are the tricky 
ones. Whether they sell or not, they most always get the order. 


x o x o a 


Let’s hope there will be a clearer picture of where business stands— 
in this muddled atmosphere—by the time the convention rolls around. 
Even a vague idea of where we are heading and why would suit most 
everybody. The great debate, as it is called, hasn’t had the effect hoped 
for. Instead of pinpointing—narrowing—the issues, the reverse has been 
the result. If anybody has the faintest idea of what the target is that we 
as a nation are shooting at, it hasn’t been developed in the millions of 
feet of gas thus far released. 

Distributors and manufacturers who will attend the convention have 
plenty of problems that are only remotely connected with the defense 
effort to keep them busy during the San Francisco meetings. The impor- 
tant one is the matter of selling. Add up all of the shortages, the regula- 
tions and the directives and the sum total is far short of coming to any 
conclusion other than that selling is still the Number One problem, as it 
always has been, facing both manufacturers and distributors. 

So while we are shaking our heads and mulling over what may come 
next from a thoroughly confused Washington, let’s put a good part of 
our efforts and thinking at the convention on a problem that we can do 
something about ourselves—more and better selling! 


ARCH MORRIS 
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550 YEARS OF SALES EXPERIENCE AND 
SERVICE TO DISTRIBUTORS 


THIS STARRETT SALES ORGANIZATION 
is dedicated to building sales and profit for you 


Back of dependable STARRETT Mechanics'Hand 
Measuring Tools and Precision Instruments, Dial 
Indicators, Steel Tapes, Precision Ground Flat 
Stock, Hacksaws, Band Saws and Band Knives 
stands a dependable sales and service organization 
— alert, intelligent, ready to help you with any sales 
or application problem. Every man in the Starrett 


Stock and Sell the Complete Line 


MECHANICS’ HAND MEASURING TOOLS AND PRECISION 


INSTRUMENTS + DIAL INDICATORS - STEEL TAPES 
PRECISION GROUND FLAT STOCK - HACKSAWS, 
BAND SAWS and BAND KNIVES 


THE L. S. STARRETT CO. + World's Greatest Toolmakers * 





sales organization has topped wide experience in 
industrial selling with long service on the Starrett 
team. Together they represent combined experi- 
ence totalling more than 550 years. Strategically 
located throughout the country, they stand ready 
oO serve you promptly, efficiently and to the best of 
their very capable ability. 


VISIT STARRETT BOOTH No. 519, TRIPLE INDUSTRIAL SUPPLY CONVENTION, SAN FRANCISCO, JUNE 11-13 


WORLD'S GREATEST 
TOOLMAKERS 

4 The L. S. Starrete Company 

occupies the largest plant in 

the world devoted exclu- 

sively to the production of 

precision hand tools, dial indica- 

tors, steel tapes and rules, etc. 

Production of hacksaws, band saws, 

band knives and precision ground 

flat stock is now streamlined in a 
new, modern building. 





ATHOL, MASSACHUSETTS, U.S.A. 


We have sacrificed absolutely nothing 


to obtain this light portable hoist... 
We Continue to Offer... 


@ the same High Factor of Safety 


— - 
. 


@ metals having the Ductility Vital under Shock Loads 
® Steel in all Load Supporting Parts 
®@ Rocking as well as Swiveling drop-forged load hooks 


®@ load sheaves with a Minimum of Five formed Pockets 


You enhance your prestige when you 
stock and sell the WRIGHT line 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 





